DB nlarcdware 


- TWO DOLLARS A YEAR OCTOBER 251H, 1917 
TEN CENTS THE COPy VOLUME 100 NUMBER A7 





PENN 
LIVE-STEEL 
BLADES 





N ') FACE-FITTING 
RECT-ANCLE ; io RAZOR HANDLE 
PING HOLDER 


Table of Contents, Page 139 Index to Advertisers, Page 356 
Situation and Help Wanted and Business Opportunities, Pages 354-355 











HARDWARE AGE 


Impartial tests 





October 25, 1917 


show that Thermoid Brake Lining is the only 
brake lining which is practically moisture-proof 


Successful sales arguments are based on cold, 
hard, rock-bottom facts. The day is past when 


unsubstantiated generalities would sell brake 
lining. 

When you sell Thermoid Brake Lining, you are 
sure of sales arguments founded on scientifically 
established facts. 


TABLES OF TESTS 


Under ordinary conditions Thermoid—the only 
hydraulic compressed, Grapnalized lining—is 
practically impervious to moisture. The follow- 
ing tests, conducted impartially on all well known 
brands by a leading chemist, prove that Thermoid 
absorbs far less moisture than any other brake 
lining. 
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The fact that Thermoid Brake Lining contains 
over 40% more material than other linings and 
that this material returns more than its additional 
cost in added service, is positively proven by the 


Duration Speed of 
Make hours drum feet 
per minute 
Thermoid 32 530 
Make A 2 5380 
Make B 32 530 
Make C 32 530 


JOBBERS AND DEALERS 


A great national advertising campaign is edu- 
cating car owners everywhere to ask for Thermoid 
when they buy brake lining. Write for details 
of the Thermoid proposition—an exceptional 
money-making opportunity. Ask for the new 
Thermoid book, “50,000,000 lives depend on good 


brakes.” 





100% 


‘*Winter Business—Cold Weather made Profitable’”’ 


he ess We’ 
“vDRAULIC CONPREsse: 


BRAKE LINING 


Makers of ‘“‘Thermoid Tires’’ and “‘Thermoid Garden Hose.’’ 





following test made with a soft steel water cooled 


drum driven by a powerful motor. Another 
notable fact is the discrepancy between the loss 
of weight and thickness of other makes of lining. 


Pressure Percentage Percentage 
(ibs. per of loss by of loss by 
square inch) thickness weight 
53.7 13 12.8 
53.7 33 18 
53.7 34.5 18.5 
53.7 44.8 27.3 


OUR GUARANTEE: Thermoid Brake Lining 

is positively guaranteed to outwear and give bet- 

ter satisfaction than any other brake lining. 
Thermoid will make good—or WE WILL. 


Thermoid Rubber Company 


TRENTON, N. J. 





Factory and Main Office: 


Branches 
New York Chicago San Francisco Indianapolis 
Detroit Los Angeles Philadelphia 
Pittsburgh Boston London Paris 


Canadian Distributors: 
Canadian Fairbanks-Morse Co., Ltd., Montreal. 
Branches in all principal Canadian Cities. 
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~ Millions of These Targets Are 
Being Shipped Free to Dealers. 


Aye Y ou Getting Your Share? 





50 Fet—OFFICIAL TARGET—S0 Feet 
WINCHESTER Junior Rifle Corps Medal Contest 
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WINCHESTER REPEATING ARMS CO. 
NEW HAVEN, CONN. 











The call from hardware and gun dealers for these Winchester Junior Rifle 
Corps targets is literally causing us to distribute them by the millions. 


The big Winchester National Advertising Campaign is stirring up an 


interest in Winchester guns as never before—and that is ‘going some’’ when- 


you stop to consider that the word ““Winchester’’ has been another name for 
rifle’ for half a century. The boys and their parents are reading our adver- 
tisements. This gets them into your store. You deal out the targets and 
explain the conditions under which the boys and girls can win a Winchester 
“Marksman” or “‘Sharpshooter’’ medal and also receive a Winchester Junior 
Rifle Corps diploma. This makes selling Winchesters a pleasure. 


Write now to Winchester Repeating Arms Company, New Haven, Conn., 
Dept. A-I-1. ‘There's no time like the present.” 


Let us send you targets, booklets, sheets to keep your records and other 
advertising matter. 


WINCHESTER 


‘“‘The Easiest Guns in the World to Sell’’ 
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CLARK INDESTRUCTIBLE 


STEEL HEATERS 
MORE POPULAR THAN EVER 








No. 8XX Clark Automobile Heater—The Duchess 


Handsomest heater made. Covered with rich velvet plush in blue, green 
and maroon shades. Metal parts nickel plated. 24 inches long. 


No. 7D Ciark Heater—Slanting Top No. 7X Clark Automobile Heater 


Covered with extra quality Brussels Carpet. Metal Covered with velvet plush in blue, green and 
parts nickel plated. Durable, of good appearance maroon shades. Metal parts nickel plated. A very 
and a big seller. A leader. 14 inches long. handsome heater. 14 inches long. 








DEALERS | & & | Your Jobber 


ORDER Can Supply 
NOW bs You 


No. 5B Clark Heater—Oval Type—End 
Ventilators 
A practical and popular heater covered 


with Brussels Carpet. 12 inches long. 
Good heat giver. 























OCTORS, rural mail carriers, and others whose business requires cold weather driving, 
have used Clark Heaters for the past twenty-five years, and would not be without them. 
The fact that the greatest sale is in the north, where winter temperatures are severe, is 
proof of their efficiency and the very small ex>ense of operating Clark Heaters is self-evident 
from their continuous use by rural mail carrier:, delivery wagons, taxi-cabs, etc. 
The highest price Clark Heater, covered with the richest materials, is but $10.00, and 
there are efficient and popular models for as little as $2.50 and $2.00. 


CHICAGO FLEXIBLE SHAFT COMPANY 


L 12th Street & Central Ave., Chicago New York Branch: 16 and 18 Reade Street 
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There Are a Number of People in Your Town that will 
Buy the 


STEWART HANDY 
WORKER 


the minute they see it. 














$30 Worth of Useful Tools: for $14 | 


This outfit appeals immediately to home 
mechanics, farmers, automobile owners, 
manual training students, etc. 


It’s a quick Seller and your profit is right, 


Put a Handy Worker: on; Display. and be 
convinced. You cant Help; but be pleased 
with results. .@ 7 *° 


A fine Christmas Gift for Men and Boys 


DORN Sa Ree EN ke EE eS CS eee eee Ge Ce ae Met aera i Rica is 
: ee 3 bi i : 2 A Ta i 


Order Stewart Handy Workers To-day. 
If your jobber can’t supply you we will. 





Chicago Flexible Shaft Company 


12th Street & Central Ave., Chicago New York Branch: 16 and 18 Reade Street 














SS ——— + > — == - ———- — <== = = 


























AGE 


>) 
oat 
<— 
= 
= 
~ 
< 
= 



































Paes A WwKINS & 


























October 25, 1917 HARDWARE AGE 























a ATEN cy 


hee GG Nar 
‘Sad 


me 
me 















































CO MeP ABN Yas: 





HARDWARE AGE October 25, 1917 


WALWORTH 
ee CO. 


USED 


THE 


WORLD OVER 


SOLE MAKERS 


NEW YORK BOSTON CHICAGO 
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This Cut Shows 
Every Part of a 
COES 
“Knife-Handle” 
Wrench 


10 Solid Whole Parts 


“In the older days of Art 
Builders wrought with greatest care 
Each minute and unseen part, 
For the GODS see everywhere.” 
—Longfellow. 





Had Longfellow lived until now and paid a visit to the Coes Wrench 
factory he would marvel at the great care we take in making such a seem- 
ingly small thing as a screw wrench. 


In keeping with the idea of the builders of the earlier days we, too, give 
particular attention to the minute and unseen parts. 


In making the Coes Knife Handle Wrench we use the fewest parts pos- 
sible—only 10 in all, and all simple. We assemble these parts under pres- 
sure and rivet and harden the wearing parts. We use the best obtainable 
materials—steel and wood. We employ the latest and best manufacturing 
methods. We inspect each wrench 16 different times during the course of 
manufacture. We try it for flaws. We test it for strength. We back it with 
77 years of experience devoted solely to wrench making. 


Where is there another screw wrench with a sale that exceeds One Mil- 
lion a Year? What wrench can measure up to the Coes in quality and 


strength ? 


Coes Wrench Co., *::" Worcester, Mass. 


AGENTS 
J.C. McCarty & Co., 29 Murray Street, New York 
John H. Graham, 113 Chambers Street, New York 
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How the cross-section 
of a single wire in Rey- 
nolds Rust-Proof 
AluminA looks under a 
powerful glass — each 
coat is a separate, 
long-lived, rust-resist- 
ing weather coat. 














7 1! REYNOLDS BYsa 


After its bending awd twisting 
Wurney through the loom after 
@ thdcough cleansing... that leaves 
athe wite free from every Jmpurity 
aftér a careful jnspection, and 
every foot of bare, * reenclo is 
nronpune ed flawless\>> ; 


‘After Weaving 


then Rapdoids Agha is 
coated TEN) TIMES by Mectric- 
ity, With ten thin separath, flaw- 

less layers of pure. gine, \ 
Contrast this wift hot-dibped 
‘‘ge Ivanized before \> weaving’’ 
s¢rpen-cloth. Its one lone coat of 
siptter must travel with it, bend 
ing and sera ng. through weaving 
——— Wrong it cracks 
flakes, leaves Yiny bare 

Rpots whete the rust gnays. 

Dur electric rist- proofing * Process, 
ony, Wo wealth of Ger Own 
bre enti Water 
ver that keep \production qosts 
phable us \to give AluntinA 
ot ND BETTER PROTEC 
TIO n tough, and flawless 
rust diye — coats of pure 
zinc. \ 
\ 







EYNOLDS Rust-Proof AluminA is guaranteed 
to wear longer than any “galvanized-before-weav- 
ing” screen cloth. In actual use, it has done even 
more—it has lasted more than twice as long as “zal- 









vanized-before-weaving” cloth. 
/ 


Why AluminA Lasts Longer 

Ten coats of pure zinc, put on after weaving, protect 
AluminA against rust—ten separate, uniform coats, put on 
one at a time, each one a solid rust-resisting weather coat in 
itself. 

And the result is a ten-ply armor plate of pure zinc that won't 
crack, or peel, or flake off, because our special electrical 
process makes the coat a part of the wire. 


This Ten-Ply Armor Plate 
insures Longer Lile 


Each one of these ten sgparate layers strengthens and rein 
forces the layer beneath it. And, like the leaves of a spring 
these ten layers are elastic. If a spring were one piece of 
solid metal it would give just a little, then snap. That’s what 
frequently happens to the lone hot-dipped coat of “galv anized 
before- -weaving’ screen cloth as it bends and twists during 
the operations of weaving. 
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EASIER To SELL-STAYS 
SOLD-BUILDS GOOD WILL 


Dealers say it is “easier to sell” because it’s honest 
screencloth. It does exactly what we say it will do. 


When users discover—as they always do—that Rey- 
nolds Screencloth wears longer and actually costs 
less in the long run, they use it exclusively. 
Naturally it creates confidence in the dealer—con- 
fidence in the goods he sells. 


That’s good will—the kind that creates steady cus- 
tomers, profitable customers. 


And it pays big profits too. Get acquainted with 
Reynolds SUN-RED EDGE line—now. 


paash ALUMINA 


AluminA’s ten-ply armor, put on by electricity after weaving, 


is more than elastic, non-crackable—it is the toughest and 


longest-lived rust-fighter that modern science can build 
around high grade steel wire. 


Pure Zinc Defies Rust 


AluminA’s weather-coat is pure zinc—100% pure—absolutely 
free from all weakening impurities. 


Pure zinc gives the maximum of rust-resistance—ten tough, 
elastic coats prevent cracking or flaking—and hungry rust has 
no chance (not even a tiny bare spot) to get in and gnaw. 


AluminA |s The Popular 
SUN-RED EDGE Brand 


It pays dealers big profits—sells for the right price—for every 
dollar it gives users a big, round dollar’s worth of flawless 
fly-protection, handsome appearance, and MORE seasons of 
actual service. 


The SUN-RED EDGE is its quality mark. It is helping 
other déalers build up a permanent, profitable screencloth 
business—will do the same for you. Try it. 





REYNOLDS WIRE CoO. 


Quality Cloth Since 1892 


139 River St. Dixon, Ill. 












































































































































































































































































































SUN-RED BOGE 










Sun-Red Edge is the 
Sterling Mark of Screen- 


cloth Quality 


The House of Reynolds stamps 
its guarantee of quality on every 
foot of Reynolds Screencloth. 
The SUN-RED EDGE, already 
widely known, distinguishes Rey- 
nolds Brands from all others— 
helps your customers remember 
you as the dealer who sells SUN- 
RED EDGE BRANDS. 
Feuer SUN-RED EDGE 
Braadse 
Reynolds Big Four, as they are 
called, provide you with a com- 
plete line of screencloth for every 
use and every pocketbook—and a 
big profit too. 
ALUMINA 
The leader. 75% of your screen- 
cloth customers -wille prefer it. 
Finished in tough, transparent, 
enamel—a handsome silver-gray. 


ALUMI-NAMEL. 


Exactly the same as AluminA, 
except it is finished in special 
elastic black enamel. Ten pure 
zinc rust-proof coats make it the 
longest-wearing BLACK CLOTH 
made. 
NOXIDE BRONZE 
90% pure copper. Highest qual- 
ity and best made at any price. 
Lasts indefinitely. Finished in 
that beautiful, oxidized copper 





SUN-RED EDGE BLACK 
The only BLACK PAINTED cloth 
with a distinctive trademark edge. 
Finished with high grade paint 
carrying a tough body of weather- 
proof Kauri Gum. Outlasts any 
other black-painted cloth. 


Reynolds BIG FOUR 
is the big-profit and 
sure-satisfaction line. 
Try it—write today. 
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The airplane has reached 
a point in iis develop- 
ment where it becomes, 
in the opinions of men 
who should know, the 
greatest single factor in 
the greatest] war ever 
fought. It is confidently 
expected fo prove the 
deciding factor. It is 


already known as the 
‘Eyes off the Army” 
Without which that 
army is almost helpless. 
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REG. U. S, PAT. OFF. 


It is easy to moralize—to draw a lesson 
from this event or that—after it is all 
over. One lesson we learned quickly from 
the world war, however—the absolute 
necessity for accuracy in manufacture. It 
got to the manufacturers in this country 
fast. It was an expensive lesson to some— 
a lesson that once learned will never be 
forgotten. 


First machinery, then shells, now ord- 

nance and airplanes—where would we be [imam 
without means and methods for duplicate 
manufacture? 





The making of precision tools and meas- 

uring instruments is a fine art. G. T. D. 

Screw Cutting Tools have been developed “orm ?** 
to a high point of efficiency. 


They are piling up prestige and reputa- 
tion for excellence which is sure to help 
you in future sales. 


Send for the catalog if you haven’t it. 


Courtesy of Pesacola Board of Trade 
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UNION 


Never was there such a de- 
mand for good Machinists’ Tools 
as during this great world war. 
And never were tool users held 
more strictly accountable for 
the quality and accuracy of the 
finished products. 


Uncle Sam wants every man 
who uses tools to realize what 
‘*Made in America” means and 
to turn out work that will be a 
credit to themselves—to their 
shops and to the nation. 

But Uncle Sam also wants 
Machinists to economize—to use 
High Quality Tools that are 
sold at reasonable prices. We 
are all told to conserve in 
these times. 


sik 
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TOOLS 


Union Tools have long been known 
as “Machinists’ Tools of Quality.” 
And they have always been sold at rea- 
sonable prices—prices which combined 
with their accuracy and dependability 
always made profitable sales and satis- 
fied customers. 


Each year finds a steadily increasing 
demand for Union Calipers, Dividers, 
Tap Wrenches, Center Punches, Tem- 
pered Steel Rules, Nail Sets and other 
tools for these very reasons. 


Every Union Tool is guaranteed 
and remember also that Union Tool 
deliveries are dependable. Both Job- 
bers and Dealers can build up a good 
business with them. Our Selling 
Agents, Surpless, Dunn & Co., New 
York and Chicago, will supply you, or 
send your orders direct as you wish. 
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WALK Saw Fant 


Simonds’ f The Live Hardware Store 


Manufac- ' It’s the store that makes the good displays, and at the same time dis 
plays the good goods. It is a pleasure to see a window of this kind 

turing i showing a wonderful array of Carpenters’ and Woodmen’s Saws bearing 
SIMONDS own manufacturer’s brand. Dealers everywhere attract th 


Company : better trade by Simonds Saws. 
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A Word to Jobbers’ Salesmen 


You know that wherever Cross-Cut Saws are sold there is nothing else 


that even begins to compare with the sales you make of Simonds Crescent 
Ground Saws. Most Dealers you sell will appreciate your reminding them 
to include a few SIMONDS Hand Saws with their order. These saws 
are in quality absolutely unexcelled. 


Factories: 
Fitchburg, Mass 
Chicago, Ill 
Montreal, Que 
Lockport. N. Y 


Branches 
New York City 
Memphis, Tenn 
New Orleans, La 
Portland, Ore 
San Francisco, Cal 
Seattle, Wash 
Vancouver, B.C. 
St. John, N. B 
London, Eng 
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Stillson Wrenches 


Here is the master Stillson wrench—perfect in the many little details which make possible 
long service under severe use. 


It’s a sturdy, husky wrench made of the finest steel, fitted in workmanlike manner, with 
the jaws hardened deep enough to stand any gruelling work, but not deep enough to render 


the whole head brittle. 


rr KT 
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Our Guarantee 
Protects Our Dealers 


So sure of our product are we that we tag each wrench 
with a guarantee to replace any wrench found unsatisfactory. 


We are equipped for the finest drop forging work in the 
country and our wrenches are built with that experience to 
guide us. 

Our wrenches are made with either the wood or steel 
handle in the usual sizes as follows: 


Wood handle—6, 8, 10, 14, 18 inches. 
Steel handle—6, 8, 10, 14, 18, 24, 36, 48 inches. 


We have a handsome hanger in colors for the use of 


| dealers who handle Moore Wrenches. 


Ask your jobber for full information and prices, or write 
to us direct. 





1B @ Fr 
GUARANTEE 


We guarantee this tool to 
be free from defects and 
will cheerfully replace 
should it provedefective. 
We stand back of our 
product in every way. 


Moore Drop Forging Co. 








Moore Drop Forging 
Company 


Springfield, Mass. 
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Mr. Hardware Manufacturer, do you realize 
that 23% of the iron and steel of this coun- 


try is paid in tribute each year to the Giani 
“Rust’’? 


Does not this fact fairly stagger you with 

the possibilities it suggests of Rust Proofing 
your metal products and 
thereby GAIN 23% in your 
battle with competition for 
commercial supremacy ? 


As a sword this mighty 
merchandising asset is lifted 
to your hand. Will you 
sheathe it at a time when the 
whole country is crying out 
for efficiency and conserva- 
tion? Or will you strike the 
blow that will free your 
metal products from the rav- 
ages of rust and put an im- 
post on your competitors 


* that will be 
difficult for 
them to 
carry > 
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Giant’ Rust" 


Sales Increase! 


Just think of the added sales you could make if you were in a position to 
use “Rust Proofed”’ as a selling point! 





And consider how your customers would ‘‘come back” and advertise your 
product broadcast if you saved them this 23% rust-ruin! 


Then, figure the DIRECT saving: 


Ist. The Parker-Process often makes it possible to sub- 
stitute iron or steel for more expensive metals. 


2nd. The Parker-Process gives iron and steel a beauti- 
ful flat-black finish all its own, making unnecessary the 
expense of painting, varnishing or coating of any kind. 


3rd. The Parker-Process makes an ideal base for super- 
coatings such as paint, varnish, lacquer, etc. 


4th. The Parker-Process eliminates all danger of YOUR 
loss by rust before your manufactured product leaves 
your hands. 


Ask your Sales Manager about it. He is the man who knows what the 
people want and how they would feel about buying rust-proofed articles. 
Then write to us and we will be glad to furnish you with estimates for 
either rust-proofing your products in one of our laboratories or of install- 
ing a private plant in your own factory. 


That 23% is worth going after! 


PARKER RUST-PROOF COMPANY 


OF- AMERICA 





DETROIT 
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Net Hardware Prices 
ina Runaway Market 





VEN though no man 

knows what goods are 
worth nor what they will be 
worth tomorrow, there is ONE 
source of supply which dares 
to name its net prices before E 
the goods are billed. This is 
“OUR DRUMMER’ cata- 
logue. Hardware men who 
keep in close touch with this 
book’s plain figure quotations 
buy safely at all times. If 
through any mischance the 
big Santa Claus number has 
not reached you, let us know. 





wi 





BUTLER BROTHERS 


Exclusive Wholesalers 9 General Merchandise 
NEW YORK CHICAGO ST. LOUIS MINNEAPOLIS DALLAS 
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gpur BUSINESS for over half a century has 


been that of representing manufacturers of 
well-known products in the sale and distribution 
of their lines. 


.‘S this period we have established a patronage 
of a large number of the leading wholesale 
jobbing houses throughout the United States. 


gis patronage has been built upasa result of 

our success in supplying merchandise of real 
quality and at a price consistent with this quality. 
A list of some of our accounts is given here. 


THE CHALLENGE CUTLERY CORPORATION 


Pocket Knives and Razors 


HENRY T. SEYMOUR SHEAR CO. 


Shears, Tinners’ Snips, etc. 


AMERICAN TAP & DIE CO. 
Taps, Stocks, Dies and Threading Tools 
Butchers’ Tools (Nicholas Bros) 


ALLEN WRENCH & TOOL CO. Socket Wrench Sets 


KEISER MFG. CO. Hedge, Grass and Sheep Shears 
THE J. T. HENRY MFG. CO. 


Pruning Shears and Tree Pruners 


WM. ROSE & BROS. Rose Trowels 


LAKESIDE FORGE CoO. 
Engineers’ and Adjustable Automobile 
Drop Forge Wrenches, Adjustable Pliers 


AMERICAN SHEARER MFG. CO. 
Horse and Toilet Clippers 


C. & A. HOFFMAN, Inc. Butcher Steels 
DUNN EDGE TOOL CO. 


Axes, Bush Hooks, Hay Knives, Grass Hooks, 
Grass Shears, Bread Knives and Scythes 


NEW YORK STENCIL WORKS 
Steel Letters and Figures, Steel Stamps 
and Metal Stamping Devices 


WIEBUSCH & HILGER, Ltd. 


Factory Representatives : NEW YORK CITY 
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GOODELL 


1500 GOOD TOOLS 
NON-BREAKABLE—It’s All Steel 
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How would you like to handle a 
Mitre Box that will not break; one 
that does not need repairs; a box that 
is strong and accurate, attractive in 
appearance, one that has many 
special features and is being pushed 
by forceful and effective advertising? 


There is only one Mitre Box that 
answers all these requirements. That 
is the Goodell. Every single piece 
used in its construction is steel. It is 
made in all the best selling sizes both 
with and without saws. The prices 
of these Mitre Boxes are reasonable. 


Goodell-Pratt Company 


x5 
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The Amateurs’ Bench Lathe 


Every amateur mechanic in your town, 


every boy that has a wireless outfit, every 
small repair shop and private garage wants a small Bench 
Lathe. A Lathe that is moderate in price, yet can be used 
for all classes of wood or metal work; that can be driven by 










either foot or electric power; one that is provided with 
numberless small attachments that the owner of the Lathe 





can purchase if he desires. 








There is only one such Lathe 
made. The Amateur Bench Lathe. 
We make it in two sizes. Most of 
the best hardware and tool stores 
now carry itin stock. Doyou? If 
you do, write us for “Lathe Talk” 
booklets to distribute among your 
customers. If you don’t you should 
write us at once for complete in- 
formation. 


Goodell-Pratt Company { i 
a Si} 


¥ 
~, 


Greenfield 
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DEPENDABILITY | 


THE MECHANICAL WORKER MUST oo . 
HAVE DEPENDABLE TOOLS demand for 


machinists’ tools 
in general and 


B & S Tools 
in particular.’’ 


Having his work right once-in-a-while won't 
do. He must be right every time, and being 
right in a machine shop is being accurate to 
fractions of a thousandth of an inch. 


He must have tools that he can depend on at 
all times, under all conditions. That's why 
his choice is 


BROWN & SHARPE TOOLS 


—the world-known, world-endorsed line of 
machinists’ tools. And speaking of depend- 
ability, you, the dealer, can depend on the 
trade brought to your store by the sale of these 


tools. Machinists and toolmakers will go out 
of their way to buy tools bearing the half- 
century-old B & S trade mark. 
The entire thousand varieties of machinists’ tools in- 
cluded in this line are listed in Catalog 27. 
Send for your copy TODAY 


Brown & Sharpe Mfg. Co. 
PROVIDENCE, R. L, U.S. A. 


A stock of our tools is carried at our Chicago Office and Store, 
626-630 Washington Blvd., Chicago, Ill. 
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AMERICAN 
Self -Oiling 
GRINDERS 


On November 4, our new plant, 





SES 


which is just twice the size of our 
present one, will be completed. This 
will give us a capacity of 1000 grind- 
ers per day. And every grinder car- 
ries our guarantee, in writing. 





Hl ee al a at aR 


American No. 6, Tilting Grinder 


This tilting grinder is especi- 
ally designed for sharpenitig 
broad-edged tools. Well 
adapted for garage use. No 
bolts to loosen, no screws to 
American Nos. 1, 2, 3, and 4 Self-Oiling Grinders turn; adjustments made with 
one hand. 

A perfect type of balanced, smooth running tool 
grinder. Steel cut gears run in oil bath in oil 
tight gear case. Finished in black baked enamel 


Dealers handling this line know the profits it brings. The dealers who do not, 
as yet, should get our catalog. American Grinders sold by all the leading Jobbers. 


AMERICAN GRINDER MANUFACTURING CO. 
MILWAUKEE, WISCONSIN: = 
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Newest Tool 
On the Market 


Never mind what it is, how it works or how 
well it works—the “Cleveland” <> trade- 
mark’s on the shank—that’s sufficient proof 
of quality. 


How Does It Sell? 


That’s the question that interests you, and you can imagine the 
answer when we tell you that it’s the only tool expressly designed to 
fill an admitted and daily need among plumbers, garages, factor- 
ies, railroads, technical schools, colleges and shops of every 
size and sort. It has neither competition nor substitution. It’s 
the only tool for the job. 


et . 


SCREW EXTRACTOR SET 
(Patented 1914‘ 











With such sales arguments and such a field, is it any wonder that EZY-OUT 
has proven a “‘ten strike’ in the hardware dealer’s hands ? 


Is it any wonder that one dealer writes: “It practically sells on sight. We have 
never had a small tool that has taken so well with the trade’’? 
For the removal of broken set and cap screws, studs, stay-bolts, pipe 
fittings, etc., it’s the only tool on the market—the 
only tool and the best tool to offer your trade. Its 

newness, need, novelty and in- 

expensiveness make it a splen- 

did ‘“‘special’’ or “‘leader.”’ 


Your Customers Need This Tool. 
Don’t You? Send for ‘‘The Best Wey 
Out.”? It Gives Full Information and 


Prices. 
THE 


CLEVELAND <> TWIST DRILL 
COMPANY Just drill a 


New York CLEVELAND Chicago hole --insert 
EZY-OUT 
and _ twist. 
That’s all 
there is to 
it. 
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Lest We Forget 


the Original Russell Jennings 
Extension Lip Auger Bits 


No matter how long you have been in 
the hardware business you can’t remember 
the time when Russell Jennings Auger Bits 
have not been the most popular yet most 
imitated Bits in your stock. 


This very fact of the long standing of 
Russell Jennings Auger Bits makes us wish 
to be sure that you have not become so 
used to them that you have forgotten the 
original features which have always made 
Russell Jennings Auger Bits practical tools 
and easy sellers. 


It is to remind you that Mr. Russell Jen- 
nings was the inventor of the original ex- 
tension auger bit, which he patented as long 
ago as 1855, and that this bit has ever since 
been standard that this advertisement is 


printed. 


No other bit has: been so widely imitated, 
but no other bit has given such universal 
satisfaction and service. 


In forthcoming advertisements we pro- 
pose to describe to you why the double 
twist of the Russell Jennings bits, the exten- 
sion lip and the screw points are mechan- 
ically right, and why the bit has given the 
satisfaction which has made it supreme in 


its field. 


To aid you in understanding auger bit 
construction as an aid in selling we recom- 
mend that you read over our latest catalog. 
If you have not a copy we will gladly send 
you one. 


Russell Jennings 


MANUFACTURING COMPANY 
CHESTER, CONNECTICUT, U.S.A. 
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W. A. IVES MFG. CO. 


WALLINGFORD, CONN. 
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DISSTON SAWS have done more to 
upbuild America and America’s 
reputation than any other brand 
of tool. 
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You Sell Real Home Protection with 


Sargent Cylinder Day and 
Night Latches 


Sargent Cylinder Day and Night Latches for safety, security 
and strength have no equal. They have many special features, 
chief of which is the PUSH-BUTTON STOP found only in 


Sargent Day and Night Latches. 


They are simple, convenient 


and safe, and there is no possibility of getting out of order by the 


forcible closing of the door. 


Other Special Features 


The Latch Bolt, Which is made 
with long projection to provide 
for any shrinkage that may occur 
in the door or door frame, thus 
assuring security under all condi- 
tions. 


Jimmy Proof: The latch bolt is 
fully protected and when the door 
is closed cannot be forced back 
from the outside. 


Self-Locking: These latches are 
locked automatically by the clos- 
ing of the door and cannot then be 
opened from the outside except by 
the proper key. 


Double Locked: Can be locked 
or deadlocked from the inside. 


For All Doors: Suitable for 
either right or left hand doors and 
for doors of ,all thicknesses from 
Y to 2% inches. 


Three Gold Plated Keys are 
packed with each latch and no two 
latches are furnished with the 
same keys unless specially made 
to order. 


Design and Finish: Attractively 
designed and handsomely propor- 
tioned, they may be obtained in 
several finishes, which are thor- 
oughly durable as well as pleasing. 


Sargent Cylinder Day and Night 
Latches are easily applied and ad- 
justed by following the simple 
directions packed in each box. 
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STOCK THE 
SARGENT LINE OF 
LATCHES and give 
your customers com- 
plete satisfaction in 
safety, convenience, 
durability and appear- 
ance. 


Sargent & Company 


Hardware Manufacturers 


New Haven, Conn. 


NEW YORK 


BOSTON 


CHICAGO 
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Ask the Expert 


The expert saw user knows Bishop’s “Greyhound” 
Saws. He knows how fast and easy-cutting they are. 
He knows the quality of the steel we use. He knows 
how much longer a “Greyhound” will hold its sharp- 
ness and set. 


He knows because he uses a “Greyhound” himself-— 
always has used it since his earliest days at this trade. 
“Greyhounds” always satisfy the saw user who is able 
to pick flaws. 


The more a man knows about saws, the better able 
he is to appreciate the “Greyhound.” 


Made in Straight and Skew Back Styles—all lengths 
from 16” to 30”. 


Get our new catalog and trade prices. 


Geo. H. Bishop & Co. 


& EASE 


Lawrenceburg, Ind. 


“TRACE MARE 
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The “‘Feel” of a Good File 


Did you ever watch a really capable mechanic test a file? He has 
a way of passing a sensitive thumb over its jagged surface. Instinc- 
tively, unfailingly, he thereby determines whether it is fit for use. 


This man invariably chooses NICHOLSON FILES. He never 


buys blindly. 


He can “feel” that a NICH- 
OLSON FILE is right. 


He can “‘feel”’ its 


sharp, keen-cutting teeth, arranged jn rows 
of perfect uniformity. There is no doubt 


in his mind. 


He buys NICHOLSON. He 


makes sure of satisfaction. 


Our catalog and copy of 
“File Filosophy” will inter- 
est you. Write for them to- 


day. 
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WAGE SE YN [ly 
NAIL HAMMER 


Made of Vanadium Alloy Steel. The toughest, 
strongest hammer made. 
Good Vanadium Alloy Steel: properly treated and tempered will pro- 


long the life of the hammer. Vanadium cleanses the steel and a tool 
free from impurities is the result. 


The wax hole is an exclusive feature on Vaughan’s Vanadium Nail 
Hammer. It is used by carpenters for waxing nails to be driven into 
hardwood. 


All V & B Hammers have our 


NON-SLIP 
CLAW 


The Claw Grips—It 
Never Slips 


Vanadium Nail Hammer 


Wax Hole 








20 oz. 


13 ~~ No. 42% Cut showing how our claw will grip the shank of 
Retail price, $1.50 each a nail and pull head and all through a block. 











WE MAKE ALL PATTERNS AND SIZES OF HAMMERS | 





Every V & B Nail Hammer is made according to the following specifications 


Your jobber will quote you. Write for our complete catalogue illustrating our complete line of 
Braces, Chisels, Pincers, Nippers, etc. 


Vaughan and Bushnell Mig. Co. 
MAKERS OF FINE TOOLS 
2114 Carroll Ave., Chicago, Ill. 
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They're New 
and Theyre Pexto 


Big! Powerful! Non-Breakable Screw Drivers. 
When you can’t turn these Pexto Screw Drivers by 
hand put a wrench on the stout square shank and you 
won't find a‘screw that will withstand the pressure. 

That’s just the kind of work they're all three made 
for. They've got the backbone—a solid drop forging 
from tip to tip—all one piece with strong wooden 
handles double riveted on each side. 

Like all Pexto Tools they do the task laid out for 
them and do it well. With the Pexto Quality that 
needs no introduction to the trade these new members 
of the Pexto Family will find ready demand among 
your customers. 

Here is also shown another of the efficient Pexto 
Displays. If this good salesman of Pexto Solbar Screw 
Drivers is not already at work in your store, we suggest 
that you get him started at once. “Solbar” is the kind 
with the solid steel bar all the way through and the 
handle that fits the hand. 


If your jobber cannot supply you with Pexto 
Screw Drivers and Displays, write us 


The Peck, Stow & Wilcox Company 


Mfrs. Mechanics’ Hand Tools, Tinsmiths’ 
and Sheet Metal Workers’ Tools and 
Machines, Builders’ and General Hardware. 


Southington, Conn. Cleveland, O. 


Address correspondence to 210 W. Center St., Southington, Conn 


PEXTO 


MECHANICS HAND TOOLS 
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TRIMO 
TOOLS 


SUPERIOR 
QUALITY 


i) <2: Ghee 


Their 
Strength, Durability 
and Economy 


Have Made Them 


W orld-Renowned 


Made By 


Trnmont Mfg. Company 


55-71 Amory Street 
ROXBURY (BOSTON), MASS. 
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Trimo 
Pipe 

Wrench 





Trimo 
Pipe 
Cutter 


Send for Catalog No. 133 
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One tool from the 
“Complete” Pipe 
Tool Line— 


Made by 


Greenfield Tapand 


Die Corporation 
Greenfield, Mass., U.S. A. 
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WALDEN-WORCESTER 


N2 65 SET Dooce Car 


Lock for the Name 


Stamped on 
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SPECIALIST 
IN ° 
Motor Car Wrenches 
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BUFFUM 


TOOL COMPANY 


LOUISIANA, MO., U.S.A. , 


Manufacturers of 


“High Grade Tools forHigh Grade Workmen’”’ 


AN 
WEEZER 
F, % e™ 
— 3 ff 


' 
SICKLE SECTION PUNCH 
oa 
Pim GUNCH 


ADJUSTABLE “S* WRENCH 


; DOUBLE END SCREWDRIVER BIT 


“Handle a Line of Tools That Will Please Your Customers’ 


CULTIVATOR 
CAME SHAPED PINCH BAR Pe, 











ee 
MACHINIST'S BALL PEIN 


Sizes 4 to 40 oz, 
COLO CHISEL 


New York Office: 149 Church Street 
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A merchant who is just an or- 
dinary salesman can’t hold the 
Grand Crossing account, even if 
he does succeed in getting us to 
give him a try-out. 


This is because an ordinary 
salesman lets his customers hag- 
gle over prices. 


Now, Grand Crossing Wire 
fencing, wire, nails, tacks and 
other products can’t be sold that 
way, any more than an ordinary 
department store clerk could sell 
Tiffany wares. 


We produce only a limited ton- 
nage, but what we do produce is 
so much better than ordinary 
that it requires salesmanship to 
introduce these better products 
to the well-to-do and well-posted 





| SRAND ofan > j 














Not Every Dealer Can Get the Grand 
Crossing Line of Wire Products 


buyers who want quality and are 
willing to pay for it. 


Able efforts are well repaid 
with permanent business from 
satisfied customers. 


In certain sections of the coun- 
try we are so well represented 
that it would be idle for any 
dealer to try to get our line. 


Other sections were neglected 
by the old management—and 
from such we invite correspond- 
énce. 


Quality considered, Grand 
Crossing Wire Products offer 
exceptional value — dollar for 
dollar, you will not find better 
value in any line of wide 
products. 


For particulars address 


INTERSTATE IRON & STEEL COMPANY 


Successor to Grand Crossing Tack Co. 


GRAND CROSSING WORKS 


GRAND CROSSING, ILLINOIS 


October 25, 1917 
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MR. JOBBER and MR. DEALER 


ARE YOU REAPING YOUR SHARE OF 


PLEASING RESUL1S 


OUT OF THIS JUDICIOUS AND EFFECTIVE 


“FREE ADVERTISING DEAL’’? 


The Mark and the Motto 








Eagle 
Quality 
Absorbs 
the Cost 








TRADE MARK REGISTERED U. S. PAT. OFF. 


HARVESTER ‘OILERS 


SEAMLESS ONE PIECE STEEL BODIES 


In Attractive 4 : , 3 \ 4 a Extra 
Colors i mene F Wide Mouth 
Red, Blue, : - Openings, 
Yellow [ | No Funnel 
and Required 
Copper for 
Finishes : Filling 


We will furnish your traveling salesman, free of charge, with above sample kit, 
including oilers. We print your customer's name, business and address on each 
oiler—without one cent cost to him, when ordered in one gross lots. 


Most every dealer will sell from one to five gross of this type of oiler per 
season, hence one gross is only a small investment. 


And every one of the 144 (or more) oilers thus sold by the merchant means 
that his name will appear just that many times in just so many places, either on a 
piece of farm machinery or around the shops and work benches; results are certain. 


We have the largest oiler making equipment in America. 





WRITE FOR FREE SAMPLE, CATALOG, CIRCULARS AND PRICES —‘‘WE WILL HELP YOU SELL 


EAGLE GLASS > MANUFACTURING CD. weusevsc.wy | 


ESTABLISHED 1894 INCORPORATED 1897 
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Royal's “Record 


i A continued story of money, time, labor and doubt 
f; saved. Each re-order is a renewal of satisfaction, for 
: 
' 


] Ww ” 


dependability is the basis of 


| Royal Cotton Waste 


F . . . sé ” x te 
| Uniform in Quality—“Tare” (wrappings) 6%— 
Even W eight—and so Guaranteed 
i | 
} Twelve Standard Grades 
| SIX WHITE SIX COLORED 
i Baron King 
i Count A Grade Marquis 
4 Czar for Every Need Mikado 
Duke of Service or Prince 
H Earl Price Rajah 
t Emperor Sultan 
i WRITE or ask your jobber for Royal READ “Producing the Fittest in Waste’—the 
i Sampling Catalogue; ask for samples of true analysis of the Waste situation, past and 
. Royal Wool Waste present. Write for it on your business letter 
P head. 
ROYAL MANUFACTURING Ce 
; GENERAL SALES OFFICES AND PLANT 
} New York Office—z2 Rector Street RAHWAY, N. J. Pittsburgh Office—Oliver Bldg ; 
St. Louis Office—Pontiac Bldg. Chicago Office—People’s Gas Bldg. San Francisco Office—Wells Fargo bldg 


LOOK FOR THE BRAND ON EACH STEEL BAND 


| 
‘ 
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A Bridgeport Line 
Winner 


Picked from our Big Line—we make 
over fifty styles of screw drivers. 


THE RELIANCE 
SCREW DRIVER 


A fine tool at a popular price. 


Co WE LITTLE WOUDER —<jeem® pot 
MIDGE SCREW ORIVER Vx 








The No. 35 Assortment shown 
above is a quick seller 


It comprises the following RELIANCE Screw <> 
Drivers put up in display rack as shown. 


4 each 4-inch 4 each‘5-inch 4 each 6-inch 


The display rack shown above is substantially il 


made of hardwood in mission oak finish with 


attractive white, violet and gold labels. oo 


IT SELLS THE GOODS 


JOBBERS—Send for further information about 
this attractive number. 





The Bridgeport Hardware Mfg. Corp. 
BRIDGEPORT, CONN,., U. S. A. 
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Quality First 


AN 


TRADE MARK 





Comparisons are said to be odious, and they are to 
the fellow who gets the worst of it. 


Compare ATLAS products with others, and we will 


bow to your verdict and probably get your business. 


That is why we are the LARGEST and OLDEST 
MANUFACTURERS OF TACKS and SMALL 
NAILS IN THE WORLD. 


All of our product; will bear the same companison. 


TWENTY THOUSAND different styles, sizes and 


finishes! , 


Our line includes COPPER RIVETS, COPPER 
BURRS, STAPLES, WIRE NAIL SPECIALTIES 


and numerous other packaged products. We guar- 


antee full NET weight. 


Atlas Tack Company 


Pairhaven, Massachusetts 
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TRADE. MARK TRaOe. MARK 


REGISTERED 


Steel Balls 


As pioneers in the manufacture of Steel Balls, and with the 
experience which results from long association and consequent 
overcoming of the difficulties arising in their development, we 
have succeeded in achieving a product of distinction and one 
in which quality is carried out to the minutest detail. 


Combined with the use of machinery designed by our able 
engineers, we have also embodied the most advanced and best 
accepted ideas of steel ball manufacture, so that we are now 
fully equipped to meet the demand for our products. 


With the tremendous growth of ball bearings as a means of eliminating 
friction in all swift moving machinery, there has come an equally 
increasing demand for steel balls; in the hardware trade this demand 
has usually been met with a very ordinary grade of steel balls, but the 
tendency shows improvement toward a higher grade of material. 


You can invariably recommend high grade balls to your customers for 
the reason that bearings are a very vital factor in any machine, and in 
justice to the manufacturers who use only first class balls in new work, 
you should specify a grade of ball which will favorably advertise you as 
progressive in this respect. 

By stimulating the sale of such material, you will increase your profits 
as well as establishing favorable prestige for yourself. 


We shall be pleased to quote you on the following grades, viz.: 


‘*Standard Chrome Alloy”’ 
‘‘High Duty” 

‘*High Duty AA’”’ 

‘*High Duty A’”’ 








Rudge-Whit worth Detachable Wire Wheels. 


It is universally recognized that this wire wheel is the best, strongest, 
most reliable, and by reason of its beneficial effect on tires, the cheapest 
and safest wheel to run. In a word it is the only wheel for the modern 
efficient motor car. 


Prices and details obtainable from our nearest Sales Office. 


Standard Roller Bearing Co. 


Philadelphia, Pa., U. S. A. 


SALES OFFICES 
936 Woodward Ave., Detroit, Mich. 822 Hume-Mansur Building, Indianapolis, Ind. 
2206 So. Michigan Ave., Chicago, Ill. 163 Massachusetts Ave., Boston, Mass. 
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GOOD LUCK 


\ 6-ply hose of remark 
ible value which meet 
popular demand 
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You will invest less and make more if you 
concentrate your garden hose buying on 
the B-W-H Line. It completely covers 
the field. 

The famous Boston Nozzle and B-W-H 
hittinegs meet every requirement for 
ACCCSSOFICS. 

BOSTON WOVEN HOSE & RUBBER COMPANY 


Boston WERE 
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PRIEST’S 
Horse and 
Toilet 
Clippers 


ORSES must be in fine fettle 
H this spring. They must be 
well-groomed for both com- 

fort and appearance. It has always 


been that springtime is the season 
for horse-clipper sales. 


Barbers, on the other hand, need 
clippers all year ‘round. Spring, 
Summer, Fall and Winter are all 
haircutting seasons for them. 
Therefore, when considering the 
line of horse and toilet clippers 
give careful consideration to the 
Priest Line. 

In completeness the Priest Line has kept 
pace with the times. During the past 
year we have made many improve- 
ments that you and your trade will 
appreciate. For instance, we consider 
the “Single No. 7,” illustrated, the best 


one man power machine available for 
horse clipping. 


In our complete assortment of hand 
and power instruments you will always 
observe that the utmost care has been 
given to grinding, tempering, cutting 
and finishing. 


May we quote prices and send details? 


AMERICAN SHEARER 
MANUFACTURING 
COMPANY 
314 Main St. Nashua, N. H. 


Wiebusch & Hilger, Ltd. 
New York City 


SELLING AGENTS 


0000 
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Tie Up with Bridgeport Chains 








OU can get some idea of the great demand 
that exists for Chains when we are forced 
to make 35 miles of chain per day to supply it. 







Whether your customers want just a good, 
strong Cow Tie or a Special Chain a mile long 
for some unusual requirement, the point is we 






can furnish it. 







And if we furnish it you can stake your last 
dollar that it will be well finished, strong of 
link and exactly right for the service intended. 






Tie up with Bridgeport Chains — they hold 
trade unfailingly. 







Send your order to your jobber immediately 
and take advantage of present prices. We'll be 
pleased to mail our large catalogue on request. 







THE BRIDGEPORT CHAIN CO. 


BRIDGEPORT, CONNECTICUT 
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A Premier Poultry Netting 


There is as much difference between poultry net- 
tings as between thoroughbred poultry and barnyard 
scrubs. 


Clinton “Silver Finish” Poultry Netting is the 
thoroughbred of its field. 


All Clinton woven wire fencings and nettings are made of 
standardized steel wire accurately gaged to specifications. 
Our netting wires are gaged before galvanizing, and are not 
‘*fattened ” by spelter to look bigger and stronger than they 
are. 

Clinton galvanizing is one of the Clinton ideals —thick, 
uniform ae of refined zinc which gives perfect protec- 
tion from weather and rust, and solders and strengthens the 
joints. More meshes per roll—more efficiency for every 
dollar spent. Suitable for lawn and division fences, kennels, 
animal cages, etc. 


Recommend Clinton ‘‘Silver Finish”’ renee Don’t let 
purchasers practise the’ false economy of installing inferior 
wire products. 


All Clinton goods are fully guaranteed. Send today for samples. 


CLINTON WIRE PRODUCTS 


Clinton Wire Cloth Company, Boston, Mass. 
NEW YORK CHICAGO 
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Wickwire Cortland 
Brothers 


th New York 


There’s more than one reason for the popularity and selling strength of Wickwire product, but all 
of them can be traced back to the idea of giving the best value and highest quality possible. 

We mine our own ores, eperate ‘nar wae Wine Semmens, cgnis honiis Dy Sad ane wit sie, ste. 
In short, we control every step in the manufacture, and therefore can regulate the — the 
beginning to the end. Nothing but the best is allowed to pass. Ask your jobber for 
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WIRE SCREEN CLOTH 


Heavy Zinc Coated 


AFTER WEAVING 
12 Mesh—14 Mesh—16 Mesh—13 Mesh Extra Heavy 


There are much wider varia- 
tions of quality in the class of 
Galvanized - After - Weaving 
wire screen cloth than in any 
other grade. 


a Jom WIRE | 
bag SCREEN) HW get SCRILY] 
RS | LOTH. | <8.) CLOTH 
mba iO] For many years OPAL has |e rte 
been the standard by which = 


all others are judged. oa 


& WIRE | 


] 
| 








ORDER THROUGH YOUR JOBBER 


New York Wire Cloth Co 


233 BROADWAY, NEW YORK WORKS—YORK, PA. 
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(No Chance | 
for Mud and 
Dirt Here! 








Quick,Certain Action- 


One of the reasons why Victors go and 
hold when others fail is that the crosspiece is 
so designed that it is absolutely impossible for 
mud, dirt or any deposit to accumulate under- 
neath the pan. 

Examine this feature of the Victor. No side 
walls on the crosspiece to form the pan post— because 
such walls also form a sediment-coliecting trough 
which quickly fills up with sand, mud and ice. And with 
this accumulation underneath the pan—the trigger 
of the trap—quick, certain action is impossible. 


It is by watching such details as this, and de- 
signing game traps that make good on the trap iine, 
that the Oneida Community has maintained its leader- 
ship in this field for seventy years. 


Your jobber sells the Victor 


ON EIDAT COMMUNE MYerr.ta- 


ONEIDA NEWYORK 














Water 
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(ONEIDAWUMP 

















LONG SPRING ACTION - 
~SURE TO HOLD 


HE single spring now used in all sizes of Oneida Jump 
Traps offers many advantages over the old-fashioned 
double spring used in similarly patterned game traps. 


It travels much higher on the jaws, giving longer spring 
action and far greater holding power. No breakage due to 
short spring action under heavy pressure—no weakness due 
to rivet holes. 

A typical improvement in game trap design — coming, of 
course, from Trapping Headquarters with seventy years’ 
experience behind it. 

Ask your jobber 
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HARDWARE 
JOBBERS 


In buying wire cloth remember 
this: That it is service—real service 
—that any woven wire gives that 
holds the dealer’s customers. 

Wherever your salesmen sell The 
“Perfect” brand to the trade—you 
are particularly safe in their doing 
so, because every roll of Poultry 
Wire, Hardware Cloth, and Window 
Screen Cloth that bears our label is 
the best that can be furnished—the 
kind that insures long, satisfactory 
service. 


LUDLOW - SAYLOR 
WIRE CO. 


ST. LOUIS, MO. 
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Quality 


P "| wn Howens 


F course, you've placed 
an order for “Pennsylvania” 
Quality Lawn Mowers, but— 


Have you ordered them 
shipped at once? 


If not, do so promptly. 


You know shipping conditions are liable 
to get worse rather than better. 


It’s better to have your lawn mowers in 
your own warehouse than on the shippers 


order book. 





This trade les is 
on the handles of 


“Pennsylvania’”’ ‘Lawn Cleaner”’ 
“Great American’’ ‘‘Golf’’ 
*“Continental’’ “Putting Greens”’ 
“Pennsylvania, Jr.’’ ‘‘Horse’’ 
“Keystone’”’ “Pony”’ 
“Shock Absorber’’ ‘‘Undercut Trim- 
“Braun Grass mer’’ and Others 
Catcher’’ 
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GRASS TOOK 
ASS ORTMENT\ 


HAVE A LOOK d 
AT A HOOK Little Giant - - 68 


Little Giant (Adjustable) -60 
TO CLIP YOUR LAWN Komet (Adjustable) -  .50 


SLICK AS A BOOK Junior - - - - - = -35 





LAWN KING—Razor Steel, HollowgjGround, Full 
Mirror Polish, Grass Hook DeLuxe. 


H. S. Earle’s LITTLE GIANT—The 
original Ogee Shank Grass Hook. 


H. S. Earle’s LITTLE 
GIANT ADJUSTABLE 
Made by request. 


KOMET- 
Cuts the 
grass as 
easily 
as the 
Comet 
cuts the 
sky. 


SRRRALITTT YT Ps 


Quick Clerk 
Grass Hook 


ASSORTMENT | 










Composed of: | 


1 Quick Clerk Ad Card 19” x 9”. 
Lawn King Grass Hooks. 





2 
3 Little Giant Regular Grass Hooks. 
3. Little Giant Adjustable Grass Hooks. 
2 KOMET Adjustable Grass Hooks. 
2 Junior Grass Hooks. 






JUNIOR—A 
Humdinger 
for the 
money. 


Making it possible for a retail dealer to have a 
complete linc without an over-stock. 


NORTH WAYNE TOOL CO. | 


HALLOWELL, MAINE 


Sales Office, 1409 Ford Building, Detroit, Mich. 
Scythes, Grass Hooks. Corn Cutters, Hay Knives, etc. 
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ONLY GENUINE 


“PHILADELPHIA’ 


LAWN MOWERS HAVE 


Van 

The Maste 
Originators of tl 
Nearly a half 


adium Crucible Steel Blades. 

r Alloy and Toughest Steel Known. 

1e First Side Wheel Lawn Mower in 1809. 
century doing ON£ THING WELL. 


Bearings bored with rifle barrel accuracy. 


The Standard by which other makes 


Styles ‘‘Graham”’ and ‘‘A,’’ All-Steel, 
Practically Indestructible 


JOBBER and DEALER a tangible and 


are measured. 


The most striking acknowledgment 
of superiority is the consistent at- 
tempts to imitate 


GENUINE 


“ PHILADELPHIA” 
LAWN MOWERS 


Unless the same standards of HIGH 
GRADE materials, VANADIUM cru- 
cible steel blades, LONG and LARGE 
bearings and SKILLED MECHANICS 
are employed, others can NEVER hope 
to include the SERVICE GENUINE 
PHILADELPHIA LAWN MOWERS give 


the consumer. They create for the Style ‘‘E’'--Cylinder 4 blades. Driving Wheel, 
10 inches. Train of 3 gears on one side. 
Double Ratchet. 


take out Cylinder. 


Removable Box Ca t 
valuable good will asset. a waked 


AVAILABLE RAW MATERIALS ARE LIMITED. 


Your specificat 


ions, if received immediately, will be 


booked in the order of receipt and shipped promptly. 


STYLES 
“GRAHAM” All-Steel, 10-in. wheels. 
**A”’ All-Steel, 10-in. wheels. 


‘*E’’ Removable Box Caps, 10-in Wheel:. 


‘*K”’ Plain or Roller Bearings, 
10-in. Wheels, 5 Blades. 

“ALL-DAY”’ 10-in. Wheels. 

*“*UNIVERSITY”’ 4 Blades, 9-in. 
Wheels. 

“INDEPE NDENCE’”’ 
Bearing, 9 in. Wheels. 

“OVERBROOK” Roller Bear- 
ing, 8 in. Wheels. 

“GOLF”’ 6 or 8 Blades. 

“EAGLE” Flexible Frame 
Horse Mower. 

Are incomparable in style, 
durability and results. 


Roller 


Style **K’’—5 Blades—Plain, or Roller 
Bearings. 


Philadelphia Roller Bearings possess many ad- 
vantages over old style ball bearings, 
NOTICE—The public is advised that not- 
withstanding the disturbance in market 
conditions we "hevs not advanced our list 
pricesfon lawn mowers or extra parts. 


We employ the HIGH- 
EST GRADE materials 
and workmanship to pro- 
duce the most perfect 
lawn mowers. Known 
fhroughout the world 
since 1869 for their many 
superior features. 





40-in. Cut Riding Type, 
Weight 1600 Ibs. 

40-in. Cut Walking Type, 
Weight 1200 Ibs. 

30-in. Cut Walking Type, 
Weight 900 Ibs. 
Flexible Frame, Chain Driven. 
Rollers Have Differential Gears. 

Cuts 1 to 1} acres per hour. 


Guaranteed against all imperfec- 
tions in workmanship and 
materials. Improved ‘Eagle’ Flexible Frame 
The Most Complete and Perfect Horse Mower made. 


SEND FOR CATALOG. Sizes: 30-in., 35-in., 40-in. 


The Philadelphia Lawn Mower Co. 


3lst and Chestnut Streets Philadelphia, Pa., U. S. A. 
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Bartlett All Steel Scythes 


are radically different from 
the ordinary welded scythe 


and represent the only improvement 
in manufacture of scythes for the 
past fifty years. 











Problems of construction which have 
perplexed makers for years have been 
solved. Skilled craftsmen, furnished 
with exclus vely efficient mechani- 
c.l aid, have wrought the highest 
grade and most effective mate- 
rial into the most superior scythe- 
production; and the exacting de- 
n ands for real service economy, 
dependability and convenience, 
tor all purposes, have been 
answered definitely—to an 
unusual degree of general 
satisfaction and favor 


The blades of 


these scythes are 


of high grade tool 
steel; therefore can be 
sharpened until the entire 
blade is worn out. The old 
style or ordinary scythes are made of 
low carbon steel and about four ounces 
of crucible steel that is used for the cut- 
ting edge. These have to be heated eight 
different times before the scythe is com- ‘ 
pleted. THE BARTLETT ALL STEEL \ 
SCYTHE is heated only twice; once when 
the blade is forged and re-finded under the 
trip hammer (which makes the cutting edge 
equal to the highest grade of cutlery made) and, 
second, when the blade is hardened and tem- 
pered. Any one having used one of the old 
English or German made Scythes with an all 
steel blade, will appreciate the adVantage of the 
BARTLETT ALL STEEL SCYTHE. 

The weakest point of'a scythe is always the heel where the 
strain is greatest. As almost everyone knows they twist or break 
while the rest of the blade remains perfect. THE BARTLETT 
ALL STEEL SCYTHE has a reinforced drop forged steel heel that 
extends twelve inches from the end of the blade. This makes the 
heel end of the Scythe very strong and rigid and furthermore throws 
the weight at the heel end of the blade, allowing the Scythe to hang 
better and making it easier to operate. Those who have ever used a 
Scythe (and almost every salesman and hardware dealer has at some 
time in his life) will at once appreciate the advantages we offer in the 
improved reinforced heel of the BARTLETT ALL STEEL SCYTHE. 


Bartlett All Steel Scythe Co. 


SALEM, N. Y., U.S. A. 





“BARTLETT” CORN and 

GRASS HOOKS, CORN, 

CANE and HAY KNIVES, 

ETC,, conform to the 
same high standard 

as “BARTLETT” 
scythes, being su 
perior in every 
way to other 
makes. 
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This Brass Valve Seat Will Not Break, Chip, Flatten, 


Corrode, Wear Out or Become Loosened Fromthe Cap. 
It Is Regularly Furnished On All Deming Set Length Pumps. 


Vig. 
Open 


Litt Pamp 


SO We have had Deming cylinders returned to us in which the 

wit valve leathers had worn out, leaving the iron valve weight to 
pound upon the brass seat, but without affecting the seat in 
any way whatever, because the Deming valve seat has a 
harder surface than any cast brass seat. 


Description of Deming Brass Valve Seat: 


The construction of this seat is such that no particles of 
sand and gravel can find permanent lodgment upon it. The 
Deming brass valve seat is “swaged” to position—expanded at 
both ends—which insures its permanence. This seat is so 
constructed that an extra hard surface is secured for the 
face. The action of the water or the pounding of the valve 
can have no effect upon this seat. 


Many other talking points about the 


line of hand and power pumps, for all uses, are fully ex- 
plained in our 360 page general catalogue—No. 25. This 
book should be in the files of every hardware dealer. 


Deming pumps are easy to sell; they make satisfied custom- 
ers; they give the dealer a good profit; they cover all pumping 
requirements; and they have been on the market for nearly 
forty years, 


Don’t neglect to send for your copy of our No. 25 catalogue, 
which has been pronounced by many leading dealers to be the 
“finest and ‘most complete pump catalogue ever published.” 


DISTRIBUTORS: 


Yhicago: Henion & Hubbell. 
herby aa Harris Pump & Supply Co. 
Denver: Hendrie & Bolthoff Manufacturing & Supply Co 
Richmond: Sydnor + ~ & Well Co. 
Indianapolis: Crane Co. 


Agencies all principal cities. 


Fig. 200 
“Premium” 
Force Pump 


Brass-Lined 


The Deming Company, Salem, Ohio 
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Goulds Power Pumps Sell Fast 


It’s easy to sell a man what he wants—and profitable, too. During the 
past year the sales of our “ Pyramid’’ Power Pumps have practically 
doubled. Almost every farm now has its gasoline engine and can 
easily “hook-up” to a modern power pump. Farmers are too busy in 
these stirring days to goon pumping by old-fashioned methods. 

Yet, never was an abundance of fresh water for the stock and home 
SO necessary as now, when the farmer is straining every nerve to 
increase production. Besides, farm crops are bringing 
record prices and farmers have the money that gives 
purchasing power. 


The ‘Pyramid’ Double-Acting Piston Pump can be 
driven by either gasoline engine or electric motor, direct 
or belt connected. It’s just as carefully made and as 
reliable in every way as our big pumps for city water 
service. We show also three other popular power pumps. 
There’s a market for these pumps in your 
territory. Are you cultivating it? 


ee PUMPS 
Include nearly 400 styles and sizes— 
every one guaranteed to perform satis- 


factorily the work for which recom- 
mended. And, remember every 


Goulds Pump is backed by 69 years of pump- 
making experience in the world’s largest 
pump factory. Over 4,000,000 farmers— 
many of them near you—are reading 
Goulds advertisements in their favorite 
farm papers. It’s a mighty good line 
to tieupwith. If you haven’t done 
so already, now is the time to take 
on this bie line of profit-makers. 

































Goulds Fig. 1531 
* Pyramid 
Double- Acting 
Piston Pump. 
The most popu- 
lar small power 
pump made. 


Goulds Fig. 1518—Deep 
Well Working Head with 
Fig. 1620 Air Attachment 

















Our book, “ Pumps for Every 
Service,” gives data and prices 
on many of our best sellers, 
Send for it today. 


The Goulds Mfg. Co. 


Main Officd and Works: 
SENECA FALLS, N. Y. 
BRANCHES: 
Boston New York 
Philadelphia 
Chicago 
Pittsburgh 
Atlanta 
Houston 

































Goulds Fig. 1454— 
Deep Well Working Head 












Goulds Fig, 1680— 
Combined ¢ 


and 
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HE? is the average man of the house—the 

man who has his little kit of pet tools and 
who will surely appreciate a handy, easy-run- 
ning, durable grinder such as the 


Carborundum Niagara Grinder 


He comes into your store every day. Just show 
him one of the smaller models. 

Show him how smoothly it runs, how well it 
is made. Explain that it is equipped with a 
genuine Carborundum 
wheel. Show him how 
the Carborundum 
Niagara Grinder will 
sharpen any edge house- 
hold tool from the kitchen 
knives to a chisel—and 
your sale. is made. 


a) 


VARBORUNDUM’ 


Have you the Carborundum 
Niagara Grinder Display 
Materials ? 
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Rope by the Foot 


You are the man for whom the Plymouth plan of 
selling ‘‘Rope-by-the-Foot” was devised. You and every 


other dealer interested in increasing his rope profits and 
successfully meeting competition of the mail order house. 












By this method you can sell 


Plymouth Rope 


on the same basis that inferior ropes are sold by the cata- 
logue house and at the same time make a better profit on 
your sales than by the old pound method. 

The selling of Plymouth Rope will give you a distinct 
advantage over your competitors, because other ropes 
cannot be sold by the Plymouth plan. 

By this method you can tell your customer exactly 
how much a piece of rope will cost—not about how much 
—and you can do it immediately. 
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( Dealer’s Schedule for Retailing Plymouth Rope by the foot | 


Copyright, 1916, S by Plymouth Cordage Ca 
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NOTE: Above prices as figured under the several Tables indicated are for 100 feet of Sctrand Plymouth Manda Rope. 
For variations such as 4ctrand Rope and for Lariat use a Table sufficiently higher to cover the advance over basis. 


THESE FIGURES APPLY TO PLYMOUTH ROPE ONLY. «DO NOT ATTEMPT TO USE THEM FOR ANY OTHER ROPE] 


The Dealers Profit Maker 


During the past year over four thousand dealers have 
requested the material necessary to sell Plymouth Rope 
on this basis. 











Over 98% of those acknowledging receipt of the 
schedules are enthusiastically in favor of this common 
sense way. 

The experience of a few of these dealers is incorpor- 
ated in our folder, “Evidence.” 


If you are not selling rope in this manner now is a good 
time to begin. Full information and the necessary mate- 
rial will be sent you promptly on request. 


Why not send for this material now and for a copy of 
“Evidence” ? 


PLYMOUTH CORDAGE COMPANY 
North Plymouth, Mass. Welland, Canada 


DISTRIBUTORS IN ALL LARGE CITIES 
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EXPL Al 


Facts are stubborn things to contend 
with. They stand out prominently, are 
easy to talk about and generally con 
vince. It has never been very difficult 
for a good salesman to take advantage 
of the “Talking Points” any article 
offers and with comparative ease make 
a sale. Today, more than ever before, 
“Facts” and not “Talking Points” 
satisfy. 

Dealers who sell Myers Pumps have 
so many good things to tell their cus- 
tomers about them that when the differ- 
ence between a Myers and the ordinary 
type of pump is explained and fully un- 
derstood, it is this difference that sells 
the MYERS. 


One patented feature alone, hidden 
from view in the Lower Cylinder Cap of 
Myers Well and Cistern Pumps, is a 
“Convincing Fact” which cannot be seen 
but never goes unnoticed. We refer to 
the famous MYERS GLASS VALVE 
SEAT, which means better pump service 
from the time the pump starts to pump 
water. It is the only Seat that is abso- 
lutely Non-Corrosive, will not rust and 
does not throw off any vitrous substance 
—thus greatly prolonging the life of the 
leathers by keeping them soft and pli 
able. This seat is so placed and pro- 

tected that it is 
practically im- 
#RASS cA possible to crack 








or damage it 
through use or 
even abuse —it 
generally outlasts 
the pump itself. 










> . 


—w 





diel 





MYERS 








OTHER 


MYERS 


LINES 


Hay 
Unloading 
Tools 
Door 
Hangers 


NING THE 
Whid ay PAT: “r iy 
GLASS VAL VE SEAT 

WHILE SELLING 












au, 











Hy 
il 






mn 


Vi— 








The MYERS EASY OPERATING 
COG GEAR HEAD has another big 
service message in it for users—it ac- 
tually saves 33% per cent of the pump- 
ing labor every time the pump handle 
is lifted to pump water. This light 
draft, besides saving one-third of the 
power required to operate, adapts Myers 
Pumps thus equipped for deep well 
purposes, or to the use of much larger 
cylinders, or increases the volume of 
water. The Myers “Cog Gear” has be- 
come such a “Convincing Fact” that it 
is selling more Myers Pumps than ever 
before. 


The Myers Adjustable Base and 
Siphon Spout, appreciated most when 
the pump is being placed in the well; the 
Large Air Chambers, Full Size Cylin- 
ders, Suction and Discharge Pipes, Extra 
Long Stroke, and the Free, Unrestricted 
Waterways, which do their part in pro- 
ducing a full, even flow of water, are 
other “Convincers” that bear fruit for 
Myers Dealers. If you-are not already 
a Myers Dealer, or have never received 
a copy of our large catalog, we solicit 
your inquiry. Dealers who have special 
pump problems, and require information, 
take advantage of 
our Service De- 
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MAZDA SERVIGE STANDARD 


We have a most attractive proposition 
for Hardware Jobbers. Many prosperous 
Hardware Stores are already selling Gil- 
more Mazda Lamps. The market is 


growing fast. 


Become a Gilmore Distributor. 
Write today. 
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HONEST VALUE 


There is no brand of rope on the market 
today that has more honest value than 


COLUMBIA 


MANILA ROPE 


Put out by the manufacturer with the honest purpose of giving the pur- 
chasing public the most rope-value for its money, this rope offers buyers of 
cordage as much rope-value for their money as any rope they can buy~. 


COLUMBIAN ROPE COMPANY 
AUBURN “The Cordage City” |©§ NEW YORK 


Branches New York Chicago Boston 
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Whitlock Cordage 


We manufacture a complete line of Manila and Sisal Cordage 
Products, and believe Whitlock Goods to be unsurpassed both in 
Quality and Workmanship. 


MANILA SISAL 
ROPE—for all general and special purposes—ROPE 

Transmission Rope Lath Yarn, tarred and untarred 
Drilling Cables Hide Rope 
Towing Hawsers Paper Makers’ Twine 
Hay Carrier Rope Binder Twine 
Hoisting Rope Rope Yarn 
Lariat Rope Clothes Lines 
Yacht Rope, etc. Baling Rope, etc. 

HEMP ROPE—Tarred Marline, Ratline, Lanyards, etc. 


We offer a competitive proposition to Dealers and Jobbers. 
Write for full particulars and get posted to your advantage. 


Rope that Endu,, 


Aye 


ALT - MANIL 


DEPARTMENT C 


WHITLOCK CORDAGE (Co. 


46 South Street, New York 
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nn 


amson Awning Line, Size No. 5 


Made in all sizes 
from 1/32” to 
1}” diameter, 
in all colors, for 
all purposes. 


Sash Cord 
Clothes Lines 
Solid Braided 
Rope 
Awning Lines 
Shade Cord 
Garden Lines 


Chalk Lines 


Cotton Twines 


Samson Spot Clothes Line 


; Samson Sash Cord, Size No. 8 


Samson Dumb Waiter 
Rope, Size No. 20 


BRAIDED 
CORD 


Samson Cord is 
the product of 
over 40 years’ 
experience. All 
cord bearing 
the trademark 
of Samson and 
the Lion is 
made of extra 
quality stock, 
carefully in- 
spected and 
guaranteed free 
from all imper- 
fections of 


braid or finish. 


SAMSON SPOT SASH CORD 
>? 


TRADZ MARK REG. U. S. PATENT OFFICE 


Known to Architects, Builders and all users of sash 
cord as the most durable and economical material 
for hanging windows. The extra quality yarn used 
and the smooth even braid and finish prevent abra- 
sion and prolong wear. 


All our cord, including our low-priced PHOENIX 


SASH CORD, is guaranteed full {length and full 
weight. 





SEND FOR CATALOGUE AND SAMPLES ——————-— 


Samson Cordage Works, Boston, Mass. 
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MANUFACTURED BY 


CORBIN CABINET LOCK CO. 


AMERICAN HAROWARE CORPORATION SUCCESSOR 


NzwW BRITAIN, CONN, SA. 


PHILADELPHIA. NEW YORA. C/A1/CA GO. 
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wenty Selling Points 
| IWAN Post Hole and Well Augers 


a P's: up any jobbing catalog, turn to post 








hole augers and you will read something 
like this: 


Non-adjustable, high carbon, forged steel 
blades, one inch wrought iron tube shank, and 
malleable iron castings, painted blue, hardwood 
handles. Then the sizes, usually 6, 7, 8, 9 and 10 
inch, the weight per dozen, list prices and quan- 
tity in a bundle. 


It is true, space is expensive and time is short 
in which both buyer and salesman can cover the 
numerous items. But it is important to the job- 
bing house that salesmen should continually bear 
in mind that between the staples and specialties 
he sells the specialties bring the largest profit, 
and the more intelligently they are handled the 
sooner they will also belong to the staple class, 
but still with the specialty _ This is the 
reason for the compilation of these twenty good, 
sound reasons for the sales of IWAN Post Hole 
Augers. Grouped rig’ gonna condensed and 
directly to the point they ver you with every 























argument necessary to sell NUINE IWAN 
AUGERS. 
Six Points on The IWAN Post Hole Auger is made in sizes suitable for many purposes, 


CONSTRUCTION 3, 4, 5, 6, 7, 8, 9, 10, 12, 14 and 16 inch diameters. 

It is of large capacity, but takes only five half turns to fill it to the arch, and five fillings will com- 
plete a two and a half foot hole. 

It has a large cutting surface. Each of its two crucible steel blades has two sharp cutting edges 
formed to such shape as to both cut and hold the earth. p 

Its strong wrought steel pipe standard, substantial malleable iron arch and tee, and well tempered 
blades rigidly riveted to the arch with quarter-inch rivets assures great durability for many years of 
service. 

It is guaranteed ayainst defects of material and construction. 

It has no dead center under it which must be oveivcouwie by pressure, as the cutting edges cut com- 
pletely through the center. 


Nine Points on It is not tiring on the user like the unavoidably heavy plunging of a digger 
OPERATION with its back-breaking jar. 


It makes post hole boring fascinating because the hard labor has been eliminated from its operation 
by its scientific construction, so that the user has a continued feeling of satisfaction at its ease, speed 
and the smoothness of its boring. 

Very slight pressure is needed because the blades grip the earth very quickly. 

It-makes a round, clean-cut hole, taking up all the loosened earth. 

It is very rapid in operation. The other qualities named, ease, capacity, large cutting surface and 
sharpness contribute to make this the fastest cutting auger on the market. 

t will work satisfactorily in wet or dry, hard or soft ground, and in gravelly soil will take up small 
stones. It is not intended for rock boring. 

It can be used for boring shallow wells, vertical drainage, and prospecting for phosphates, sand, 
gravel, clays, etc., by simply adding additional pipe. 

It has no suction when removing it from the hole. 

It is easily emptied because the earth is broken up in entering the auger. 


Five General It is the best advertised post hole auger, in fact, the only auger advertised 
SALES POINTS to consumers, such as farmers, stockmen, etc., in the best agricultural journals. 


It is not sold by catalog houses. 

Its working qualities are so plainly apparent in its appearance that it cannot fail to sell at sight. 

It is worth the price. Here is one of the proofs—“Lacenter, Wash. Jan. 28, 1917. Iwan Bros.: 
received the post hole auger all right and find it a tip top auger for quality and speed. Wouldn’t take 
$10.00 for it and do without one of its kind. It will sell itself. F. M.S.” 

It is a perfect auger because it has every quality necessary to make post holes quickly, easily and 
with the minimum of exertion. 

If in doubt as to the size to buy, order 8 inch. This size sells everywhere. 


IWAN Post Hole Augers are made exclusively by us, and the use of the words “Iwan Pattern” by 
other manufacturers in designating their tools is unauthorized by vs. The sale of such imitations can 
only result in diminishing sales by dealers through the unsatisfactory service of such tools to consumers. 


IWAN BROTHERS, South Bend, Ind. 


Manufacturers of Post Hole Diggers, Diggers, Sickle Edge Hay 
Knives, Ditching Spades, Tile Drain Cleaners, Snow Scrapers, 
Revolving Chimney Tops, and Wire Conductor Pipe Hangers 
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Harvest 
King 
Power 
Grindstone 















IT’S IN THE GRIT 


Grindstones are made from sandstone and it is the sand 
particles or grit that makes the grindstone good or bad. 

We own and operate the only genuine Berea and Huron 
stone quarries and these are the grits that give the best 
grinding results. ' 















HARVEST KING has a frame of heavy angle steel 14%” x 1%” 
x 3/16”. The stone is a CLEVELAND GRINDSTONE 24” x 
2”, with 54” shaft, 12” x 234” pulley and heavy steel roller bear- 
ings. A hand crank and drip cup goes with every HARVEST 
KING. We can also supply a trough, treadle, pitman and bear- 
ing. Finished in green and black. Comes to you frame folded, 
stone crated. 


HARVEST KING will be a certainty in Spring Sales 
and bring the farming trade to you. 















Write for prices—today 


The CLEVELAND STONE CO. 


LEADER-NEWS BUILDING, CLEVELAND, OHIO 
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LUZON 


Rope and Binder Twine 





We are booking orders for both these items for spring 
delivery. 


The increasing demand from year to year is the best 
evidence that they stand second to none. They are 
carefully made and inspected by skilled workmen 
and are not excelled in quality. If interested write us 
or see our salesmen. 


The Geo. Worthington Company 
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Poultry Netting, Excelsior Brand, 
Galvanized Either Before 
or After Weaving 


Excelsior Products 


In Excelsior Brand Products the hardw: 
of good sellers. 

Back of every roll of Excelsior Poultry ing, Poultry and Rabbit 
Fence, Screen Wire Cloth and Hardware Cloth is a generation of specialized 
experience. 

The long, satisfactory service Excelsior Products always give is proof of 
the high quality of materials and first-class workmanship that enter into them. 


Poultry and Rabbit Fencing 


Excelsior Poultry and Rabbit 
Fence, Galvanized Be- 


fore Weaving 


“ealer will find a staple line 





EXCELSIOR BRAND 
POULTRY NETTING 


This brand is made of cold drawn steel 
wire, uniform of mesh and heavily gal- 
vanized before or after weaving. It can 
be depended upon for strength and serv- 
ice and is guaranteed to meet the most 
exacting requirements. 


EXCELSIOR HARD- 
WARE WIRE CLOTH 


No Jobber or Dealer need hesitate to 
handle this product. It is made of strong 
tested wire, always smooth and uniform 
of mesh and well galvanized to prevent 
rust. It has long wear woven right into 
it. A steady seller. 


EXCELSIOR POULTRY 
and RABBIT FENCE 


Fences and protects both chickens and 
full grown fowls. Has never been known 
to sag when properly erected. No top or 
bottom boards or rail required. Thor- 
oughly galvanized before weaving. A 
very dependable fence. 


EXCELSIOR BRAND 
SCREEN WIRE CLOTH 


A standard brand at right price. Well 
made, uniform, true to size and mesh 
and guaranteed full length to the roll. 
Affords sure protection against mosqui- 
toes, flies and all small insects. One of 
the leaders in the “Excelsior” line. 


Both Jobbers and Dealers, look up your stock and place your orders 


now for early delivery. 


Dealers supplied through our regular Jobbers. 


Wright Wire Company 


WORCESTER 
Boston New York 


Philadelphia Chicago 


MASSACHUSETTS 
San Francisco 
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Variety is not only the spice of life, but 
it’s the spice of the life of this business. We 
have been striving for many years to pro- 
duce casters to meet the varying de- 
mands of the great jobbing trade, and you 
will find the “UNIVERSAL” line the 


most complete on the market. 
I—*‘UNIVERSAL” Ball-Bearing Grip-Neck, complete 


with socket (7 sizes). 

2—"‘UNIVERSAL” Plain Horn Grip-Neck, complete 
with socket (6 sizes). 

3—"UNIVERSAL” Non-Ball-Bearing Grip Neck, com- 
plete with socket (7 sizes). 

4—" “UNIVERSAL” ee “(Bell Shape) Grip-Neck, 
complete with socket (6 sizes). 

5—"*UNIVERSAL” Ball-Bearing Oblong Plate (6 
size). 

6—“‘UNIVERSAL” Slides, Nickel Plated. Made in 4 
distinct sizes—diameters 14”, 4%”, 13/16”, 1”. 

7—*UNIVERSAL”  Ball-Bearing Philadelphia, with 
Plain or Drive Stems (5 sizes). 

8—"*UNIVERSAL” Star Pattern Steel Philadelphia, 
with Plain or Drive Screws (6 sizes). 

9—*“UNIVERSAL” Steel Horn Toler Philadelphia, with 


Plain or Drive Stems (6 sizes). 


. 1O—*“UNIVERSAL” Ball-Bearing Metallic Bedstead to 


fit any size tubing (12 sizes). 


. 11—*UNIVERSAL” Plain Horn Metallic Bedstead to fit 


any size tubing (8 sizes) 
12—*“‘UNIVERSAL.” Ball-Bearing Stove Truck, packed 


in crates containing 6 sets each. 


The above patterns can be furnished with various kinds of 
wheels, ranging from 13/16” to 2” in diameter. 
“UNIVERSAL” Casters and Slides are packed in neat and 
durable boxes—packages that are a credit to shelf hard- 
ware and a great stimulus to sales, and, with our superior 
manufacturing facilities, we are in a position to give good 
service. 


Samples and prices H.A. upon request. 


Gold Medal Award, Panama-Pacific International 
Exposition, 1915 


Universal 
Caster & Foundry Works 


Division of The Bassick Co. 
574-600 Ferry St., Newark, N. J. 






October 25, 1917 
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We wish every hardware merchant 
who is not already acquainted with 
“Universal” Slides to write for this 
attractive little sample card showing 
the four sizes of “Universal” Slides. 
It is a convenience in ordering and dis- 
playing to your customers. 


The location of the prongs of “Universal’’ 
Slides is an exclusive patented feature 
and can readily be applied to the furni- 
ture leg. 





“Universal” Slides glide, don’t 
scratch, keep bright and won’t fall 
off; 4 sizes. 


Write us for interesting prices and 
Bottom View sample card H. A. 











Universal Caster & Foundry Works 


DIVISION OF THE BASSICK CO. 
574-600 Ferry Street, Newark, N. J. 
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Quality Sheet Metal Products 


Their Fire Preventative, Economic, Practical and Durable Features Has 
Created an Ever Increasing Demand. 

















CORERROID 


It defies corrosion by 
its rust resisting qual- 





3 ities. 
4 
if lees AE DI For Special Work 
RS 8 RST there’s none better 


a Our Well Assorted Stocks of Galvanized and Black Flat- 
sheets Warranted Terne Plates 
ALL Our 


and Copperoid Sheets insure 
prompt shipment. iis 
TERNE PLATES “MTEtOR” 
S 6} The LW7ZC0R™ Line is Complete One-Piece Mitres are 


We can show only a few of the many ar psc for quality 
Meet the Exacting sheet metal products we manufacture. calanrn 
Wantentcret Our Catalog No. 15 describes the com- 


plete line. 
Uitatte ularArchitects 








La 


We are also splendidly equipped to 
help you in your SPECIAL WORK. 














Round or “MILWAUKEE” Flat Crimp El- 
Square, Plain bows and Shoes represent without 
or Corrugated. question the highest skill in elbow 
You can always’ production. 











Products fit As easy to drive as an ordinary 

oe er i nail. Better and Cheaper than 
The “‘crimpedge waptivans Malleable. 

Tr = 9 are standard. All sizes—Round and Square for 

rouge 1 F'atent- Wood or Brick. Ask for sample. 


ed. It positively They are time 
has no equal. 





savers for your 








POPPER customers. 


yer 


hyn seendAe fh He pele ares WR 4A! ia oy yo 
<3 yee 
ag 











pathy, °Ss A Specially Patented Cutoff that 
OR yp gives complete satisfaction. It is 


UTOF entirely in a class by itself. Get 


the genuine. 





Prompt Shipments 


90% of our orders are shipped 
within 24 hours after received 
by us. 


This is ““MILCOR SERVICE.” 


| MILWAUKEE CORRUGATING CoO. 


; 
; 
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| uo we Branch at Kansas City, Mo. MILWAUKEE, WIS. 
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A Profitable Line 


‘MI7icOR Products Cover All the Requirements—Complete Line and Excellent 
Service Will Help You to a Bigger and Profitable Business 








STEEL CEILINGS 


AND 


SIDE WALLS 


The largest, finest and most exclu- 
sive line on the market today. New 


alt i am attractive designs to stimulate your 


ceiling business. Ask us about it. 


Repressed Bead and Die 


Cut Nail Holes inwrea METAL SHINGLES 


close fitting, invisible joint. 
GALVANIZED OR PAINTED TIN 


Fire, Lightning, Water and Wind Proof 


Herewith we illustrate two 
of our fast sellers. Sales 
opportunities are unlimited. 
Cash in on it. 


6“ fj T, E| ” 


‘ SPANISH TILE 


me MERICAN 
Illustrating Spanish Tile. Metal Shingle 


Full line of Roof Trimmings for all our metal shingles. 
We assist you with Blue Prints of Roof Plans to get 
the business. 














Illustrating Style “‘R’’ American Metal Shingle 


“SUPERIOR” Metal Corner Bead “NETMESH” Expanded Diamond Metal Lath 


FOR INSIDE AND OUTSIDE CORNERS Unexcelled for Interior Plaster and Ex- 
Insures correct lines in plastering. Makes outside y P ae oe pagpn sa re * aecver 
corners damage proof. Eliminates cracking and un- hailieien enhances prontable sales possi- 
sightly fissures. It's the final solution for permanent — 
plastered inside and outside corners. 


Practically Pays for Itself in Labor Saved 
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Inside Corner Bead Patented June 18, 1912. 


Here Is What You Should Do N 
Ask for copy of our No. 15 Catalog. It shows the most complete line of 
Sheet Metal Building Products besides containing valuable information you 
ought to have. it will assist you in building up your Sheet Metal Department. 


O 
< 


MILWAUKEE CORRUGATING Co. 


Branch at Kansas City, Mo. MILWAUKEE, WIS. ae 


wnt MILcoR™ 
































HARDWARE 





A line that through consistent merit has 
earned a proud reputation in the hard- 
ware world. 

When you get close to a FAULTLESS 
CASTER, you sense a certain feeling of 
satisfaction—a feeling that here is a 
caster that will sell, because of its many 
superior advantages. 


Send for “the new Catalog ‘G’.” 


Faultless Caster Company 


Evansville, Indiana 


‘‘Move the FAULTLESS way’’ 
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Ful Size Plate 2-5 






Full Size L-5-5 


Only three of our 2500 different sizes and styles. 
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Noiseless! 


“Silence is golden.” That is the principle on 
which these casters work. They do not speak, pre- 
ferring to allow their good points and features to 
do it for them. 

Their frictionless bearings prevent noise. They 
cannot scratch or mar highly finished floors. The 
roller axle is three times the size of ordinary wire 
rivets used in other casters—built extra strong to 


stand a heavy strain. 


They Sellas Easily 
as [hey Roll 


And that is saying a whole lot. 
Tell your customers how easy- 
running and noiseless the Dia- 
mond Velvet Casters are, and 
they will be interested. Just 
examine a sample Diamond Vel- 
vet Caster. It will appeal to 
you. We will send that sample 
on request. 


Se 


‘ centers here. 
ompany . No metal contacts. No wearing of 
metal against metal. 
. Hub shape bearing distributes friction. 
Conn. 


q Vul ized tt bearing. 





Meriden, 
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The Net’ Demand 


of you Hardware Men is 
along Motor Lines 


The first of Motor Accessories which is demanded of 
you is—Motor Tools, because you already 
sell other types of tools. 


Then you should consider 


Mossberg Wrenches 


No. 14 : A All sizes 
Socket iyih and types 


Wrench (meh of 
Motor 
Set 


Wrenches 
like all 


and Tools 
MOSSBERG 


product je 2B 2 , ‘s : aa _ $1350 


is Ask for your 
Ab-so-lute-ly copy of 


Guaranteed Ke ge My, Catalog 183-A 


The ‘‘COMPLETE-EST”’ Wrench Set 


FRANK MOSSBERG COMPANY 


ATTLEBORO, MASS., U. S. A. 


BRANCH OFFICES: 


18@ North Market Street, Chicago, Ill. 503 Equitable Bidg., Los Angeles, Cal. 214 Maritime Bidg., Seattle, Wash. 
324 Underwood Bidg., San Francisco Cal. Box 927, Dallas, Texas 
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MULTIPLE-ELECTRO-ZINCED AFTER WEAVING 


“Its Popularity Grows” 


“GALVANOID” is FIRM, DURABLE and ATTRACTIVE. 
It is quality goods and looks it. Wherever introduced, 
“GALVANOID” has become an established article, because it 
not only gives satisfaction to the consumer, but increased sales 
and a larger profit to the Hardware Dealer. 


Order from your jobber. If he doesn’t handle “GALVANOID,” 


write us, and we will see that you are supplied. 


AMERICAN BRAND 


QUALITY — SERVICE 


SCREEN WIRE CLOTH 


WE ALSO MANUFACTURE 


PAINTED GALVANOID ENAMELED GALVANIZED 
COPPER AMERICAN BRONZE SPECIALS 


Catalogue, Sample Booklet and ““GALVANOID” 


Folder furnished on request. 


AMERICAN WIRE FABRICS COMPANY 
CHICAGO 


Factories 


Clinton, la. Mt. Wolf, Pa. Niles, Mich. 
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Cyclone prestige, the result of inbuilt quality 
which insures satisfaction, and of long continued 
forceful advertising, is a valuable asset to the trade. 


The Cyclone Line Means 
Dealer Mastery 


Dealers everywhere have confidence in the Cyclone 
Line, for it has brought them success—established 
their leadership in the fence and gate business. 

The dealers’ salesmanship, coupled with Cyclone 
fame and Cyclone service, bring satisfactory results. 
We'll be glad to give you full information on our 
proposition. Handsomely illus- 
trated catalog showing the full 
Cyclone Line sent on request. 
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Cyclone Ornamental Walk 1 Cyclone “Universal” Walk 
Gate suits the most particu- Laan es Assbes Gate—Every home owner in 
lar buyer both in appearance - « Q your town can use one or 
and durability. Frame of A RR De foe Rai ae Brae Ula Witt Lan Radiol Rho Bama ia BO. more of these gates. They 


heavy tubular steel, fabric 


are suitable for either front 


of large heavily galvanized Cyclone ‘‘National” Farm Gate is the low-priced ‘“‘com- or back yard entrances. Sat- 
wire, closely and firmly mon sense’ farm gate which every farmer will buy on isfy every buyer. Strongly 
woven. Strong fittings for sight. Simple, light and strong. Frame of high-carbon built, with fittings for any 
any style post. tubular steel; heavy wire fabric, style post. 
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Cyclone Double or Single Drive Gate combines strength 
and beauty. Frame of heavy high-grade tubular steel, 
with center-bar support. Heavy wire fabric closely woven. 











Cyclone Flower Bed and Lawn Border is very popular 
for both public and private grounds. Strongly built; easy 
to set up around any shape or size of flower bed or lawn. 


CYCLONE FENCE CO., Waukegan, Illinois 
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Cyclone Ornamental Fence is characterized by original designs, even picket tops, uniform spacing, deep-crimped 





wire pickets, and triple reverse twist in weaving which insures stability. More of this fence is sold than of any 


other make. 
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There Are Changes Due y 


In Your Hardware 
Store 


How are you to get all those stoves out for 
the fall trade’s inspection? How will you store 
those refrigerators, that fencing, and the other 
heavy merchandise? 

You are going to buy a Baltzly Stove Truck, 
—inexpensive, well-built, long-lived,—it does 
the work of two men and pays for itself in a 
week. That solves your storing problem. 

And then, you’ve yet to put in that line of 
Crystal Coffee Mills. An exhibition of them 
and they sell themselves. 


3etween stove trucks and coffee mills we 
have a line of over 700 different features in 
hardware, coffee mills, wooden ware, house 
furnishing goods, toys, etc.—all of the Arcade 
Quality. Illustrated in the Arcade Index. 


Arcade Manufacturing Co. 
420 Arcade Avenue 


Freeport, Illinois 
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Kuyanize 


THE LINE WISE DEALERS SPECIALIZE 


ONLY ONE LIVE DEALER TO A TERRITORY 


IF THERE IS NO f WE GET BEHIND 


Kyanize OS Kyanize 


DEALER IN 7 > DEALERS AND 
YOUR TOWN : aa PUSH. THAT’S 
WRITE US iin) ae - WHY THEY 
AT ONCE ah aie PROSPER 

















KY Qnze ‘ent 


SUNT S Af a 


THIS BIG LIFE-SIZE ri Ya fi (ze PAINTER FREE TO AGENTS 


Our Dealer-Agents get great results from this smiling happy Painter. He works well in the win- 
dow or occupies a prominent place in the store—and links the dealer up with our national advertis- 
ing. Everyone who sees him in a store knows that it’s a good place to trade. He is given to all 
Kyanize Dealer-Agents free, 














ORDER THIS TRIAL LOT 
NO. L 12 


It consists of the following’ best selling sizes of Kyanize 
Linoleum Finish. one of the best Fall items to push. It 
makes poor linoleum good and good linoleum better. 

12 Quarts at $1.00 

Be er a Peay ee a) he 

OS Fe eee BS Be COIR, ine cc skkrccsecdseccsetewe 


Less 30% Trade Discount 


WITH IT YOU’LL GET THE 
LINOLEUM LADY CUT-OUT FREE 


WE WANT ONE LIVE DEALER IN EVERY TOWN 


Our Policy, that has made this the fastest growing business in the industry, is to get one energetic, 
up-to-the-minute dealer in every community, give him all the help we can (more than his experience 
has led him to believe any manufacturer would give), furnish him with plenty of good advertising 
matter for his store and window display, back this up with our big national magazine advertising, 
then watch him grow and prosper. If you are not now a Kyanize Dealer-Agent, it’s time you were. 
Write for our proposition today, it will interest you. 

















CHICAGO SAN FRANCISCO 
WAREHOUSE AND OFFICE WAREHOUSE AND OFFICE 


519 WEST TWELFTH ST. 311 CALIFORNIA ST. 
EVERETT STATION, BOSTON, MASS. 
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RED TIP CALKS and Shoes are noted 
for their ability to grip and to hold. For 
over 25 years they have been used by 
horseshoers and horseowners’ every- 
where. 


The RED TIP line is complete— 
everything in Calks and Shoes—demand 
already created. 

All Neverslip Calks have Red Tips. 

All Neverslip Shoes have Red Heels. 

All Neverslip Tools have Red Tips. 

Without Red Tips They Are Not 


Neverslips. 


Send for Booklet ‘‘P”’ and Prices. 


The Neverslip Works 


New Brunswick, N. J. 


Montreal,iChicago, New York, Boston 














WORKS AT NEW BRUNSWICK, N. J. 


STEEL 
FRONT 
CALKED 


EXTRA LIGHT 
STEEL HIND 
CALKED 


Prensa meet get Sle at sa le A LY aa ST ate 
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Every Sale Makes A 


Salesman 


It is a big advantage for Dealers 
of The White Line of washing 
machines. The satisfaction the 
Housewife gets out of a White 
Line Washer creates a desire 
in her mind to tell her friends 
about it. “Thus new sales are 
created. White Line Dealers 
enjoy the benefits of White 
Line prestige; a prestige that 
gives them the bulk of the 
washing machine business in 
their territory. 


Be A White Line Dealer 


It is the right 
line—machines 
for hand, belt 
power and 
electricity. 
There is a 
machine to 
meet the re- 
quirements of 
every house- 


hold. 











Tf you will write us we will outline our dealer 
proposition and explain the extent of our service 


White Lily Manufacturing Company 


Davenport, lowa 
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Quality in Wire Products 


Simply because wire products are 
turned out by thousands and are sold in 
such large quantities, many hardware 
dealers do not appreciate that there is a 
difference in quality. 

It is to emphasize this point that we 
wish to mention the fact that all our 
goods are carefully inspected before 
going out and imperfect pieces due either 
to misshape, poor screw threads or any 
other reasons are rejected. 

It is this freedom from annoying im- 
perfections in small products that insures 
satisfaction to your customers. 

Our 260-page catalog contains hun- 
dreds of rapid selling wire goods, and 
every hardware dealer should have it. 
We send it free on request. 


Parker Wire Goods Co. 


Worcester Mass. 
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ING ago in 1877 Mr. W.H. Voss built 
one of the first washing machines, and 
history records that this was the seed 


from which the present great washing machine 
industry was started. 


From this crude machine the modern electric, 
belt power and hand machines have developed, 
which has made the name Voss happily fam- 
iliar in homes throughout the nation. 


The illustrations show the four distinct stages in 
the development of Voss Bros. Mfg. Co.—from 
the small humble structure of 1877 up to the 
present well equipped factory of today. Thou- 
sands of washing machines have been turned 
out yearly. 


Voss Bros. Mfg. Co. have well earned the rep- 
utation as being one of the largest and most 
influential washing machine manufacturers in 
the country today~. 


Send for our catalog, get acquainted and receive 
the benefit of our 40 years’ experience. 
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VOSS BROS. MFG. CO. 


DAVENPORT, IOWA 
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Sanitary Cloth Window Ventilators 







— Made with 
Frames Special Woven 
Finished Fine Mesh 

Mission Oak Buff Colored 

Oiled Stain Cotton Cloth 








Fresh Air Without Drafts 
Keeps out Dirt and Dust, Rain or Snow 













In the Bedroom 


No matter how the wind blusters or how the rain 
ca and snow beat upon the house, one does not have to 




































































































































or close the windows, shutting out the fresh air, nor 
sleep in a chilling draft that disturbs the slumber. 
— : It is especially valuable in the nursery where the 
pa little ones are likely to kick off the covers and lie 
= y . exposed. 
N In the School Room 
om V7 7) Continental Ventilators ought to be used in every 
r window in every school room. Plenty of fresh air 
] he in the room keeps children in perfect health and 
Wee strengthens their resistance to disease germs. Think 
= what it means if thirty or more children spend five 
Fe hours a day working together in a poorly ventilated 
3 room. ‘ 
i 
In the Bath NS | 
| bbe It is unnecessary to take a bath in a stuffy, steamy % 
“6 bathroom with no ventilation. Continental Venti- 4 
lators insure privacy and at the same time provide a 
means for carrying off unpleasant odors and ex- fa 
] hausted air. They permit just enough fresh air to [J } Pi 2 
give the room a healthful temperature without dis- “Th 
— comfort. % 
—— " In the Hospital — 
a Continental Ventilators find a big field in hospital Yee ee 
Paine use, where they permit any degree of ventilation with een 
perfect sanitation. Patients must, of course, be ab- is 
| | solutely protected against dirt, disease germs and = 
' \a ; draft. The low price permits the generous use of My 
~ asd Continental Ventilators, which admit light as well EN 
Es as fresh air and add to the comfort of the patients. ay 
Paee 5 
In the Living Room * ™ 
As its very name implies, the living room, perhaps Pos N 











far more so than any other room in the house, is 

more frequently occupied by the members of the 

a family, and therefore should be properly ventilated. z 
=) 




















Continental Ventilators insure just the right tem- 
perature in a living room, and bring added comfort 





























: to every occupant therein. ar 
In the Office \ 
Continental Ventilators permit plenty of fresh air \ 
to enter—fresh air that means clear thinking and Ai 
cheerful energy—and at the same time allow no 
direct drafts, dirt or dust. There should be a Con- f, 
tinental Ventilator in at least every other window 4 
in every office. ’ tp = 
SIZES = 
No High Closed | Open 
For Sale by All Jobbers 93 9 inches 23 inches 37 inches Send for Free Electros ani 
Packed One Dozen in a Crate = : = in " Imprinted Circulars. 
153 _,, = — _— = 
154 -— = aS — = 





The Continental Company k 
Manufacturers of Screen Doors, Window : 
Screens and Window Ventilators 







DETROIT, MICH 
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ALABAMA 
Mobile 
*Montgomery 
New Decatur 


ARKANSAS 


Batesville 
Blytheville 
Corning 
Fayetteville 
Fort Smith 
Hot Springs 
Jonesboro 
Kensett 
Little Rock 
Newport 
Paragould 
Pine Bluff 
Russellville 
Texarkana 
CONNECTICUT 
Bridgeport 
Bristol 
Danbury 
Hartford 
Meriden 
Middletown 
New Britain 
New Haven 
New London 
Norwich 
Stamford 
South Norwalk 
Waterbury 
Willimantic 


DELAWARE 
Clayton 
Wilmington 








against L 
handling these goods through his stock. 


L. shipments. 


DISTRIBUTION POINTS—SEASON 1918. 
Free delivery of CONTINENTAL SCREEN DOORS AND WINDOW 
SCREENS at 512 distribution points. 


This is equivalent to our having a warehouse at each one of these 
cities and means clean, fresh Screen Goods at the opening of the 
season at every one of these distribution points. 
arrangement saves our dealers a large expense oh Screen Goods as 
It also saves the jobber the cost of 


This delivery 








FLORIDA 
Jacksonville 
Pensacola 

GEORGIA 

*Albany 
*Americus 
*Dublin 
*Macon 
*Savannah 
*Thomasville 
*Waycross 

ILLINOIS 
Bloomington 
Cairo 
Carbondale 
Centralia 
Danville 
Decatur 
Effingham 
Eldorado 
Freeport 
Galena 
Galesburg 
Herrin 
Jacksonville 
Joliet 
Litchfield 
Kankakee 
Marion 
Mattoon 
McLeansboro 
Mt. Carmel 
Mt. Vernon 
Olney 
Paris 
Peoria 
Quincy 
Rockford 
Rock Island 


Springfield 

Streator 

Vandalia 
INDIANA 


Anderson 
Bedford 
Bloomington 
Brazil 
Butler 
Columbus 
Crawfordsville 
Decatur 
Evansville 
Fort Wayne 
Frankfort 
Gary 
Goshen 
Hammond 
Indianapolis 
Kokomo 
Lafayette 
Linton 
Logansport 
Marion 
Muncie 
New Albany 
Peru 
Richmond 
Seymour 
Shelbyville 
South Bend 
Sullivan 
Terre Haute 
Vincennes 
Wabash 
Washington 


IOWA 
Burlington 


Council Bluffs 
eston 
Des Moines 
Dubuque 
Fort Dodge 
Keokuk 
Marshalitown 
Mason City 
Ottumwa 
Sioux City 
KANSAS 
Anthon 
Concordia 
Emporia 
Fort Scott 
Hutchinson 
Independence 
Leavenworth 
Pittsburg 
Salina 
Topeka 
Wichita 
KENTUCKY 
Ashland 
Catlettsburg 
Covington 


Fulton 
Henderson 
Lexington 
Newport 
Owensboro 
Paducah 
Russell 
LOUISIANA 
Alexandria 
Monroe 
Ruston 
Shreveport 
MAINE 
Auburn 
Augusta 
ngor 
Portland 
Waterville 
MARYLAND 
Baltimore 
Cumberland 
Hagerstown 
Salisbury 
MASSACH USE 
Boston 
Brockton 
Fall River 
Lawrence 
Lowell 
Lynn 
Millers Falls 
New Bedford 
Newburyport 
Pittsfield 


MISSOURI 
Campbell 
Cape Girardeau 
Centralia 
Chillicothe 
Jefferson City 
Joplin 
Kirksville 
Macon 
Malden 
Mexico 
Moberly 
Neosho 
Poplar Bluff 
Sedalia 
Trenton 
Webb City 
West Plains 

MICHIGAN 
Alpena 
Bay City 
Battle Creek 
Benton Harbor 
Cadillac 
Calumet 
Detroit 


Escanaba 
Flint 

Grand Rapids 
Hancock 
Houghton 
Iron Mountain 
Ishpeming 
Jackson 
Kalamazoo 
Lansing 
Ludington 
Manistee 
Marquette 
Menominee 
Muskegon 
Niles 

Owosso 
Petoskey 
Pontiac 

Port Huron 
Saginaw 
Sault Ste. Marie 
Sturgis 
Traverse City 


MINNESOTA 
Mankato 
Minneapolis 
Winona 


MISSISSIPP! 


Greenville 
Hattiesburg 


upelo 
West Point 
NEW JERSEY 
Atlantic ae 
Asbury Par 
Camden 
Elizabeth 
Jersey City 
Long Branch 
Morristown 
Newark 
New Brunswick 


Plainfield 
Red Bank 
Trenton 
Weehawken 


NEW YORK 


Albany 
Amsterdam 


Fonda 
Glens Falls 
Hornell 


THE CONTINENTAL CO. 


DETROIT, MICH. 
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L. C. L. shipments. 
handling these goods through his stock. 


DISTRIBUTION POINTS—-SEASON 1918. 
Free delivery of CONTINENTAL SCREEN DOORS AND WINDOW 
SCREENS at 512 distribution points. 


This is equivalent to our having a warehouse at each one of these 
cities and means clean, fresh Screen Goods at the opening of the 
season at every one of these distribution points. 
arrangement saves our dealers a large expense on Screen Goods as 
It also saves the jobber the cost of 


This delivery 








Jamaica 
Jamestown 
Kingston 
Lockport 
Long Island City 
Middletown 
Mt. Vernon 
Newburg 
New Rochelle 
Niagara Falls 
Ogdensburg 
Olean 
Oneonta 
Ossining 
Oswego 
Patchogue 
Peekskill 
Poughkeepsie 
Port Chester 
Rochester 
Rome 
Saratoga Springs 
Syracuse 
Schenectady 
Tarrytown 
Troy 

Utica 
Watertown 
White Plains 
Yonkers 


NORTH CAROLINA 
*Asheville 
*Durham 
*Elizabeth City 
*Fayetteville 
*Gastonia 
*Goldsboro 
*High Point 
*Lexington 
*Monroe 
*Newbern 
*Raleigh 
*Salisbury 
*Statesville 
*Wadesboro 
*Washington 
*Wilson 
*Winston-Salem 


NORTH DAKOTA 
Fargo 

Grand Forks 

NEBRASKA 


Beatrice 
Crawford 
Grand Island 
Hastings 
Lincoln 


NEW HAMPSHIRE 


Manchester 
Nashua 
OHIO 


Akron 
Alliance 
Ashland 


TrME 


Ashtabula 
Athens 
Barnesville 
Bellaire 
Bellefontaine 
Bridgeport 
Bucyrus 
Cambridge 
Canton 
Chillicothe 
Cincinnati 
Cleveland 
Coshocton 
Columbus 
Dayton 
Defiance 
Delaware 
East Liverpool 
East Palestine 
Findley 
Fostoria 
Gallipolis 
Greenville 
Hamilton 
Hillsboro 
Ironton 
Lancaster 
Leetonia 


ma 
Mansfield 
Marion 
Marietta 
Martins Ferry 
Massillon 
Middletown 
Newark 

New Philadelphia 
Norwalk 
Piqua 
Portsmouth 
Sandusky 
Springfield 
Steubenville 
Tiffin 

Toledo 
Urbana 

Van Wert 

Wa 


rren 
Washington C. H. 


Xenia 
Youngstown 
Zanesville 


OKLAHOMA 


Altus 
Ardmore 
Chickasha 
Clinton 


McAlester 
Muskogee 
Ponca City 


Sapulpa 
Shawnee 
Snyder 
Tulsa 
Waurika 
Woodward 


PENNSYLVANIA 
Allentown 
Altoona 
Beaver 
Braddock 
Bradford 
Butler 
Carbondale 
Carlisle 
Chester 
Coatesville 
Connellsville 
Corry 
Du Bois 
Duquesne 
Easton 
Erie 
Franklin 
Greensburg 
Harrisburg 
Hazleton 
Huntingdon 
Johnstown 
Kittanning 
Lancaster 
Lebanon 
Lewistown 
Mahanoy City 
Meadville 
Mercer 


Monongahela City 


Monessen 
McKeesport 
Mt. Carmel 
New Castle 
New Kensington 
Oil City 
Philadelphia 
Pittsburgh 
Pittston 
Pottsville 
Punxsutawney 
Reading 
Sayre 
Scranton 
Sharon 
Shamokin 
Stroudsburg 
Sunbury 
Tyrone 
Uniontown 
Warren 
Washington 
Williamsport 
Wilkesbarre 
Windber 
York 


RHODE ISLAND 
Pawtucket 
Providence 
Woonsocket 


SOUTH CAROLINA 


Charleston 
*Chester 
*Columbia 
*Florence 
*Newberry 
*Orangeburg 
*Spartansburg 


SOUTH DAKOTA 
Aberdeen 
Sioux Falls 
Watertown 


TENNESSEE 
Chattanooga 
Dyersburg 
Humboldt 
Jackson 
Martin 
Memphis 
Paris 
Union City 

VERMONT 
Burlington 
Rutland 
White River Jct. 


VIRGINIA 
Alexandria 
Berkley 
Charlottesville 
Christiansburg 
Culpeper 
East Radford 
Graham 
Luray 
Newport News 


Norfolk 
Orange 
Petersburg 
Portsmouth 
Suffolk 


WEST VIRGINIA 


Buckhannon 
Clarksburg 
Elkins 
Fairmont 
Huntington 
Keyser 
Logan 
Martinsburg 
Morgantown 
Parkersburg 
Ravenswood 
Ronceverte 
Sistersville 
Spencer 
Wheeling 
Weston 
West Union 
Williamson 


WISCONSIN 


Appleton 
Ashland 

Eau Claire 
Fond du Lac 
Janesville 


Marinette 
Oshkosh 
Sheboygan 
Stevens Pofnt 
Superior 


CONTINENTAL CO. 


DETROIT, MICH. 
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In the Service of the 
American Housewife 





y 


These big national magazine advertise- 
ments, reproduced in miniature, show how 
we are co-operating with you to help the women 

of your community. 


Through the leading household periodicals, 
of a total circulation of more than five million 
copies monthly, we’re demonstrating in the 

homes of the people how and why the 


“ENTERPRISE” 
Meat and Food Chopper 


—the chopper that CUTS—is the one for the house- 
wife to use in her fight against food waste. 


And why so-called ‘food’ choppers, with cast-iron 
cutters, not only fail in this important object, but 
actually have the opposite effect of putting her on the 
track of wasting food. 

You cannot do otherwise, in these days, than to serve her with 
what is best—in your interest, in hers and in the nation’s. 


Thus, the messages of THRIFT, conveyed by this big advertising 
campaign, mean that the women of your community will come to 
you with a knowledge of the difference between choppers, and with 
an understanding of what really constitutes efficiency and saving 
in a kitchen chopper. They will look to you to supply them with 
the genuine “Enterprise” Meat-and-Food Chopper—the knife-and- 
plate machine, Family size, $2.50; larger size, $4.25 and up. 


“ENTERPRISE” Grinding Mills 


for grinding all kinds of cereals and corn at home, supply a newly developed need. Women everywhere are fol- 
lowing the suggestion of Government Bureaus, food experts and domestic economists to grind their own whole- 
wheat flour and corn meal. They’re ready to buy grinding mills. Are you ready to supply them? The “Enterprise” 
line offers a variety of styles and prices. 


You can make good profits and meet all competition 
with ‘‘Enterprise’’ Specialties. 


If you haven't the “Enterprise” Catalog, write for a copy. Circulars of “Enter- 
prise” Specialties, imprinted with your name and address, supplied on request. 


The Enterprise Mfg. Co. of Pa. Philadelphia, U. S. A.. 
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Coal Chute 


HARDWARE AGE 





Money - Making 
Combination 


When you find a line of products 
that is giving absolute satisfaction 
you know that it is a money-making 
line to sell. Majestic Building Spe- 


cialties are giving that satisfaction, and they are backed up by a campaign of adver- 


tising in all the big national magazines. 


That combination of satisfaction and ad- 


vertising will mean money in your pocket if you sell 


Majestic 
Building Specialties 


They are known all over the country and your customers realize that they give 
every building the finishing touch that makes it absolutely modern and up-to- 


date. 
Majestic Coal Chute keeps the house, 


lawns and grounds clean because every 
piece of coal falls into the bin. The door 
when opened locks automatically, protecting 
the building above the chute, just where 
the damage always occurs. Easily installed 
in old buildings or built into new ones. Ab- 
solutely burglar proof. 

Majestic Underground Garbage Receiver 
protects the health of the family because it 
keeps the garbage buried. The deadly fly 
has no greater breeding spot than the old- 


fashioned exposed garbage can. Bury the 
can the Majestic way and drive the flies 
away. Sanitary, emits no odors and keeps 
the contents safe from dogs and vermin. 

Majestic Package Receiver is placed in 
the kitchen wall for receiving milk bottles 
and packages from the outside, insuring 
them against theft and keeping them clean. 
Door locks automatically after packages are 
put in from outside and can be opened only 
from the kitchen. An excellent winter re- 
frigerator. 


Other Majestic Specialties 


Majestic Building Specialties include Coal Chutes, Underground and Built-In Garbage 
Receivers, Milk and Package Receivers, Rubbish Burners, Duplex One-Register Store Heat- 


, ing Systems, 
Garbage Receiver Boxes, Pipe and Pipeless 


Furnaces. 


Metal Plant 


Package Receiver 


Send for New Catalog 


It completely describes 





Sp te ee ee 


Sirens 
ove 


and illustrates the entire Ma- 
jestic Line. Send for it to- 
day and find out about this 
money-making combination. 


THE MAJESTIC 
COMPANY 


712 Erie St., Huntington, Ind. 


(Largest Manufacturers of 
Coal Chutes in the World) 
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To All 


Manufacturers 
Agents 


For the mutual benefit of manufacturers of hard- 
ware and of manufacturers’ agents HARDWARE 
AGE is compiling a list of responsible agents, the territories 
they cover, the lines they prefer to handle and any other desir- 
able information about them. 


We want every manufacturers’ agent to write us, 


giving us the above information. We want to know 
a little bit about what experience each agent has had, what 
territory he is most familiar with, what lines he is capable of 
representing and any other information he wants to give us. 


We will undertake to compile a list of such agents, 
and when we are requested by manufacturers for 
the information regarding them will turn these lists over to 
them for their use. Your co-qperation with us, therefore, 
will not only help us co-operate with manufacturers, but be a 
direct means of securing accounts for yourselves. 


Hardware Age 


239 West 39th Street 
New York 
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It is to your interest to read pages 60 and 61 of the October 4th issue of Hard- 
ware Age. 
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Model No. 4!—ONE MINUTE ELECTRIC 
WASHER WITH SWINGING WRINGE 


Put one in your Display Window. Suggest to your customers what a splendid and 


useful Holiday Gift this One Minute Electric Washer would make. 


Display it now— it is sure to create interest because it possesses every up-to-the- 
minute feature necessary for Quick and Clean Washing and operates at a minimum 
cost for electric current. Your profits ars large on One Minute Washers and sales 
will be numerous if you'll get behind them. 


Dealers appreciate handling the One Minute Line because they have absolute 
protection on the agency. Do you want the agency for the most up-to-date line 
of Hand Power, Belt Power and Electric Power Washers on the market? Write 
for Bulletin No. 12345. 





ONE MINUTE MANUFAS 
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MONITOR SERVICE 


—PROMPT AS USUAL— 


—QUICK SHIPMENTS— 
NO DELAYS— 


In these unusual : = Our stock is large and 
times “MONITOR — a complete. We are 
SERVICE.” con- a ae prepared to make IM- 
tinues as usual— pe |” MEDIATE SHIP- 
the same prompt re oer MENT of 
efficient and satis- | 7 your stove and 
factory service we MONG range orders. 
have rendered ree 4 id | No delay! No 
tailers for 98 long 4am back orders. 
years. \ 


Every stove dealer should have a copy of the new Monitor Loose-leaf Catalog for 
ready reference. A postal card will bring it, together with discounts and terms. 


THE |MONITOR STOVE & RANGE CO. 


Monro 650 Gest St., Cincinnati, O. ONITO 
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CAESBIC | STEINMAN | [HARDWARE CO] 


Oldest Hardware ae : a] 
Storein U.S. Tells _— 
Its Experience . 


Sold 4 in 1915 
126 in 1916 
more in 1917 


This pioneer firm waited to 
be shown. Now they are 


“highly elated.” 

This is ;but one} of [many 
such letters, some of which 
we have heretofore pub- 


lished. They are convinc- 
ing (proof {that ‘a great 
market awaits the deal- 
er who will push the 
Caloric. 


The 
le Original 


Saving Patented 


Guaranteed — 
urnace 


We stimulate this market by a great advertising campaign 


We help the dealer by personal service, engineering work, a most 
complete line of dealer helps, and the famous Monitor service. 


And we stand behind our Ironclad Guarantee that the Caloric will 
give satisfaction. 


It’s a big opportunity for progressive dealers. Write us for our 
proposition while territory is yet open. 


The Monitor Stove & Range Co. 


98 Years of Service 
600 Gest Street Cincinnati, Ohio 
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‘‘As easy to grind 
As a watch to wind” 


It Pays to Sell the 
PEERLESS FREEZER 


There's no trouble in selling it. It’s so very 
easy to turn and so very simple that “‘anyone 


can make good ice cream with the PEERLESS 


FREEZER.” Can't be put together wrong 


and doesn’t get out of order. 


The PEERLESS has the speed—tall, slim cans that expose the most cream 
to the action of the ice and salt. Three minutes to do the trick. No “soft 
spots’ or lumps. 


The PEERLESS Dasher does not beat the cream, but gives it a rolling 
motion that reproduces the old and unexcelled ‘French Pot Method,” making 
the cream smooth as velvet. 


For nearly 50 years the distinctive features of PEERLESS Freezers have 
been kept before the public. For nearly 50 years PEERLESS Freezers have 
stood the test and proven peerless in quality as well as PEERLESS in name. 


It will pay you to sell PEERLESS FREEZERS 


Order your 1918 stock of your jobber at once to be sure of getting the 
goods and to secure the extreme discounts for November settlements. If your 
jobber does not have them write us for the PEERLESS proposition. 


THE PEERLESS FREEZER CO. 


WINCHENDON, MASSACHUSETTS 


J. C. McCARTY & CO., 29 Murray Street, New York, Eastern Sales Agents 
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The 
Factory 


Behind 
The 
Product 


223-231 Wallabout St., Brooklyn, N. Y. 


Back of every success there is always a reason. The reason 
for the success of Jacobs Bros. Scales is that they are both accu- 
rate and serviceable. Before the real merit of these scales was 
established it required but a small shop to make them. 

Now a factory with 50,000 square feet of space is necessary to 
supply the demand. 

Jacobs Bros. are now known as 


* 
* 
* 
* 
* 
* 
* 
* 
* 
* 
* 
* 
* 
* 
* 
* 
* 
* 
* 
* 
* 
* 
* 
* 
* 
* 
* 
* 
* 
* 
* 
* 
* 
* 
* 
* 
* 
* 
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" “Scale Makers On a Large Scale” 


They make scales for Butchers, Grocers, 
Hardware Dealers, Confectioners and Fac- 
tories, etc. The scale shown below is a new 
one in the big Jacobs line. It is called the 
“DETECTO.” It is designed especially for 
weighing people, for physicians, for gymna- 
siums, for bathrooms, etc. It shows every 
pound up to 300 pounds. 

The “Detecto” is 12” in width, length and 
height. Its actual weight is only 1734 Ibs. and 
it has no coil springs, no loose weights, no 
shifting beams, nothing to get out of order. 

The “Detecto” is not only a fine compact 
weighing machine, but is also a beautiful fix- 
ture, attractively designed and white enameled. 
We furnish a cork carpet mat with each scale. 

Makes an odd Xmas gift. Get particulars 
now to be in time. 





No. 118 catalogue on request, showing com- 
plete line. 


The Jacobs Bros. Co., Inc. 


Main Office and Showrooms: 
78 Warren Street, New York City 
Factory: 
223-231 Wallabout Street 
Brooklyn, N. Y. 
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THE CLINTON, A PATTERN OF ENDURING BEAUTY, IN EVERY 
WAY WORTHY OF WILLIAM ROGERS AND HIS SON—TRUE TO 
ALL THE CRAFT IDEALS INSPIRED BY THIS HONORED NAME 








GETTING YOUR PASSERBY TO COME IN 








YOUR BUSINESS does not come from the people who pass your 
store—but from those who come in. And you only get people in- 
side when you have the things they want—and when THEY KNOW 
YOU HAVE THEM. 


We are telling the people of your city about WM. ROGERS 6 
SON SILVER PLATE. They are reading about it in SATURDAY 
EVENING POST, LADIES’ HOME JOURNAL and 
DELINEATOR. , 





These people are going to look for the dealer who handles Wm. 
Rogers & Son silver plate. And the first place they will look will be 
in YOUR STORE WINDOW. 


Display the CLINTON PATTERN and get the passerby to come in. 
If your stock is short telegraph your orders at our expense — and 
do it NOW. 


William Rogers and his Son 


Wm. Rogers Mfg. Co., of The International Silver Company, Meriden, Connecticut 
William Rogers Manufacturing Co., Ltd., Niagara Falls, Ontario 
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es 1ts the beau 
PY REX ware 


Every woman exclaims at the beauty of PYREX. It looks 
sovattractive on the table. It is easy to clean and will never 
wear out. It is guaranteed against oven breakage. 


For Holiday Gifts 


Pyrex Gift Sets—attractively 
boxed—render it easy to sell a 
number of pieces to one customer. 
Made in Plain and Engraved ware. 


PYREX SALES DIVISION 


108 Tioga AVee CORNING GLASS WORKS Coming,N.Y.,U.S.A. 
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ENAMELED WARE. 


KNOWLEDGE AND CONFIDENCE 


BEGET 


EFFICIENCY IN SALESMANSHIP 


SALESMANSHIP, be it in the House or on the Road, 
is at its best, only when inspired by a Knowledge and 
Confidence in the product and producer. 


INFERIOR MERCHANDISE, not sold as such, 1s 
creative of FEAR and DISTRUST, harms the buyer, 


likewise the seller, and dulls those better instincts in 


character necessary to attainment of THINGS WORTH 
WHILE. 


Unrighteous Merchandising Won't Win Wars. 


We Manufacture VOLLRATH’S 


COPPER RED, WHITE & BLUE wares 


THE VOLLRATH CO. 


SHEBOYGAN, WIS. 


NEW YORK TORONTO CHICAGO 
121 3-5-7 WEST 17th STREET W. E. BULMER 167-9 WEST LAKE ST- 
32 FRONT ST. W. 
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HERE IS THE LINE THAT HAS MADE A 
REPUTATION THE WORLD OVER 


Peau Cobbler Outfits ta tao 


Catalogue 


Sets : No. 15 























We Make Shoe Lasts and Stands Write For 
30 Different Catalogue 
Styles No. 15 


Gf” You DP Order SS GF Today 
a .. 


Dixie Empire 
Guaranteed Guaranteed 


/N 
Rusk few This [S Trade Mark on Shoe Lasts and Stands 


Which Denotes Quality 
V 


They Are Lively Sellers 


Star Heel Plates 


NO. O to No. 6 
A Any Child Can 


Made in 7 Sizes Pat Them On 


Best Made 
Write for Samples 


None so Good : ’ and Prices 
No, 4 


STAR HEEL PLATE CO. 


LOUIS SACKS, Prop. 
Hamburg Place near Ave. L. NEWARK, N. J., U. S. A. 
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“Most Brilliant Light in the World— 


That’s What Everybody Says, and I Certainly Agree 
With Them”—The American Housewife 


This newest Coleman Lamp is the best seller yet. .So simple, so economical 
and so safe that your customers buy quickly, and every sale means a liberal 
profit to you. No torch needed. Lights with ordinary matches like any plain 
kerosene lamp. The most wonderful lamp any dealer can handle. 


Use a Common Match to Light 


COLEMAN QUICK-LITE 


“It’s the Light They Give that Sells Them’’ 


The “Quick-Lite” makes and burns its own gds from common gasoline or kerosene. Gives a 
brilliant, steady light of 300 candle power, without glare or flicker—more light than 20 old 
style oil lamps. Safe. Can’t explode. No danger if tipped over. Tremendous demand—our 
consumer advertising is telling the story of this wonderful lamp from coast to coast. Unprece- 
dented increase in business proves the public is taking to the Coleman 
Quick-Lite. 














Real Dealer Cooperation 


The Coleman Quick-Lite is sold exclusively through dealers. No’ mail order 












competition—we do not sell catalog houses. Our advertising brings business 
right to your store. With a few sample lamps on display—the “Ouick-Lite” 
practically sells itself. Very ornamental, and comes in variety of styles. Write 
at once for Catalog 32 and agency proposition, with special plans for 
Coleman ‘‘Quick-Lite Week.’’ 


Quick-Lite Lanterns 


The greatest lantern ever offered—wind-proof, rain-proof, bug-proof. Lights witha 
match just like the Quick-Lite Lamp. Nothing else like it. Get busy now and 
harvest the profits that are yours by right. Address nearest office. 


THE COLEMAN LAMP CO., Wichita, Kansas 


St. Paul, Minn.; Toledo, Ohio; Dallas,’ Tex. s[Chicago., III. * 





















The Coleman Line was awarded the Gold Medal at the 
Panama-Pacific Expositions, San Francisco and San Diego 








=f 


October 25, 1917 HARDWARE AGE 


Cash In On the Stormy 
Weather by Displaying 


McKINNEY 


STEEL DOOR MATS 








Bad weather months are mat profit 
months. 


During the season of muddy, slushy 
weather you can count on a big turnover 
on McKINNEY Steel Door Mats. In 
your window and in the store, show 
McKINNEY Mats in combination with 
the bright, attractive posters we have 
prepared. They will win attention and 
start things your way. 








We have prepared window and coun- 
ter cards, display stands, electros, and 
folders to be furnished with dealer’s im- 
print for counter use and distribution in 
letters and bills. 





A small amount of effort now will 
bring big returns all winter long. May 
we send details of our co-operative plan? 


Write now. 
Display Stand showing sample mat 


and Card on display. 


McKINNEY MFG. CO. 


Makers of Hardware 


PITTSBURGH 





aan Vas’ Van Vormn’ Varun’ Vermn Vern’ Ves’ Vaan oN NCO eee CC NZ Cw Vy 
s a, 7 -, 


Cc ool co  _— me 
ALAA ANA AAMAAAAAA'REEEEE EE ES EE EEE EE? 




















Hardware jobbers 


Push Linoleum 


At the recent convention of Armstrong’s Linoleum jobbers and distribu- 
tors held at the factory at Lancaster, Pa., the representatives of several 
important hardware jobbing concerns declared that’ their merchants were 
rapidly developing a profitable demand for Armstrong’s Linoleum. More and 
more hardware retailers, they said, are finding it easy to sell linoleum for the 
kitchen and bath, along with the other supplies the housewife naturally buys 
at her hardware store. Orders for Arms :rong’s Linoleum from hardware 
stores are increasing. 


‘‘We have had no difficulty in convincing hardware merchants that lino- 
leum can be made one of the best selling lines in the store,’’ said one jobber. 
‘A little sales suggestion to a woman customer who is buying a new kitchen 
range, or a refrigerator, or bathroom supplies—and a good sized order for 
linoleum goes along with the other purchases to the customer’s home. 
Linoleum has a logical and profitable place in the hardware store.’”’ 


For Every Room in the House 





Write today for prices and samples, also for full infor- 
mation about the Armstrong Linoleum Selling Helps which 
can be used to develop a large linoleum business for both 
jobber and retailer. 


Just write your name and address on the margin of this advertise- 
ment and mail it to us today. 


Armstrong Cork Company 


Linoleum ~ Dept. Lancaster, Pa. 


George B. Swayne — Se//ing Agent. 
212 Fifth Ave..NewYork, Heyworth Bldg., Chicago 
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ELECTRIC VACUUM CLEANERS 


MODEL “D” 


WHY THE “BEE” 


IS THE BEST 
The life and power of a VACUUM CLEANER 
depends upon its motor, and our motors are built in 
our own Factory for this particular purpose. They 


are Horizontal, with the best Cooling and Self-Oiling 
Devices experience and skill can produce. 


BECAUSE 


We build into the Nozzle a Gear-Driven Brush that 
gets all the lint and litter. Our present style of Brush 
has been adopted after experimenting with every 
conceivable kind of Nozzle Brush. mee teat : 


BECAUSE 


Our hose connects direct to the center of the fan 
casing by means of a swivelled joint. This gives great 
suction power through the Hose, eliminates loose 
pieces, and is most convenient and easy to connect. 


AND FINALLY a 


The machine is light and convenient to handle. 
It weighs but 10 lbs. 


It is mounted on wheels and rolls over the floor easily. 


2 It is adjusted at the factory and ready for instant 
use when delivered, without adjustments or detailed 
instructions as to its use. 
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It requires no particular care—only a few drops of 
oil occasionally. 






It is the result of eight years’ experience in building 
Vacuum Cleaners. 


IT IS ABSOLUTELY GUARANTEED 












The hardware store is a logical place to sell vacuum cleaners. 


Write for our attractive terms and discounts 


THE BIRTMAN ELECTRIC COMPANY 


Randolph St. and Odgen Ave., CHICAGO, U. S. A. 






114 


New York 
395 Broadway 
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HARDWARE SPECIALTIES 


Quick sellers that should appeal to 


every dealer. Made to sell at a popular 
price, which allows a substantial profit to 


both dealer and jobber. 
Osborn Swatters are made of tem- 


pered steel. Cannot mar or scratch. 
Strong and durable. Gets ‘em every 
time. 

Packed in counter display box like cut, 
which makes sales unassisted. Box has 
storage in back for 3 dozen swatters and 
display facilities for six at a time. 


Special Assortment 
of Painters’ Steel Wire 
Scratch Brushes. 


For counter display. 


Made up in two 
sizes. 


Ass’t E contains 
22/3 dozen. * 


Ass’t F con- 
tains 5 1/3 
dozen. 


OSBORN 
Sink or Kitchen Brushes 


Give more satisfaction to the user than any 
other Brush or Cleaner on the market. For 
Cleaning Sinks and Scouring Pots, Pans, or 
Kettles, they are practically indispensable. 


THEY FLOAT 


No danger of throwing the brush out with 
the water. 
No. 187 Black Enameled Handle. 
No. 185 Straw Enameled Handle. 
Packed (3 dozen) in an Attractive Display Box. 














For removing old paint 
and varnish from 
wood, metal and stone. 


Also for cleaning ar- 
chitectural iron work, 
marble, etc. 


Do the work quicker 
and more thorough. 


The Osborn Sink-Brusht 
vet hashagh monde’ nie 
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-THE OSBORN MANUFACTURING Co- 


Brushes and Brooms—Foundry Supplies 
Moulding Machines and Accessories 


Milwaukee Detroit 
259 So. Water Street 94 McDougall Street 





CLEVELAND 


5401 Hamilton Avenue 


Boston 
41 Pearl Street 


Chicago 
155 No. Clark Street 





San Francisco 
61 First Street 
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THE SPRING’S THE THING 


in the Corbin Door Check that has removed a great source of door check trouble. Long, light 
and resilient and free from breakage. Not one in ten thousand fails to do its duty properly — 
a record that has no equal. Send for the Corbin Door Check Book for full particulars. 


P. & F. CORBIN 


The American Hardware Corporation Successor 


NEW BRITAIN, CONN., U.S. A. 
NEW YORK CHICAGO PHILADELPHIA 
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a Conservation 


HE scarcity and high cost of fuel means 
* that the greatest economy must be prac- 
tised in its use. 


The saving of heat produced means a saving 
in fuel required. 


A RUSSWIN door check is not only a labor 
saving device, it makes for real comfort and 
conserves the heat produced. It acts instantly 
—and unfailingly. 


RUSSELL & ERWIN MFG. CO. 


The American Hardware Corporation Successor 


New Britain, Connecticut 
New York San Francisco Chicago London, Eng. 
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This “AD” is No. 4 of a series run in the American 
Boy publication. 


What's the result? Our office is swamped with orders 


for STERLING AIR RIFLES and Marksman’s buttons. 








RIFLES 


Captain Ready, as a 
boy, had a Crack Squad 
equipped with Sterling 
Air Rifles. He knew 
what it meant to pre- 
sent arms, to right fours 
and to double quick. He's 
now a Captain and because 
he had this foundation it 
helped him to get this com- 
mission. 





Private Slow, as a boy, 
wouldn't join. After being 
drafted and sent to a Train- 
ing Camp, the officers soon 
saw that he knew nothing 
about formations — an 


Captaiu Ready boys—he's still a private. Private Slow 


Boys, organize your friends into a STERLING Crack Squad. If you are 
needed later on, have the foundation, be a Captain. STERLING Air 
Rifles are just the size and weight for easy handling. They have strong, 
sure shooting qualities and have the military “true blue’ finish. 


STERLING: Air Rifles range in price 
from 50 cents to $2.00 and are made 
in single shot, 500 shot and 1000 shot repeaters. If 
you have no STERLING go to your dealer and secure 
one. If he does not stock the STERLING, write us 


direct. (Give us your dealer's name.) 








Here's a copy of the Crack Squad button 
made up in red, white and blue colors. 
We send it to you FREE on request. 

















Upton Machine Company, St. Joseph, Mich. 








JOBBERS: Sell your dealers the STERLING military 
line of Air Rifles. It is the only complete line having 
the Army blue finish. | 


Write today for prices, terms and deliveries 


725 Sterling Street 


Upton Machine Company, 2} Steiling Stree 
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ICE SKATES 


The past two seasons brought a large increase in the demand for ice 
skates of high grade at popular prices. This demand has been fully 
met with our line of flanged runner skates, numbers 19244, 9244 
for men; 59244, 9244L for women and screw-on hockey skates 9 
and OX3, suitable for both men and women. 


ROLLER SKATES 


Numbers 5 and 6 have always been big sellers. The demand for 
them is continuous and heavy. Since perfecting the self-contained 
roll and equipping these models with them the demand has greatly 
increased. 


HOLIDAY SALES 


At Christmas time ice and roller skates are especially popular. 
Transportation conditions are serious. Insure yourself on these two 
lines by sending us your orders at once. 


Union Hardware Company 
New York Office: 99 Chambers St. Torrington, Conn. 














October 25, 1917 











HARDWARE AGE 


Why Prefer ® ie 


1. It is made of the finest materials that science and money 
can produce. 

2. Peters methods of manufacture are unique in thorough- 
ness and efficiency. 

3. Peters standards are higher than most manufacturers 
think possible of attainment. 

4. Youcan secure in the (P) brand many important features 
not found in any other line—such as Semi-smokeless powder 
in rifle and revolver cartridges and in the Referee shotgun 
shell, at the same price as common black powder goods; gun 
wads, shot, primers and other components made in the 
Peters plant for the exact use intended, insuring perfect 
co-ordination in the finished product. 


Result: QUALITY that can always be depended upon to produce 
results and make satisfied users with resultant profit to the 
distributer. 


In Your Fall Ammunition Order 


be sure to specify the (P) brand, paving the way for a big and gratifying 1918 busi- 


Because: 


ness. Scores of wholesale distributors and thousands of retailers have experienced 
greater sales and more profit after putting in Peters Ammunition—and this will be your 
experience, too. 


A line of goods noted for honest manufacture and efficient 
quality—such as the (PD) brand—will be in keeping with the 
good reputation of your store. 


The Peters Cartridge Company, Cincinnati, U. S. A. 


New York: 60-62 Warren Street San Francisco: 585-5387 Howard Street 
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8722—Screw-on Hockey Skate. Latest 
design. Blades of Hardened Alloy 


Steel. Full nickel plated. 
Retails at $2.50. 


B662—Detachable Hockey Skates. 
Blades of Special Temper Chrome 
Nickel Steel. Nickel lated. 

Retails at $3.00. 











No. 096—For Figure Skating. Orna- 


mented tops. Splayed blades of Weld- 


ed Tool Steel. Highest finish. 
Retails at $12.00. 


7, pare £4 ie 


8633—Improved Canadian Pattern, for 
High- 


general use. Beveled edges. 
est Quality and Finish. 
Retails at $8.00. 
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There's a big demand for Barney & Berry 
Skates coming this season. Advertisements of 
these famous skates are to run throughout the 
fall and winter in leading literary, outdoor, and 
juvenile magazines of national circulation. 
Every one of these ads will be talking for you 


and sending people to your store—if you sell 
Barney & Berry Skates. 





These famous skates need no introduction to 
the trade; they have been supreme in their field 
for half a century. Their high quality—stay- 
sharp blades, perfection of design and beauty of 
finish—has made them the choice of skaters 
since father was a boy. 


Send today for latest Ice and Roller Catalogs, 
also copies of “How to Skate,” for free distribu- 
tion, and show cards for your windows. Doing 
it now will insure your having skates when you 
need them. 


BARNEY & BERRY, Inc. 


Makers of Ice and Roller Skates 
193 Broad Street 


SPRINGFIELD, MASS., U. S. A. 


BUTTONING UP THE BOYS 


Here is a stunt that is going to make a hit with the boys. 
We are going to let them join the Barney & Berry Skaters’ 
League for Boys, and will give them attractive buttons to 
wear. Our new booklet, “How to Skate,” tells all about the 
League, and will be sent to Barney & Berry dealers for free 
distribution to boys and their parents. 
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Order Bicycles 


NOW 


For 1918 


We are better off on materials than most 
manufacturers. 


' Iver Johnson Arms & Cycle Works are run- 
ning night and day to keep pace with orders. 
Dealers who are looking ahead to realize a nice 
profit on bicycles in the Spring of 1918 are book- 
ing their orders right now. 


Delay is risky business in these strenuous times. 
Send your order for bicycles as quickly as you can 
and save'disappointing your customers. Orders 
will be filled in rotation in the order of their 
receipt. 


Shall we send you a copy of the new 1918 
Bicycle Book as soon as it is off the press? 


Iver J ohnson’s Arms @ 
Cycle Works 


332 River St. 99 Chambers St. 717 Market Street 
Fitchburgh, Mass. New York San Francisco 


IVER 


JOHNSON 
BICYCLES 
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“BRIGHTEST 3 
LIGHT’ 


FUASHLIGHTS<°?BATTERIES 
“Your Best Friend in the Dark’ 








This Illustration is a reproduction of a beau- 
tiful Cut-out Window Display. Lithographed 
in Colors. Size, 13’ x 17”, which will 
be sent to Novo Dealers on request. 

It will surely attract attention to 
your Novo Line, and will prove a 
good sales help. Write for yours to-day. 


A Novo Customer Is 
a Satisfied Customer 


Novo Batteries Are Supreme! 


They possess features not found in any other make. They are the only Batteries Guaran- 
teed Against Leakage or Corrosion. They will burn longer and give brighter light than 


others. 


NOVO FLASHLIGHTS 


are fitting containers for Novo Batteries. Many Patented features. 


Write for Catalog. 
Novo Manufacturing Company New York City 
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Dealers and Shoe Repairers 


If you can’t get ‘“‘Allen’s Sole 
Strips’’ from your jobber write us ) 
and we will see that you are supplied. 







There’s a Big Difference in Leather 


Good sole leather—real sole leather—wears and wears. That’s 
when it’s properly tanned and cut from strong, tough hides. 


Make sure of getting this kind of sole leather by asking for “Allen’s 
Sole Leather Strips,” tanned in the largest tannery in the world. 
Have it used on your shoes. Every year we buy over a million 
hides and select only the best for Allen’s Sole Strips. 


Allen’s Sole Strips are carefully in- 
spected before they leave the tanneries. 
Mts: 9 Mi Four different inspectors look each 
ae 2 ak strip over to detect any imperfec- 
J tions. Every piece measures up to a 

uniform high standard of quality. 

















The Allen trade-mark is a guarantee of 
good leather. For thirty years it has 
stood for the best in sole leather. Last 
year over ten million shoes wereresoled 
with Allen’s Sole Leather. More 
Allen’s Sole Strips are made and used 
than any other. 


Look for the name “ALLEN’S SOLE 
STRIPS’? embossed on every piece. 
Then you will be sure of getting best 
quality leather. Only Allen’s 
Leather is so marked. Ask 
your shoe repairer to resole 
your shoes with Allen’s 
Leather. It wears longest. 


—- N. R. Allen’sSons Co. 
Ko en sSons Lo 


= "" Kenosha, Wis. 
1 i} 
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This is one of a series of advertisements that 
: will appear in certain sections of the country. 
Ask our salesman about our advertising plans. 
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The Salesman Who Knows 


when he offers his customer a Chatillon Scale that he is 


truly serving him. That the quality fully justifies the 
price. That he will get full value in service—is irresis- 
tible. This means that in handling 


Chatillon Scales 


you are assured of quick and profitable sales as well as satisfaction 
both to yourself and customer. 


If without our catalog, send for it. The extent of the line will 
impress you. 


A Scale for 
every purpose 


JOHN CHATILLON & SONS 


85-93 Cliff Street 
New York 
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Hardware Scale 


110 pounds Capacity 
Equipped with Scoop and 
Wire Rack 
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ALL STEEL HAME CHAINS PATENTED onl one cust tne occ 
MOST POPULAR, HANDSOMEST, MOST CONVENIENT AND BEST SELLING HAME CHAINS ON THE MARKET 


PREMAX DODSON ZENITH LOOPLEVER 


Simple Work Easily. Can be hitched Stronger _ Simple and rapid 
Practical Never Yield, and unhitched in nom le ig in operation, the 
: : - simplest and most 

Durable Slip or Break. much less time rior to any pce sie dine es 
Always Reli- than a leather leather onin taeténes 


able. hame strap. hame strap. made. 


PSESAS ALL STEEL CHAINS, SNAPS AND OTHER SPECIALTIES © REMAX 


Coil Chain Bit Chains Dog Leads “gener Chains Steel Puzzie or Bolt Snape 
Halter Chains Rein Chains Dog Chains Stallion Chains Rope Snaps and Chain Snaps 
Cow Tie Chains Hame Chains Dog Leashes Hammock Chains Wrought Stee! Harness Snaps 
Tie-Out Chains Post Chains Dog Collars ———. Chains Swivel Snaps and Lock Snaps 
Curry Combs Trace Chains Dog Couplers ross Rein Chains Shoulder or Carrying Chains 
Safety Hasps Tent Pins Rat Traps Harness Chain Sets Single and Double Rope Swivels 
Breast Chains Picket Pins Animal Traps Fish Stringer Chains Special Chains for Special Uses 


KEY CHAINS, FLEXIBLE AND STEEL SPLIT KEY RINGS, IN GREAT VARIETY 


Patented October 11, 1904 


Tom vyvyyvryvyry VU USAAAAAAAAAAA 4 AAdAAAAAD AAI A 
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Very practical, strong, unique and attractive. 

If caught by accident, it stretches, which prevents breakage 
and pulling off of buttuns. 

If watch is dropped from the hand it catches it like a cushion 
and no damage is done. 


reyvvvryy¥yY? 
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Key chains in Steel, Plain and Nickel and Brass Plated, in Solid Brass, Plain and Nickel Plated, in Aluminum, German 
Silver, Oreide and Mixed T.inks, Expansion Link and Expansion Coil Key Chains and Arm Bands, Expansion Watch Chains, 
Fob Chains and Scissors Chains, all made of Solid Nickel Silver and Best Plated Music Wire, Flexible Key Rings with 
Puzzle Snaps, Twenty different Steel Split Key Rings, Railroad Key Chains, Key Rings with Advertising Tags, Etc., Etc. 


SHEET METAL LETTERS, FIGURES AND SIGNS, NUMBER AND NAME PLATES, ETC. 


ABCDEI2345 


We make separate embossed letters and figures in seven sizes, 1%”, 1”, 1%”, 2”, 3”, 4” and 6”. We 
make them all in polished aluminum and in brass in six different finishes. We make to use with them 
hands pointing right and left, $ and c. signs, periods, comfnas, dashes, etc. We make embossed sheet metal 
signs, also embossed number plates, in both brass and aluminum, with characters from %” to 3%” high. We 
also make brass letters in any of our six finishes, flat only—not embossed—in sizes 8”, 10” and 12”. We 
make brass and aluminum number plates with numbers stamped in, numbers from 


GOODS FOR CONTRACTORS AND BUILDERS io Goods for Municipalities 


Niagara and Niagara Junior Wall Plugs \@: Street Name Signs, 
Niagara Veneer Ties and 7%” Wall Ties ( y ‘oy House Numbers, 
12” Single Width and Double Width Wall Ties nN a Clan Dog Tags, Vehicle 
Niagara Major Veneer Ties 1 3/16” Wide YP ~ } License Plates, 
Sash Chain, Sash Pulleys, Sash Fixtures ; IACADA'E ~ Tags, Signs, Badges 
Brass Chain Window Shade Pulls with Rings LT gy | . Etc., -Ete. 

Steel Chandelier Chain, Old Brass Finish ‘ \ ‘an , acing 


HARDWARE SPECIALTIES AND NOVELTIES FOR OTHERS 


We make Hardware Specialties for others, Stamped and Formed from Sheet and Plate Steel, Brass, Tin, Copper, 
Zinc and Aluminum, and from Steel and other Rods, Bars and Wire. We do Deep Forging and Screw Machine ork, 
We do Wire Forming, and make Specialties to order in Wood. We do Buffing, Polishing, Enameling and Electroplating 
in Copper, Nickel, Brass and Zinc. We make Cutting, Punching and Embossing Dies, make Tools and Models to order, 
and do Die Sinking and Engraving. We make all the Dies we use in our own business, and all the Dies and Tools for 
the Specialties we make for others. We also make Dies for our customers to use in their own shops, in many cases 
fitting them up with Presses and other Tools complete to do their own manufacturing. 


Our Ceneral Catalog No. 25 Sent on Request 
NIAGARA FALLS METAL STAMPING WORKS 


Manufacturers of Hardware Specialities 
NIAGARA FALLS, N. Y., U. S. A. 
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ALL OUR PRODUCTS 


_ 
— 
« 
« 
) 
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Our advertising will move the goods for you. Fast 
turnover with a satisfactory profit. Morrill Saw Sets, 
Bench Stops, Nail Pullers, Hand Punches, Lead Seal 
Presses and Liquid Soap Dispensers have always been 
the standards in their respective fields for the past 40 
years. Send for catalog and prices. 


CHAS. MORRILL 


102 LAFAYETTE ST. NEW YORK, N. Y. 
(CA AMM RRR RR RRR CRS 
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Anvils—Semi Steel 
Ash Pit Doors—Grey Iron 
Blacksmith Drills 
Bench Screws 
Corn Shellers—Hand 
Clamps 
Clevises—Malleable 
Cement Workers’ Tools 


Floor Scra 
Fetgte-Dideabinetion Vise 


Grinders— Hand and Foot Power 
t Motors 
SAD IRONS— Gate Hinges 
Common Jack Screws 
Potts Pattern ‘Mauls 
Gas and Gasolene Mail Boxes 
Electric and Charcoal Milk Testers 


Fruit and Lard Press, Sausage Stuffers, 


Stock Waterers, and many other 
Hardware specialties. 


Type and Size 
for Service 


SEND FOR CATALOGUES. 


Rock Island Mfg. Co. 


ROCK ISLAND, ILLINOIS. 
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INDURATED 
FIBRE WARE 


“XXth CENTURY” 


Water Coolers 


Two Lines That Are Trade Builders 


The best in their class. 


and yield a bigger net than cheaper substitutes. 


They establish a sounder basis for growth 


Progressive Job- 


bers and Retailers realize the value of selling lines that bring repeat 
business and consumer good-will. Don’t be content to sell second 


and third class products. 
tomorrow—all the time. 


Take the “‘Fibrot- 
ta” Pails. There 
is the “Star” pail 
which is standard 
for household use 
and a favorite 
with all house- 
wives. 


And there is the 
“Fibrotta” round- 
bottom “Labeled” Fire Pail, made in 
several styles and sizes. Each bears 
a label testifying that it has been 
approved by the National Board of 
Underwriters. There is a big demand 
for them as an efficient, economical 
means of fire protection. 


The “Star” Pail 


“Fibrotta” is made of wood pulp, 

molded under hydraulic pressure and 
without a seam, It is 
then treated by our 
special process which 
gives it a hard, 
smooth surface. It is 
impervious to moist- 
ure. It cannot rust, 
leak, swell or warp. 
Send for the ‘‘Fibrot- 
ta’ Catalog today. 


Cscien. 
OOLER 


17 Leonard Street 


These are more profitable today, 


The “XXth Century” Water Cooler 
is as much superior to other water 
coolers as Fibrotta pails are to the 
ordinary wooden or galvanized iron 
pails. And there is a big field for them 
in business offices, theatres, hotels, 
hospitals, public buildings, etc. 

The “XXth Century” is absolutely 
sanitary. No ice can possibly contami- 
nate the water served from it, because 
the ice never touches the water. There 
is no danger of typhoid. There are no 
coils of pipe or awkward corners 
where dirt can lodge. 
It is very easy to keep 
them clean. They are 
economical in ice con- 
sumption because the 
“Fibrotta” ice con- 
tainer is a non-con- 
ductor of heat or cold. 
Warm air from out- 
side cannot make the 
ice melt faster. 

All these facts are sell- 
ing points upon which 
the “XXth Century” 
has built up its ac- 
knowledged leader- 
ship. It is still build- 
ing, and can build for 
YOU. Ask for our 
catalog today. 


Style No, 560 


& Hespouarters 


New York City 



































Hammer a Sheet of 


And ‘What Happens: 


NOTHING— your hammer doesnotharm 
the rubber becauserubber is elastic. And 
that is the characteristic that makes “‘6T"’ 
Floor Varnish so durable — elasticity. 
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Hammer a Sheet of 
Glass ~ 





WRECKAGE — the glass is shivered into 
a thousand pieces because it is brittle. 
And this same thing in a lesser degree, is 
what happens to ordinary varnishes. 


And What Happens? 
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XFLOOR 
VARNISH 


TEST IT WITH A HAMMER 


“You may dent the wood but the varnish won’t crack” 


THE ABOVE PICTURE WILL APPEAR 


EIGHTEEN MILLION TIMES 


THE NATIONAL MAGAZINES THIS FALL 


FIGURE FOR YOURSELF 

the effect this will have on the bus- | | 
| iness of the dealer who HAS THE 
RIGHT TO SHOW THE SAME 
EMBLEM IN HIS WINDOW! | | 


£6 r 
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OOK at the two small illustrations above. 
Read the text that goes with them. Do you 
see how clearly it explains the vital impor- 

tance of toughness, as the characteristic that gives 

durability to a floor varnish? It’s simple logic for 
the man or woman whose floors are cracked and 
chipped to look around pretty carefully for ‘‘61’’ 

Floor Varnish after the whole force of this massive 

campaign has emphasized to him that one cardinal 

point in which “‘61’’ Floor Varnish excels to such 

a marked degree. 


PRATT 


Factories: New York Buffalo Chicago 
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114 Tonawanda Street, 
Bridgeburg, Ontario 





This means that someone — someone — is going 
to sell that man ‘‘61’’ Floor Varnish. He wants 
the varnish that is durable — the one whose makers 
say, ‘Test it with a hammer — you may dent the 
wood, but the varnish won’t crack.’’ 

You can be the someone who makes that sale 
and gets that profit. 

Write today for the Pratt & Lambert Dealer 
Proposition. See how we enable you to steer into 


your store the sales energy created by this big 


national advertising campaign. 


& LAMBERT-INne. 
VARNISH MAKERS 68 YEARS 


Buffalo, N. Y. 


London Paris Hamburg 
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Up-to-date System for Retail Stores 


Electrically Operated National The New N. C. R. Credit File 
Cash Register Cuts out all bookkeeping of cus- 


, : . tomers’ accounts. 

Great labor-saving machine for retail , 

merchants No customers’ ledger, blotter or day- 
book. 


It does 15 things in three seconds. E . , 
very customer’s account balanced to 
It does quickly what clerks can’t do. the minute. 


Tells which clerk sells the most goods. Complete record with one writing. 


Advertises your goods direct to your Saves time and work for clerks. 


customers. Customers like it; it saves their time. 





Prosperi y is increasing. Freight congestion is growing greater. Hence don’t delay. 
Order now and get the profits which our system will make for you. 


It more than pays for itself out of the money it saves. Sold on small monthly payments. 


Old cash registers repaired, bought, sold, rebuilt and taken in exchange for new registers. 




















To Dept. 141, A 
National Cash Register Co., Dayton, 0. 


Please send me full particulars of 
your latest model cash register 
and the new N.C. R. credit file. 


Getthebenefitof theseprosperoustimes. | Cut out this coupon and mail it today 


Business 





Address 
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TRADE MARK 
Registered April 6, 1915 





| ad Up 


Registered April 6, 1915 
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In the march of events there always comes a time when men must meas- 
ij ure up to what other men have a right to expect of them. 


Belgium ‘‘measured up’’ when she blocked with all her might the German 
invasion. England “measured up’ when she chose war rather than let her 
honor go to the waste basket with that “Scrap of Paper.’’ The measure of 
France has exceeded the expectations of the world and much was expected 
of her. Italy was tangled in strange alliances, but when it came time to 
“measure up” she was there, and now the tape line is being used on Uncle 
Sam, and his stature is emphasized as he straightens to the job ahead. 


; The great nations of the world have recognized their obligations to 
civilization and have “measured up” splendidly. Nations are but groups of 
individuals bound together for mutual protection and mutual good. The 
conscience of a nation is but a true reflection of its people. 


Business is the backbone of nations. Good nations must have good 
business men, and plenty of them. 
The United States is to-day the dominant commercial nation of the 
world. Its business men are safe, sane and possessed to a marked degree of 
that great progressive essential—initiative. 

There is no more wholesome unit in commercial America than the 


hardware business. It is divided into three branches: manufacturers, whole- 
salers and retailers. We are wholesalers. We are a “‘good idea’ —developed. 


Our stock is owned entirely by retail hardware merchants. They buy 
from us at regular wholesale prices and take their profits out of the dividends. 


Our idea was to supply the needs of our merchant stockholders. We 
aimed to eliminate a lot of heavy overhead, which is the unfortunate inheri- 
tance of most hardware wholesalers. 


The idea was not new. We are different only because we are ‘‘meas- 
uring up. 

The number of our purchasing stockholders has increased steadily. 

The size of the average order we receive has grown. 

' The size of our stock rooms has multiplied. 


Manufacturers energetically solicit our business. They know that we 
maintain prices, distribute large quantities of hardware and invariably cash 
discount our bills. 

The percentage of our expense of doing business is lower than that of 
any hardware wholesaler in the United States. 

The trunk line railroads run right into our building and our shipments 
are made promptly. 

Our slogan is “American Beauty Does Well Each Duty.” Our business 


is ‘‘measuring up.” 


American Hardware © Supply Company 
43 TERMINAL WAY PITTSBURGH, PA. 
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PULLS LIKE AN ARMY MULE! 


This book is pulling inquiries from all over the country from people who need— 


%CO 
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One man says: “I am greatly indebted for such a comprehensive, condensed work 
as the Farmers Paint Book.”’ 
We have a few selected territories open to high grade hardware merchants but you 
MUST act quickly if you want to get the Harrison Agency in your territory. 
Write or wire today. 


) WATCH THIS PAGE 


~~ HARRISONS, Inc. 
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Policy 


HLARDHARE selling raises problems 
all of which no one man could 
correctly solve. 


But by interpreting these problems to its readers 
and by editorial suggestion and direction based on the 
experience of practical dealers throughout America, 
Hardware Age is able to assist in determining the 
policies of many of our leading hardware stores. 


The scope of the subjects treated in Hardware 
Age includes practically every problem which may 
arise whether it be in buying, in store management, in 
accounting, in pricing, in display or in any of the other 
phases of the hardware man’s work. 


Are you helping to shape your policies by the 
knowledge available in Hardware Age ? 


Hardware Age 


239 West 39th Street, New Y ork City. 
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QUALITY ai SERVICE 


PIONEERS 
or 
PURE PAINT 


MARTIN-SENOUR 
PAINTS 


Mr. Hardware Dealer: 


Now is the time to stock the kind of paint that your customers will 
demand for their Fall and Winter decorating needs. 

Are you going to stock and sell them a cheap makeshift paint because 

war prices seemingly decrease the demand for better paint that costs a little 
more? : 
Will you give them a paint that will look good for a few weeks and then 
show the effect of ordinary usage and weather changes, or will you give them 
a paint of proven quality, a high grade paint known for forty years for its 
ability to withstand all kinds of exposure and hard usage and still retain its 
perfect appearance? 

War Economy demands Quality even though the price is a little higher. 
The line you should carry is the line whose Quality to-day has remained 
unchanged in spite of the increased cost of materials and labor. 

The Martin-Senour Line is of the same high Quality to-day as it was 
before the war, and the same to-day as it was forty years ago. 

Your customers cannot afford to buy cheap paint, and you, for the sake 
of their good will, cannot afford to sell them cheap, inferior paints 

Therefore—stock: 
MONARCH PAINT 100 PER CENT PURE 
SENOUR’S FLOOR PAINT 
NEU-TONE FLAT WALL PAINT 
or any other 

MARTIN-SENOUR PAINT 
and sell them the kind of paint that you would use on your property if you 
were the customer. 

Write at once—a card will do—and get our Hardware Dealers’ Fall 
and Winter Quality Paint Sales Proposition. 


THE MARTIN-SENOUR CO. 


PIONEERS OF PURE PAINT 
CHICAGO MONTREAL WINNIPEG LINCOLN 
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Block’s 
Spiral Spring Force Cup 


“The Spring’s The Thing” 


The Cup is made of real rubber. 


The Spring is made of tempered steel and is 


rust proofed. 


The Spring insures the cup keeping its shape. 
The Spring gives twice the force and life over 


the ordinary cup. 


This is a live sample item for every jobber’s 
Easy to demonstrate, easy 
And as necessary in the kitchen as a 


salesmen to carry. 
to sell. 
broom. 





The ordinary cup has a 
grip of 22 lbs. This 4” 
cup grips with a force of 
58 Ibs. Try it on your desk. 


James H. Cumming, Sales Manager 
2015 S. Michigan Ave., Chicago, Ill. 
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Carry Your Heat From Room To Room 


Warren Wonder Stoves 
Burn Gas 


These Stoves will heat a room 16x16 
with a bay window and two other win- 
dows, in zero weather, up to 70 degrees 
in 20 minutes. Burning artificial gas at 
80 cents the cost will be 4% cent. Burn- 
ing natural gas it would be less. 


With the present high cost of fuel this 
stove saves money for the purchaser and 
makes money for you. 


Get our Selling Plans on this stove. 





AN INEXPENSIVE, 
COmPORT 


Inten se Blue Flame Heat 





RARRIEY WONDER 
FOR NATURAL “ARTIFICIAL GAS 


NO 2-POR ARTIFICIAL GA 
A HEATER AND COOK STOVE COMBINED 


James H. Cumming, Sales Manager 
2015 S. Michigan Ave., Chicago, IIl. 
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Walker Ke-Les 
Auto Lock 
Absolutely 

Prevents Theft 


Works on a_ combination 


principle, with plain discs, 
° \ very easy to operate and im- 
: possible to get out of order. : 
Points Prices to Consumers, $10.00; Points 


ee eee desler, Advertiins $7.50 without gas cut-off. Absolutely prevents theft. 
g o 0. r - f js 
ts for you. Get par- Special Jobbers’ Proposition om Saves on insurance premiums. 


Prevents back-fire setting car afire. 








to attract pros 

ticulars of this ieiiticadien 

Special Dealer Trial Order Offer— “ = ge es : ‘ 

allows you to examine these locks to see =o nsumers’ prices, $3.50; $5.00 Stops Dripping Gasoline Waste. 
-50; $5. 


ane ery Cake we mane com be ful- Locks and unlocks faster than you 


filled. If you don’t sell yourself you i asoline cut-off. . 

can’t sell others—so you can return the with gaso can reach in your pocket for 
locks—no questions asked. Almost every- Good discounts to jobber and key. 

one sells himself—the article has real 

merit. dealer. Absolutely guaranteed. 


This fact, that not one car equipped with a Walker Ke-les Lock has ever been stolen, is some 
proof of our claims. 


James H. Cumming, Sales Manager 
2015 S. Michigan Ave., Chicago, Ill. 









Polly Prim Fountain Mops 
Easiest-To-Sell Mop Ever Made 


No other mop on the market is designed to do work so easily and in such 
fast time. A very economical mop whose good points are quickly evident to 
every examiner. 





Write for our Special offers, involving free goods, and get our 
ideas on an Advertising Campaign that moves the mops into the 
consumers’ hands. 





Flat top allowing easy, quick mop- A large can of polish at a 


Keep the hands clean when fill- a 
ping of places hard to get at. reasonable price. 


ing. Self feeder means even oiling. 


James H. Cumming, Sales Manager 
2015 S. Michigan Ave., Chicago, Ill. 
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“Yes sir, that’s a real hack saw. 
Not strapping with notchescut 
in the edge. Not inferior steel 
that bends out of shape and 
stays out of shape. No sir! 
that’s a 


\ Starrett Hack-Saw 
4) 


with snap and whip to 
it that means business 
from the time it gets its 
teeth in the metal until 
the cut is finished. 





t 


“Just a hack saw, you 

say. But this common 

name won't do for a 

tungsten steel blade like 
this. Why every tooth in it is milled and set just as if this hack saw 
were to establish the Starrett reputation. 





‘And it fits its job, too. Maybe you don’t think that’s important, but 
try it yourself. You don’t call in a grocer when you have a tooth ache. 
But there are some mechanics who try that stunt with hack saws—put 
a brittle, coarse-toothed blade on a piece of tubing and then wonder 
why it strips. Or use a fine-toothed saw on brass rod and wonder why 
the teeth clog and the blade snaps. 


“No sir, you can’t treat hack saws , 
mean any more than youcan people; 
and that’s another reason why I like 
Starrett Hack Saws. You don’t need 
to gowrong. They have got good 
saws and they know how to pick 
the one that does the work best. 
Guess that’s why they say that 
Starrett Hack Saws cut faster and 
last longer. 1 know they do.”’ 


Send for catalog No. 21A. 
The L. S. Starrett Co. 


The World’s Greatest Toolmakers 
ATHOL, MASS. 


NEW YORK LONDON CHICAGO 
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There’s something about 
a record-breaking per- 
formance of any kind 
that gets under the skin 
—makes yon glad you 
are alive. Cock fight or 
ball game, it makes no 
difference. Read this 
story, fully illustrated, 
of a world-beating meet- 
ing by the sea begin- 
ning on page 141, this 
issue. 


Do you sell or do you 
buy? Whether you do 
one, or both, or the 
other, you can learn and 
laugh with the tales from 
the road by a bunch of 
the livest salesmen who 
ever cussed a stock-boy. 
It’s a remarkable col- 
lection of stories—begin- 
ning on page 166, this 
issue. 


You'll get a big slice of 
the soul of Soule in the 
yarn “Roy” 

to nature stuff sets his 
feet atingle once in a 


spins. Back 


while, so the linoleum 
under his desk is worn 
out. “Fish Bait’’ ex- 
plains it all—beginning 
on page 184, this issue. 





The ‘Man Behind the 
Counter’’ gets out in 
front again—and into the 
open. To the mountain 
top farm he lugs us and 
shows us how to sell 
gas engines to folks that 
are starving for want of 
watered crops. Page 


189, this issue. 
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Everybody, right this way! Here's the big 
show—fresh from the jungle—the wild man 
—eats ‘em alive—bites their heads off, the 
cost is nothing——step right up and get your 
tickets—it’s a treat—-it’s Treve, the boy who 
wants to draw but can write so much better 
than he can draw that you'll be mighty glad 
you read page 192—this issue. And Treve 
knows something about selling, yes? 





Rah! Rah! Rah !—shoeot! 
The Assistant Manager 
is one of those fellows 
who keeps his golf shoes 
right on his feet all win- 
ter, but to leg it through 
the woods not over the 
greens. Take a tip from 
the fellows in the big 
city, read page 212, this 
issue. 


Is he a corporal or a 
captain? You'll not have 
to guess the answer any 
longer. Yes, if your 
head iis big you can 
paste “this page in your 
hat. Or it might pay 
to paste it in your win- 
dow. Page 215, this 
issue. 


Fast is stepping fast in 


that series on rhe 
Coming Credit Crisis.’ 
This week he hits the re- 
tailer full beneath the 
chin, provided the re- 
tailer is one of the lag- 
gers. Whether you are 
a leader or a_ ilagger, 
read it—-page 216, this 
issue. 


There are a lot of auto 
owners who will be look- 
ing around for acces- 
sories that make winter 
driving more comfort- 
able. There are some 
new accessories on page 
232, this issue. 
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This Latch Is A 
Trade Winner 








The long, graceful lines of the 
handles (one on each side of the 
door) give it a class and distinctive- 
ness not found in the general run of 
garage door latches. 


It has so much individuality that it 


really resembles the higher grade door 
locks. 


Yet with all its “style’’ it’s as sim- 
ple as can be—not a single compli- 
cated part to get out of order. It 
works very easily. 


Reversible for either Right or Left- 


hand doors. 


Packed one complete latch, with 
screws, in a neat, strong box. One. 


dozen in a case. 


Finished regularly as _ follows: 
Japan, Dead Black Japan, Sherard- 


ized and Dead Black Japan, Sherard- 
ized and Plated any finish. 








No.27 Garage DoorLatch | 





No. 27 will bring you the trade of garage 
owners who want the best. 


We'll be pleased to send Catalog and quote 
prices. 


National Mfg. Company 
STERLING, ILLINOIS 
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World's Greatest Hardware Meeting 


American Hardware Manufacturers and Jobbers 
Break all Records in Atlantic | 
City Conventions 


HE Atlan- 

g tic City 

conven- 

tions of the 

American Hard- 

ware Manufactur- 

ers Association and 

the National Hard- 

ware Association broke 

all records last week. 

Two hundred and twenty 

of the 1eading wholesale hardware houses were rep- 

resented and practically all the more important 
hardware manufacturers were there. 

The Manufacturers elected Charles W. Asbury 
their president for the ensuing year and in recog- 
nition of his sterling worth and energetic service 
C. A. Knapp was again made president of the 
Wholesalers. 

The Automobile Accessory Branch of the whole- 
sale association was the liveliest of the depart- 
mental meetings, and the general conference meet- 
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ing into which the jobbers invited a number of the 
big manufacturers was the most constructive. 

In the manufacturers’ sessions the interest grew 
with each meeting and reached a climax the last day 
when at the close of a stirring address by Loyall A. 
Osborne, Senior Vice-president, Westinghouse Elec- 
tric & Mfg. Co., on the Labor situation the 
following straight from the shoulder resolution was 
unanimously passed: 


RESOLUTION 


WHEREAS, the Administration, through Secre- 
tary of Labor Wilson and the Council of National 
Defense have repeatedly declared, “That, where 
either an employer or an employee has been un- 
able under normal conditions to change the stand- 
ards of work to their own liking, they should not 
take advantage of the present abnormal condi- 
tions to establish new standards.” 

WHEREAS, the Anthracite Coal Strike Commis- 
sion announced as a fundamental doctrine “That, 
no person shall be refused employment or in any 
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The Committee in Charge of the Hardware Special: Tom Usher, Russell & Erwin Company, Chicago; 
Fred Sorensen, New York Central RR. Company, Chicago; Bobbie Jones, Clyde Cutlery Company, Clyde, 
Ohio; Ned Swift, Stanley Works of Illinois, Chicago 








way discriminated against on account of member- 
ship or non-membership in any labor organiza- 
tion.” “That, there shall be no discrimination 
against or interference with any employee who is 
not a member of any labor organization by mem- 
bers of such organization,’ which announcement 
has been endorsed by Presidents Roosevelt, Taft 
and Wilson. 

WHEREAS, numerous strikes have occurred and 
are occurring which seriously interrupt the sup- 
ply of facilities needed for the conduct of the war. 

RESOLVED, (a) That existing statutory regu- 
lations intended to promote safety and health 








shall not be suspended or modified for the period 
of the war except upon recommendation of some 
proper federal authority. 

(b) That wages should be modified or changed 
to meet advances in the cost of living. 

(c) That the hours of work shall not be changed 
from those established by statute or prevailing in 
the establishment at the beginning of the war 
except upon recommendation of the proper federal 
authority. 

(d) That every employer entering the period of 
the war with a Union shop shall not, by lockout or 
other means undertake to alter such conditions 


A little sunshine and a little rain—on the deck of the Robert Fulton 
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West Point as viewed from the deck of the excursion steamer 


for the duration of the war; nor shall any combi- 
nation of workmen undertake during the like 
period to close an open shop. 

RESOLVED, That the Council of National De- 
fense call at the earliest convenient date a con- 
ference of representative national and interna- 
tional officers of American trade unions to ex- 
press their attitude in regard to these questions. 

RESOLVED, That a Federal Board to adjust 
labor disputes which are connected in any way 
with war production for the Government should 
be created for the duration of the war. This 
Board to be constituted equally of representa- 
tives of employees, employers and the Govern- 
ment; representatives of the latter to hold the 
deciding voice in the event of an equal division 
of opinion. Decisions of the Board to be binding 
upon all parties to the dispute. It is to be further 
understood and agreed that there shall be no inter- 
ruption of production by strike, lockout or other 
means within the control of employer or employee. 


With the Live Ones from the West 

HAT western crowd was nothing if not exclu- 

sive. A personally conducted special train with 
seventeen coaches was merely an incident in their 
young lives; a daylight trip down the Hudson, only 
another item. They carried their own enthusiasm, 
their own badges, and their own baggage. They 
not only dined; they banqueted—three times every 
day, and the corks that “popped” were not all from 
Clysmic bottles. All the real live ones from the 
“Good Indian” Country were aboard that Hardware 
Special, and they even had the nerve to grab off the 
cream of the trade from Cleveland and other towns 
en route. Last but not least, they brought along A. 
Vere Martin, the Daddy of the Chicago Hardware 
Club, chaperoned by a charming little lady who 
signed herself “Mrs. A. Vere.” 

The big train, under the leadership of Fred 
Sorensen, pulled out of the La Salle Street Station, 
Chicago, at 11:15 Sunday morning, and things be- 
gan to happen at once. The sun peeped out from 


From the Hardware Club of Chicago 
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Left to right: C.H.Chastlin, Fayette R. Plumb, Inc.; 


Hardware Age 


John T. Rowntree, Vaughan & Bushnell Mfg. Com- 


pany; Fred Wooster, Cushman Tool Company; Irving S. Kemp, Vaughan & Bushnell Mfg. Company; A, 
Vere Martin, Atha Tool Company 
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behind the clouds as it steamed out, giving a prom- 
ise of sunshine and smiles that was amply fulfilled. 

Each happy delegate carried a pamphlet which 
gave the personnel of the party, and introductions 
were as unnecessary as chaperones. Talking of 
chaperones—Secretary Corey of the “Retailers” was 
there to keep the jobbers and manufacturers from 
any indiscriminate love feasts. Scandals were con- 
spicuous by their absence. Luncheon was served at 
the regular time, then everybody adjourned to the 
observation cars for a get-together meeting. The 


A. R. Murphy, Kansas City, Mo., representing Na- 

tional Sonmdling & Stamping Company; J. Clarke 

Coit, Lee Coit Andreesen Hardware Company, 
Omaha, Neb. 














manufacturers scored first and made every lady in 
the party heir to a life-size box of candy. Then 
the real souvenir of the trip made its appearance 
in the form of a sterling silver vanity case. Even 
Mrs. Usher was observed slyly powdering her nose 
between meals—which reminds us—Tom’s dutiful 
wife got her calendar mixed and knitted three rows 
of 27 stitches each on the day of rest. Brother 
Holloway publicly forgave her for the slip. 

Night brought the big banquet, and what a feed 
it was! When Chairman Usher led his hand-organ 
committee through the diners there were cheers for 
the Boys and money for the Monkeys. Our hats are 
off to that committee—Tom Usher, Bobbie Jones, 
Ned Swift and Fred Sorensen. They were like the 
stork—they delivered the goods. Their book of 
passes made each delegate feel like a newspaper re- 
porter, and every red tag on a suit case signified 
that the bearer was billed for a week of pleasure. 

That first night out, the observation car brought 
back visions of Barnum and Ringling. Major Hol- 
loway as ring master staged a one-ring circus of 
top-notch class. His justly famous “How do you 
do, Mr. Martin, How-do-you-do?” is now a classic 
in the annals of Hardware. Even the mysterious 
Mrs. Smith, fell for the wiles of the Major. As the 
evening wore on, there was a drop of chandeliers, 
but never once did Major Sorensen clamp on the 
lid. Everything was wide open. Even the grave 
reserve of J. Clarke Coit melted under the strain, 
and Clarke came through with the reputation of 
being able to have more fun without a “nip” than 
any man in Omaha. 

There were no flies on that bunch. The swatter 
presented by the U. S. Wire Mat Co. was saved for 
the future along with Vaughan & Bushnell’s nickel- 
plated hammers. 

If there was any sleep aboard the Special that 
night—we failed to get our share. 

On the Robert Fulton 

The Westerners were up Monday morning before 
breakfast, and a few minutes later there was 4 
general migration to the decks of the good ship 
Robert Fulton of the Hudson River Day Line. 





October 25, 1917 


“Just Registered” — 
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The Knitting Bags are proof positive that the owners’ names are on the Hardware Roll 














Breakfast was soon out of the way and the jolly 
pilgrims were on the upper decks. There was a 
little sunshine and a little rain, so far as the weather 
was concerned, but there were no clouds on happy 
faces to hide the sunlight of good fellowship. 

The HARDWARE AGE man with the graflex was on 
the job, and whenever the sun peeped through, the 
shutter clicked and somebody was billed for the 
society columns. The main saloon resembled a 
miniature addition of a Red Cross organization. 
There may be sweaters in France with dropped 
stitches due to shifting scenery, but they will carry 
a message of devotion to the cause that even the 
beauties of the Hudson could not swerve. 

Dinner aboard the boat took on the real carnival 
air. Paper hats, rubber balloons, toy whistles and 
wheezy noise makers drove the waiters to distrac- 
tion, but they certainly added life to the occasion. 
There was more noise at one table than ever issued 
from a front-line trench. 

The afternoon was just a continuation of the 
morning fun session with a few extra ounces of 
noise and a fraction more time devoted to scenery. 
West Point, Sing Sing and the Palisades received 
due attention, and those interned Holland boats 
were viewed with more than passing interest. 

It was dark when the boat docked at the Des- 
brosses Street pier, but there was no hitch in the 
transfer of either baggage or passengers, and thirty 
minutes later they were off again on the special 
train for Atlantic City. 

Dining cars were scarce and diners plenty. How- 
ever, the multitude was fed in due time and the 
merriment continued at full speed. It was 10:30 
p. m. when the special arrived at the Convention 
City, and the drivers still think that the entire West 
emerged from those parlor cars. 

It was still a live, happy, boisterous bunch of 
Hardware rooters that struck the board walk. Tired 
but happy, weak but willing, safe, sane and sober. 
What more can we say?—the Hardware Special 
had reached its goal. 


The Automobile Accessory Branch 


‘TRE convention really opened with the accessory 
meeting which was held Tuesday, Oct. 16. 


This bunch has made remarkable growth during 
the year. The number of hardware wholesalers 
handling automobile accessories has largely in- 
creased and manufacturers in ever-increasing num- 
bers are becoming associate members of this asso- 
ciation which is doing so much to put the accessory 
business on a solid hardware basis. 

One of the best known and most important manu- 
facturers made the statement that it was his opin- 
ion that hardware merchants were improving as 
distributors much more rapidly than the garage 
distributors. Chairman Rose, quick to appreciate 
the importance of the remark, called for a vote of 


Everybody was happy. John Stollberg, Stollberg Hard- 
ware & Paint Company, Toledo, Ohio; Neal ine 
Keystone Steel & Wire Company 
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Mr. and Mrs. E. N. Birge, St. Louis, Ames Shovel & 
Tool Company 














all the accessory manufacturers present and by 
unanimous vote they held that hardware merchants 
are pushing automobile supplies most energetically. 

The subject of quantity prices was given a 
thorough sifting, and the jobbers made very clear 
the fact that if a firm was recognized as a legitimate 
wholesale distributor it should receive the quantity 
price on all purchases. It is believed that prices 
based on quality have caused many of the cut-price 
houses to slash prices in order to dispose of their 
surplus. 

Address of Chairman Rose 


Chairman Rose delivered the following address: 

In presenting the annual report of the Accessories 
Committee, attention should be called to that of the 
Secretary-Treasurer of our Hardware Association, 
which covers many matters of great interest to this 
branch but which are outside its scope. Some of these 
are the cost of doing business, the inventory in its re- 
lation to fire insurance, and the Federal tax; the Child 
Labor law, uniform contracts, and other matters of 
general concern. 

There are, however, items of this same general in- 
terest which need specific emphasis in this Branch, but 
none more than that of the conservation of business 
capital in these days of our country’s need. The sense- 
less infinitude of variety and sizes of accessories is one 
of these almost criminal aspects of waste. How many 
surplus million dollars are tied up to-day on the shelves 
of accessory merchandise? Take lamp lenses which 
vary by eighths of an inch, for example. An adequate 
jobber’s stock of several score of sizes of the modern 
anti-glare lenses alone runs into four figures. Such 
instances might be multiplied. Amidst the throng of 
proposals for cuffless trousers, flapless pockets and 
nameless other trifies, why is there no voice raised in 
protest against continued indulgence in needless whims 
by car manufacturers? Certainly the public makes no 
such demand, and at what more opportune time than 
this where all here are similarly affected could a move- 
ment of protest better be launched? It has been 
pointed out that jobbers to-day must find upwards of 
50 per cent more capital for the conduct of their busi- 
ness than three years ago. Hardware manufacturers 
have recognized this condition and under the leadership 
of their President are restricting the variety of out- 
put. They are not, however, dominated by another 
class of makers as are accessory manufacturers by car 
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manufacturers. The entire matter is of such serious 
import, not only to business men but to their country, 
that it ought to receive consideration. 


Reason for Congratulations 


In the light of recent events this branch has reason 
to congratulate itself upon the wise and conservative 
leadership of its Secretary-Treasurer and Board of Di- 
rectors. Those of us who have complained of its lack of 
aggressiveness must acknowledge that we have been 
saved a lot of worry by going slow. Uncle Sam’s “High 
Voltage Wires,” against fooling with which warning 
was given in a very able editorial by Mr. Soule, are evi- 


. dently alive, and it is fitting to remind ourselves of 


the terse bulletin of the Secretary-Treasurer to the 
effect that “The Sherman Anti-Trust Law condemns 
conspiracy in restraint of trade. The United States 
Government, through its Department of Justice, has 
made it very clear that it is unlawful to enter into any 
combination or conspiracy to directly or indirectly com- 
mit any act, the effect of which would be to prevent the 
free and unrestrained interstate and foreign trade and 
commerce in merchandise from the manufacturer to the 
consumer.” 

Let me also repeat a paragraph from my own report 
of last year with reference to jobbers’ lists: “That 
great as are the evils arising from improper distribu- 
tion of merchandise, yet the burden of determining 
who are the proper distributors must be left to the in- 
dividual manufacturer.” Let it be understood then that 
the work of the committee is purely educational. Nu- 
merous letters have been sent to the membership, 
chiefly through the Secretary-Treasurer’s office; letters 
of inquiry and suggestion, and many of these matters 
will be rehearsed to-day. Is there not, however, some- 
thing else for us to do educationally? As an associa- 
tion, can we not increase the scope of the operations of 
the retail dealers? To quote from a manufacturer, “It 
is easier and more profitable to educate the merchant 
to take up a new line than to educate the mechanic to 
become a merchant”; therefore, shall not this Asso- 
ciation back up an extensive educational campaign with 
the hardware dealer? In this connection, the action of 
another association in appropriating several thousand 
dollars for garage dealers’ betterment in a definite edu- 
cational campaign is interesting. 

The matter of adjustment of freight classifications 
became so imperative that a sub-committee under the 


A friendly argument between W. H. Foege, American 
Steel & Wire Company, Chicago and Dick Shapleigh, 
Shapleigh Hdw. Company, St. Louis 
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chairmanship of Mr. MacAdams of St. Joseph was ap- 
pointed. 

Automobile accessories have carried higher rates of 
. freight than similar commodities of-equal value, caused 
by the fact that the present classifications were made at 
a time when prices of accessories were much higher 
than at present and volume smaller. The Missouri 
River jobbers have shown unusual interest in this mat- 
ter and some real benefits have been obtained. Items 
like lamps, warning signals, vulcanizers, etc., have been 
affected. 

The attitude of hardware journals toward developing 
accessory business has been most helpful. At this 
time, however, when the country is deluged by ruinous 
quotations on staple merchandise from a five-million- 
dollar order house which has failed, we cannot refrain 
from calling attention to the fact that the advertising 
of this house was carried in full-page advertisements 
by one at least of our best hardware publications. The 
recent exclusion of mail-order advertising by certain 
great magazines is significant. 

It is hoped that a more uniform practice, in connec- 
tion with the return-goods evil, may be evolved as a 
result of our deliberations. Members report that the 
quota of returned accessories is double that of regular 
hardware. Many houses have found it necessary to 
impose a charge of 10 per cent for such where the seller 
has not been at fault. When the manufacturer imposes 
this penalty the jobber is usually willing to pay it. 
Such returns are usually made in original cartons or 
cases, whereas goods returned from dealers are usually 
in broken packages and in poor condition. 


Difference of Opinion 


It has been generally conceded in conventions of this 
Association that additional charge for shipments by the 
manufacturer direct to the wholesaler’s customer is 
reasonable where the jobber does not carry a repre- 
sentative stock of the goods in his warehouse. Our 
members, however, have felt that a separate additional 
charge for direct shipments was not reasonable where 
the wholesaler is carrying a good assortment of the 
manufacturer’s products and where direct shipment is 
infrequent, as in the nature of taking care of slow- 
selling numbers, etc. 

Facilities for the disposal of surplus stocks to fellow 
jobbers were provided last year, and those who availed 
themselves of the privilege profited accordingly. This 


A. Vere Martin, president of the Hardware Club of 
Chicago, and F.. E. McClimans, Allith-Prouty Company, 
Danville, Ill. “Always on the track” 
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Mr. and Mrs. E. E. Henkle, Henkle-Joyce Hardware 
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feature alone more than paid for the annual dues of 
the speaker’s house. More members, however, should 
wake up to this opportunity. 

The committee sees no reason for receding from its 
position on quantity prices and repeats that “not only 
do quantity prices result in syndication of orders with 
all its train of evils, but that well-intentioned jobbers 
themselves find it necessary to dispose of surplus stocks 
at demoralizing prices.” We re-affirm our conviction on 
other grounds, also, namely: That the properly- 
equipped hardware jobber, be he small or large, having 
an organization ready to render service, is entitled to 
equal consideration with all others. If he be small, 
his relative expense is as great or greater. Nothing 
in this statement, however, is to be construed as rank- 
ing the distributor as a qualified jobber unless he really 
is a jobber, nor to sanction unreasonable practices by 
which advantage is taken of the manufacturer. 

The impression seems to have gained ground in some 
quarters that hardware jobbers are concerned only with 
distribution through hardware dealers. This is not true 
as the ledgers of almost all hardware jobbers would 
demonstrate. There is, however, a reluctance to sell 
garages generally, because of their reputed credit stand- 
ing. It must be remembered, however, that the garage 
man is the chief buyer for certain acéessories, all of 
which require some work to install. These will always 
be handled in greater volume by him than by the hard- 
ware dealer because he usually has facilities of equip- 
ment which the hardware man lacks. That we are 
overcoming our prejudices in this respect and engaging 
more whole-heartedly in the whole proposition is evi- 
denced by the increasing use of catalogues, employment 
of specialty men and separate department organiza- 
tion. 

Other matters occupying the attention of the commit- 
tee will be developed in the day’s sessions and need not 
be referred to here. 

The Chairman wishes to acknowledge the assistance 
rendered by the members of the committee and to ex- 
press particular appreciation to those manufacturers 
who have taken the trouble to make suggestions from 
time to time. 

More than a hundred complete automobile acces- 
sory catalogs published by wholesale hardware 
houses who are running accessory departments were 
on exhibition. This evidence of real merchandiz- 
ing was fully appreciated by the manufacturers. 
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B. M. Asch, president of Asch & Co., New York, 
spoke on the wholesaler as a bigger factor in the 
distribution of auto accessories. E. H. Schwab, 
president, Silvex Company, South Bethlehem, Pa., 
addressed the wholesalers on co-operation of the 
salesman in connection with the introduction and 
sale of new goods. 


Discuss Terms Maintenance 

W. F. Bellows blew the coals to a blaze in lead- 
ing the discussion “How the Buyer Can Be Influ- 
enced to Maintain Terms Agreed Upon.” Hardware 
wholesalers maintain prices, but they sure know a 
lot of accessory people who don’t, and they cut 
loose. 

Special catalogs came up for discussion, and the 
exhibit already mentioned was greeted with rous- 
ing cheers. More than a hundred new catalogs were 
right in the room. There were only 35 last year. 
W. W. Foskett of the Albany Hardware & Iron Com- 
pany, Albany, N. Y., has regular ideas on the time 
of year to issue special catalogs. 

Emil Grossman, president, Emil Grossman Manu- 
facturing Corporation, Brooklyn, N. Y., spoke on 
“Special Brands” and F. R. Goodell, Converse Rub- 
ber Company, on “Tire Adjustments.” 

F. I. Reynolds, U. S. Tire Company, New York, 
delivered a very instructive address on “Building 
Tire Business.” 

Automobile accessories are jumping like wild fire 
in the hardware field, and the big wholesalers are 
right squarely behind the movement. 

On Wednesday morning, Oct. 17, the wholesalers 
and manufacturers held their joint meeting. After 
singing “My Country, ’Tis of Thee,” the invocation 
was offered. 

This meeting was attended by .more merchants 
and manufacturers than any meeting in the history 
of the joint conventions. 


President Knapp’s Address 
President Knapp delivered his annual address as 
follows: 


be dees will recall that a year ago our minds and hearts 
were depressed with thoughts of those who were en- 
gaged in the most terrible conflict in which men have 
ever been engaged. 


Our hope at that time was that our country might 
be the medium through which the calamity might be 
amicably adjusted, and we hoped that inasmuch as we 
had avoided entrance into the conflict, even though 
there seemed great provocation, that we would be the 
logical medium through which peace might be secured. 

All our hopes in that direction were dissipated on 
April 6 when President Wilson, realizing that further 
attempts to avoid the conflict were absolutely impossi- 
ble, made his historical address to Congress, so while we 
are assembled here today, upwards of one million of 
our finest young men are sacrificing themselves for 
their country, to the end that the liberty which we en- 
joy and which was obtained by our forefathers may 
not only be perpetuated, but that the entire world may 
enjoy with us the benefits of Democracy. 


President Should Have United Support 


We have a strong leader and regardless of what our 
preferences were in November, 1916, Woodrow Wilson 
is now our President, and should have the united sup- 
port of the entire country. There can be but one out- 
come, though possibly long deferred, we must succeed 


and we shall. 


Left to right: C. F. Bennett, Stanley Works; J. Clark 

Coit, Lee-Coit-Andreesen Hardware Company, Omaha; 

R. B. Jones, Clyde Cutlery Company, Clyde Ohio; R. 

C. Tritcher, John Pritzlaff Hardware Company, Mil- 

waukee and E. R. Swift, Stanley Works of Illinois, 
Chicago 
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Mr. and Mrs, Horace G. Reynolds, Reynolds Wire Com- 
pany, Dixon, Ill. 














There has been considerable discussion regarding the 
general subject of taxation and we are particularly 
proud of the fact that the sentiment of this organiza- 
tion has already been expressed, to the effect that we 
are willing to pay the price, only asking that all those 
who are benefited bear their proportionate share of the 
expense. 

Business, as we all know, has been unusually pros- 
perous and prices have been abnormally high. Indeed 
we fear that on many commodities the question of cost 
has been lost sight of and that there is a tendency on 
the part of many to secure as high a price as possible 
regardless of all cost relations. The wholesalers, who 
have long since disposed of merchandise which they 
held at the time prices advanced, have not to so great 


Mr. and Mrs. F. Van Cleef of Van Cleef Bros., Chicago 
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C. M. Schneider, peers Chain Company, Bridge- 
port, Conn., and Charles McGregor, McGregor-Noe 
Hardware Company, Springfield, Mo. 














a degree been benefited, in fact, on many commodities 
the margin of profit has been less simply because of 
their earnest desire to make it as easy as possible for 


the retailer to satisfy the consumer who has been loath 
to pay such highly inflated prices. 

The present conditions have proven, beyond any ques- 
tion, the absolute necessity of the wholesaler, as it was 
only because the latter wes willing to take the risk of a 
loss by reason of a possible recession in prices, that he 
had in his warehouse, of convenient access to the retail 
trade, large supplies of merchandise ready for delivery 
to his customers on quick notice. 


Jobber Benefits Retailer 


The retail merchant who has been looking to the job- 
ber as his source of supply has been greatly benefited 
thereby, while those who have felt in the past that there 
might be a saving of some additional profit in the buy- 
ing of goods by direct connection with the manufacture, 
have been embarrassed in their business with the con- 
sumer simply because they could not obtain prompt de- 
liveries to which they had been accustomed. 

You are all conversant with the fact that this country 
is not dependent on any section of the world for its 
prosperity. We have the financial resources, we have 
enormous crops, and better than all, we have the 
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American spirit, a combination which is absolutely in- 
vulnerable. 


The Secretary’s Service 


I shall not at this time go into the details of the 
work of our organization during the year. The report 
of the Secretary-Treasurer will fully cover this, and the 
members of the Association know how thoroughly they 
have been kept advised through almost daily communi- 
cations from the Secretary’s office. 

These communications have dealt in questions not 
only affecting our work as hardware men, but during 
the past year we have taken up many of the great na- 
tional issues and our Association has been a leader in 
moulding legislation of this character. 

Probably no better illustration can be given to sub- 


stantiate this statement than the subject of Exchange 


Charges on Checks. As you well know, in nearly all 
parts of the country it has been necessary for those re- 
ceiving checks in payment of accounts to stand for the 
collection charges which in the aggregate was very 
large. 

Under the Federal Reserve Act, this matter was 
placed in the hands of the Federal Reserve Board and 
a year ago last July they put into effect a plan which 
provided for the free collection of checks. Those who 
had been benefited by the collection charge, immediately 
made strenuous efforts through congressional action to 
have the charge reinstated and, in fact, some of the 
proposed legislation which was almost enacted, pro- 
vided for a charge for the payment of a check even if 
cashed at the bank on which it was drawn. 

Through the efforts of your officers you presented the 
matter to members of Congress in such a way as to de- 
feat the purpose of those who were desirous of having 
this charge imposed. 

We have also called your attention to the provisions 
of the Child Labor Act, and have given full information 
as to requirements for the carrying out of these pro- 
visions. 

The subject of Trade Acceptances has been promi- 
nently kept before the trade and some houses have al- 
ready shown their customers the advantages to be se- 
cured from the adoption of that system of selling ac- 
counts. 

We have secured prompt information concerning the 
provisions of the War Tax Bill and have been in con- 
stant communication with the legislative authorities on 
this subject. 

The Metal Branch of this Association has been ex- 
tremely helpful to those engaged in the manufacture 
and distribution of tin plates and metals, a most suc- 
cessful Convention having been held June 1 and 2 in 
Pittsburgh. 


Automobile Supply Branch Active 


The Automobile Supply Branch of the Association 
has done some efficient work and it is particularly pleas- 
ing to know that a large number of manufacturers who 
have become associate members of this branch of the 


Left to right: Mrs. L. S. Soule, Chicago; E. E. Henkle, 
Henkle-Joyce Hardware Company, Lincoln, Neb.; Mrs. 
A. Vere Martin, Chicago 
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Association, are recognizing the fact, that the service 
being rendered by the wholesaler of hardware is a valu- 
able one, and while we take no issue with other mediums 
of distribution, we are convinced that ultimately the 
distributors of automobile supplies will be the whole- 
sale hardware houses of this country. 

Our membership has increased considerably, as the 
Secretary-Treasurer’s report will show that we have at 
least 10 per cent more active members in this Associa- 
tion than we had a year ago. Our Assistant-Secretary, 
who has been Secretary of the Metal Branch and of the 
Automobile Supply Branch, has been loaned to the Gov- 
ernment and since July 1 he has been doing active effi- 
cient work in connection with the Equipment Division 
of the Ordnance Department of the Army. 

There never was a time in the history of this Associa- 
tion when it was more important for us to get together 
and confer with each other as wholesalers and with the 
manufacturers, than at present. We do not propose to 
discuss during these meetings the minor questions, but 
rather will devote our time to the consideration of 
larger issues and hence, have asked a number of prom- 
inent manufacturers to address us during our sessions. 

In closing, I can only ask for a most serious consid- 
eration of the issues involved, and I hope that each one 
attending this Convention will be immeasurably bene- 
fited, and that prosperity not dependent upon the war- 
ring nations of the world, but based on normal condi- 
tions, will be your lot during the coming association 
year. 


Fayette R. Plumb, president of the Manufactur- 
ers’ Association, then spoke as follows: 


President Plumb’s Address at Opening Session 


WE. meet here today while our country is at war. 
This fact must control all our thoughts and all our 
plans. The problems of our personal businesses must 
be subordinated to the business of war—for war is a 
business; a business that must be carried on with cold 
determination as well as with enthusiasm at white heat. 
It is deeds, not words that count. It is our duty to de- 
termine first, how we can each one of us render the 
most effective—not the most glorious—-service; second, 
how we can through our organizations reach a wider 
field of usefulness. 

At the War Convention of the Chamber of Commerce 
of the U. S. resolutions were passed calling upon each 
industry to organize and to appoint a committee to rep- 
resent that industry in Government work. Both asso- 
ciations here represented should develop some effective 
method of answering this call. Many of the manufac- 
turers are of course already in close touch with the 
various departments of the Government and are ready 
and anxious to turn over just as much of their produc- 
tive capacity to Government needs as may be required, 
but there are many who have not established such con- 
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tact whose facilities will undoubtedly be required in a 
short time. The committee of the American Hardware 


Manufacturers’ Association can bring them and the de- 
partments of the Government together. 


Opportunity to Serve 

There is a field of equally effective work on the part 
of a similar committee of the National Hardware As- 
sociation. The great distributive and storage facilities 
of the Hardware jobbers must be enlisted in the na- 
tional service. One of the problems of the war depart- 
ment is the storage of the tremendous mass of muni- 
tions and supplies which are being made in anticipation 
of their use. Why should the Government need to build 
storage depots or enlarge the storage facilities of the 
quartermaster’s department; when such ample and ad- 
mirable facilities already exist all over this country in 
the warehouses of the jobbers? These warehouses have 
been built for the purpose of quick and cheap distribu- 
tion. A committee representing the National Hardware 
Association could find from the quartermaster’s, the En- 
gineering, the Ordnance and the Signal Corps Depart- 
ments of the army what storage facilities were re- 
quired from time to time and could undoubtedly ar- 
range for the storage and re-distribution of their sup- 
plies at a cost far less than it would cost the Govern- 
ment to do the work itself. 

_ Another field of usefulness for the hardware jobbers 
lies in supplying from their stocks the various items 
constantly wanted in comparatively small, but. still 
large, quantities where the saving in time more than 
offsets the additional cost. The jobbers of course rec- 
ognize that they can not make a profit by acting as an 
agent for manufacturers with the Government. This 
is no time for a manufacturer to protect his trade at 
the expense of the United States. The Government de- 
partments have adopted the settled policy of buying 
from manufacturers direct those things which have to 
be manufactured on their orders, but the value of the 
large and varied jobbers’ stocks for the supply of urgent 
needs must not be overlooked. 

Jobber’s Knowledge Invaluable 

There is also the great value lying in the stored up 
experience and knowledge of the buyers of the hard- 
ware jobbing houses. This affords an opportunity for 
truly patriotic service without any pay except the good- 
will it will create on the part of both the Government 
and the manufacturers. The Government is going to 
require the facilities of us all. When a hardware job- 
ber learns of a Government inquiry which can not be 
supplied from his stock he should bring together some 
manufacturer who he knows could make the article and 
the Government Department. By so doing he may open 
up an unknown and valuable source of supply for the 
Government, 

I know I am telling the truth when I say that while 
we are all out for the dollars, we want only those that 
represent fair pay for services actually performed and 
that we are ready to give up the dollars any time it 
may help to win the war. We all agree that there must 
be no unfair profits in this war. We don’t have to be 
told it any more. We are ready and anxious to do our 
bit in the most effective way. All our efforts, all our 
resources are at the disposal of the United States. 
Those of us who can not do our share on the battlefield 
will be glad to sacrifice our material well being and our 
comfort in the great cause. Let us take counsel together 
to find the most effective service we can perform. 

John Donnan, the popular and efficient secretary 
of the Southern Hardware Jobbers Association, was 
then introduced and brought a message of good 
will from the Southland, and John R. Gamble, pres- 
ident of the National Retail Hardware Association, 
delivered a brief address and expressed the cordial 
feeling of the great body of merchants he repre- 
sents. 

Rev. John R. Davies, D.D., then delivered an ad- 
dress that will be long remembered by those who 
were fortunate enough to hear him. Dr. Davies 
has spoken to the hardware men many times, and 
he is always interesting and forceful, but this ad- 
dress was more than good oratory, more than splen- 
did expression and good thoughts. It was a verbal 
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George H. Griffiths, Harpware Ace; H. L. Corey, 
Champion Spark Plug Company, Toledo, Ohio 














expression of true Americanism. It was vital and 

thrilling. HARDWARE AGE is endeavoring to secure 

the manuscript for reproduction in an early issue. 
The meeting closed with another patriotic song. 


Business Conditions 

Thursday morning the wholesalers held a most 
important meeting in which business conditions 
were discussed by those most competent to give 
worth-while opinions. 

The following program gives an idea of the in- 
terest: 

“Wire Nails,” by Frank Baaches and D. A. Mer- 
riman. 

“House Furnishing Goods Situation,” W. H. Mat- 
thai, Secretary National Enameling and Stamping 
Company, Baltimore, Md. 

“Builders’ Hardware Situation,” George F. Wie- 
pert, Sargent & Co., New York City. 

“Edge Tool and Hammer Situation,” Fayette R. 
Plumb, president, Fayette R. Plumb, Inc., Phila- 
delphia. 

“Loaded Paper, Shot Gun Shells arid Metallic Am- 
munition Situation,” Frank G. Drew, Winchester 
Repeating Arms Company, New Haven, Conn. 

“Screen Door and Window Screen Situation,” W. 
D. Biggers, general manager, The Continental Com- 
pany, Detroit, Mich. 

“Farming Tool Situation,” Robert H. Cowdery, 
American Fork & Hoe Company, Cleveland, Ohio. 

“Axe Situation,” W. C. Kelly, president, American 
Axe and Tool Company, Charleston, W. Va. 

“The Paint Situation,” Ernest T. Trigg, vice- 
president and general manager, John Lucas & Co., 
Philadelphia, Pa. 

In their final meeting the wholesalers adopted res- 
olutions of appreciation to those who have so ably 
guided their affairs, to those who aided in the pro- 
gram and to the manufacturers for entertainment. 


New Officers of Jobbers 
The following officers were elected for the ensu- 
ing year: 
President, C. A. Knapp; vice-president, Brace 
Hayden; second vice-president, J. B. Silliman; ex- 
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Left to Right: M. L. Bailey, Union Mfg. Company, New Britain, Conn.; F. G. Wooster, St. Louis; H. B. Plumb 

Eagle Lock Company, Terryville, Conn.; G. W. Carter, Eagle Lock Company; John Denholm, Wright Wire Com- 

pany, Worcester, Mass.; C. K. Anderson, American Wire Fabrics Company, Chicago; John F. Childs, Wright 
Wire Company, Worcester , 











ecutive committee, F. A. Heitman, W. H. Donlevy The Manufacturers’ Meetings 


and Fred F. Luedke. Naturally and wisely T. James ES HE manufacturers’ meetings were well attended 


Fernley is retained as secretary. and many very excellent addresses were made. 


Left to Right: Lew C. Hill, Whiting-Adams Company, Boston; W. W. Hulfish, Sand, Hulfish and Lassell, Balti- 

more; R. H. Ure, Whiting-Adams Company, Boston; F. J. Coakley, Samson Cordage Works, Boston; A. H. 

Decatur, Decatur-Hopkins Company, Boston; J. B. Silliman, Blish, Mize & Silliman Hardware Company, Atchi- 
son, Kan.; J. L. Kelly, Whiting-Adums Company, Boston 
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A Knot of Knitters—Those knitting bags spell sleepless nights for Kaiser Bill 














Space limitation in this issue of HARDWARE AGE 
permits us to publish but a few of them. Others 
will appear in later issues. 
President Plumb’s address was as follows: 
President Plumb’s Address 
HIS convention is different from any that has pre- 
ceded it. The problems confronting us are new. 
Important as are the problems connected with our rela- 


tions to our regular trade, they are now overshadowed 
by the demands of our new customer, the United States 
Government and the unprecedented difficulties attend- 
ant upon production. Our sessions will be largely de- 
voted to the consideration of the problems raised by 
these conditions. 

The preparations for the conduct of the war grow in 
magnitude from day to day. At our convention at 
Houston I spoke of the effect which the raising of an 


More Strength to Stanley Works 
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Robert Nelson of New York and E. S. Cox of Pitts- Left to Right: Roy F. Soule, Editor, HARDWARE AGE; 
burgh W. H. Taylor, President, HARDWARE AGE; A. C. Penn, 
President, A. C. Penn, Ince. 





rye ie amtrianontng ns tnetpncnesnn alain pera 





oo 











Left to Right: J. G. Deericks, Pittsburg Steel Com- 

pany; Wayne A. Root and C. J. Root, New York Wire’ Left to Right: Barney Moore, Chicago; George H. 
Cloth Company, New York Beaudin, Chicago, Wiss & Sons Company; C. L. 

Gairoard, J. Wiss & Sons Company, Newark, N. J. 

















McDonald and Anderson, better known as Andy and : 


Mac, American Wire Fabrics Company Duncan, McKennie and Cook were happy 
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Right to Left: C. W. Burall. George H. Harper, A. S. King, W. H. Matthai, F. 
The diplomatic corps representing the National Enameling and Stamp- 


burg, A. R. Murphy and John H. Mapp. 
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army of two million men and the proposed war expendi- 
ture of seven billion dollars to June 30th, 1918 meant to 
business. I think many of our members were inclined 
to look upon my remarks as being “bull talk,” but every- 
thing I said at that time has since proved to be an un- 
derstatement. We then expected to loan our allies to be 
spent in this country $3,000,000,000. We now expect to 
loan them seven billion dollars. We then expected to 
spend ourselves for war four billion. We now expect to 
spend twelve billion dollars. No one can have any con- 
ception of what nineteen billion dollars means. It is over 
$50,000,000 every day. Nineteen billion dollars means 
$750.00 per year for each man in the United States en- 
gaged in any kind of gainful occupation. $750.00 is 
more than the total income of most of us. With our 
Government and our allies making such purchases here, 
what chance is there going to be for supplying any con- 
siderable portion of our ordinary requirements in addi- 
tion? 

Left to Right: Mrs. C. J. Knapp, HARDWARE AGE; Mrs. 
C. K. Anderson, American Wire Fabrics Company; 
P. J. Cosgrave, HarpwaRE AGE; Mrs. L. S. Soule, 

HARDWARE AGE 





Labor Supply 

We have already begun to experience some of the 
difficulties in keeping and securing an adequate labor 
supply as intensified by the first draft. We all know 
enough about conditions to know that this situation is 
going to grow steadily worse. The appropriations al- 
ready made by Congress are to provide for another mil- 
lion men under arms before next June. It is proposed 
to raise the army to over four million as fast as the 
men can be supplied and trained. Probably before long 
we shall have another registration with the age limits 
considerably extended to provide these additional men. 
Can you see what this will mean? It is not only the 
men withdrawn from each factory, but the competition 
for labor that will arise to replace these men. Just as 
a shortage of supplies advances the price, so will this 
shortage of labor advance the price of labor. And this 
effect will be heightened by the advancing cost of hv 
ing. Don’t let any of us fool ourselves by thinking be 
cause the cost of labor is very high now and that our 
employes are satisfied, that the top has been reached. 
Mrs. Mr. H. W. 


and 


Geller, Geller, Ward & Hasner, 
St. Louis, Mo. 
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J. E. Kelley, Sales Manager, and J. H. Schoenly, Dis- 
trict Sales Agent, Simonds Mfg. Company, Fitchburg, 
ass. 














It has not and it will not as long as the war lasts. You 
know that about the time the government steel prices 
were announced Cambria, Bethlehem and the Steel 
Corporation each announced a 10 per cent advance to 
labor. This made 60 per cent advance in less than two 
years. One of the agreements in regard to the new 
steel prices was that the price of labor should not be 
reduced. 

This voluntary price agreement on steel has created 
a lot of misapprehension. The price is very little, if 
any, below the prices at which steel has actually been 
shipped. $2.90 base Pittsburgh for bars compares with 
$1.25 in July, 1915 and $4.50, the nominal quotation for 
July, 1917. But very little steel has actually been de- 
livered at anything like this high price. Steel bars could 
be bought last January for $3.00. I do not believe 
many manufacturers have received much, if any, steel 
bought since then. Pig iron is now set at $33.00, which 
compares with $14.25 July, 1915 and: $52.00 July, 1917. 
Pig iron could be bought at $30.00 as late as last Janu- 


Joseph M. Hottel, Delta File Works, Philadelphia, Pa., 
and Paul E. Heller, Heller Bros. Company, Newark, 
N. J. 
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Frank Sand, J. Sand & Sons, Detroit, Mich., and G. orge 
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ary. I very much doubt, therefore, that the new prices 
will bring any real reduction in cost to any far-sighted 
manufacturer who has kept in touch with the market. 
I also doubt if it is going to save them much in the fu- 
ture except on war business, because unfilled orders and 
contracts are I understand to be filled at the prices at 
which placed. I know of business which has been placed 
at $4.50 since the $2.90 price for bars was announced. 
It is better to get it at $4.50 than to go without it at 
$2.90. I believe $2.90 bars will be as scarce as $2.00 
coal. How many of you have been able to buy coal for 
$2.00, though this is a compulsory price set months ago, 
while the steel price is entirely voluntary on the part 
of the big producers? 


The Steel Supply 


It is seriously suggested that before many months it 
will be practically impossible to secure steel for any 
purpose except the war requirements. It won’t be a 
question then as to the price of steel or the price of 
hardware, but simply a question as to how the small 
amount made can be distributed to the best advantage. 
Just think what it will mean to supply an army of four 
million men. To equip, supply, transport and feed such 
an army as this will require the utmost efforts of the 
entire country. There is no getting away from these 
fundamental facts. With our supply of steel, therefore, 
required almost entirely for war products, labor so 
scarce that there will be the keenest kind of competition 
to secure it, and a demand for war products that will 
fall especially upon the manufacturers of hardware, 
how can you expect anything but a demand that it will 


' be impossible to fulfill. 


The position of the hardware trade is altogether ex- 
ceptional. The cost of the war will press heavily on 
those who make or deal in luxuries, but hardware is a 


Mrs. C. J. Knapp, Chicago; L. S. Soule, Western Editor 
HARDWARE AGE, Chicago; Mrs. C. K. Anderson, Chicago. 
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E£. F. Cooper, general 
sales manager, Henry 
Disston & Sons, Phila- 
delphia, was among 
those present 





Left to Right: Edward C. Waldvogel, General Manager, 
Yale & Towne Mfg. Company; Barney Moore, Chicago; 
H. A. Stoddard, Yale & Towne Mfg. Company 





Charles W. Asbury, 
Enterprise Mfg. Co., 
Philadelphia, Pa., was 
elected president of the 
manufacturers 


Left to Right: S. D. Latty, Kirk-Latty Mfg. Company, 

Cleveland, Ohio; W. P. Claymore; Charles J. Graham, 

Graham Nut Company, Pittsburgh; James Gill, Kirk- 
Latty Mfg. Company, Cleveland, Ohio 














necessity. The farmers will be a favored class. Big 
crops at unheard of prices have put money into their 
pockets. The lumber business is active and prosperous. 
Industry in the mines, thes factories and on the rail- 
roads, all over the country is going ahead at top speed. 
Wear and tear is excessive. It is said the government 
is considering the advisahilitv of putting up thousands 
of houses in the new industrial districts besides the 
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Goodrich, 


Stoll, Motor World, New York, and Ivan F. 


Goodrich-Lenhart Mfg. Company, Phila- 


delphia, Pa. 
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“Ike” Black, New Britain, Conn., 
Chicago, Russell & Erwin Company. 


Twins’ 


and Tom Usher, 
“The Heavenly 











various warehouses and hospital buildings it will have 
to erect. Those who rely for their income on accumul- 
ated capital will pay for the war, but those who earn 
their living will have more money to spend than ever 
before. 

Even the high prices which it will continue to be nec- 
essary to ask will not prevent the man who has money 
in his pocket from buying what he needs. As the gov- 
ernment takes a larger and larger share of the output 
of the hardware manufacturers, their product will be- 
come increasingly difficult to secure. Happy soon will 
be the jobber who has a good stock. The wise man will 
not wait till it is impossible to produce or to secure his 
stock, but if he is a manufacturer will use every effort 
to increase his production in anticipation of an increas- 
ing demand, and if he is a jobber will order all the 
hardware now which he is able to pay for. 


Asbury’s Report 
HAS. W. ASBURY, chairman of the com- 


mittee on Governmental Activities, deliv- 
ered the following report: 


Your Committee on Governmental Activities has en- 
deavored to keep the membership of the association 
currently informed in matters affecting their interests, 
and has also co-operated in every way with the Gov- 


(Continued on page 205) 


Fernley’s Report 


National 
ware Association Tells at Atlantic City 
of Year’s Organization Activities 


Hard- 


Secretary-Treasurer of 


OLLOWING the custom adopted in 1894. at the 

time of the formation of this Association, I take 
pleasure in presenting a report of the work of your 
secretary-treasurer during the past year, the twenty- 
third year of his incumbency of this position. 

Owing to the fact that I have kept in such close 
touch with the membership during the year, a report 
cannot be presented which will contain any new infor- 
mation. 

As a matter of fact, since our last convention we have 
sent each member of the Association 133 letters of a 
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The Red Devil Bunch, Smith & Hemenway Co.: Frank 
R. Tenney, E. B. Odgers, D. G. Smith, G. M. \Van 
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general nature and also have conducted an immense 
amount of individual correspondence with you. 

As will be shown by the report of the Membership 
Committee, our Association has grown numerically to 
quite an extent during the year; 24 new members being 
added. So that we now have a total of 274 members. 


Cash Premiums 


One of the subjects which has given us the most 
concern during the year is that of the cash premium, 
and the importance of its retention. 

A large number of our manufacturing friends, realiz- 
ing that the cost of producing goods was constantly 
on the increase, felt constrained to take care of at 
least a part of the increased cost by a withdrawal of 
the cash premium, or a reduction of the same. 

They lost sight of the fact that it was impossible 
for the wholesaler to do business on a net cash basis, 
and they also seemed to fail to realize that the giving 
of a premium for anticipated payment was so essen- 
tial and had become an established trade custom. 

Our method of calling attention from time to time 
to individual cases of the change of terms, has been 


E. R. Powell, Champion Hardware Company, Geneva, 
Ohio; C. J. Knapp, HARDWARE AGE 
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Left to Right: L. B. Van Marter, A. B. Cox and Frank 
Gould, George H. Bishop & Co., Lawrenceburg, Ind. 
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W. H. Foege, American Steel & Wire Co., and Miss 
Mildred Foege, Chicago 














successful in bringing a large number of manufacturers 
up to the point of realizing the importance of retracing 
their steps in this particular. I sincerely hope that in 
the near future we can report that the terms of 2 per 
cent for cash in 10 days are being generally conceded. 

In this connection, however, we want to call the atten- 
tion of the members to the importance of a rigid adher- 
ence to the terms. Our Association has taken the posi- 
tion that the buyer is not entitled to the premium 
unless he places the seller in possession of funds ac- 
cording to the terms. Any deduction after the agreed- 
upon period is an abuse of terms. 


Trade Acceptances 

We have issued considerable literature on this sub- 
ject; particularly the address of Hon. R. H. Treman, 
of our Executive Committee, which was delivered at 
the last convention. 

A very large number of additional copies have been 
requested, and as a result of the agitation of the ques- 
tion by this organization, many other trade organiza- 
tions have taken up the subject, and, indeed, we have 
every reason to believe that some of those who have 
been inspired by us, are individually putting the plan 
into operation more rapidly than the members of this 
organization. 


L. S. Howe, Stanley Works; Col. A. F. Hatch, Canada 
Steel Goods Co., Hamilton, Ont. 
































A very prominent banker in a recent address said: 

“There seems to be an impression in some quarters 
that the trade acceptance system is intended to do away 
with cash payments and the discounting of bills 
for cash, substituting time obligations therefor. This 
is not at all the case. Every consideration for sound 
business is to encourage cash payments or as short 
credits as possible. The principal thing now to be ac- 
complished is to put the large mass of outstanding 
unavailable credits represented by open accounts into 
acknowledged, negotiable form.” 


Cost of Doing Business 


We have had a very large amount of correspondence 
during the year with our members, and those engaged 
in other lines of business, as well as with hardware 
manufacturers, regarding the question of overhead ez- 
pense. 

It is a fact, however, that owing to the unusual 
volume of business conducted by our members, their 
report will probably show a somewhat reduced percent- 
age of expense, but it should be borne in mind that when 
business gets on to a normal basis, the 1917 percentage 
will increase, and it must also be borne in mind that 
the question of taxation is one which will have a very 
important bearing on the expense account. 


Inventory and its Various Relations 


The question arose the latter part of December as to 
whether merchandise, if inventoried at cost, in the event 
of fire, a price beyond the cost should be obtained. 

We took this up with insurance experts with the re- 
sult that we advised you that the basis of adjustment in 
the event of a fire, would be the replacement value. 

We also consulted with the Internal Revenue Depart- 
ment regarding the method of pricing an inventory in 
order to ascertain on what basis the income tax would 
be collected, and we were placed in a position to advise 
you that for the purposes of the collection of the Inter- 
nal Revenue, the price actually paid for merchandise 
would be taken as the basis regardless of the market 
price, but that where several lots of goods of similar 
character were purchased at different prices, the in- 
ventory should be priced on the basis of the cost of the 
last lot purchased. 


Overstock Lists 


During the year, we have sent to the members of 
the Association 153 lists of overstock or undesirable 
goods. We have found that goods which were not mov- 
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They represented the Stanley Works, New Britain, Conn. 














ing rapidly because of an over-purchase or a change in 
the requirements of the community, and were thus un- 
salable in one part of the country, were much to be de- 
sired by members of the Association at another point. 

Therefore, we have sent out from time to time these 
lists, and have placed members of the Association in 
direct communication with party owning merchandise 
and in almost every instance, sales have been effected, 
and members of the Association have been assisted, 
and good jobs which might otherwise have been thrown 
on the market as job lots, have been retained in the 
regular channels of distribution. 

We feel that an increasing number of our members 
can advantageously avail themselves of this service, 
and, of course, there is no expense involved to those who 
use the same. 


Left to Right: 
& Miller, N 


ashville, Tenn. 


Charles B. Chancellor, Baldwin Tool Works, Parkersburg, W. Va.; 
a Sensbach, Bonner Bros., Brooklyn, N. 


Exchange Charges on Checks 


As you were advised at the time of our last Conven- 
tion, the Federal Reserve Bank in July, 1916, put into 
force a system which they were authorized to adopt 
under the Act providing for Federal Reserve system 
and through which checks drawn on member banks were 
collected without any charge. 

In December, 1916, through the instrumentality of 
some banks which were largely profiting by excessive 
payment and collection charges on checks, very strong 
pressure was brought to bear on Congress to the end 
that the way should be open for a restoration of the 
charge on checks, and a bill was almost enacted which 
permitted not only of a charge for collection of checks, 
but on the payment of a check at the counter, and if 
this legislation had been enacted, you would have been 
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“Youth and Beauty” from the West take the trip down the Hudson 














compelled to have submitted to a charge of one-tenth 
of one per cent. on checks drawn at the counter of your 
own bank. 

Your Association placed itself in direct and personal 
contact with influential men in Congress, particularly 
Hon. Carter Glass, of Virginia, with the result that the 
whole matter is now in control of the Federal Reserve 
Bank and they are absolutely opposed to the imposition 
of any charge for the payment or collection of checks. 

Reducing the Variety of Goods 

We have taken up at the request of prominent manu- 
facturers, the question of the advisability of cutting 
down the unnecessary variety of sizes and finishes in 
connection with many of the goods sold by the hard- 
ware trade. 

We need not enlarge on the fact that there has been 
a steady growth in the variety of sizes and finishes of 
hardware of all descriptions, with the result that the 


wholesaler and retailer was compelled to carry an un- 
necessarily large volume of merchandise. 

The importance of doing something in this direction 
was emphasized when prices were materially advanced, 
which forced the employment of a larger capital in the 
business, and it also became apparent that the delivery 
of staple sizes and finishes was very much delayed be- 
cause of the fact that the manufacturer was compelled 
to expend so much additional time in making a product 
which was absolutely not essential in meeting the reas- 
onable requirements of the consumer. 

A vast amount of correspondence has been employed, 
with the result that we hear of a very large reduction 
in the variety of several lines of goods. If it meets with 
the views of the Association, we will continue the agita- 
tion of this subject, with the hope that our efforts in 
the direction indicated will be of permanent value to 
the trade. 


A characteristic group of joy makers on the upper deck of the Robert Fulton 
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Interested in the scenery: Secretary M. L. Corey, Na- 

tional Retail Hardware Association, and Frank Rost, 

William Frankfurth Hardware Company, Milwaukee, 
Wis. 

















We have also recently consulted our membership as 
to their wishes in connection with the reduction of the 
number of grades of Shovels which were being made, 
and we beg to report that an overwhelming number of 
our members are very much in favor of the eiimination 
of at least one grade of Shovels. We therefore called 
this to the attention of the manufacturers of this com- 
modity. 

Child Labor Law 

The adoption of a Federal Child Labor Act by Con- 

gress was called to your attention January 25th of this 


H. H. Replogle, Cuyahoga Falls, Marathon Tire & 
Rubber Company; C. M. Schneider, Bridgeport Chain 
Company, Bridgeport, Conn. 
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year, and we have been in conference with the Board of 
Secretaries, who were placed in charge of carrying 
out all purposes of the Act. 

As we have explained to you, it is quite necessary 
that on receiving merchandise from manufacturers, a 
guaranty should be stamped or printed on the bill, set- 
ting forth the fact that the goods named in the invoice 
have been made in conformity with the Child Labor 
Law in the State where they are produced. 

Members of the Association desiring further in- 
formation regarding this feature, can secure it upon 
application. 

War Tax Bill 

We have followed very carefully this measure from 
its first introduction into Congress, and have kept you 
fully advised concerning all amendments and action on 
the part of the Committees of the House and Senate, 
and we have, further, communicated with these Com- 
mittees and with prominent members of Congress, ex- 
pressing what we have ascertained to be the views of 
the members of the Association. 

It is very pleasing to state that there has not been 
displayed a tendency on the part of any member of this 
organization to avoid paying a just proportion of the 
expense involved by the conflict in which we are now 
involved. 

The only thought has been that Taxation should be 
on a basis which was just and equitable to all, and we 
sincerely believe that you realize that there has been 
on the part of Congress a desire to deal fairly with 
business interests. 

The added expense, of course, will be large, but as 
compared to the human sacrifice involved, it is but a 
trifle. The real sacrifice consists in giving up those who 
are so dear to us. 

The general sentiment expressed by our members, we 
are proud to say, is that they are willing to pay their 
share of the expense, however great it may be. 

Our Executive Committee, at its June session, voted 
practically the entire balance in the treasury as a sub- 
scription to the Liberty Loan, knowing that every mem- 
ber of the Association would endorse such action on 
its part. 

Economical Position of the Wholesaler 

The question as to whether the wholesaler was a 
necessary avenue of distribution has been settled, and 
we hope will never again be raised. Some retail mer- 
chants and some magazine writers have been endeavor- 
ing to create the impression that the Middleman was an 
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unnecessary adjunct and that he was responsible to a 
large degree in increasing the cost of all commodities. 

When goods became scarce and manufacturers were 
_not in position to fill the quick demand of the consumer 
made upon them, the retail merchants throughout the 
country found that the wholesaler had anticipated the 
demand of the consumer and had assembled large stocks 
of merchandise which were available to fill the quick 
requirements of the retail merchant. 

It has been said that a large number of retail hard- 
ware men throughout the country would have been 
compelled to have ceased business because of a lack of 
merchandise, if they had been obliged to place their 
orders with the factories and await delivery. 

As a matter of fact, we are creditably advised that 
95 per cent. of all demands of retailers have been com- 
plied with and that very promptly and in many in- 
stances at prices much less than were being quoted 
on the same goods by the manufacturer to the whole- 
saler. 

Uniform Contract 


At the time of our last Convention, our attention 
was called to a movement on the part of some manu- 
facturers to insist on a uniform contract, which should 
be irrevocable by either the buyer or seller. 

It was the opinion of those who discussed the ques- 
tion at our last Convention, that there were some ob- 
jectionable features to such a plan, and yet it was ad- 
mitted that the policy of booking orders for indefinite 
quantities subject to cancellation at will, was a detri- 
mental one, both from the standpoint of the seller and 
the buyer. 

Conditions so rapidly changed that we found the 
manufacturers who were advocating such a contract 
and which called for a definite date of delivery, were 
not willing to enter into it, and the result has been that 
practically nothing has been done with the subject. 


New Plan for Selling Nails and Wire 


The suggestion has been made that the sale of these 
commodities on a basis which allowed for a flat profit 
per hundred weight—rather than on a percentage of 
the value—was not an equitable one, and that inasmuch 
as the expense of doing business, including remunera- 
tion of the salesman, was based on the value of the 
merchandise, the profit should be on the same basis. 

No definite policy has been adopted by the Associa- 
tion, but we recommend a very careful consideration 
of the subject. 


Mr. and Mrs. George M. Evenson, Knapp & Spencer 
Co., Sioux City, lowa 
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G. A. Harwood, Hussey 
Binns Steel Co., Pitts- 
burgh, Pa. 
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Our Association was one of the first organizations in 
the country to offer its services to President Wilson and 
his advisers, when it became apparent that this country 
must enter into the world war. 

The Association has interested itself definitely in the 
matter of freight car thrift, urging the full loading of 
cars and the prompt unloading of cars. 

In this matter our attention has also been directed 
toward the failure on the part of the Railroad Com- 
panies to promptly remove empty cars from siding 
after they are notified that these cars have been un- 
loaded. 

The Association has been called upon by the War 
Department to supply data regarding needed merchan- 


Mr. and Mrs. George T. Bailey, Pittsburgh Iron & Bolt 
Co., Pittsburgh, Pa. 
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Mrs. J. C. Ralston (at the right) in a serious mood 














dise and in such inquiries, precedence has been given 
to the requests, and the information supplied without 
delay. 

It is felt that the Association will be of even greater 
value to the War Industries Board and to various 
Government Departments, so that all of the information 
possessed by the Association may be at the quick dis- 
posal of the Government authorities. 

Emphasis has been placed upon the fact that this 
Association is prepared to render this emergency ser- 
vice without stint, and that it will welcome the oppor- 
tunity to be used in this manner. 

Our Executive Committee in June last voted to grant 
a leave of absence to George A. Fernley, Assistant-Sec- 
retary-Treasurer, in order that he might enter the Gov- 
ernment service as First Lieutenant in the Equipment 
Division of the Ordnance Department, since which 
time he has been discharging the duties assigned him 
in connection with this work. 

His duties in this Association as Assistant-Secretary- 
Treasurer have been assumed by Thos. A. Fernley. 

I need not speak of the individual sacrifices made by 
our members. We have not heard or read of a single 
man in the hardware business in this country endeav- 
oring to avoid doing his just part in the terrible strug- 

le. 
. Price Information 

Early in the year, thinking that it would be of in- 
terest to the members of the Association to have in- 
formation as to prices which had been made during a 
previous short period of time, in different parts of the 
country, we wrote the’ members of our Association— 
giving them a list of about 24 items, asking that they 
furnish the information desired. 

About 117 houses replied. The figures were tabulated 
on a sheet, and sent to the members of the organization. 

This involved considerable work and some expense, 
but the letters received from the members commenting 
favorably on ihe new method, were quite encouraging, 
and after being reviewed by the Executive Committee 
at the June meeting, it was decided to gather similar 
figures early in September and reproduce them to the 
members of the Association. 

About the same number of houses responded, and the 
chart was prepared and distributed among the members 
of the organization. 

It is requested that it be distinctly understood that in 
gathering and distributing this information, it is not 
intended that any of the prices named shall be a guide 
for future prices. 
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Left to Right—Mr, and Mrs. Frank Rost, William 
Frankfurth Hardware Co., Milwaukee, Wis. Mr. and 
Mrs. H. A. Taylor, American Serew Co., Chicago, IIl, 














This cannot be too thoroughly understood by the 
members. We have stated repeatedly that the Associa- 
tion would absolutely take no action in any way which 
would be in the direction of suggesting a selling price, 
but we have a right to gather information as to past 
transactions, provided this is confined absolutely to a 
historical presentation of what has happened during a 
past period of time. 

We would like to have this subject fully discussed at 
the Convention, and be informed by the membership 
their desires as to a continuance of the plan. If it is 
interesting and valuable to the members to receive this 
data, the Secretary’s office, of course, will be pleased to 
continue the compilation. 


Metal Branch 


It is very pleasing to advise you that this branch of 
the Association, under the leadership of Mr. W. H. Don- 
levy, has been doing excellent work during the year. 

A very largely attended convention of the metal men 
connected with our Association was held in Pittsburgh 
June ist and 2nd, and during a session of two days 
matters of importance to that branch of the business 
were carefully considered. 


R. A. Shaffer, Simonds Mfg. Co., Chicago, Ill. Harlan 
Simonds, Simonds Mfg. Co., Fitchburg, Mass. 
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Almost, without exception, those interested in the 
sale and distribution of tin plate and metals are con- 
nected with this branch of the Association and the or- 
ganization has no more ardent supporters than those 
thus identified. 





Automobile Supply Branch 


We are very much pleased to report that the members 
of our Association are showing a decided inclination to 
develop this feature of their business. 

It is generally admitted that the wholesale hardware 
dealer is a logical medium for distributing automobile 
supplies, and while efforts have been made by certain 
parties to prevent wholesale hardware houses from 
being placed in a position to purchase this line of goods, 
we have reason to believe that these parties will be 
much less active in the future. 

As we have already advised the members of the As- 
sociation, the United States Government, through the 
Department of Justice, has taken the position that “any 
action on the part of two or more persons which has for 
its purpose, intent or result, the restraining of the free 
flow of any commodity from maker to user, is contrary 
to the provisions and purposes of the Sherman law.” 





It was an interesting story that Frank Rost of Mil- 
waukee told Roy F. Soule, HARDWARE AGE 
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“Major” J. M. Holloway and Miss Clare Belle Holloway, 
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This interpretation of the Sherman Act came to our 
notice some four years ago, since which time your Sec- 
retary-Treasurer has had it constantly before him, and 
hence no letter has been written and no word spoken 
which could be interpreted in any way as a violation of 
the Sherman law. 

There have been times when we felt that certain 
manufacturers were not treating the wholesale hard- 
ware trade in a fair and impartial manner, but we have 
entered no protest simply because to have done so would 
have been in violation of this law. 

We want to repeat the statement made at the last 
Convention of the Automobile Supply Branch of this 
Association by the writer, to the effect that it was the 
privilege of any manufacturer of automobile supplies 
or any other line of goods, to select his own customers; 
that he had a perfect right if he so desired, to sell the 
retailer or the consumer at any price he desired to 
make, and that under the law, it was not the privilege 
or the right of any trade association to interfere in any 
way, shape or form. 

Our work changes from year to year, and it is not 
always easy to map out in advance definite plans for 
the future, but we do hope that as a result of conferring 
together of the members at the Convention, suggestions 
will be made along the line of future activities which 
will cause the organization to continue in what has been 
generally pronounced a very successful career. 

It was with deep regret that we were compelled to 
announce the death, on September 25th, of our Second 
Vice-President, Mr. H. August Luedke, of John Pritz- 
laff Hardware Co., Milwaukee, Wis. 

Mr. Luedke. was esteemed highly by all with whom he 
came in contact and rendered this organization much 
valuable service. 

Our President, Mr. C. A. Knapp, has been of exceed- 
ingly great assistance to the Secretary’s office during 
the year, and has very carefully considered all the pro- 
positions which have been presented, and issued such 
instructions as he thought were beneficial to the organi- 
zation. 

Our Executive Committee has also at all times shown 
an earnest desire to serve your interests, and we would 
be lacking in our duty if we failed to express our sin- 
cere thanks to the individual members of the Associa- 
tion who have shown such a decided inclination to look 
upon the organization in a serious way, to consider that 
it was a department of their business, and that the Sec- 
retary’s office represented one class of their employees. 






























































“Williams Brothers’ Hired Man” 


How He Broke Into the Selling 


A. M. Connett, New 
England sales man- 
ager for A. C. Penn, 
Inc., is a hustler from 
the ground up. Con- 
nie, as he is known 
in the trade, started 
out at the age of 
eleven to learn the 
toolmaker’s trade, 
but the “new kid” 
caught the eye of the 
big chief and he was promptly drafted 
for service in the office. The twinkle in 
his eye and a peculiar little downward 
turn of his lips has been making sales 
for this man ever since that day. 
While in his teens he went on the 
read for Unger Bros. Mfg. Company, 
who were makers of silver novelties, and for seven 
years cracked records on his territory 
He then went with Link & Angell, a jewelry firm, 
and eventually became their vice-president and man- 
ager. 
In June, 1915, he sold his interest in 
business and became associated with A. C. 
knows every one 


the jewelry 

Penn. He 
worth knowing in New England, and 
his friends are not of the neutral type. 

The interesting story of his first sale is full of fun 
and sound selling sense, (It was his first sale) and 
clearly indicated that Connett was a comer His 
many customers and competitors agree that Connie 
has arrived 


kid, I had worked through all the stages of 
sweeping out, copying letters and carrying the 
boss’ grip, and had attained the position of near- 


G iia, The in as a very small and very young 


stock-clerk. That meant that I was allowed to do 
all of the work that the regular stock clerk did not 
want to do. One of the duties was to make up the 
salesmen’s sample lines. 

You know a real stock clerk is a very important 
person. He has no time to bother with salesmen. 
He told me confidentially that salesmen had nothing 
to do but live in good hotels, have a good time and 
walk around and let our customers hand them 
orders, while he ran the business. I never got to 
be a real, regular stock clerk, but I have met a num- 
ber of them since, and I strongly suspect that they 
have some kind of a union and that they all take 
a solemn oath to keep the salesmen in their proper 
places. 


Right Back, Quick and Snappy 


One day the boss walked past me several times, 
then went into his office and sent for me. I hur- 
ried in with the usual, “Yes, sir.” 

He looked me over for a minute and said, “Sit 
down.” 

Another minute, and then, “Can you sell goods?” 

Right back at him, quick and snappy, I came 
with, “Yes, sir.” 

“How do you know?” 

“Well, if Smith can sell goods I know that I 
can,” 

You see, the stock-clerk training had begun to 
work. In this case it was the right answer, as 


Game With a $6,500 Order 


The Best Sale of 
A. M. CONNETT 
England Manager for A. C. Penn, Inc. 
Winner of First Prize of $100 


Smith was on a lengthy spree, and the patience of 
the boss was exhausted. 

The boss laughed, and asked me my age. I knew 
better than to own up that I was just sixteen, so 
I said, “I have worked here four years.” 

As I was a good, big, husky kid, this answer 
satisfied him. Then he went on and told me that 
Smith was fired, and that he had been bragging 
that he was going to sell a certain house in New 
England a $2,500 order. 

“Now, you get those samples,” he said, “and go 
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“IT never got to be a real 
regular stock clerk” 





















































down there and get that order. If it is $2,500 your 
fortune is made.” 

This is not a very large order in some lines, but 
our house was small, and we had never taken an 
order over $1,200. 

In those days salesmanship had not been reduced 
toa science. There were no correspondence courses 
where you could pay your money, study the lessons, 
get a nice engraved diploma and then go right out 
and oversell the factory in sixty days. 

So, you see, I had nothing to help me but a 
knowledge of the line and a clean collar. 


A Hard Proposition 


On the way down to the city where the customer 
was located I met another salesman in a kindred 
line. He wanted to know where I was going. ! 
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‘told him H. Brown & Son, and confessed that I was 
just starting out. He smiled a sad, sickly smile, 
and said, “That is a hard place to start. Brown is 
the coldest, hardest proposition in the whole terri- 


That was some cheerful news for a green man, 
with his fortune depending on that one bill. 

I did some tall thinking. “I must get that bill, 
but how? What shall I say? How shall I go at 
it? Well, there is no use stalling so I’ll just go in 
and take a chance.” 

In I walked, and sure enough there was the man 
at his desk, and very busy. He looked cold. I 
stepped to the desk and waited. 

In about a minute he looked up, looked me all 
over and said, “Well, who are you?” 

I said, “I am Williams Bros.’ hired man.” 

He looked at me, threw his head back and laughed. 
Then he said, “Well, Williams Bros.’ hired man, 
what do you want?” 


Had a Good Laugh 


There was nothing to do but be honest, so I told 
him that Smith had said that he was going to sell 
him a $2,500 bill, and that the boss sent me down 
to get it and told me if I did my fortune was made. 
He called his son, who did the buying, told him the 
story, and they both had a good laugh. 

Then the son said, “Well, I guess we had better 
see if we can’t make his fortune.” 

He got his assistant, and we sat down to make 
out the order. For my part I just kept my mouth 
shut tight, except when they asked me for prices. 
I put down the quantities exactly as they gave them. 
When we got through I had an order for $6,500. 

Mr. Brown looked at it and said, ‘“That’s a pretty 
good-sized order.” 

I looked him straight in the eye, thanked him, and 
told him it was the largest order I had ever taken. 
He looked at me and then: asked how long I had 
been on the road. 


















































































“I’m Williams Bros.’ 
hired man” 









Another Laugh 


I said, “Just one day, and this is the first order.” 

That got another big laugh, and to the day he 
died Mr. Brown always called me “Williams Bros.’ 
hired man.” 

It is many years since this happened. I am still 
selling goods and have read everything that has 
been printed on Scientific Salesmanship. I firmly 
believe that this was the best sale that I ever made. 
Without knowing it, I used one of the first princi- 
ples of real salesmanship, and that is, “make them 
smile.” 











Beginning with this droll tale by Mr. Connett, 
and running through many a page to the rear, 
you will find the biggest and best bunch of 
stories about “best sales’ ever corralled and 
exhibited under a single roof. Hardware Age 
will be mighty glad to hear of YOUR best 
sale, Mr. Retailer. Recall it? 



































“Mr. Cohen, I Have the Honor to—” 
on 


A Story of a “Heads I Win—Tails 
You Lose” Gag That Worked 


The Most Interesting Sale of 
JOHN S. COLE, JR., 


Representing Remington Arms—U.M.C. Co. in 


If John 8. Cole, 
Jr., has 
it’s to 
sell a 
down on yesterday, 
and that’s not say- 
ing that John falis 
down on many of 
them either. 
He was born in 
Hinsdale, Mass., 
June 20, 1879, went 
to public school 
there and then to 
the Pittsfield, Mass., 
high school, where 
he graduated in 
1898. 
While in_ school 
he sold books and 
Chautauqua desks, 
as well as stereo- 
scopic views. Inthe 
fall of '98 he en- 
tered Williams College. He canvassed and colleged 
until Jan. 1, 1901. Both courses helped with his edu- 
cation. 

His first real job was with the Union Metallic Car- 
tridge Co., and for 16 years he has been demonstrating 
and selling their product. 

He is well known as a Remington—U. M. C. Co. star 
in the states of Michigan, Indiana, Ohio, Illinois, Wis- 
consin, Tennessee, Missouri, Arkansas and Mississippi, 
and in the provinces of Ontario and Quebec. 

His hair is worn a little thin, and his shoe leather 
is none too thick. He goes right after business from 
the tap of the gong, and in this interesting story, 
éretenl to the part, he looked like an ambassador from 
Jerusalem, but he landed the business. 


BOUT four years ago I called on a Hebrew 

sporting goods dealer with the intention of 

changing him from a competitive line to our 
make of guns and ammunition. As he had the 
reputation of being a hard nut to crack I had, un- 
known to him, called a few days before and had a 
talk with his head salesman, who seemed favorable 
and who promised to do what he could for me when 
I should discover the Boss in his own patch of: 
bulrushes. 

On the day in question I walked into the store 
and asked for Mr. Cohen, who received me with the 
enthusiasm usually displayed by a dead fish. After 
introducing myself I told him that we had a propo- 
sition whereby it would be possible for him to get 
immediate shipment with Oct. 1 dating on ten or 
more of our arms if he placed his order at once. 

He gazed out of the window with a far-away look 
as if he might be trying to think up what year it 
was that Bryan first ran and informed me that they 
could not sell that number of that kind of guns in 
five years. 

After this cheerful ultimatum he started for the 
rear of the store. I laid a firm hand on his arm 
and called the head salesman and went through my 
explanation again. The clerk said he thought they 
could dispose of the goods all right, and my pros- 
pective customer, showing the same interest as be- 
fore, reiterated his statement that he was not inter- 
ested. 

A Come Back 
After another futile attempt to arouse him from 


his lethargy, I went on my way. As I worked in 
and out of this town I called on him four more 


Michigan. 
Winner of Second Prize of $75 


times in the next two weeks, each time with the 
same result. At last I solicited the aid of an excel- 
lent salesman who traveled for one of the largest 
jobbing houses and he happened to drop into the 
store one day when I was there for the sixth time. 
We both exhausted every argument we could think 
of, still our latter-day Moses made the Sphinx look 
like a hearty laugh by comparison. 

After wandering out into the cold outdoors my 
jobbing friend said: “Well, that ends it, for when 
that man says ‘No’ it means ‘No.’” 

I answered, “‘You are going to the beach for your 
vacation and I will mail you the order for that 
bunch of guns to your cottage.” 

He laughed and we parted. 

The following day I arrayed myself as nearly like 
Solomon and all his glory as it was possible for one 
with my physical handicaps and set sail. I had silk 
hat, frock coat, gloves, stick and everything that 
goes with them. I seated myself in a taxicab and 
arrived in front of the gentleman’s store just as 
he was separating a gullible citizen from one and 
one-half prices for a motorcycle. 

I walked briskly up to our friend and said, “Mr. 
Cohen, the firm which J have the honor to represent 
have heard of the mammoth strides which you have 
made of late in the sporting goods business and 
have sent me direct from New York to make you 
an offer which no other man in the country is get- 
ting. We will ship you fifty of our guns at once 
and give you an Oct. 1 dating on them provided 
you will give us your ammunition business as well.” 

This man who had turned me down on a ten-gun 
proposition six different times looked me calmly 
over and calling the head clerk said, “Say it to him.” 

The clerk gasped, but caught his breath long 
enough to say that he thought they could take care 
of that number. 

The boss looked at me just as impassively as be- 
fore and said, “If they have sent you clear out here 
to see me you probably know how to sort them up, 
so go ahead.” 

After thanking him I climbed aboard my taxi 
and went on my way. 

I sent the order, which amounted to about $2,000, 








‘*In sixteen years of the selling game 
I have found that sometimes a bit 
of originality or even a chestnut 
served in a new form, but always 
garnished with the sauce of persis- 
tency and honest effort, will win 
where even better salesmanship 
may fail.”’ 
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“Mr. Cohen, the 
firm I have the 
honor to represent 
have sent me direct 
from New York to 
make you an offer 
which no other man 
in the country is 
getting.” 
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to my jobbing friend at his cottage, but this is the 
first time that anyone has heard just how it was 
secured. 

In sixteen years of the selling game I have found 


a me 














that sometimes a bit of originality or even a chest- 
nut served in a new form, but always garnished 
with the sauce of persistency and honest effort, will 
win where even better salesmanship may fail. 


Did I Wish to See Him?— Well 


Kepler Had His Quick Wit and 
Nerve as a Youngster 


The Most Interesting If Not the Best Sale of 


J. C. KEPLER 


Salesman for Logan, Gregg Hardware Company, 


A few days ago 
the editor of Harp- 
WARD AGE asked J. 
C. Kepler for a brief 
running story of his 
life. Here’s his let- 

in Centre 
County, Pa. Scotch 
and German, fifth 
generation here. 
Raised in the oil re- 
ion. 
“College, Allegheny 
College, Meadville, 
Pa 


“Spent a lot of 


dad’s money; saw 
the West when she was. 

“Black Friday, oil dropped from $1.25 to 40c. a bar- 
rel; had to shed my dude clothes and go to work—been 
hustling ever since. 

“Am a Presbyterian and Democrat, but haven’t been 
over-exerting myself in either line. 

“Mason—‘crossed the hot sands.’ 

“Sold saws for Simonds Mfg. Co. for several years. 
Got married, raised two daughters—handsome girls, 
look like their mother. 

“Changed to hardware line and have been traveling 
for Logan-Gregg Hardware Co. for twenty-four years, 
the last eight in this West Virginia territory. 

“Was in the West Virginia fight for the Dry Amend- 
ment; was on the Speakers’ Bureau, did a little spell- 


Pittsburgh, Pa. 
Winner of third prize of $50 


binding, and wrote the Jason Kep humorous temper- 
ance essays for a syndicate of papers. 

“Put one over on the Chautauquas now and then 

“Slip one in on the magazine when the editor isn’t 
looking. 

“Live in Pittsburgh. 

“If you can whittle anything out of this you can do 
more than I can. It will be some stunt, but a man 
who could write that letter to Mr. Boyd can do any- 
thing. It is a peach. Why, hang it, it’s a class:c. 

“The photographer has agreed to take a chance, and 
if successful will send you the result shortly.” 

Kepler knows how to tell an interesting story. 
His best sale is a splendid example of getting a quick 
start on an opportunity. 


HAD called upon a large manufacturing com- 
| pany regularly for four years and never got 
nearer the buyer than the outer office. 

Punk, wasn’t it? 

I would send in my card and shortly receive the 
information that they were perfectly satisfied with 
the line they were using, and as long as they proved 
satisfactory they did not care to make a change. 
You know how it is. You have all run up against 
similar cases many a time. 
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I thought of, and tried out, all sorts of schemes 
to get into the inner sanctorum and try out my 
burning eloquence upon the buyer, but alas—‘‘noth- 
ing doing.” 

By this time I had gotten pretty well acquainted 
with the boys in the outer office. They would have 
liked to have helped me, but evidently had their 
instructions. (There are buyers and buyers.) 


There’s a Reason 


This eventful morning I made my usual call and 
was especially anxious to see the buyer, as there 
had been a fire in one of their plants and there 
was a good order in sight in my line. 

After the usual greetings in the outer trenches, 
I inquired about the chances of my being able to 
see the Boss this time. They told me the chances 
were mighty slim, as an old gentleman had been 
with him all morning, was with him now, and was 
making his life a burden talking about some pet 
charity, etc., that the Boss was too polite to fire him. 
You can judge from that it was a southern ex- 
posure. 

I did one or two blamed hard thinks rapidly, I 
just had to have that woodchuck. 

At last I said, “See here, boys, I have been com- 
ing here regularly for four years and have never 
asked a favor of you, but this time I am going to 
try a new stunt. I can’t make it any worse and I 
might make good. If, as you say, that old gentle- 
man is boring the Boss, just unsnap the door, stand 
off to one side and let nature take its course.” 

They looked at each other and grinned. 

Then one of them opened the door and said, “Go 
to it.””. He also spoke something about angels, but I 
was too busy to get it. 

I quietly stepped into the inner office. 
gentleman was wound up for fair. 

I rushed up to the buyer, tapped him on the 
shoulder, and said, “You have just five minutes to 
make that directors’ meeting, pardon me, but I was 
afraid you had forgotten.” 

He jumped up, and, with all kinds of apologies, 
hustled the old gentleman out of the side door. In 
the meantime I was back in the outer office, wait- 


The old 


“Tapped him on _ the 
shoulder” 





ing, with one eye on the indicator and the other on 
the outer door, figuring on the chances of the insur- 
ance company paying my policy without litigation. 

In a few moments the buyer came out, looked 
around and said: “Where is that young man?” 

“Here am I.” 

“Did you wish to see me?” 

“Yes, sir, for a few minutes.” 

“Come in, you have done me a favor.” 


Got the Woodchuck 


I told him I had been calling regularly upon him 
for a number of years and was never able to get 


Hardware Age 


an interview. had become desperate and decided to 
try a new stunt. 

“Hum! Some stunt! Well, speak your piece.” 

Then, briefly as possible, I told my story, men- 
tioned my line, stated the line they were using was 
good and no doubt giving satisfaction, that I sin- 
cerely helieved our goods were superior. I cited 
a number of his friends who had switched to us, 
that I knew he wanted the best, and if I had some- 
thing better I knew he wanted it. I added that he 
never had a better chance to try out our line than 
now, on the plant just burned. 

Well, he called over his stenographer and gave 
me a $2,685 order, and continued to give me the bulk 
of his trade as long as I traveled on that territory. 
I do not consider this a particularly bright stunt in 
salesmanship, but I got that woodchuck. 


It Doesn’t Pay to Get Mad 


Another by J. C. KEPLER, Salesman 


A™* wrote my firm that he was going to start 
his son and son-in-law in the hardware busi- 
ness and would like to have them bid on the stock 
order. It was out of my territory, but worth going 
after, so they sent me up to see him. 

When I arrived upon the scene I found conditions 
rather mixed and some warm. The young men had 
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“It was too good to keep” 
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visited a couple wholesale houses, had a fine time 
and had virtually placed the order with each one. 
Both houses had the order partly boxed, so you can 
imagine they were some vexed when they received 
a letter asking them to bid on a stock order that 
they had almost ready to ship. A salesman and the 
general manager from each house was upon the 
ground ready to do or die. Each thought the other 
had tried to put one over on him. Each general 
manager had decided to take that order or bust, so 
it was not a question of price, but spite. All this 
I learned when I called upon them. 

I couldn’t see my way clear to get into the game 
as my people never got mad enough to lose sight 
of a fair profit. However, I decided to stick around 
and to kill time called upon the three other hard- 
ware men in the town. I found both the other 
houses were selling them, and I began to sit up and 
take notice. Of course, they inquired if I had come 
up to try for that stock order, and I told them I had, 
but found I wasn’t in it, that the other parties 
seemed to have a fight on, and were putting in bids 
at about cost, and I had declined to hand in a bid- 
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If I couldn’t get a fair margin of profit, I did not 
care to sell, and, besides, I did not think it fair to 
_ give a new concern prices away- below what they 
would give to the other hardware men who had 
been in the business for years. 

The other men fully agreed with me, in fact, they 
expressed themselves quite forcibly. 

Well, they put in their bids, and the old man 
divided the order between them. He picked the 
lowest bid on each item, and they were both some 
sore. As I said, I wasn’t in it. 

But I sold the other three hardware men. They 
hunted around pretty hard to help me out, and my 
sales amounted to nearly $500. 

I believe I made almost as much clear money as 
either of them, and I made three friends. 

It was too good to keep, so going down on the 
train I showed them my orders, and they were sore 
some more. They said, “Never again.” 

Too late in the game they discovered that neither 
house was to blame, and they became good friends. 

It doesn’t pay to get mad. 


A Come-Back on Tobacco Knives 
Another by J. C. KEPLER, Salesman 


] WAS selling saws and wood-working machinery 
knives and had a mighty good line, none better. 
One day while walking up a street in R I 

passed a large cigarette factory. I noticed a man 

putting a large tobacco knife on a grinding machine. 

I walked about a block before it dawned upon me 

that it was a knife, because it was of a peculiar 

shape. 

We had never made a tobacco knife, but I rea- 
soned that if we could make knives to cut all kinds 
of woods and veneers successfully, tobacco knives 
would be a cinch. So back I went and asked to see 
the purchasing agent, and was shortly ushered into 
his office. 

He was a cracker-jack, strictly business. He 
knew just what he wanted. When I told him my 
line he said, “Well, sir, I have tried every knife 
factory in the United States and never succeeded 
in getting any that would stand up to the work 
like the ones we are using. We import these from 
England. We would prefer to buy them nearer 
home, but have given up trying.” 

I told him I appreciated the situation, but was 
surprised. I added that there must be some mis- 
take as we had the largest knife factory in the 
United States, and I was sure we had never re- 
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ceived an order from them, that we could make as 
good a knife as any manufacturer on earth, and had 
enough medals to pave a street, that we were ship- 
ping knives to almost every country on the globe. 

Under the circumstances I would make him a 
proposition that he have his machinist pick out the 
best knife in the bunch and let me have it, together 
with a pattern of the slots, and to show me the 
knives at work. 

We would make and send them one dozen knives 
free, they to try them out, and if they did not stand 
up better than the ones they were using I would 
never bother him again. 

If they made good, I wanted his knife trade. 

The buyer said he had decided not to try out any 
more knives, these they were using were satisfac- 
tory, and it was considerable trouble and expensive 
to try out knives that did not stand up. However, 
as I seemed so blamed sure, he would break over 
just this once. 

Then it was up to us. 

I sent in the knife together with all the informa- 
tion I could dig up, and told them there was a 
chance to annex from thirty to fifty thousand dol- 
lars’ worth of tobacco-knife trade if they saw their 
way clear to go after it. That this was the open- 
ing wedge, and if we made good the balance was 
easy. 

Well, they made about fifty knives before they 
got that dozen ready. It was a harder proposition 
than I thought. However, they sent the knives, and 
notified me, so I was “Johnny on the Spot,” one 
week after they arrived. 

I was some anxious, too. 

When I met the buyer he said, “Well, you have 
made good, make and ship us 100 knives at once, 
then make up 100 and box them ready to ship, and 
send us a bill. We want you to keep 100 knives 
ready for quick shipment—we use a lot of knives.” 

Then he gave me an order for some other patterns 
of knives not so hard to make. He also gave me a 
letter to another big manufacturer stating how 
pleased they were with our goods. 

I got busy, and we annexed a tobacco-knife trade 
that would make your heart glad. 

I think this little tale proves that luck enters 
into the selling game to a marked extent. Luck 
pulled the persimmons and the firm made good and 
the trade stayed with us and “all went merry as a 
marriage bell.” 

It was a blamed lucky grab, now, wasn’t it? 


Grabbing a Big Order from a 
Tough “Nut” 


Another by J. C. KEPLER, Salesman 


WE all run up against queer experiences in sell- 
ing goods on the road. Here and there we 
find a landmark. 

Probably one of the funniest experiences I have 
had happened in my early days upon the road. If 
it had come up in later years it might not have 
happened. 

My firm had written me to call upon a big lumber 
manufacturer and if possible get him into line. The 
boys along the road told me it would be lost motion, 
that he was a crank, and had it in for traveling men 
and did not treat them decent. At that time I was 
willing to try, most anything once. 

His office was a fair-sized room with a railing 
dividing it about in the center. In the inner divi- 
sion was his desk, stenographer, etc. In the outer 


division was a chair and table. So much for the - 


setting. 
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He was a large, fine-looking man, gray hair and 
long beard, looked something like the picture of 
Moses in our family Bible, when I was a kid. He 
very pleasantly bade me “good morning,” and to 
“take a chair,” and I decided that the boys had been 
guying me. 

I handed him my card, he looked it over and then 
I thought he had taken a fit. After some time I 
was able to absorb the information that he had 
gotten some goods from us and there evidently had 
been some trouble. 

At first I was astonished, and then the ridiculous 
side of the affair struck me. 

I sized up the distance to the outer door and also 
my chances of getting there first, and then started 
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“Pounded the table and made quite a noise” 


in on a talk-fest, pounded the table and made quite 
a noise for the minute, then stopped suddenly and 
quietly said, “Now it is your turn.” 

The old boy looked stunned and the stenographer 
was turning all the colors of the rainbow. 

When the old fellow had recovered his breath he 
said, “Well, what kind of a d—— man are you, 
anyway ?” 

“Only a common everyday drummer, trying to 
retain his job and make a living.” 

“Well, you are not to blame for what your firm 
does,” he replied, as he reached down into a drawer | 
and handed me a cigar. And, say, he rose in my 
estimation about a rod, for it was a real cigar, no 
cabbage. 

We had a very pleasant chat, but no order. 

The next trip he drove me all over town behind 
the fancy team. I liked that team, and showed it 
very plainly. He liked that team, and also showed 
it plainly. A nice trip but no order. 

The next trip he gave me a $1,125 order and I 
nearly had heart failure. He proved to be one of 
my best customers. 

He was a sticker, and I could always count on his 
digging up something for me when I called. 


A Tale of a Smooth Buyer 
Another by J. C. KEPLER, Salesman 


{* is not necessary to prove that traveling sales- 
men are bright—we admit it. But we have never 
been known to admit or mention the fact when a 
smooth buyer makes a monkey out of us. The rea- 
son there are so many smooth traveling men is that 
there are so many smooth buyers, and there are 
some blamed clever stunts pulled off on both sides. 
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One of the cleverest stunts pulled off by a buyer 
happened some time ago. I am going to tell about 
it, but Lord help me if he happens to see it. 

He buys over a million dollars’ worth of goods a 
year, and if any one ever put one over on him I 
have never heard of it. 

He was in the market for several carloads of 
boilers and a couple of cars of engines, and the field 
foreman stated he would like a certain make. Well, 
he let it be known to these people that he was in 
the market and their representative came post- 
haste to make a play for that order. 

The buyer said he would like to give him the 
order as he knew their goods were all right, but 
that the field foreman had specified what make he 
would like to have and he didn’t consider it good 
policy to give him anything else. 

Then the representative got busy and put up an 
interesting spiel, but things continued to look 
gloomy. There seemed to be “nothing doing.” 

As a last desperate chance he made a big cut in 
price and the deal was closed. The traveling man 








29) 
rol 


SEO | 
YIN 








| 


| 
| 








{ 


| i} I | 
1 | 


| 
=| 


“The traveling man was 
happy, but” 


was happy, but just a little worried. He secured 
a big order but at a very close price. 

The buyer was pleased because he got the boilers 
and engines specified by his field foreman and at a 
very low price. 

Oh, the buyers are some smooth! 


If We Could See Ourselves as 
Others See Us 


Another by J. C. KEPLER, Salesman 


E like to tell about the clever stunts we have 
pulled off but never mention the times we 
have had it put all over us by a buyer. 

There are some pretty clever buyers on earth, and 
when you go up against them you have to keep your 
thinker in action or they will get you. 

I have in mind one of the cleverest stunts ever 
pulled off by a buyer. 

This one buys over a lot of goods and a little 
here and a little there on the saving line cuts quite 
a figure in the course of a year. He was in the 
markét for a large order of twelve-inch I. D. pipe 
(inside diameter) and was aware that a certain 
mill had about that amount in stock and was prac- 
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tically out of twelve-inch O. D. pipe, so he notified 
them that he was in the market. Their salesman 
came loaded for bear. He knew it would be a big 
order if he got it. The buyer asked him for a price 
on twelve-inch O. D. pipe, quick delivery. Of course, 
as they were short on O. D. and long on I. D. pipe, 
it was up to the representative to try to put over the 
z. D. 

They fought it out, backward and forward, for 
some time, and it looked as if the salesman would 
fall down. As a last desperate stab the salesman 
made a severe cut in the price of that I. D. pipe and 
the buyer, seemingly very reluctantly, decided to 
take the I. D. pipe. 

The traveling man was all swelled up over his 
smoothness in changing the buyer over onto that 
other pipe, and the buyer was also tickled to get 
just what he wanted at a low price. 


So I have come to the conclusion that if we could 
only see the other side some of our very clever 
stunts in salesmanship might look sick. 


C. BE. Lewis was 
born and raised in 
Nashville, Tenn. He 
was married in 
1892, moved to Bir- 
mingham, Ala., and 
promptly became a 
Knight of the Grip. 
This story of how 
Mrs. Lewis helped 
“Big Ed” over the 
summit of his first 
big sale is a splen- 
did example of 
team work and shows how much a wife’s encourage- 
ment means when big events are on. Mr. and Mrs. 
Lewis now have a son who is just old enough to vote. 
Ed says “I hope he will become a traveling man. The 
life is good enough for anyone.” Big Ed covers the 
State of Alabama. 


ORE years than I like to think of have passed 
Mekince I made my “best sale.” As a young 

man I found my health slipping away and 
finally I heard the doctor’s verdict, “No more desks 
for you—get into the fresh air more.” 

I often think the doctor’s office is a pretty good 
factory for producing drummers, for, like myself 
when this sentence was passed, they think at once 
of “the road” as a means of escape. So with small 
capital except the bravest little wife, with the 
brightest smile in all the world, I came to a strange 
city to meet strange conditions. 

I soon obtained a position to travel for a hard- 
ware house, although prior to that time a pen, pencil 
and penknife were about the only implementa of 
hardware with which I was at all familiar. 


By the Magic of a Woman's 
Smile the Cold Boss Was 
Warmed Up—Some Order 





“If we could only see 
the other side” 









































































The Best Sale of 
C. E. LEwiIs, 


Salesman for Wimberly & Thomas Hardware 


Company, Birmingham, Ala. 
Winner of Fourth Prize of $25 


I was soon pronounced ready for my first trip. 

It was before the time of automobiles, so this trip 
to a little neighboring mining town was made with 
a horse and buggy. I must have looked as if I 
needed boosting of some kind that morning, for my 
wife offered to make the trip with me. 

We started off gayly enough. As we neared the 
first stopping place I said nothing to her about those 
shaking knees or of those chills playing “hide and 
seek” up and down my vertebrae. 

Mrs. Wife Gets Busy 

Pretty soon we reached our destination. Leaving 
my wife to sit in the buggy, I approached my first 
customer. Perhaps by accident, or perhaps by the 
subeconsciousness of the power of her wonderful 
smile, that little woman placed herself just where 
we would meet her glance every time we looked up 
while the buyer and I talked. 

I gave him a line all right. I pleaded my cause 
most heartily, but from his expression I could not 
tell that my prices or my line had caught his atten- 
tion. 

My heart was developing a decided downward flop 
when, pausing for one moment, the buyer glanced 
toward the buggy and—she smiled. 

It was the smile that turned night into day. By 
its witchery it drove the clouds away. From that 
moment things went my way. Encouraged by his 
first attention I became a “regular” booster and 
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“Just where we would meet her glance” 


“When a Competitor Knifes You” 
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“Your Sept. 27 issue is a fine one—it will take up 
a large part of my Sunday relaxation time.”—I, FE. 
Peirson, treasurer, Peirson Hardware Co., Pitts- 
field, Mass. 








when I walked out of the store I had an order for 
a solid carload of goods. 

Instead of chills chasing up and down my back 
I went out with my head up and feeling I was a 
real salesman. I was so excited that I turned my 
horse’s head homeward and did not stop until I had 
looked my employer in the face and asked him to 
pinch me to see if I was dreaming. 

In my twenty years of road service since that 
time I have made many larger sales than this one, 
but I have always called this ‘“‘my best sale” because 
it was my FIRST and put into my heart courage 
to take up my life work and to face the future with 
confidence. 

The memory of that sale has brought me help 
many a “scratchless” day, and yet there has always 
lurked in my mind a suspicion that the sale was 
made, not by my freight rates, or by a quick tongue, 
but by the magic of a woman’s smile. 


Robertson’s “Best Sale” Happened 
to Be One That He Did Not Make— 
But the Customer Came Back Strong 


The best sale of 


L. P. ROBERTSON, 


salesman for Charles Leonard Hardware Company, 


Born in Peters- 

-» March; 

» just as 

Civil War 

was gaining fair 

headway, Lucius 

P. Robertson 

started life with 

an intense loy- 

alty to his na- 
tive state. 

He is a tall, 
earnest, sincere 
man who mdkes 
friends slowly 
and holds them 
well, His busi- 
ness has been 
founded with 
more perma- 

nency than pep, and during his entire business career he 
has stuck to the southland and most of the time to Vir- 
ginia, 

H.s first position was with Geo. B. Curtis, who owned 
a general store in Enfield, N.C. L. C. was seventeen 
and he stayed three years. Then he came back to 
Petersburg for Plummer & Wheeler, a wholesale hard- 
ware concern. For several years he worked the country 
trade, making his trips with horse and buggy. 

In 1890 he went with the Dunlap Hardware Com- 
pany, Macon, Ga., but a year away from Virginia was 
just twelve months too long for Robertson. In 1891 
he was back in Petersburg with Charles Leonard, now 
the Charles Leonard Hardware Company, and for 
twenty-seven years he has stuck to his last. 

His territory is Virginia, south of Petersburg, and a 
small strip of North Carolina. He knows his customers 
as few traveling men can hope to know them. In the 
story he has written for HarpwareE Ace, Mr. Robert- 
son tells how he handled an unusual case in which a 
competitor overreached himself. The results show that 
it doesn’t pay to drop a sale even after a rival lands 
the business, 


Petersburg, Va. 
Winner of prize of $10 


tories to which I have been selling twine for 

binding up the shooks. The heads of largest of 
these companies have been friends of mine for 
years, and I have been handling their twine busi- 
ness for some time. 

On one ocasion I had a contract with one of 
them which covered, I think, ten tons to be taken 
out in a specified time. 

This contract began about the time I was to be- 
gin my vacation. . The day I was to leave, I re- 
ceived a phone call from the president of the com- 
pany, stating that he had a much better price 
given him and wanted to know what I would do 
regarding meeting the price. He said he had a 
written guarantee that the twine would be as 
strong and run as many feet to the pound as mine, 
and would be as good in every way. 

Moreover, he said, my competitor had told him 
that twine was off in price, whereas I had told 
him we were expecting an advance. 

I told my friend that I was sorry that I could 
not come out to see him regarding the matter, 
but that the price I had given was my best and 
I didn’t wish him to pay me more than he could 
get the same quality for elsewhere. I left it to 


[: my territory there are several shook fac- 
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him to cancel contract if he wished, and he did. 
Back on the Job 


On my return home from my vacation, after a 
two weeks’ trip, I went to see him. He told me 
he was very sorry to have to cancel the contract, 
but he was saving about 15 per cent. 

I told him I was also sorry but thought he was 
right in taking the stand he did. 

I went to his factory and saw the foreman and 
was told that the new twine had been received. I 
looked at some of it. I saw at once that it was 
full of filler (oil) and as they had some of my 
twine on hand we got samples of both. They were 
the same length and had the same number of 
strands. 

I took the samples to the company’s store and 
put them on the scales. I found that the new 
twine ran about 30 per cent heavier than mine. I 
then went to the office and asked my friend, the 
president of the company, to come in the store as 
I wished to show him something. I weighed the 
twine and showed him the difference in weight. 
Then I showed him that instead of saving 15 per 
cent he was losing that much, cr more. 

Then began the fun for me. I stepped aside 
and waited for developments. At the factory they 
wrangled and fussed for several months, and finally 
a man came from Baltimore with the hope of 
straightening the matter out. In the meantime I 
was making small shipments to fill in while they 
were trying to settle their troubles. My house 
received notice that there would be an advance in 
the price of the twine on a certain date, so I 
called my friend over the telephone and told him 
when the advance would go into effect and that 
I could not hold the price open any longer. He im- 
mediately closed a contract with me for thirty 





J. BE Kittrell, 
who says his boss 
is one of the very 
best business men 
in the country, is a 
solid well-set-up 
chap who believes 
in team work to 
the limit. In the 
story of hs best 
sale he drew on the 
boss for suggestions 
and then drew 
heavily on his own 
time to help his 
customer mark up 
the new stock. He 
was born and raised 
on a farm in Ten- 
nessee, got his first 
job with Gray & Dudley Hardware Company of Nash- 
ville, and then landed with the Simmons Hardware 
Company. He traveled the Blue Grass region of Cen- 
tral Kentucky for the big St. Louis house for nine 
years. 

Two years ago he shifted to the Van Camp Hard- 
ware & Iron Company of Indianapolis, but continues on 
the same old territory. Eleven years calling on the 
same trade has given him a great working knowledge. 
He knows the kids and the names of their dogs, as well 
as he does the habits and hobbies of the merchants who 
ee him bus'ness. His ideas of team work are worth 
while. 





He Helped Them Start 


Kittrell Beat Lower Prices on 
a Stock Order by Co-operation 


The best sale of J. E. KITTRELL, salesman for Van 















































































tons which was al] taken out within the specified 
time. 

So far as I know the buyer never got any sat- 
isfaction from the other fellow, but I do know 
that he never bought any more twine from him 
and canceled the balance due him on contract. 

I never allow an order to be canceled if I can 
prevent it, when dealing with a straight competi- 
tor. But when the competitor knifes me and tries 
to make my customer believe I am not on the 
square, I get busy to show him up. Then I see 
whom the trade thinks worthy of confidence. 


Camp Hardware & Iron Company, 
Indianapolis, Ind. 


Winner of $10 prize 


Y best sale was made a few years ago at 

Morehead, Ky., a small town about 70 

miles out of my territory. The firm of 
The Morehead Hardware Company had just been 
organized and incorpated for the purpose of con- 
ducting a general hardware business. Because 
the town was out of my territory, and so small 
that it was not being worked by my house, I did 
not learn of the new concern until they were well 
under way buying their opening stock order. 
When I did finally hear of it, I ran up to see. them 
and found that they had gotten quotations from all 
the leading jobbers and had made out a list of the 
goods they thought they needed, which amounted 
to about $15,000. 

The prices that had been quoted them were so 
exceedingly low that I soon saw I would be unable 
to land the order through low prices and still show 
a profit for my house. After careful thought I 
decided that my best method would be to try to 
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— OUR GRAND OPENING ~ 
SOUVENIRS GIVEN AWAY 
WITH EVERY PURCHASE 
“A CASH PRIZE OF 
TEN DELLARS IN GOLD 
WILL BE GIVEN TO THE LARGEST 
FAMILY THAT COME TO THE OPENING 
IN ONE FARM waGon !!! 

















“Real co-operation 
counts” 


convince them that they had specified entirely too 
much goods, and that we could fit them out with 
a good deal less so that they could fill all the wants 
of their trade. I also dwelt at length on the co- 
operation that my house would give them—that we 
would consider them a partner in our business, 
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always realizing that the interests of the jobber 
and retailer were mutual. 

I succeeded in persuading the owners to post- 
pone placing their order until they could hear 
from our house, who I assured them would in- 
dorse any statement I had made to them. 

I then wrote to my house, giving them in de- 
tail the situation, and asking for their assistance 
and suggestions as to how best to try to land the 
order. This proved to be a winning move, for my 
“Boss,” who is one of the best business men in 
our country, gave me two suggestions that landed 
the order. 

One was that I offer to go to their store and 
assist them in pricing and arranging their stock 
after it had been received. The other suggestion 
was that they have an opening day with a lot of 
nice souvenirs, which we would furnish free, and 
to give these to all their callers on that day. I 
also suggested that they give a prize of $10 in gold 
to the largest family who come to the opening in 
one farmwagon. 

These offers impressed them a great deal more 
than a low price on trace chains or sixty-eight rules, 
and I landed the order without even quoting a 
price. 

The order amounted to a little more than $11,000, 
and the profit was about 16 per cent. 

I have sold a great many new stock orders since 
that time and I attribute my success entirely to 
the co-operation given me by my house. I learned 
that their experience was such that if I would write 
them the situation in detail they would always 
offer suggestions that were valuable. 

I commend the method to all salesmen, and if 
the house they represent is directed by the proper 
kind of men, they will certainly profit by it. 


Coffee Grinders Won Confidence 


Returned by Dealer After Display 
They Get a Hurry Call—Proved 
Judgment and Increased Prestige 


‘ 


The best sale of JAMES W. WOLFE, salesman for 


James W. Wolfe 
has been on the 
hardware firing line 
for thirty years. He 
says he had ne 
just three things in 
his business life— 
worked ten years 
for the Tabb & 
Jenkins Hardware 
Company, pusonty 
years for Wm. . 
Cole & Sons, and 
mingled with these 
two jobs he has 
sold subscriptions to 
“Iron Age” and 
HARDWARE AGE. 

His home is in 
Baltimore, where he 
has always _ head- 

uartered. He sells 
fove railroads and 
corporations and 

knows every big purchasing agent east of Pittsburgh 
and a lot besides. 
He has sold over two million dollars’ worth my 
4 04 Cole & Sons, and is now reaping the benefits of 
is ripe experience and many business friendships. 
His friends call him Jimmy, and his best sale is an 
interesting experience that happened many years ago. 
It’s a little story of shadows and sunshine. 


Wm. H. Cole & Sons, Baltimore, Md. 


Winner of $10 Prize. 


fast developing as one of the largest railroad 
division points on the eastern section of the 
Baltimore & Ohio Railroad. At that time I was 
traveling for a large and progressive hardware 
house and was given reasonable authority to name 
prices to large customers, which was never abused. 

C. M. Wenner, one of the hustlers and builders of 
Brunswick purchased hardware from me in good 
quantities. I made it a point to visit Brunswick 
about every three weeks. This went along for a few 
years, and by giving careful attention to Mr. Wen- 
ner’s interest I merited and had his friendship and 
confidence. 

George M. Swank, another hustler, formed a part- 
nership with Mr. Wenner under the style of “Wen- 
ner, Swank & Co.,” to deal in hardware, tinware, 
etc. 

I was introduced to Mr. Swank and we soon got 
down to business. I was booking new stock items 


[’ was in the nineties that Brunswick, Md., was 
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selected from the catalog and I noticed some items 
selected by the buyer that could not be salable in 
Brunswick. I told Mr. Swank so and urged him to 
change. 

I then inquired how much money would be in- 
vested in hardware and was informed not more 
than $3000. Then I suggested that I send this 
amount of goods at market prices, making up a 
stock of hardware that I knew from my many years 
of experience would be salable and suit the section. 
I assured them that an assortment would be sent 
which would enable the firm to say to customers 
“Yes, we have it.” Any items shipped that might be 
found unsalable or unsatisfactory were to be re- 
turned at our expense. 

My proposition was accepted and the goods were 
shipped accordingly. I called about two weeks after 
the shipment and was complimented. There was 
not one word of complaint. 

Too Many Coffee Mills 

On my next trip I found Mr. Swank not in a re- 
ceptive mood. He complained that I had shipped 
three styles of coffee mills to retail at 25c, 50c and 
75c each, and said that they would not be sold for 
fifty years. 

I immediately requested that the coffee mills be 
returned, and upon their return credit memorandum 
was sent immediately. 

My next visit drew more than a surprise. Mr. 
Swank’s greeting was most unusual. He said: 
“Jimmie, I made a grave mistake and would thank 
you to re-ship the coffee mills to us and duplicate 
the order. I never had such calls for coffee mills. 
Dozens of customers noticed them at the opening and 
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J. T. Hollings- 
worth, salesman, 
is Adjutant Gen- 
eral of the State 


is om his bit 

Holl 
was born in Atula 
County, Miss., got 
his schooling in 
Arkansas and 
started his selling 
career in Texas. 

His first job 
was in Waco with 
the Ambold Sport- 
ing Goods Com- 
pany. Then he 
tackled the road 
and East Texas 
for the Western 
Cartridge Com- 

pany. 

. Then he tied up 
to the Remington 
Arms-U. M. C. Co., 

and since that time has been on the move every minute. 

He has traveled Nebraska and Iowa, where he knows 

about every hardware merchant. 

For a number of years he has been affliated with 
the Nebraska National Guard, and is now in harness 
pulling a big load. 

His story of a chilly reception and how he thawed 
out a human icicle is worth reading. 


IMES frequently arise with “The Knight of the 
ze Grip” that make him feel like retiring from 
the rank, or falling out and reporting to his 
senior officer for extra duty to get in better form 








Cut Out Argument—Sell Goods 

























HEY THERE! 


COME BACK ff 

I NEED You IN 

MY BUSINESS. 
R 










“The coffee grinders 
made a friend for me” 


are disappointed now when they came to buy and 
find we haven’t the goods.” 

This transaction increased my prestige with the 
firm. Thereafter they were one of my best cus- 
tomers. 

The firm has since been changed and at this time 
is trading as “Swank & Son.” 






Is One Little Word That 


Spells Success for the Salesman 
and That Is “Courtesy” 


The best sale of J. T. HOLLINGSWORTH, salesman for 
The Remington Arms-U. M. C. Co., in Nebraska. 


Winner of $10 Prize. ; 








on road tactics. Sometimes we want a chance to 
resent remarks with “as good as he sends,” but my 
experience with a certain hardware buyer in Ne- 
braska taught me a lesson never to be forgotten, 
and helped me to accomplish my mission. In my 
opinion this is “the best sale” I ever made. 

My first experience in Nebraska was in Lincoln, 
on an exceedingly cold day in February, 1913. I 
called on a certain buyer and was glad to get inside 
out of the cold. While waiting for an opportunity 
to introduce myself to the buyer I was still half 
frozen, and, having just arrived from the Sunny 
South, a bit of that lonesome feeling helped add to 
my misery. 

Finally I got my chance, but the buyer was in a 
mood better known to himself than to others, except 
salesmen. The air was not at all cool for the next 
few minutes. It was just the opposite. As I sat 
under his fire for a period of at least ten minutes 
I completely forgot the outside air and was feeling 
more like pulling my coat off than anything else. 
But my “cucumber coolness” held the fort, and 
after thanking him for the time he had given me 
and apologizing for intruding on his valuable time, 
I made my exit, hoping to have another visit with 

















































































































































































































“Cold day outside—hot within” 














William J Lord 
was born in Chicago 
in 1876. Some tough 
corner, he says 
Many an Italian’s 
fruit cart he helped 
to rob clean of every 
item. His father 
moved the boys to a 





in central Illi- 
nois, where he could 
raise them properly 
and give them all a 
good schooling. Bill 
took a course in the 
Normal School at 
Charleston, Ill., and 
taught school for two 
years. This did not 
suit him and the 
all drifted back to Chicago. Bill 
years with the Quaker Oats people at their 
Later he traveled the Southern States 
for them, selling products. He left their employ at 
Savannah, Ga., and went through to Portland, Ore., 
working out of Portland a year as Pullman conductor. 
Then he began work for the Marshall Wells Hardware 
Company at Portland, and was with them for eight 
years, traveling most of the time on the Columbia 
River from Astoria to The Dalles. 

William left Marshall-Wells and 
eago to travel central Illinois for Spencer, 
Bartiett € Co. The hot summer was against him, and 
he returned to Portland to travel for the Pacific Hard- 
ware & Steel Co. out of their Portland house Later 
they moved back to San Francisco and he started with 
the Seattle Hardware Company, Seattle, Wash., with 
headquarters in Portland, working the Columbia River 
territory. Bill has been with the latter firm two and 
one-half years, and it looks very much as though he 
will be one of their family for years to come. 


farm 


boys 
spent some 
Imperial Mills. 


four brothers 


returned to Chi- 


Hibbard, 


AVING spent a few years with the Quaker 
H Oats people, helping to perfect the manufac- 
ture of puffed rice, I later traveled the South- 
ern States selling their products. After a short 
time in the South it became evident that the climate 


Here’s a Whiff from the Tall Timber 


How Lord Beat Competition Into 
Winter-Locked Towns of 


The best sale of W. J. Lorp, salesman for the 
Seattle Hardware Co., Seattle, Wash., is 
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him in a day or two and to prove to him that the 
Southerner was not as hotheaded as some think. 


A Bad Start 


I was much put out with my first call in 
Nebraska. The results were nix. But I had a de- 
termination to win this man if I had to spend every 
day in the week with him to prove that I was human. 

My second call came a day or two later. The air 
was from an entirely different direction than that 
of the first day. The buyer was very pleasant and 
business-like. There were no epithets that would 
not look well in print. 

I booked a good order, and I am glad to say that 
its successors have increased every year. Some- 
times the orders are left for me to fill, and frequently 
I am privileged to look the stock over and see if 
the buyer needs any fill-in goods of my line. 

In my opinion, the less argument you have with 
buyers the better you will get along and the more 
business you will get in the long run. There is one 
little word that spells success for the salesman who 
is selling standard articles, and that is “COUR- 
TESY.” 


the Northwest 


liberally mixed with snow slides 
and competition. 


Winner of $10 Prize 





was against me. I lay sick in a hotel in Savannah 
for a week and then left for Portland, Ore., where | 
took up the hardware business. For the past ten 
years I have been selling hardware on the Columbia 
River from Astoria to Heppner, both sides of the 
river in Oregon and Washington, and all branch 
lines leading into the interior of these States. 

This is, possibly, the greatest scenic territory in 
the country and I am certain it is the most health- 
ful place in the United States. From Astoria to 
Pendleton you will sell, somewhere on the route, 
items of every department a hardware jobber will 
carry, and have calls for many others. 

Western people are big people, with great big 
hearts, and if you will shoot square with them at 
all times when once established you have some busi- 
ness. And every trip you can bet dollars to dough- 
nuts that you are going to do a good business. But 
shoot square. 

I had one customer who was so anxious to give 
me his business that he often ordered dry goods 
and drugs from me, and in one instance gave me an 
order for a pair of nursing corsets, which I secured 
for him. His customer was well pleased with them. 

The latter part of last April C. V. Smith, with 
Lang & Company of Portland, Ore., who is my 
partner in crime, left Portland in a Ford and drove 
to Hood River over the famous Columbia River 
Highway, where we made preparations to continue 
into the towns of Troutlake and Glenwood, Wash., 
in the Mt. Adams country. 
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Off the Map in Winter 


Nearly every winter these towns are off the map 
from November to May, as the snow is often ten 
feet deep. About April you hear all along the line, 
“Well, Bill, when are you going to get into the 
Troutlake country, how are you going in, and from 
which point, White Salmon, Lyle or Goldendale?” 

White Salmon, Wash., is the correct point to start 
from, but it is not always possible to get through 
from there. 

Understand, these towns have not been visited by 
a salesman for six months. They sell lots of goods 
and by the time you get in they are all sold out, 
ready to buy their heads off and in quantities, too. 
Oh you hardware salesmen! Don’t you wish you 
could get to it with your cutlery and fishing tackle 
samples? 

By the way, Troutlake has real, honest-to-God 
trout. I have seen an old trout as big as your leg 
leading a school of fish. If there was one in the 
flock there were millions of them. You can leave 
the hotel, walk one block, catch 30 or 40 in 20 
minutes and have them for dinner. Don’t lose 
sight of the fact that hundreds of people will be 
into this country about July for their vacation, and 
they all want tackle, guns, ammunition and camp 
supplies. 

My partner in crime, C. V., will advise you what 
is wanted in the grocery line. 

Back again to the question put to me, “Bill, when 
are you going into the Troutlake country?” This is 
where the real crime began and everyone who makes 
the country knows as well as Bill when he expects 
to get in, but you use all the Indian strategy you 
can so the Standard Oil man can’t get the informa- 
tion to your competitor who has planned on going 
in with him. 

Did You? 

Say, did you ever try to beat your competitor to 
it? ’Fess up, now, would you in this case do it just 
once. If you are on good terms with your competi- 
tor, would you? Of course, if you didn’t like him 
you certainly would. And dollars to doughnuts if 
your competitor was your own brother and you 
knew what he and I know you would be figuring 
out what Bill and C. V. were doing in Hood River 
with their Ford. 

My partner in crime has a little saying about a 
competitor of his. Keep this under your hat, as I 
would rather he should give the information than 
myself. He slipped one over C. V. at Roosevelt, 
Wash., and took a good account away from him— 
not a Troutlake or Glenwood account, I should say 
not. I have not told you about these towns yet. We 
expect to make some sale when we get to them. 

If you ever meet C. V. and ask him how a certain 
competitor and he get along he will recite this little 
verse: 


“A tarantula sat on a scorpion’s back and 
laughed with gowlish glee, 

“Says he, ‘you poisonous competitor, I will 
get you or you will get me.’” 


Early next morning we ferried across the Columbia 
River from Hood River to White Salmon, headed for 
Troutlake. About ten miles out we hit the snow 
and put on chains front and back. We noticed that 
another machine had gone ahead of us. Smith and 
I talked the matter over and decided that his com- 
petitor had in some way learned of our plans and 
beat him to it. That was where I first heard Smith 
recite his verse. 

Fifteen miles out and the snow was getting about 
four feet deep. I was driving and Smith was 
cussing. No, not cussing me. I am a man six-foot- 









“Gave me an order for a pair of corsets” 





Smith is five- 
Stuck, and both of us 


three-inches and weigh 225 pounds. 


foot and weights 138 pounds. 
were cussing. 

I gave Smith the wheel and got out and pushed 
him out of the drift. We were then twenty miles 
out of White Salmon and seven miles from Trout- 
lake, snow getting deeper all the time. 

However, we made good time under the circum- 
stances and landed at Mrs. Billings’ summer resort 
for late dinner. Right there is the road leading back 
from Troutlake to Glenwood, and the machine ahead 
of us had returned from Troutlake and gone over to 
Glenwood. The tracks were not fifteen minutes 
old. 

Smith was still cussing and I was laughing. Mrs. 
Billings had just gotten out to her place from 
Portland the day before and was preparing for the 
summer bunch. She advised us that my competitor 
had stayed at her place the night before, gone down 
to Troutlake after supper and spent all evening 
and the next morning with Pearson Bros. and was 
on his way to Glenwood. 

Gentlemen, you can’t figure this out as I can. My 
competitor lives in Hood River and about ten 
minutes after Smith and I hit the town he shipped 
across to White Salmon and hired a car and beat 
it for the back country. He makes his head- 
quarters in Hood River. 

Not Too Fast 

Now you boys are beginning to feel sorry for me, 
but don’t do that. Wait until you get the whole 
story. While we were waiting for dinner C. V. 
began to play the graphophone and had ceased cuss- 
ing, as he was now certain that it ‘was my com- 
petitor and not his. 

By the way, Glenwood has about twice the busi- 
ness that Troutlake has, and is worked a little 
harder. You couldn’t telephone, as the snow had 
broken down all the wires. 

Gentlemen, there is one thing I will do. I will 
pass up any kind of business for a good meal, and 
Mrs. Billings certainly can cook. After dinner we 
drove on down to Troutlake. I took my time and 
expected to go away without an order. I was agree- 
ably surprised, as these people had my letter that 
we would certainly be in, and my competitor in his 
hurry had passed up the tackle and cutlery line en- 
tirely. 

There are two brothers running the store, and 
while I sold one, Smith sold the other, and we fin- 
ished in good season. No one bothered us while 
we worked. Both of us were well pleased with the 
business. 

We bade the boys goodbye and told them we 
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would be back in six weeks, then headed for Glen- 
wood. About ten miles out of Troutlake on the di- 
vide we sighted my competitor and his driver stuck 
in about eight feet of snow. They had no idea we 
were within thirty miles of them. They were 
digging and cussing. 

Smith and I slipped in behind a snow bank, and 
C. V. took a photograph of them. I told Smith it 
was a crime and have since called him my partner 
in crime. He is now known as such all over the 
territory. We took in the sights for an hour. 

Finally we made our presence known and helped 
dig them out. While we were all busy a third ma- 
chine came in sight with four passengers. They 
were a party that had come into White Salmon, 
learned that two cars had gone out for Troutlake 
and Glenwood, and followed out. 

They were not “Ambassadors of Commerce,” but 
people who lived in Glenwood and were trying to 
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get home. After we had fought our way until 
everyone was wet and exhausted, I walked about 
half a mile ahead, found the snow getting worse and 
advised the gang to turn back, which we all did. 

My competitor returned to Hood River, his home. 
Smith and I took the night train out of White Sal- 
mon for Lyle, hired a car the next morning and 
started for Glenwood. 

We tried to hire a team to get through, but no 
one would rent one. On the summit out of Lyle 
we got into deep snow, but we made it and struck 
Glenwood in good shape. Smith and I were there 
two days and busy all the time. 

I mailed my order to the house in a shoe box. The 
hotel clerk watched me writing it up and told my 
competitor when he came in four weeks later that 
Bill got in ahead, mailed his catalog back to the 
Seattle Hardware Company and advised them to 
ship the whole darn works. 


Over the Border for a $15,000 Order 


After Smuggling His Catalogue Inside the 

Property of a Mexican Oil Company 

Mayfield’s Prospect Didn’t Even Look 
At It—A Trip to Erin, Maybe 


The best sale of J. L. MAYFIELD, Corpus Christi, 
Tex., representative in Mexico of Stauffer-Eshleman 


J. L. Mayfield’s first ef- 
forts at the selling game 
started when he was ten 
years old. His parents re- 
sided in a small western 
Texas town, 90 miles from 
the railroad. In those days 
the country was wild and 
woolly, and it was neéces- 
sary for the ranchmen’s 
families to live in the little 

was easy. He just had to keep at the selling game 
until he gained more knowledge of the ways of the 
larger concerns. Finally he built up a large export 
business to the country whose people gave him his start. 

His first venture was with a small bucket which 
contained about a half gallon, and his first customer, 
or rather first prospective customer, bought his entire 
supply. The following morning he had more courage 
and a larger quantity and —— more new custom- 
ers. In a very short time he had built up a ol 
growing business. His father sent in 25 more long- 
horn cows from the ranch, and he secured a Mexican 
to take care of the cows. His means of transporta- 
tion was a small express wagon and two five-gallon 
kegs. The business soon grew until he had to make 
several trips night and morning to supply his new- 
found friends, who had taught him the rudiments of 
business and their language by this time. 

After gaining this knowledge of selling his road 
was easy. He just had to keep at the selling game 
until he gained more knowledge of the ways of the 
larger concerns. Finally he built up a large export 
business to the country whose people gave him his start. 


town, traveling a small territory in the Rio 
Grande valley and trying to make all ends meet 
selling hardware. From the experience gained from 


Slow years ago I was residing in a small Texas 


the natives and my customers in the land of 
mesquite, cactus and cabbage I decided to see the 
real land of Manana across the Rio Grande. I felt 
sure that in such a large country to the south there 
must be some demand for hardware. 

After telling my family goodby I headed for the 
land of Montezuma. I landed at Monterey after an 
all-day trip from Brownsville, the train having been 
pulled by a wood-burner. The next morning I 
headed for Tampico, the land of cocoanuts and 


& Co., New Orleans, La. 
Winner of $10 Prize 


palms, arriving about 24 hours late. I stopped at the 
famous old Hotel Southern, and the next morning 
looked up the gentle landlord. The night before he 
had given me his private room, as he said, and I 
found several other guests who said that he had 
also given them his private room. He must have 
had at least 25 rooms that he claimed as his per- 
sonal rooms. I asked him who would be the best 
man for me to see in regard to buying some hard- 
ware. 

He advised me that if I would take the chance 
and could get by I could get some business from a 
large oil company up about 30 miles on the road to 
San Luiz. A train left each morning at 6 a. m. 
He also said that the manager was an Irishman 
who never allowed anyone on his property except 
his own employees. 


Virgin Ground 


This all sounded good because I knew none of my 
competitors had ever tried for this business. 

I was up in plenty of time, breakfasted at one 
of the little coffee stands on the Plaza operated by 
the smiling senoritas of that sunny land, and 
boarded my train for Ebano. Upon arrival I found 
nothing but a box-car for a station, and no one 
around but a few sleepy natives dressed with a 
large sombrero, Jerusalem slippers and suits of 
coarse white domestic, the ticket agent and one of 
my prospective customer’s Rurales (officer of the 
law). 

I asked the station agent, after carefully hiding 
my catalog under the station, how to get inside the 
enclosure, telling him that I came to see Mr. Wylie 
on some special business. I was informed that it 
was impossible unless I had a pass. I asked where 
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I could get the pass and he informed me that I 
would have to get it from the office on the hill. He 
also told me that the officer outside was watching 
‘me, and that I had better be careful or he would 
arrest me as a suspicious character. 

I immediately made my exit, located my catalog 
which I had carefully wrapped up in a newspaper to 
keep down suspicion, and walked down the track to 
where I noticed a track coming out of the property. 
I decided to wait for one of the oil trains to come 
down to the main line. Soon a train came in from 
the properties and set out the loaded cars. The 
crew picked up a string of empties and started back. 
I immediately came from my hiding and caught on 
to the side of one of the empties. I was on the 
blind side from the train crew and was not noticed 
until I reached the camp headquarters. 

One of those Rurales was in waiting and immedi- 
ately nabbed me. He marched me and my faithful 
catalog up the big hill to the office. Not knowing 
what the penalty would be I naturally expected to 
be shot at sunrise, as many of the other patriots of 
that land had been before me. 


The Court Martial 


On arriving at the office I was questioned as to 
how I came to be there, and how I gained entrance 


- a 
“Had to see him are. \ 
by all means” er gun \\ yi 
EF 










TNA 






to the properties. I explained that I made a special 
trip from Houston to see Mr. Wylie on very im- 
portant business and had to see him by all means. 

The watchdog, after looking me over, decided to 
give me a pass and stated that Mr. Wylie was down 
inspecting the shops. He added that if my business 
was so important he would send a fellow along to 
show me the way. 

In due time we arrived on the scene where I ex- 
pected to be blown up. And my curiosity as to the 
looks of the man whom I was about to meet was 
up to that of a new mother-in-law. Sure enough, 
he was a great, big Irishman full of vim and go- 
get-it. 

He said, “Who are you?” 

I explained that I was just a salesman from 
Houston who had made a special trip to see him— 
that I had heard all about his big business and, 
knowing that he was Irish of my own kind, I had 
just to come to make a call. He inquired all about 
how I was able to get by his trusted Rurales and 
after a few words he invited me to go to Ireland 
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with him the next summer and see the Old Country. 
As I had never seen the Old Country he assured 
me that I would enjoy the trip. Then he asked me 
to go to the hotel, have lunch and a nap, and return 
at 3 o’clock. He said he would fix me up and that 
in the meantime he would have his department 
heads get up a list of their shorts. 


Pretty Soft 


After receiving all the honors that the Chinese 
cooks and waiters could bestow I took my siesta and 
was feeling fine at three. Mr. Wylie soon appeared. 
He asked his men if they had their lists ready, and 
they all did. He handed them over to me and then 
said to go by the office and get an annual pass which 
he had all ready for me, and that he was awfully 
glad that I came to see him. 

Wylie had to leave in a few minutes for his prop- 
erties in the Huesteca country, but he gave me a 
glad hand that I shall never forget—and the order. 

Yes it was a sure enough order, $15,000 and then 
a little. I looked it over as soon as my new friend 
had turned the corner. I did not get a chance to 
even use my faithful catalog that I had guarded so 
carefully to get inside of the fences. 

I sent the order to my house and in few days re- 
ceived a telegram to come to Houston. I did not 
understand why. 

My boss inquired why I went to Mexico and es- 
pecially to Tampico. I was then beginning to get 
nervous. I informed him that I wanted to enlarge 
my trade if possible, that my local territory was 
small and not producing enough business. 

He then inquired as to the standing of the cor- 
cern I sold and I told him to best of my judgment 
I thought them O. K. if not A 1. 

He then showed me New York exchange to cover 
my order. They had immediately sent this upon 
receipt of the invoice. The boss added that if that 
was my idea of doing business to go home immedi- 
ately and sell my household goods, and to return to 
Houston at once. He said he would give me a check 
to cover what I lost in selling out and a good sub- 
stantial increase in salary to get my family and 
move to Tampico. 

Tampico is right. Since then I have convinced 
Henry that I can sell Lizzies in this country, and he 
has been liberal enough to give me my new found 
city of Tampico, and Vera Cruz and Mexico City 
as well. All which is because I decided a few years 
ago to cross the Rio Grande. 








Merely a Filler 


An interesting sale by WILLIAM F. GOODFEL- 
LOW, Clerk with W. H. Goodfellow’s 
Sons, Altoona, Pa. 


came in asking to see a commode. When 

it was shown her she began talking to 
herself in half English and half German, and 
from the drift of what she was saying I could 
make out that she wanted it for “her old 
man” and that he was an invalid, and she 
had some doubt about his being able to get 
down on same. At this point she laid the lid 
on counter, placed commode on floor of store, 
sat down on it herself, twisted around several 
times and said, “It’s all right, it will fit.” 
Asked the price, paid for same and carried it 
home. 


G exe in months ago a German woman 


Ta nih A, 
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Mr. Coldblood 





8S. G. Hurst was 
born in 1885 in St. 
Louis of the “Show 
Me State” and en- 
tered upon his ca- 
reer as a Knight of 
the Grip in 1906, 
representing one of 
the largest jobbing 
houses in the coun- 


try. He traveled in 
the Central and 
Middle West states 


for about two years, 
long enough for one 
who observes to 
learn the people and 
their methods of 
doing business. 
Then he was trans- 
ferred to the Southern states, where he spent a similar 
period. Then he went West, severed his Eastern con- 
nections, and became and has ever since been identified 
wth the firm of Holbrook, Merrill & Stetson 

8. G.” believes that a salesman must have abso- 
lute confidence in his firm, must have a _ thorough 
knowledge of and thorough confidence in the goods he 
is selling. Success is bound to follow, says he. 











KNIGHT of the Grip, writing a story of what 
he considers one of his best sales, would prob- 
ably lead his customer to believe he had some- 


A 


thing put over on him should he read the story and 


see his name mentioned. Therefore we shall refer 
to said buyer in the story as Mr. Coldblood, who is 
a man of few words—a quick thinker, very busy 
and a man who thinks more of a dollar than he does 
of his right eye. He will buy at all times from the 
man whom he thinks is giving him the lowest price, 
not stopping to consider the quality of the goods 
or the service which the house the writer repre- 
sents gives him. 

Through my efforts fixtures handled by my firm 
were specified on a building erected in a western 
city. Through the architect I learned the names of 
those who would bid on the work and furnished 
each bidder with a list and quotations on the ma- 
terial required for the building. 

Here Mr. Coldblood appeared on the scene with 
the lowest bid and secured the contract. The next 
day I called on Mr. Coldblood to get the order for 
fixtures, and Mr. Coldblood greeted me with “Your 
prices are too high, can buy fixtures just as good 
elsewhere and save several hundred dollars. 
day, try again some other time.” 

Had Mr. Coldblood tried his line of talk on “yours 
truly” about ten years ago, there might have been a 
chance for him to get away with it. But now, 
never. 

Mr. Coldblood disappeared into his private office, 
closely followed by Mr. Writer, who calmly told 
him he would bet him a hat, automobile or nanny 
goat that he didn’t know what he is talking about. 
Thereupon Mr. Writer promptly called down for 
even questioning his ability as a buyer. He becomes 


Good 


much peeved, as mentioned above, but being a wor- 
shiper of the Almighty Dollar he never loses a 
chance to get something for nothing, and bets a 
hat. 
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Saw His Mistake 


This Buyer of Builders’ Hardware 
Handed Hurst an Order for $3,700 
Worth of Hardware, and a Hat to 


Fit the Salesman 


The best sale of S. G. HuRST, salesman for Holbrook, 


Merrill & Stetson, San Francisco, Cal. 


Winner of $10 Prize 


I was willing to buy a hat to find out what my com- 
petitor was figuring and insisted on being shown. 

Mr. Coldblood, not realizing my object in betting 
a hat, and wishing to display his keenness, also to 
win the hat, produced the competitor’s list of fix- 
tures and quotations, whereupon I immediately 
pointed out to him what our competitor forgot to 
figure and the class of material he did figure and 
intended to furnish. 

Mr. Coldblood saw his mistake, turned out to be 
a thoroughbred and came through with an order for 
a hat and $3,700 worth of fixtures. 

I am inclined to believe that Mr. Coldblood profited 
by this little experience. He had a close shave from 
being stung, and while he still prides himself on 
his keenness he has since warmed up considerably 
to all the boys and says he can learn something 
every day, even if it is from one of the Knights of 
the Grip. 


A Drive on Oil Stoves 


Maurer Finally Landed the Agent Al- 
though it Took a Wedding to Do It 


The best sale of J. A. MAURER, salesman for Hol- 
brook, Merrill & Stetson, San Francisco, Cal. 


Winner of $10 Prize 


Joseph A. Maurer sells hardware away out on the 
Pacific coast. He is no cub at the game and is as 
persistent as a tick in the Redlands. His best sale 
started as slowly as a snowslide but gathered such 
headway that it has swept the oil stove business of a 
, town into Maurer’s hopper. Read of his difficulties in 
finding an agent A marriage finally started the 


goods going. 
HE reason I have selected this “sale” to write 
Tt about is that it shows the value of a small 
sale if properly made and also the wonderful 
results of persistence and concentration on a certain 
article. 

It was in the fall of 1912. Business had been a 
little quiet and heavy rains and washouts had 
stopped traffic on the coast line. I was stuck in 
Watsonville. The streets of the business section 
were covered with about twelve inches of water 
and as there was nothing to do and time was hang- 
ing heavy on my hands, I got to figuring up the 
previous year’s sales. As this was my first year 
on the road I tried to figure some way whereby I 
could overcome the competition of a half a dozen 
other jobbing houses and establish a line of busi- 
ness that would be permanent, something the other 
houses could not touch, or take away from me. I 
finally concluded that it would have to be some one 
article from among our large line of hardware, the 
sale of which would yield the following results: 

First.—It would have to be an article of quality 
superior to anything similar, so that every one sold 
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would be a permanent advertisement and help to 
sell more of the same kind. 

Second.—Something that would give the dealer a 
fair profit. 

Third.—An article for which a demand could be 
created and on which I could give the dealer an 
aah Oil Stoves the Thing 

I finally concluded that our Florence Automatic 
Oil Cook Stove would be the very thing. I knew 
that this stove possessed points of value not to be 
found in other stoves, so I immediately got busy, as 
we had no live agent for this stove in Watsonville. 
I tried to revive the interest of the old agent. I 
talked to him for about half an hour, at the end of 
which time he said, “Joe, I know that is the best 
stove on the market but I cannot sell that stove as 
cheap as ‘so and so’ sells a certain oil stove, in cact, 
everybody in town sells that other oil stove, even 
the junk dealer.” 

I then explained to him why he should push the 
stove he had the agency on—but to no avail. 

He concluded by saying, “Joe, the oil stove busi- 
ness is all shot to pieces, no money in it any more. 
This other cheap stove certainly put the oil stove 
business on the hummer. Well, s’no use, Joe, let’s 
forget the oil stove business. I need a few dish- 
pans and some other tinware.” 

After taking his order for what he needed I bade 
him goodbye. 

I tried every hardware dealer in Watsonville, 
with the same results. I kept this up for about 
three years in that town without success. In the 
meantime my plan was working fine in other towns. 
I applied it to other lines of goods with good re- 
sults. Watsonville kind of got my “goat” on the 








By 
HARRY LEE, 
Salesman 
for Holbrook, 
Merrill 
& Stetson, San 
Francisco, Cal. 


Winner of $10 
Prize 


Harry Lee is 36, 
married, son of 
Fred A. Lee of the 
Central Stamping 
Co. He is a young 
member of the old 
guard, having been 
on the road 16 
years. He went 
with Holbrook, 
Merrill & Stetson 13 
years ago and trav- 
eled Arizona, He is 
now special sales- 
man in the stove 
denertment, work- 
ing free lance every- 
wnere but most 
of the time around San Francisco and Oakland. Harry 
says that his manager, Henry Morris, is about the best 
Witun taat ever wore shoe leu.kher, and that as long as 
Henry is on the job the chances a.e Harry will stick 





Y best sale was made some years ago in 
Long Beach, Cal. I had just been trans- 


ferred to this territory by my firm, a well- 


known local jobbing house dealing in metals, 
stoves, household goods, etc. 


It Took Six Nights to Sell Himself 


Lee Did the Job so Well His 
Customer Soon Retired 


One of my new customers had started some 
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oil stove proposition, but I kept on talking Florence 
stoves whenever the opportunity offered itself until 
finally in the spring ot 1916, George Freierminth, a 
junior member of the firm of P. J. Freierminth 
Company, with whom I had become quite friendly, 
informed me he was going to get married. I con- 
gratulated him and in a jollying way told him not 
to forget that his household equipment would not be 
complete without a Florence oil stove. 

Much to my surprise, he immediately became in- 
terested and wanted to know all about it. I ex- 
plained to him the merits of this stove as I had ex- 
plained many times to their stove buyer. I then 
sold him a Florence stove for his personal use. 

After a few months I asked George how his 
“better-half” liked the Florence stove. He im- 
mediately began to bubble over with enthusiasm 
and said, “Joe, it’s the best stove on earth. That 
just reminds me, my neighbor wants a four-burner 
stove. Better have it come right along.” 

This was my chance, so I said to George, “Why 
don’t you take the agency on this stove. The old 
agent has been asleep for a couple of years and I 
cannot wake him up.” 

He was enthusiastic and willing but their stove 
man, Mr. Chapin, whom I consider one of the best 
retail stove men in my territory, was not so en- 
thusiastic. I kept pounding away and finally got 
his order for six oil stoves. They sold these in less 
than two weeks. The more they sold the more en- 
thusiastic they became and to date they have sold 
about one hundred of these stoves. 

I think this is remarkable for such a short time, 
about one year and a half. It must also be remem- 
bered that Watsonville has a mild climate and is not 
considered a real “oil stove town.” 


months previous in the gas appliance line, doing 
repair work and carrying a fair stock of ranges, 
plates and the smaller appliances. He had a very 


(Continued on page 218) 







“For six nights I worked 
on+that list” 

























FISH BAIT— 


A selling story that gets close to 
———— nature and that emphasizes the 


alias “The 
anager? : advantage of knowing your man. 
“The Editor’ 








By Roy F. SouLE 








“Transient trade may be all right on 
busy corners in big towns but the sticker 
is the man to build and hold business 
in the smaller communities. Stickers 
are making minnow sales every hour 


of the day.” 




















VERY man in the selling game remembers dis- : 
tinctly some particular commercial conquest Lp ap nes yk del ah 
which he treasures as his best sale. Ha, se Mit. AN 
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Cob Crossing Was Dad’s Home Camp 





ago and the big hardware meeting brought me near 
the old stamping ground. 

My father was a lumberman, and the five boys in 
our family were brought up in the atmosphere of 
the camps. My first rifle came before the first Ball 
Bat. My early playmates were Indians. A camp 
of about a thousand Chippewas was located in a 
birch thicket a mile back of Cob Crossing, which 
was Dad’s home camp. 

I will never forget “The Crossing.” It was a 
huge house made of hewn timbers. The building 
was shaped like a cross. Four ells, each of which 
was about sixty feet deep, forty feet wide, and two 
stories high. These ells joined in the center to a 
big dining hall forty feet square. The front room 
facing the river, which flowed under the thirty-foot 
bank fifty yards from the porch, was called the bar- 
room. How it ever got that name I don’t know for 
whisky in camp was not Dad’s idea of lumbering. 
Perhaps the name came from the fact that the time- 

pe ee ee keeper’s office was located in one corner of the room 
before the first ball and from it was issued tobacco and other camp lux- 
bat uries essential to the happiness of the lumber Jack. 

Here on winter nights the crew sought comfort on 

the “Deacon Seat,” which extended around the four 
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walls, and until nine o’clock the air was thick with 
smoke and the room rocked with the vigor of their 
play and the strength of their conversation. Here 
the best camp fiddler on the river held forth every 
night, and when the discord jarred on old Bill he 





-~, a 
SAAN 
er. 3 : 
LESS a eI 
RES SES a Se 
ee eee 
SO LA ee 


a ya) > eR " 






oe) 
— S) 
s\ 





Grand opera had noth- 
ing on that trio 









called on Fred, who drove tote team, and old “Doc” 
Jones to join with their mouth organs. Grand opera 
had nothing at all on that trio. 


“Doc” Had Spells 


In the center of the bar room was a great round 
stove fully three feet in diameter. It was fed with 
huge chunks of hard maple. Old Doc Jones was the 
chore boy. He must have been 75 years old and his 
bunk, built in the corner, was the only one “down- 
stairs” in the camp. The old fellow was white 
haired and erratic. He had spells. I brought one 
on the day I lost his yellow bone-handled Jackknife, 
and I carried the print of an axe handle under my 
coat-tails for a week as a result. 

My brother Bill crossed bats with Old Doc when 
he drew the charge from the old man’s muzzle- 
loader and reloaded it with the wholesouled idea of 
butt rather than muzzle velocity. The day Doc fired 
that gun marked the opening of hostilities which 
lasted until the old man crossed the Great Divide 
and papers in his canvas “turkey” revealed a ten 

. thousand dollar bank deposit and the fact that he 
had once been a 
Chicago business 
man and later the 
proud but unhappy 
husband of three 
different women. 

One morning old 
Doc was kindling a 
fire in the big 
heater. He was a 
dried-up little old 
fellow and his head, 
arms and_ shoul- 
ders were well in- 
side the stove as 

One morning when Old Doe jo gtruck his 

Jones was kindling a fire watch. I was 
eight years old, and it needed but a nod from Pete 
Veal to launch me head foremost against the old 
man’s rear end. I bunted him clear inside the stove, 
and for weeks afterward watched him out of the 
corner of my eye about ten hours a day. 


Tom Sawyer Licked 


Dad was the only lumberman in that district 
who could get any work out of an Indian, and he 
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succeeded only because he knew how to bait his hook. 
In haying time, when the wild stump-strewn 
meadows were being cut he devised a game for the 
Indian mowers. The irregular border was first cut 
and when the meadow was clear for a long stretch 
the entertainment began. 

Each man swung his scythe over a four-foot swath 
and the contestants were started about a minute 
apart. That first minute they certainly worked like 
Trojans. Often they would get a twenty or twenty- 
five-foot start, and they needed it, for the game of 
the follower was to so exert himself as to catch up 












































The game was to nip. 
the heels of the buck 
ahead 


and nip the heels of the man ahead. This occa- 
sionally resulted in some bad cuts, but it appealed to 
the bucks and put hay in the stack. Indians like 
to work on the “Bee” system. They like to make a 
certain job an occasion. Shooting matches, swim- 
ming races and other contests judiciously mingled 
with haying used to work wonders in the old days 
on Rum River. 

I could chatter Chippewa about the same time I 
learned to speak English. Father and old Chief 
Mazomanie were great friends, and as a youngster 
I often crept near and listened to the conversation 
of my elders as they sat cross-legged on a blanket 
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and smoked the pipe of peace. For signal service 
to the tribe Old Mazomanie had declared father a 
blood-brother, and all around there existed a spirit 
of friendship that on more than one occasion proved 
of comfort and value to us. 

Dad was a believer in exercise. I used to think 
he was over enthusiastic on the subject—for every 
vacation he insisted upon good hard work. Physical 
training on the handles of a cultivator, or feeding 
rough boards through a planer, is apt to dull a 
youngster’s appreciation of the exercise, but Dad 
made up for it every fall. Just before school opened 
he used to take us on a two weeks’ camping trip 
back into the woods. These were glorious occasions. 


Off to Camp 


It took a lumber wagon to carry our camp equip- 
ment, and well ahead of the noise of its wheels we 
rode in a sturdy three-seated buggy. Every boy 
had his favorite gun, and our partridge dogs cov- 
ered the woods on either side of the road. We car- 
ried salt pork for “grease only,” and lived on fish 
and game after the first day out. Every fall for 
many years we jolted over the corduroy roads 50 
miles to Mille Lacs Lake. It was an ideal camping 
place. First we came to the “Old Trading Post,” a 
landmark of Civil War days. There we camped 
and there old Chief Mazomanie, advised by an ever- 
watchful tribe of our approach, invariably met us 
and smoked the pipe with father as they exchanged 
gifts and renewed their pledges of friendship. 
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Above the trading post, Rice Lake stretched away 
six miles to the outlet from the main lake. Those 
wild rice fields were the greatest feeding ground 
for ducks I have ever seen. The rice grew to a 
great height and the Indians used to hold bundles 
of it over the edge of their canoes, and beat it with 
poles or paddles to harvest their breakfast food. 
The rice grains were thin, long and heavy. It 
cooked up a dark brown color, but tasted fine, and 
would stick to your ribs through a day’s work. Our 
camping trip usually lasted two weeks, and as I 
grew older I knew those woods about as well as 
any Chippewa in the tribe. 


Oh, Yes, That Best Sale 


But getting back to that sale: One of my broth- 
ers has stuck to the old home town. He telephoned 
me one morning while I was at St. Paul, and I don’t 
know which sounded the best, his voice or the news 
that the pike were biting at Mille Lacs Lake. 

We made the 50 miles in a Ford in two hours. A 
turnpike had replaced the corduroy nightmare of 
the past and most of the big timber had fallen 
before the onslaught of time and settlers. 











Rice Lake was a great feeding 
ground for ducks 


But Bait Was Scarce 


The pike were sure biting. We arrived just in 
time to see a fellow come up from the landing with 
a string big enough to make Ike Walton turn over 
in his grave. They were big fellows, and I was 
for cutting lunch to get to it. Our first jolt came 
when the successful fisherman informed us that 
live bait was the only thing they would touch, and 
that it was scarce. 
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The net result was seven of the sickliest looking chubs 
and suckers you cver saw 


I rounded up all the loose kids in town, and with 
half a dozen nets we raked the shallows and the 
brook for minnows, but at noon the net result of our 
endeavor was seven of the sickliest chubs and 
suckers you ever saw. We wanted shiners, but they 
were not to be had. 

A couple of Swedes who owned a motor boat 
which they were anxious to charter for the day, 
volunteered the information that some Indians who 
were camped over on Canelion Point might supply 
the much-desired bait, and a few minutes later we 
were chugging across the bay. 

I suppose I had fished the waters around that 
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J A few moments later we were chug- 
P ging across the bay 


point a thousand times, but I sat back and listened 
,to their version of it on the way over. As we drew 
‘near we saw a couple of birch-bark canoes turned 
bottom upward on the shore and through the brush 
observed the thin blue smoke of a camp fire. We 
anchored, waded ashore and started up the trail. 
You know an Indian never builds his camp straight 
up from the water. There is always a twist in the 
trail. We waiked up from the water, came to the 
curve, and a hundred feet beyond to a single tepee. 
In front of it seated on a blanket was a young buck 
and his squaw. 


Signs of Life 


My Swede promptly opened negotiations for bait, 
but met with a prompt refusal to deal. They had 
a few minnows, but every one meant a fish or 
more, and the Chippewas wanted to do a little fish- 
ing themselves. The boys offered twice the market 
price, and then sprung their master card. It was 
a quart bottle of whisky. The buck looked inter- 
ested, but the squaw diplomatically put in an oar 
and succeeded in getting his attention. In a swift 
rush of Chippewa she reminded him of the result 
of a similar recent sale of which his battered coun- 
tenance still bore evidence. I hadn’t heard the 
language for 15 years. At first I just caught a 
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I admired him as he stuck to his resolve 


word here and there, but as she convinced him of 
the folly of a repeat order I learned that I still re- 
membered Chippewa, and was following them 
readily. 

The buck said “no.” To be more exact, he said 
“Cow-in,” and his response speeded up the would-be 
purchasers. One of them drew the cork from the 
bottle and insisted in holding it under the Indian’s 
nose for a smell. I admired him as he stuck to his 
resolve, and lost all respect for the gentlemen on 
the other side of the transaction, as they lost their 
tempers and cursed him ‘freely. 

I called them off abruptly, and we started back to 
the shore. At the turn in the trail I stopped and 
told them to go down to the boat and wait. I gave 
them a parting injunction to get into the boat and 
stay there until I came, and, resolved to get those 
minnows if it took all day, I turned back to the 
tepee. 








He looked back and the 
depths of his dark eyes 
glowed as hot as the 
coals of his campfire 








To start where they had left off was a lot like 
winning back a customer whom the house had sued 
for his account when things were running against 
him. He was mad clear through. As I came back, 
he didn’t even look up. 

They still sat on the blanket. The buck on one 
corner, the squaw on another, some camp parapher- 
nalia on the third, and a minnow box over which 
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the buck was tack- Deliberately and in all solemnity 
ing some wire / addressed that bit of tobacco 
cloth on the corner ’ 
nearest me. I fold- 
ed my arms, stood 
erect and looked 
straight into space. 
It was no time 
or place to smile. 
Spontaneous hap- 
piness doesn’t gen- 
erally appeal to a 
strange Indian, 
and on this occa- 
sion things were 
pretty well mussed 
up before my sales 
campaign opened. 
The silence was 
unbroken excepting for the sound of his pliers as 
he drove staples into place. At the end of five 
minutes the job was completed, and he lifted it to 


one side. 





Not a Word 


The second that box went off the blanket I went 
on and seated myself cross-legged in Indian style. 
I grunted—nothing more—and looked at him 
squarely. He looked back, and the depths of his 
dark eyes glowed as hot as the coals of his campfire. 
We just looked and looked—not a word was spoken. 

Slowly I lowered my gaze to the breast pocket 
of my coat, and then centered it on the cigar I 
brought out. Deliberately and in all solemnity | 
addressed that bit of tobacco. I told it of the days 
when as a boy I had played with the Chippewas; 
reminded it of the chief’s squaw who brought me 
wonderfully beaded and quilled moccasins when I 
was born; whispered to it of the friendship of 
father and Chief Mozomanie; confided to it my ad- 
miration for the young buck who had taught me to 
swim and for old Bare-Face who had showed me 
how to trap mink and musk rats. The past began 
to unfold as I talked on to that cigar, and the first 
response came as I mentioned Keg-a-doshie, who 
happened to be camped near by. “I know um— 
camped at Cove,” he said. 

Then I looked up and solemnly asked him to tell 
Keg that I remembered him, and had wished to 
smoke with him another pipe. 

And then once more I turned my attention to the 
cigar. I regretted that the mighty hands of time 
and circumstance had taken me away from the big 
lake country to live among hordes of strangers, but 
it was so. I regretted that my cigar was but a 
rolled leaf of tobacco, and were I a medicine man 
I would change it to a pipe of stone with a long, 
cool stem and with it I would smoke with my friend. 
These things were to be regretted as was the action 
of the fool Swedes, but if my friend would over- 
look these things over which I had no control we 
might still smoke. I offered the cigar. He gave me 
another long look and accepted it, as I brought its 
mate from my pocket. 

Then I waited again. I could have killed that 
sale right there had I bitten the end from my 
Manuel Garcia. It would have been equivalent to 
placing a pipe in my mouth while I was the other 
man’s guest. He waited a second, saw I knew the 
custom, bit the end from his cigar, and I quickly 
followed. A word to the squaw, who had watched 
the proceeding with intent interest, but without a 
word, and she quickly brought a brand from the fire. 
I took a small puff, just enough to light the weed, 
and waited again. More Indian etiquette. I could 
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have blown a great cloud of smoke into space, and 
my chances of getting fish bait would have spread 
into thin blue air as quickly. 

Again he waited just long enough to be sure of 
me, and then together we drew deeply. As the 
smoke we emitted met and spread into a thick cloud 
between us, we saw one another clearly even through 
the haze. I saw in him not a ragged savage, but a 
born sportsman who refused to be bullied. He saw 
in me not a business man in tailored clothes, but 
kindred spirit of the great outdoors. We puffed 
again, and the pow-wow was on. 

The great spirit with wisdom beyond my under- 
standing had taken me from the land of the great 
lakes and put me to live in a village so great that its 
men numbered millions and the women were nearly 
two to one. In one great house in this city by the 
sea were more people than in the entire Chippewa 
tribe. Thousands of electric candles lighted it when 
the sun had sunk, and the copper wire of the kind 
we used to snare rabbits, that brought the magic 
power to give light to these candles, was longer 
than would be required to circle the great lake itself. 
This building was many times higher than the tall- 
est pine tree, and elevators carried these cliff dwell- 
ers to the very top of their great tepee in less time 
than it would take a boy to climb a tree. In a 
manner strangely different from that of the guide 
book I described the Woolworth Building, and with- 

out a change of expression he listened to the state- 
ment that this was but one of hundreds of such 
houses in the settlement I called home. 


Back to the Wild 


Then came my chance to return to the lake coun- 
try. Slowly and impressively I described the jour- 
ney. I told of the great trains on which I rode and 
slept, of the dining cars in which I ate, of the sixty 
hours in which we whizzed over the country, all the 
time going faster than the fastest pony, and then 
I had driven to Mille Lacs for just one day’s fishing, 
but the bad spirits were arrayed against me, for I 
had no bait. 

I puffed again, backed up through the smoke and 
started west from New York on the B. & O. I then 
came over the New York Central and the Pennsyl- 
vania, describing the route each time, and always 
ending with the same sad announcement that my 
journey was in vain for I had no bait. 

Finally the Indian could stand it no longer. I 
had seen the signs in the sway of his body rocking 
backward and forward as the appeal lengthened, and 
I was not greatly surprised when he jumped sud- 
denly to his feet and yelled: “You gittum minnies, 
you gittum every damn one!” 

“M-m-n and y’ gittum friend,” I replied, as I 
rose from the blanket and extended my hand. 

Later that day we fished from canoes that were 
anchored on the same gravel shoal, and before I 
started back with a dandy string of pike we pulled 
ashore and again smoked a pipe while I made formal 
presentation of an assortment of fishing tackle and 
a supply of cartridges for his 30-30. 

If this were just an Indian tale we could stop right 





Ul 


Hardware Age 


TRY 
LAY Sy S \)) 


NY 





\ 
“M-m-n and y’ gittum friend” 


here, but it isn’t. It’s a selling story, and out of 
this experience there is a business lesson worth 
nailing. 

I got those minnows because I knew my man. 

I knew the customs of his people; I knew the 
approach that stood a chance of winning; I knew 
he couldn’t be hurried; I knew the strain of senti- 
ment in his system and the amount of moonlight 
that had to be mixed with any endeavor that might 
result in a successful sale. 

Red men and white men are alike in a lot of 
ways, and what applied in front of that little wig- 
wam in the brush fits in the daily sales program of 
most men. 

The right kind of a man grows in power, in worth 
and in ability to produce business the longer he is 
on aterritory. The right kind of a clerk fattens his 
sales records the longer he stays in one store. He 
learns not only the stock but the needs of his peo- 
ple. He learns the good points and the weaknesses 
of the folks in his town. He knows the kids by name 
and even gets acquainted with the airedales and 
shepherds. If he is on the job his record and his 
teputation becomes such that mail-order campaigns 
of outside competitors strike a snag when they 
bump into his community. 

The most successful traveling men are those who 
have been making their towns so long that they 
know the bus drivers by name and the local papers 
run news notes about the popular Mr. So and So 
being again in town. 

Transient trade may be all right on busy corners 
in big towns, but the sticker is the man to build 
and hold business in the smaller communities. That 
type of men are making minnow sales every hour 
in the day. 
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L. S. Soule 





HERE is a world of difference between the 
yh words good and best. One is like india rubber 
while the other resembles concrete. Applied to 
sales, the word good stretches like the conscience of a 
real estate agent. There are thousands of sales that 
trot under the title of good, yet to each salesman 
there is only one that can be rightfully designated as 
best. It’s a smart father that knows his own best sale. 
One sale may appear good to the seller alone. An- 
other looks rosy to the purchaser only. Still an- 
other makes the world look brighter for both the 
man who sells and the one who buys. The last men- 
tioned is a really good sale, and in your recollections 
of sales of that type there is always one that stands 
head and shoulders above the others. When you 
locate that one you have found your best sale. 
Naturally the best sale I ever made was the one 
whereby I transferred all my right and title in 
bachelorhood for the privilege of furnishing three 
square meals and a world of affection daily to a 
little woman who doesn’t yet realize that she was 
stung. However, I have a hunch that this story is 
to deal with merchandise sales only, so I will side- 
step my best sale and tell you about my next best. 





















Fond Hopes Versus Reality 





Some one must have scrambled my horoscope, as 
hardware was not on the list of professions wished 






Today Jim Sports a Motor Car 


On his arid, upland farm he might 
be starving to death had it 
not been for this 


A snappy story of the best sale of 
L. S. SOULE 
Western Editor HARDWARE AGE 


“A brisk attack of western fever” 


“best sale” 


A gas engine turned the trick—First it 
made a salesman of a clerk—Then 
it made an Eden of a desert— 

So everybody's happy 
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on the skinny kid who now signs himself “Yours 
truly.” Mother had visions of a long coat and a tall 
pulpit, while Father—well, every time he finished 
reading the sporting pages of the daily paper he 
sort of looked me over critically. _A compromise 
was the only thing possible, so I catered to Mother 
with a few years in a denominational college and 
gave Dad his returns through certain athletic events 
that helped to keep my name on the college rolls. 
Finally, following a brisk attack of Western fever, 
both school and athletics were relegated to the waste 
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basket, and business butted into my career to stay. 
There was a hectic season of bookkeeping in a min- 
ing camp, and a summer on a fruit ranch. Then 
came a fling at real estate that left a would-be mil- 
lionaire minus a partner and shy the price of a 
meal. Hardware was my next best bet, and it stuck 
to me like a porous plaster. 


I Bid for a Raise and Get Advice 


My first job was that of flunkey in a hardware 
store in a country where sagebrush is native and 
crops get their rainfall by hand. The wages were 
not much to brag about—$45 per month—and there 
were times in that first year behind the counter 
when the tail of my Sunday coat served as a wind 
shield for a life-size patch. 

That measly $45 stuck in my craw, and when the 
first year slid toward the finish I slipped into the 
office one evening and casually suggested a raise. 
Somehow, the “Boss” failed to enthuse over the 
proposition. “Boy,” he said, “you work hard enough, 
but you don’t get anywhere. I am paying you more 
right now than you earn, and I am going to prove it 
to you. The profit on the goods that you have 
actually sold this year—not wrapped up on call— 
but really sold, wouldn’t begin to pay that $45 you 
are kicking about. Can you tell me of a single 
instance in the last month where you have sold to 
a customer an article that he didn’t come in with 
the intention of buying? If you can, I’m with you 
for that raise.” I thought for several minutes, 
swallowed the lump in my throat and went out. The 
“Old Man” was right, and in that interview he gave 
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“The old man was right” 


















me something of more value than any salary raise. 
Right there I made up my mind to carry a handful 
of results when next I broached the salary ques- 
tion. That night there was a hardware flunkey who 
failed to sleep well. He wanted a salary raise, and, 
better still, he wanted to earn it fairly and squarely. 


The Merchandise and the Prospect 


The next day I went through that old store from 
cellar to garret looking for something I could really 
sell. I found it finally in a corner of the warehouse, 
in the form of a gasoline engine that had decorated 
the stock for nearly a year without a nibble. It 
seemed to look up to me and say: “Here I am, why 
don’t you sell me?” 

“By Jove, I will!” I answered, and from that time 
on I was looking for a prospect. It came unex- 
pectedly a few days later in the person of Jim Mar- 
ley, a dry land homesteader from Dead Ox Flats. 
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“Why don’t you 
sell me?” 


The little town in which the store was located 
formed the center of an irrigation belt, and under 
the ditches crops were sure and profitable. Outside 
of that district it was some job for a respectable 
grasshopper to pick up a living. Jim Marley was 
one of a bunch of homesteaders, lured to a land of 
opportunity and trying to make a fortune out of 
parched soil and hard labor, through the dry-land 
process. His ranch consisted of a wide strip of 
bench land across the Snake River, too high above 
the water to be benefited by any gravity system of 
irrigation. He had farmed faithfully for two years 
and had failed miserably. Starting with a few hun- 
dred dollars only, his third year found him nearer 
“broke” than on the day he first put a plow into 
the sod. All this he told me that day as I weighed 
up his nails and sold him the few little things that 
he had to have on the place. Jim had a wife, too, 
with a family in prospect, and failure cut him like 
a knife. He didn’t complain, but you could see that 
it was telling on him. Jim didn’t exactly look the 
part of a gas-engine purchaser just at that time, 
but before night he loomed up in my mind as the 
real thing. 

It was Saturday. Sunday morning I hit out for 
Jim’s place equipped with a steel tape and a small 
surveyor’s level. Jim was away, and for once I 
was glad of it. I measured the height of his land 
from the water and located the highest point on the 
homestead where a long ridge cut through the 
gently sloping field. Then I carefully measured 





the distance of that highest spot from the river 
bank. That night I sent in the dope to the offices 
of the Gas Engine Company in Portland, and on 
the following Wednesday the postmaster handed me 
a complete set of plans covering an irrigation 
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scheme for Jim’s place, together with a carefully 
estimated cost. That night I had my first real 
argument with the “Boss.” We were located in a 
‘practically new country, and there was already a 
good big bunch of money on the books. Since my 
little scheme called for a further display of credit 
it took some talk to put the idea over. Just as I 
had about given up in despair, he mumbled a grudg- 
ing affirmative, and the way was paved to the sale. 


Putting Over the Sale 


Two days later, Jim strolled into the store at a 
quiet period, and the game was on. “Jim,” I said, 
“how long have you been on that homestead of 
yours?” “Two years,” he answered. “How much 
have you made?” I queried. “Made!” he snapped. 
“Ask me how much I’ve lost and I’ll tell you more 
about it. I haven’t even got my seed back after 
two years’ hard work.” “How much would a crop 
be worth to you, Jim?” I said. “Hm,” he said. “A 
half crop would be worth a couple of thousand or 
more.” “Would you be willing to pay a thousand 
for a guarantee of at least a half crop every year?” 
I questioned. “You bet I would, Kid!” he answered, 
“and I would insure it, if there was an insurance 
company crazy enough to put a policy on a dry- 
land crop.” “Jim,” I said, “this firm will insure it 
for you. Just a minute,” I continued, as he started 
to interrupt. “Irrigation is the only insurance you 
can possibly get for a crop on your ranch, and we 
are going to make it possible for you to get that 
kind of insurance.” 

“Can’t be done, Kid,” he said quietly, “the land is 
too high for a ditch.” 

“Pump the water, Jim,” I said. 

“Do you suppose I could?” He hesitated, then 
said wearily: “No, it would cost too much. I 
haven’t got the money.” “No, it won’t, Jim,” I 
answered. “Just wait a minute till I show you my 
plan.” Well, I brought out the plans, and for a full 
half hour Jim stood without a word as I outlined 
the method by which a gasoline engine and a pump 
could make a producing farm out of that dry home- 
stead. I showed him where a hundred acres could 
be put under water the first year, which at half the 
crop usually produced on irrigated land would mean 
2000 bushels of wheat. It could all be included un- 
der the system the second year. Then I brought 
out the estimate. 

“Jim,” I said, “you’ve got enough money to buy 
your seed and put in the crop, and enough left to 
make a $200 payment on the plant. We will install 
the outfit and guarantee it to deliver the required 
amount of water. You pay us the $200 and give us 
a chattel mortgage on the crop for the balance, and 
your crop is insured. The Boss stands to lose as 
much as you do—are you game?” He walked out 


of the store without a word, but an hour later he 
came back with a better look in his eyes, and the 
deal was closed. 











“Sports a motor car” 
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Why I Call It My Best Sale 


We installed the 
and Jim came 


There isn’t much more to tell. 
in a satisfactory 


plant manner, 


























“An hour later he came back” 


through with the first payment and the mortgage. 
That year the dry-land crops on the Flat were 
cooked to a frazzle, but Jim Marley threshed out 
an average of 40 bushels of wheat to the acre on the 
100 acres that came under the ditch. He paid for 
the outfit that fall, and it may appear to you that 
his last check finished the sale. As a matter of fact, 
it was merely a starter. Prior to that spring, Jim 
had never spent over $40 a year in a hardware 
store, but in the two years that followed he gave 
the firm over $3,000 worth of business. 

Before that sale was made the firm had turned 
out six gas engines in a period of two years. The 
year after Jim’s venture we installed over 50 at a 
substantial profit, since after seeing the results, 
the banks were more than willing to help the farm- 
ers along. The results of that carefully planned sale 
are still apparent in the business of a thriving 
Western town. However,.that is not the only rea- 
son I call it my best sale. Neither is it because it 
boosted my salary to the $75 mark within a few 
months. That sale changed a green kid order-taker 
into a thinking, planning salesman. It paid the 
firm a real bonus on that boy’s labor and made him 
worthy of his hire. Last but not least, it put a de- 
serving homesteader on his feet financially and 
added to the producing wealth of a community. 

To-day Jim Marley owns a beautiful home in a 
prosperous valley and sports a motor car of the 
latest type. He has probably forgotten all about 
the pop-eyed kid that planned his first irrigation 
project. Be that as it may, he will always hold a 
place in the memory of that one-time kid. Jim 
Marley stands enthroned as the satisfied partner in 
my one BEST SALE. 












A Rank Outsider Talks Sales 


Coming right down to bed rock what does any “best sale” 
depend on but “The Goods” and Advertising 


Treve Collins is a Cartoonist. He lives on the salt 
water side of the Brooklyn Bridge and has passed 
through all the trials, troubles and paacuree of an 
amateur breaking into a much crowded field. 

He recently submitted some cartoons to HARDWARE 
Acs, and, like all cartoonists, his idea was that the 
big, prime, pulsing, dominating subject of the day 
with us was catalogue house competition. His draw- 
ings were good, but the subject was threadbare. We 
sent the drawings back with comment abruptly educa- 
Treve wrote us a letter that ought to be 
It contained as much breeze a slang as 
The swing was 


tional. 
framed. 
you could gather at a world’s series. 


or other, we got the 


free and easy, and, some wa 
hed the following story 


idea that he could write and w 
upon ourselves. 

Treve is twenty-eight peers old. 
wealthy parents in Yaphank, Long Island. At the 
age of sixteen he inherited a soap factory and admits 
that it was not running water that turned it to suds 
He began cartooning a year later and has sold his 
product to many of the best known newspapers and 
magazines in this country. He is bald headed, single 
and willing. This best sale tells how he put his story 
to an editor in a different way. He calls it an adver- 
tising campaign. It contains a good business lesson 


He was born of 


By TREVE COLLINS, JR. 


out prominently in the category of ‘“Doubt- 

fuls.” Every guy, whether he peddles pink 
pills for pale people, or ornamental iron dogs for 
the front lawn, safety razors, camphor balls, hard- 
ware or feminine frills, is constantly worrying him- 
self into a state of fare-thee-well over ways and 
means to divert a few more elusive jitneys into his 
till. Many gallons of midnight oil go up in smoke 
annually while business men, big and little, make 
wild and frantic efforts to dig up new stunts calcu- 
lated to inveigle the dear public into exchanging so 
many government branded Iron Men for so much 
honest-to-goodness-stake-my-reputation-on-its-merit 
merchandise. 

The less a chap knows about salesmanship, the 
more he wants to tell other people how to sell stuff. 

Yea! 

And I’m one of those guys. Look me over. But 
before you get all riled up and pink under the gills, 
skid back a few pages in this most worthy journal 
until you bunk into the “Publication Notice,” where 
you will find, roosting “among those present,” one 


G ‘cat prominent is one of the things that sticks 
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ROY F. SOULE, Editor. If you’re packing around 
any excess verbal baggage that must be shunted 
off—he’s the boy to dump it on. I’ve cruised into 
your midst to spill an easy-running line of rhetoric 
not because I WANT TO, or because I’m going to 
dole out million-dollar-business-getting ideas free— 
nay, nay, Geraldine, but because I’ve been dragged 
in by the heels. 
The Why 


You won’t find my name among the capitalized 
cognomens sprouting in the Salesmen’s Hall of 
Fame. I couldn’t sell a cheese sandwich to a starv- 
ing millionaire. My knowledge of hardware is about 
as comprehensive as a railroad time-table. It com- 


prises hazy visions of door-knobs, pocket knives, 
garden-hose, tacks and Ford parts. I’m about as 
well qualified to discourse on selling as a bricklayer 
is to evolve a two-part cadenza on the gentle art of 
parlor etiquette. Notwithstanding which our esti- 
mable friend, weary of picking on railroad restau- 
rants, has turned his roving eyes upon me and said: 
“Let me have 1000 words more or less on your best 
sale.” 

If I was planted in front of a purchasing agent, 
with the best line of goods in creation and told to 
“go to it” I’d probably gulp a few times, dissolve 
gently and flow through a crack in the floor. In 
fact, my “selling” status is a thing ethereal. 

My stock in trade is a copy of Webster’s Un- 
abridged, some bristol board, drawing ink, pens and 
a much abused type-mill. I’m one of the gang of 
hand-to-mouth gentry that “does stuff” for news- 
papers, a magazine or so, and on occasion dabbles 
in advertising. 

I write. 

I draw. 

I’m equally rotten at both jobs. 

My dear departed great grandfather, who be- 
longed to the Anti-Barber’s League and wore trick 
whiskers that reached his waist, once wrote a highly 
dramatic and erudite bit pf verse popularizing 
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a worthy brand of insect powder. I probably in- 
herited his mania for chasing chunks of verbiage 
across the parchment. 
Well Posted 

By and large, I know as much of hardware as 
Solomon did of Beech-Nut Mints. I’m about as 
close to the hardware business as Alaska is to the 
Equator. 

All of which the Editor knows. 
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And nevertheless, he wants me to unfurl a mess 
of highly tinted verbal guff on “My Best Sale.” 

If I’m keeping anybody awake or away from a 
good meal, or choir rehearsal, they’re at liberty to 
stop here. 

Selling hardware is one thing. Unhitching news- 
paper dope of all kinds is another. The main thing 
in each case is to SELL THE STUFF AFTER 
YOU’VE GOT IT. It doesn’t take a treatise in five 
yolumes to make that fact apparent. 

You KNOW your stuff is good. Yeh. The thing 
is to dig up some scheme whereby the prospective 
buyer will come to a like realization and buy YOUR 
goods instead of some competitor’s. THAT’S THE 
BIG WHEEZE—DRIVING THE STUFF HOME. 

The basis of successful business is advertising. 
There’s another good line I copped from some ante- 
diluvian scholar. A lot of good paper and printer’s 
ink parades as advertising when as a matter of fact 
it merely represents a goodly stream of dollars 
headed straight for waste-basket oblivion. 

The only kind of advertising that amounts to a 
Whoop in Hades is GOOD advertising. The kind 
that’ll place the stuff you’ve got to sell IN THE 
BEST POSSIBLE LIGHT BEFORE YOUR PROS- 
PECTIVE CUSTOMERS—the kind of advertising 
that reaches out, gets a strangle-hold on friend con- 
sumer, leads him into your store and makes him 
part company with considerable filthy lucre, en- 
abling you to heave an extra bean into the porridge 
or invest a thin, hard dime in THE HAZARDS OF 
HAZEL at the movie dispensary around the corner. 

Whether you’re selling brains or hardware, the 
process is the same. The display of the goods and 
the way you handle your advance dope is what 
puts the “Success” or “Failure” ticket on your line 
—if your goods are up to par. If they’re not, the 
advertising is THROWN AWAY and it’s up to you 
to cut the cards for a fresh deal and get some new 
lines to handle. 

Ods Bodkins, ’tis deep stuff, brother. 

Personally, I haven’t any best sale to dig up and 
sic on you, though I’m supposed to exhume one and 
tell you all about it. Our lines are so dissimilar 
that the chatter I might spill at length about “sales” 
in my own particular field would prove about as 
instructive and inspiring to you as the perusal of a 
Chink laundry check. 

Similarity 

However, the actual SELLING POINTS of ALL 
lines are identical. Just to take a hack at chron- 
icling a “best” sale to sort of carry out the edi- 
torial mandate: I studied the requirements of a 
certain newspaper pretty much the same as you 
chaps study your individual trade with the view to 
handling only staple, fast-selling lines. I started 
out to “sell” this certain paper some of my mental 
merchandise. I wrote a nice, quiet, formal note 
to the editor asking if he wanted to see any of my 
stuff. It was a real peaceful thing, that letter. It 











“The display of the goods 
and the way you handle 
the ‘advance dope’ puts 
the ‘success’ or ‘failure’ 
ticket on your line.” 

































“Nobody’s gonna buy it 
unless we can convince 
them that it’s got merit 
and then make ’em want 


$9 


it. 




















had about as much pep and originality as a char- 
lotte-russe. 

Naturally, the editor didn’t fall on my neck and 
weep tears of joy all over my one good shirt. He 
didn’t even take the trouble to answer my letter, 
whereat I was sorely pained and somewhat put out. 
I tried again, with the same result. 

I sized up the situation and finally got hep to 
the fact that my advertising campaign WAS ON 
THE BLINK—that of the scores of letters the 
editor received, each one trying to SELL him stuff, 
there was NOTHING IN MINE TO DISTIN- 
GUISH IT FROM THE REST OF THE MOB. It 
bulked about as large as a fly-speck on a black 
elephant. 

I found that “doing” stuff was one thing and 
“selling” it quite another. And that’s just where 
the fundamental principles of your line of graft 
and mine hook horns: We’re both in business to 
sell stuff—to be just a bit ahead of the other fellow 
—and it takes PROPER ADVERTISING AND 
DISPLAY TO PUT IT OVER. No matter how 
good an article we’re apt to have, you can lay your 
last red copper to the fact that nobody’s gonna 
buy it unless we can convince ’em of ITS MERIT 
and make ’em know exactly what it’s like, and 
above all—MAKE ’EM WANT IT. 

I shook a couple of the reefs out of my mental 
sails and waylaid a copy of the paper I was after. 








I tore out its editorial page and on that, in the 
regular columns, I PASTED STUFF OF MY OWN 
that I’d clipped from other papers, marked it in 
blue, and on the margin of the page I wrote: “My 
junk wouldn’t look so worse in The Times at that, 
would it?” Then I sent the page to the editor with 
my card inclosed. 
Got Away with It 


I’ve put over a mess of work on that sheet with- 
out killing anybody on the staff or having the office 
boy fire the managing editor for taking it on. 

And it’s the same game, no matter what you’re 
selling. YOU’VE GOT TO GET A HEARING FOR 
YOUR STUFF and you’ve got to use ORIGINAL, 
out of the ordinary methods to do it—cut and dried 
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stuff don’t go any more. And once you’ve nailed the 
chance to stand up and “speak your little piece,” 
with the guy at the other end willing to listen AND 
BUY—-you’ve got to prove up and your goods have 
got to BACK UP everything you’ve said, or it’s you 
for the tall timber, sack-cloth and ashes and a large 
streamer of crepe. 

When you come right down to bed-rock, what 
does anybody’s BEST SALE amount to? Just the 
successful combination of two things: 


THE GOODS 
and 
ADVERTISING. 


One’s no good without the other. It’s the adver- 
tising that sells the goods and it’s gotta be GOOD 
advertising. 

If you plaster the surrounding scenery with a lot 
of post-mortem handbills that look like an under- 
taker’s removal notice and have about as much indi- 
viduality as a mud fence after a heavy rain, there’ll 
be nobody breaking their necks in a mad rush to 
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visit your place and annex your stock, no matter 
how good it is. 

You can’t attract steel with a wooden magnet and 
you can’t hypnotize business with a lot of advertis. 
ing that looks as though it had been written by the 
office boy after a wild session with a wad of DIA- 
MOND DICK literature. 

So, whether you’re walloping the keyboard of a 
typewriter in quest of your daily chow, or checking 
up hardware stock lists and doping out new, profit- 
giving lines, you can’t give too much thought or 
time to the digging up of the NEW KINKS that’ll 
move your stock. 

And all this from a rank outsider. Gosh! But 
if you’ve got any brickbats to hurl over this, or 
kicks to register, or tears to weep, or anything else 
you want to get off your chest, remember—not 
me, but 

THE EDITOR, 


wished this sobful sonnet on you. 
It sure must be tough to be an Editor!!! 














“Whether you're walloping the 
keyboard in quest of your daily 
chow, or checking up hardware 
stock lists, you can't give too 
much thought or time to the 
digging up of the new kinks 
that'll move your line or your 


stock.’ —Treve. 
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Seasonable Goods 


HE ordering and merchandising of sea- 

sonable goods are fraught with both un- 

usual opportunity and chance for the 
next eight to ten months. Prices of all goods 
are abnormally high, yet there seems small 
likelihood of their declining till their differ- 
ent seasons are over. he part of wisdom, 
therefore, is to carry as few of them over as 
possible beyond the season, for in addition 
to the expense of the usual carrying charges, 
there is the strong probability of their being 
lower in price when another season comes 
around. 

The day of rising prices seems to be over, 
although the danger of sudden declines does 
not seem very imminent. 

The carrying over of seasonable goods is 
one of the most frequent and most expensive 
things the dealer does, largely because he 
fails to realize that the carrying charges 
until the goods again begin to sell often offset 
all the profits he made on those he sold. If 
to this be added a decline in price on the stock 
he carries over, then the handling of such 
goods becomes a deficit instead of a profit. 

The handling of seasonable goods is much 
more difficult as an economical and profitable 
venture than that of regular goods. The sea- 
son for them is comparatively short, they 
must be ordered far in advance if they are 
to be had when wanted, and they are subject 
in demand to all the vicissitudes of a weather 
that is impossible to forecast for more than 
a brief period. 

The most unfortunate part of the propo- 
sition is the fact, which so many dealers fail 
to recognize, that as a rule these goods do 
not show as large a gross percentage of profit 
as regular goods. Obviously, then, such 
profit as is made on them must in the main 
be due to thoughtful and intelligent mer- 
chandising. 

Orders, for instance, for plow goods and 
steel goods should have been placed very 
early this fall, and for earlier shipment than 
usual, because it has been obvious for some 
time that there would be a record-breaking 
acreage planted next spring owing to the 
widespread interest in food production and 
the high prices of all food products. These 
prices promise to continue at least on such 
a level as will make their production profit- 
able to the farmer. This is true not only of 
food products, but of all agricultural prod- 
ucts, as witness tobacco and cotton. 

Already the acreage planted to winter 
wheat exceeds that of any previous season. 
There will probably be some reduction in 
gardens and cultivated back lots, for many 
of the city bred and the amateurs, who thus 
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essayed to be near-farmers, found that they 
possessed more enthusiasm than knowledge, 
and made a woeful mess of their first venture 
in imitating the original gardening pursuits 
of our first parents. 

Because of the great prospective acreage 
to be planted to all manner of products, it 
will be wise for dealers to have a large sup- 
ply of all farming tools in stock very early, 
for those who postpone and wait will find 
themselves too late. Once the season is on 
there will be no such thing as getting all the 
goods the dealer needs. 

The next thing is to push the sale and 
clean up, and then begin to taper stocks down 
to the end of the season. 

There is a psychological date when the sale 
of all seasonable goods stops abruptly, even 
though they are used after that time. For 
instance, in north latitude 40 deg. in the Cen- 
tral West there are very few stoves sold 
after Jan. 1 and very few screen doors sold 
after Aug. 1. Just before such crucial 
periods it is a good thing for the dealer to 
push sales and quit buying, especially under 
present conditions. This year of all years is 
a poor year to carry over seasonable goods 
into another season. 

Do not figure that if you have unfavorable 
weather during the early part of the season 
you will make it up later on. The water 
will have been over the dam, and you will 
have lost just that much business. It is not 
safe to reckon on any other basis either in 
buying or selling. 

It is difficult to solve the problem as to how 
far high prices will affect the sale of season- 
able goods. But it is safe to assume that 
the tendency will be to shift the sale to some 
extent from the high-priced to the cheaper 
articles. Because of the uncertainties and 
vicissitudes of weather it is best not to 
specify full up to last year’s sales in your 
first orders, unless you are prepared to let 
loose prodigious merchandising effort to 
clean the goods out should the elements 
prove unfavorable. 


Price Control Enforceable 


HE question has arisen whether the 

agreements made between the Govern- 

ment and various groups of producers, 
on the “one price for all” basis, will be kept 
by all producers. The natural assumption is 
that when an agreement is entered into in 
good faith it will be kept. In the case of the 
agreement on steel prices it is generally in- 
ferred that while a minority, which is rela- 
tively small, was not directly represented at 
the Washington conferences, those constitut- 
ing such a minority will also feel duty bound 
to act accordingly. 
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Assumption or inference, however, is not 
sufficient in a matter of such importance. 
Everyone wants to know positively whether 
the agreement is going to be the rule through- 
out the trade with respect to all the producers 
and with respect to all the sales they may 
make. While doubt seems to have arisen in 
the minds of some buyers, it would appear 
that such doubt does not rest upon evidence 
that would really bear upon the general ques- 
tion, whether or not the agreement will be 
kept in its entirety. 

The. great majority of buyers have shown 
a disposition to accept the agreement on its 
face and to feel that the question of price 
has been eliminated, while there necessarily 
remains the equally important question of 
deliveries. There is no occasion for the mills 
to sell or the buyers to buy material that 
cannot be delivered, but it would be much 
more satisfactory to both producers and buy- 
ers to know that the Government has means 
that it can bring into play to compel adher- 
ence to the agreement. Producers would not 
feel comfortable at the prospect that non-ad- 
herents would be rewarded for failing to sup- 
port a Government measure. If 90 per cent 
of the producers adhered to the agreement, 
and the remaining 10 per cent sold to the 
highest bidder, the premium bid would be 
much greater than if all producers sought 
to sell at a premium. Nor would consumers 
feel comfortable if the measure of their suc- 
cess in staying in business by securing de- 
liveries of steel were their willingness to 
tempt producers to violate the agreement. 

The fact is that, while the Government has 
no direct way of enforcing a general agree- 
ment as to prices, it has power to punish a 
certain number of violators. It has ample 
authority to commandeer any plant or part of 
plant needed to furnish it material for prose- 
cuting the war. It has made no threat, and 
has had no occasion to make any threat, with 
respect to its intention thus to deal with any 
steel manufacturer disposed to be a slacker, 
but its power remains. 
for the display of such power can be selected. 
Merely for the purpose of increasing the pro- 
duction of war material the natural selec- 
tion would be of a plant not already so en- 
gaged, but capable of being thus employed. 
Plant facilities entirely unsuited to making 
war material would be excluded, but there is 
no prospect of there being any question as 
to the price of the product of such plant fa- 
cilities. 

The Government’s absolute authority lies 
in the priority regulations. All matters re- 
lating to sequence in producing and shipping 
material have been placed in charge of the 
Priority Board, which assumes authority 
both over the machinery of production and 
over the machinery of transportation. From 
the practical viewpoint the question of its 
power is not whether the Priority Board has 
full legal authority, but whether anyone is 
going to take the Board into court. The sec- 
ond question suggested is easier to answer 
than the first. 


Any plant suitable , 
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The first function of the Priority Board js 
to see that the United States Government re- 
ceives its war material as soon as it needs it. 
Its second activity is in connection with mate- 
rial destined for the Government’s Allies. Its 
third activity is in connection with mate- 
rial destined for others. No one can ques- 
tion the full propriety and legality of the 
Government’s war steel being given prece- 
dence over everything else. Once the manu- 
facture and shipment of a single ton of stee! 
is delayed by preference being given to a 
Government order, however, the norma! 
course of trade is interfered with, and it is 
no great step for the Government next to de- 
termine what steel shall thereby be delayed 
in manufacture and shipment. It is well 
known that the Priority Board has assumed 
this attitude and contemplates the regula- 
tion of all classes of shipments as far as may 
be necessary. Should a case arise of a manu- 
facturer selling at a price higher than the 
maximum that has been set, there is little 
doubt that the Board would forbid the filling 
of such an order until after taking care of 
all other orders. 


Those “Best Sale” 


Stories 


HE most important duty of this maga- 

zine is to inspire its readers to the re- 
solve of better merchandising, and to give 
them practical examples worthy of emu- 
lating. 

The great success of HARDWARE AGE is due 
to its merchandising stability. Many years 
ago the editors unanimously agreed that to 
teach men how to move goods was their great 
duty to the trade, and with admirable per- 
sistency these trained hardware merchandis- 
ing editors have struck to their text. A good 
merchandising idea has become to them what 
a tempting fly is to a hungry trout. Thou- 
sands of dollars are spent every month fol- 
lowing up good selling leads and neither pains 
nor money is spared in presenting these prac- 
tical ideas in such a manner as will insure 
their further profitable use by progressive 
hardware merchants. 

Most of these sterling selling stories are 
prepared for the retailer. In this issue the 
Knight of the Grip has come into his own. 
Traveling salesmen have written the most im- 
portant stories in this issue. The tales of 
their triumphs are spicy, interesting, tense 
and humorous. The length to which the 
American hardware traveling man will go to 
land an order is astonishing. The stories 
these boys tell show a general initiative that 
puts an added meaning into the word com- 
petition. 

No magazine has ever published in one 
issue such a wealth of selling information 
told in so interesting a manner as is con- 
tained in this issue of HARDWARE AGE. We 
are justly proud of the traveling man in the 
hardware trade. 











Office of HARDWARE AGE, 
New York, Oct. 22, 1917. 
ee ie sales managers are loathe to take 

orders for forward deliveries except at prices rul- 
ing on date of shipment, which curtails the speculative 
element. Many distributors appear to be looking for- 
ward to a period of reduced prices, which belief has 
been common at intervals for months past. On the 
other hand there are shrewd individuals who think 
otherwise and believe that the tendency will be toward 
higher prices; that there will be an even greater scar- 
city in staple goods. It is very regrettable that prices 
are as high as they now are which conservative busi- 
ness men deplore, but in their opinion facts must be 
recognized as they are and not as they would like to 
have them. 

There is an accumulating demand for both raw mate- 
rials and help, the latter condition being aggravated by 
the continual withdrawal of productive labor to provide 
troops. It must be remembered that the world to a 
considerable extent, is looking to us for a considerable 
tonnage in supplies and foodstuffs. The casualties 
from war, and it must be remembered that four-fifths 
of the world’s population is arrayed.against the Central 
Empires, means great withdrawals from the ranks of 
producers and the addition of consumers instead of pro- 
ducers. In other words there is more work to be done 
and constantly fewer people to work on merchandise 
for ordinary trade. 

Recent replies to the most representative manufac- 
turers in hardware and allied trades, almost without 
exception, show advances, many of which are for a 
large percentage over previous figures. Labor which 
is a principal factor in determining costs, is becoming 
scarcer, more difficult to secure, and perpetually harder 
to handle and satisfy. 

Among leading articles of hardware, for instance 
shovels, steel goods, axes and various kinds of edge 
tools, enameled ware, tin ware and other housefurnish- 
ings, ammunition, paints, oiis and varnishes, and many 
classes of wire goods, the orders are at present running 
less in volume than for the corresponding period a year 
ago. Shortages of materials, including fuel, together 
with labor, it is believed will serve to keep prices from 
falling to any extent for some time to come. 

Another feature of trade in some persons’ minds is 
that with the pronounced difficulty in getting workmen 
there is bound to follow some sacrifice of finish and 
quality, which must be accepted. For instance the gov- 
ernment is using considerable quantities of lumber, in- 
cluding maple and ash, for tents, cots and other ar- 
ticles, which leaves less for various purposes including 
implement handles. The question of private brands is 
likely to become acute in an endeavor to supply imper- 
ative demands in the least time and with as little hin- 
drance as possible in working out details. A leading 
sales manager says that it is less a question of price 
than getting goods of staple character. There is also 
likelihood that contracts for future deliveries on vari- 
ous leading seasonable goods may not be made so far 
ahead as has been the custom heretofore. 

There is undoubtedly a dwindling in orders for 
mechanics’ tools suitable for working wood and metals, 
but long time manufacturers say that losses from regu- 
lar channels are more than counterbalanced by swollen 
orders from government sources or which ultimately 
will be for national use. 

Another observation sometimes heard is that outside 
a few important lines prices, all things considered, are 
not abnormally high, remembering the remarkable 
period we are passing through. 

Export orders are coming along more freely for 
larger varieties and in greater quantities. Collections 
are variously spoken of as quite good and often slow. 
One explanation for the latter condition is because of 
transportation delays which compel customers, usually 
prompt, to await arrivals before remitting. On the 
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other hand manufacturers and merchants often scan 
accounts and give preference in the execution of orders 
to customers who pay best. 


WIRE NAILs.—Jobbers are receiving more orders for 
wire nails, owing perhaps to distributors having waited 
before buying as long as possible because of ultra-con- 
servatism. Therefore, most of them are low on stock 
and cannot wait longer for even their reduced wants. 
Buyers are not criticising the price so much as the 
vexatious delays, due to congested transportation and 
deliveries after the merchandise is actually shipped 
from the mills. In one instance a house has nearly 
10,000 kegs long on the way and would like to get 25 
carloads in addition as soon as possible. Doubtless 
but comparatively few, at least in this vicinity, have 
been in urgent need of nails until within the past thirty 
days for some time back. In some cases what was 
ordered and specifications given for earlier, say March 
and April, were often not shipped for sixty to ninety 
days. 

Wire nails are unchanged at $4 in store and $4.05 
delivered base, per keg, although many in the trade 
readily pay more for various reasons, according to 
buyer and kinds of nails, as well as the amount avail- 
able. 

Cut Naits.—Jobbers say there has been an appreci- 
able increase in cut nail business since Sept. 1 and as 
time passes they are increasingly harder to get. The 
demand in this immediate vicinity is fairly good, al- 
though purchasers have been skeptical about buying 
very much more than actually necessary. Hence stocks, 
we are told, are badly broken. 

Cut nails are held by some distributors at $5.25 base 
per keg, which varies somewhat both up and down, 
according to circumstances. 

NAVAL SToRES.—There is a tendency upward in tur- 
pentine on a spot basis. The primary markets are 
stronger, which has influenced prices locally. The de- 
mand in this territory has been fairly well maintained 
at a good pace and there are more inquiries for export 
The English market has hardened some, which also has 
helped to advance prices hére. 


Spot turpentine, in yard, is held at 53% to 54c. per gallon 


There has been little change in the local market for 
rosin, but notwithstanding that the demand is light 
prices are well maintained for the various grades. 

Rosin, in yard, on the basis of 280 Ib. per barrel is $6.80 
to $6.85 and D grade $6.80 to $6.95. 

WINbDow GLAss.—Nothing so far has been announced 
as to the coming wage scale. There are quite a good 
many inquiries for glass, especially for glazing cars for 
railways, trolley use and similar purposes. The pros- 
pects are still that manufacturers will not begin work 
on the new blast before Dec. 1, or later, and yet unless 
there is new production before long there is consider- 
able likelihood of a shortage in the most wanted sizes. 
Business in the last week or two has brisked up a little 
in repair work as it always does with the approach of 
cooler weather, because broken panes are apt to be 
neglected during the warmer season. There has been 
approximately double the amount of glass sold so far 
in October comparable with the same period in Sep- 
tember. 

Window glass prices are unchanged as follows: 

Window glass, B single thick, first three brackets, is 80 
and 20 per cent; all A quality and B larger than first three 


brackets, single thick, 80 and 10 per cent; all A double thick 
80 and 10 and all B double thick 80 and 15 per cent dis- 


count. Picture glass, AA grade, ranges from 80 to 80 and 
10 per cent discount, all from jobbers’ lists The prices 
named are regarded as only temporary and subject to 


change without notice. 


Rorpe.—The Government demand continues strong and 
is likely to hold for a long time. Rope makers are do- 
ing all they can to promptly supply the needs of the 
various departments of the Government. To get 
quicker service, these orders are usually divided among 
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Jeading makers so that they do not have to pass through 
intermediaries. The Manila hemp market is on about 
the same level as for some weeks past which is also true 
of sisal fiber, but the latter is now so extremely high 
for the raw product that there is very much less in- 
terest in this material at present. Harbor and marine 
work is very good and business is being refused by some 
manufacturers. Export business is quiet. 

Rope prices are unchanged as follows: 


first grade, is 33c.; second grade, 32c., and 


Manila rope 
Manila bolt rope is 38c. base 


third grade, 2%c. base per Ib. 
per Ib. 

Sisal rope, first grade, is 23c. and second grade, 20c. base 
per Ib. Hide, bale and hay rope, medium, oiled, first grade 
is 23%c. and second grade 20%4c. base per Ib. 

Tarred lath yarn is, first grade, 23c., and second grade 20c. 
base per Ib. 

LINSEED O1IL.—Values in linseed oil are falling be- 
cause of the slight demand for its use in paints, var- 
nish, etc. The reduced prices and wider range indicate 
dullness although these figures are approximately 
double what they were in normal times. The outlook 
to date for seed grown in Argentina is good and the 
crop is now within a few weeks of ripening and harvest- 
ing, which will help to make good a light crop in the 
United States and Canada on flaxseed. Assuming that 
nothing interferes with the expected good yield in Ar- 
gentina, the problem is going to be how to get it here 
because of the lack of ocean tonnage. The transporta- 
tion situation is likely to grow worse instead of better 
unless there is a comparatively early end to the war. 

Linseed oil, raw, city brands is $1.15 in five or more barrels 
and $1.16 in less than five barrels. 

State and Western oil ranges from $1.08 to $1.12 according 


to seller and quantity, the spread in price gaging somewhat 
the varying attitude of the different crushers. 


F. E. Myers & Bro.—F. E. Myers & Bro., Ashland, 
Ohio, have revised their prices on the basis of new 
lists which are equivalent to 50 per cent advance over 
the lists in their No. 53 catalog as follows, viz: 


BaRN Door HANGERS.—Myers’ Stayon O. K., O. K. 
Adjustable, Sure Grip, Sure Grip Adjustable, Sure Grip 
Tandem, Sure Grip Tandem Adjustable, Tandem Ad- 
justable, Myers’ Garage, New Way Tandem and New 
Way Tandem Adjustable Tubular, Giant Tandem and 
Giant Tandem Adjustable Tubular, Faultless Tandem 
and Faultless Tandem Adjustable Covered, all 40%. 

TRACK, BARN Door..—Myers’ Stayon Track, Myers’ 
New Way, Giant and Hercules Tubular Track, 33 1/3%; 
Myers’ Faultless Self-Cleaning Covered Track, 40%. 

Pumps.—Myers’ Double Acting Force & Lift, Cistern 
and Well, House, Windmill, Cog Gear Handle, Pump 
Stands, Hydro-Pneumatic, Bulldozer, Power, Hand and 
Power Spray, Ashland Force and Lift, 33 1/3%; 
Thresher Tank, Myers’ Century and Faultless Low 
Down Tank, Plain and Cog Gear Handle, 33 1/3%. 

Toots, Hayinc.—Myers’ Hay Fork Unloaders, Myers’ 
Double Rail, Myers’ Single Rail, Clover Leaf and Fault- 
less, and all Wood Track Fork Unloaders, 40%. Sling’ 
Unloaders, Myers’ Sure Grip, Clover Leaf and Cross 
Draft, 40%. Steel Track and Steel Track Fixtures, 
40%. All Myers’ Forks except Harpoon, Nellis and 
Walker, all Slings except Handy Rope Slings, 40%. 
All Myers’ Pulleys, Harpoon, Nellis and Walker Forks 
and Handy Rope, 33 1/3%. 

LAppERS, SToRE.—Myers’ Noiseless Store Ladders, 
40%. 

Swincs, LAWN AND PorcH.—Myers’ Low Down 
Roller and Myers’ Porch Swings, 40%, and Stay Rollers, 
40%. 

Crew Levick COoMPANY.—The Crew Levick Company, 
Land Title Building, Philadelphia, Pa., quotes its vari- 
ous automobile specialties as follows: Mistokleen, com- 
plete outfit, list $1.25, less 30% discount; Mistokleen re- 
fillers, quarts $1, gallons $2.75, 5 gallons $12.50, 30% 
discount; Mistokloths, regular list 50c, small package 
25c, 30% discount; Grease-In-Tubes, kit, list, $1.50, 
30%; Non-Glaring Head Light Lenses known as Frac- 
tors, per set are+$2.75 at 30% discount; Motor Oils, 
30%; Tire Seal, list $1.50, $2 or $2.50 sizes, 30% dis- 
count, and Victor Heaters, $5 each and less, 30% dis- 
count. 

Ice SKATES.—The Conron McNeal Company, Kokomo, 
Ind., quote as follows: Extension Rocker, Hockey and 
Semi-Hockey Ice Skates, men’s and boys’, per pair, 
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polished at 80c. and polished and plated $1.26 per pair, 
Ladies’ and girls’ Ice Skates, polished, are $1.20 and 
polished and plated, $1.60 per pair. 


SCALE BEAMS AND CARRIAGE CLAMPS.—Sargent & Co., 
New Haven, Conn., quote Scale Beams and Carriage 
Makers’ Clamps at list plus 20%. 


SHoTt.—The United Lead Company, 111 Broadway, 
New York City, effective Oct. 15, quotes Shot in 25 Jb. 
bags as follows: Drop Shot, sizes smaller than B, $2.45; 
Drop Shot, B and larger sizes, $2.70; Chilled Shot, $2.95 
and Dust Shot, $2.95 per bag. The five-pound bags 
are respectively 55, 60, 65 and 65c. per bag. On the 
bag shot there is the usual allowance of 10 cents per 
bag on the large bags and 2 cents per bag on smal! bags 
if taken in quantities of a ton and upwards. Boy Scout 
Air Rifle Shot, 100 tubes to the box, is to jobbing trade, 
per case, $3.65, and retail trade, per case, $4.15. 

Horse NAILsS.—The Union Horse Nail Company, 1506 
West 22nd Street, Chicago, Ill., quotes horse nails, Star 
No. 5 and up, 16c. per lb., and Northwestern patent, 
74% discount. 

GLUE.—L. W. Ferdinand & Co., 152 Kneeland St., 
Boston, Mass., quotes 20th Century Linoleum Cement at 
$2.90 per gal. and Jeffery’s Marine Glue, small cans, at 
25 per cent discount. 

S. CHENEY & Son.—S. Cheney & Son., Manlius, N. 
Y., quotes Royal grinders at 10 per cent and cement 
tools 25 per cent discount. 

DumsB WaAITERS.—The Sedgwick Machine Works, 128 
Liberty St., New York, quotes dumb waiters at 20 per 
cent from list of July 1, 1917. 

SMITH & HEMENWAY Co. INc.—The Smith & Hemen- 
way Co. Inc., 261 Broadway, New York, quotes re- 
vised prices as follows on the various Red Devil brands, 
viz.: Buffalo Grips and Glass Cutters, 40 per cent; 
Drills and Drill Stocks, 20 per cent; Screw Drivers and 
Nail Pullers, each 30 per cent discount. Button Pliers, 
No. 1000 are 25 per cent discount and Linemen’s Pole 
Climbers, 45 per cent discount. 

SHOVELS.—The American Mfg. Co., Chestnut & 
Water Sts., Chattanooga, Tenn., has issued a stock list 
of shovels and scoops in stock this month showing 
quantities and kinds of this class of goods left over 
after filling large orders during the past few months, 
which will be sent on application. 

Grass CATCHERS.—The Specialty Mfg. Co., St. Paul, 
Minn., quotes grass catchers as follows: Easy Empty- 
ing Nos. 1, 2, 5-G, 9, 14-W and 15-W, 25 per cent; 
East Emptying Nos. 1-G, 2-G, 6-G, 11, 10-G, 12-G and 
all styles of detachable 20 per cent discount and Easy 
Emptying No. 16-G, 15 per cent discount. 

Hose ATTACHMENTS AND LAWN SPRINKLERS.—The 
-‘Stuber & Kuck Co., 2800 So. Adams St., Peoria, IIl., 
quotes as follows: %-in. hose menders per doz. 75c. 
and %-in. 80c. per doz. Lawn Sprinklers Nos. 1 and 4 
are $5.85 per doz.; Nos. 2 and 5, $4.50 per doz. and Nos. 
3 and 6, $2.80 per doz. 

Box STRAPPING.—The Acme Steel Goods Co., 2834 
Archer Ave., Chicago, IIl., quotes its box strapping at 
list net instead of discount as heretofore. 

ENAMELED WARE.—The Vollrath Co., Shebogan, Wis., 
quotes New Idea Kettles, cast iron, at 40 per cent; Im- 
perial Hollow Ware, cast iron, 15 and 10 per cent, and 
Enameled Steel Ware, White and White and Special 
Blue at 30 per cent discount. 

TIRE CHAINS AND FAN BELTS.—The Woodworth Mfg. 
Corp., Niagara Falls, N. Y., quotes Easyon tire chains, 
3-3%-in. at $3.00; 4-4%%-in. at $3.25, and 5-5%-in. at 
$4.00 per set. No Stretch Fan Belts are 15c. each for 
1916 Fords and 16c. for 1917 Fords. 

THE DEXTER COMPANY.—The Dexter Company, Fair- 
field, lowa, quotes washing machines as follows: Dexter 
Double Tub Power, Model 2-P, each $37.50; Dexter 
Double Tub Electric, Model 2-E, $62.50; Dexter Hand, 
Model D-H, $9.75; Cruiser Vacuum Hand Power, $10.00 
and Dexter Electric Stave Leg, Model D-E, $43.00 each. 

WASHING MACHINES.—The One Minute Mfg. Co., 
Newton, Iowa, quotes washing machines as follows: No. 
5% One Minute Hand Washer, $9.00; No. 11% Bench 
Power Washer, $32.50; No. 15% Electric Bench Washer, 
$50.00; No. 27 Twin Tub Bench Washer, 1 peg dolly, 
1 vacuum dasher, $37.50; No. 37 Twin Tub Electric 
Bench Washer, 1 peg dolly, 1 vacuum dasher, $65.00; 
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No. 40 One Minute Single Tub, power, swinging 
wringer, $25.00 and No. 41 One Minute, Singie Tub, 
._Electric, swinging wringer, $47.50 each. 

REVOLVERS AND SHOT GUNS.—Ivor Johnson’s Arms & 
Cycle Works, Fitchburg, Mass., quotes I. J. Model 1900, 
double action revolvers $4.00 each. The Ivor Johnson, 
Champion, single barrel shot guns are $8.00 to $11.06 
each. 

BARN Door TRACK AND CELLAR WINDOW SETS.—The 
McKinney Mfg. Co., Pittsburgh, Pa., quotes hinge 
hanger track, 1-% x 3/16-in. 35 per cent and trolley 
track 5 per cent discount. Cellar window sets, japanned, 
per gro. sets are $19.00 and galvanized $23.00 per gro. 
set. 

SprING HINGES AND Hooks.—The Shelby Spring 
Hinge Co., Shelby, Ohio, quotes spring hinges as fol- 
lows: Buckeye, all steel, holdback for screen doors, No. 


Office of HARDWARE AGE, 
Chicago, Oct. 20, 1917. 

4H is generally conceded by jobbers and retailers that 

fall business is up to standard. The falling off of 
new orders being recorded by the steel corporations is 
accounted for by the fact that new business is being 
discouraged as deliveries on old contracts are far behind. 
The demand for rolling stock has forced several of the 
railroads into the market for new equipment which is 
badly needed. 

The shortage of coal has been a great hindrance to 
manufacturers and has been further aggravated in this 
locality by a strike of the miners in this state. 

Reports from the farming districts show that the 
farmers are holding back their grain. They feel secure 
in the fact that they can always obtain the present 
government price and seem in no hurry to make de- 
liveries, as they think possibly by holding out they may 
be able to get a little higher figure. Corn crops in 
Illinois, Iowa and Indiana are reported in better shape 
than estimated two weeks ago, when it was supposed 
that the frost had done serious damage to the crop. 


Mica.—It is self-evident that the heating stoves have 
been taken out of storage and are being prepared for 
immediate action, as the sales of mica clearly indicate 
this action. Stocks are fair with a possible exception of 
one or two sizes. 

We quote from jobbers’ stocks, f.o.b. Chicago: No. 1, 40 
per cent off standard list; No. 2, 50 per cent off standard list. 

Door Mats.—The demand for door mats is exceed- 
ingly good. The recent rain and anticipation of colder 
+ gua has created a good demand. Stocks are very 

air. 


We quote from jobbers’ stocks, f.o.b. Chicago, galvanized 
steel wire mat, 16 x 24, $6.50 per doz. ; 18 x 30, $8.00 per doz. ; 
22 x 36, $11.00 per doz. Flexible galvanized cold rolled 
steel mats, 16 x 24, $10.35 per doz.; 18 x 30, $14.30 per doz. ; 
22 x 36, $21.00 per doz., 26 x 48, $34.65 per doz. 


WEATHER Strip.—The increasing demand for weather 
strip brought about by the recent spell of cold weather 
has made it almost impossible for the jobber to fill 
orders promptly. Prices remain the same as last re- 
ported and stocks are low. 


We quote from jobbers’ stocks, f.o.b. Chicago: Wood and 
felt, 5 in., $1.43 per 100 feet, % in., $1.43 per 100 feet. 15% 
in., $2.85 per 100 feet. Door buttons, No. 1, 2 ft. 8 in., $3.30 
per doz.; No. 2, 3 ft., $3.30 per doz. 


O1L HEATERS.—The demand for oil heaters for heat- 
ing garages and killing the morning chill has been 
very good. Jobbers report that their stocks are fair 
and all orders are being filled promptly. 

We quote from jobbers’ stocks, f.o.b. Chicago: No. 24 oil 
heater, $3.25 each; No. 37A, $4.50 each; No. 61, $6.00 each. 

GUNS AND RIFLES.—Now that the hunting season is 
on, it is creating an exceptionally good demand for guns 
and rifles. Jobbers state that their stocks are fair. 

We quote f.o.b. Chicago, from jobbers’ stocks, single bar- 


rel shotguns, 12 gauge, 30 or 32 in. barrel, $7.00 each; 12 

gauge, double-barrel shotgun, 30 in. barrel, $18.00 each. 

Winchester repeating shotgun, hammerless, 12 gauge, take- 

down pattern, $29.70 each. Winchester automatic 12 gauge 

HT TIy yo aetna $35.06 each; Winchester repeating rifle, 
-79 each. 


AMMUNITION.—Jobbers report that their stocks on 
ammunition are very good. Prices are firm and sales 
are very satisfactory. 
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777 sheet steel, holdback, and No. 888 Non-holdback, 
each per gro. $12.00. Ball bearing spring butt hinges 
40 per cent and adjustable screen door hinges 60 per 
cent discount. Coat and hat hooks are 65 per cent and 
ceiling hooks 60 per cent discount. 

Voss Bros. Mra. Co.—The Voss Bros. Mfg. Co., 
Davenport, Iowa, quotes washing machines as follows: 
Ocean Wave, $7.75; Sunshine, hand power, $10.00; 
Vacuum, hand power, $11.00; Platform No. G-1, $32.50; 
Platform No. E-1 electric, $61.60; Swinging wringer 
No. G-41, $28.00, and Platform No. E-24 electric, $72.60 
each. 

MILBRADT MANUFACTURING Co.—The Milbradt Mfg. 
Co., 2410 No. Tenth St., St. Louis, Mo., quotes rolling 
steel ladders each from $8.00 to $14.00, and tracks from 
15 to 25 cents per ft. Power lawn mowers are $600.00 
each. 





We quote from jobbers’ stocks, f.o.b. Chicago: No. 22 short 
semi-smokeless, $5.00 per thousand; No. 32 short semi- 
smokeless, $11.75 per thousand; No. 22 long semi-smokeless, 
$6.00 per thousand; No. 32 long semi-smokeless, $13.50 per 
thousand; Peter’s target shells, steel, with No. 6 shot, 12 
gauge, $49.25 per thousand; Peter's target, steel, No. 6 
skilled, short, 12 gauge, $52.25 per thousand. All of the 
above prices are subject to a discount of 30 per cent. 


Snow SHOVELS.—The demand for snow shovels is 
well around normal and jobbers’ stocks are fair. While 
prices are somewhat higher than last year, the new 
business received this last week has been very satis- 


factory. 

We quote from jobbers’ stocks f.o.b. Chicago: No. 200 
wood shovels, $3.55 per doz.;: No. 02, $4.00 per doz. Galvan- 
ized with wood handle No. 33, $9.00; No. 34, $9.75 per doz. 


Black steel with wood handle No. 40, $6.50 per doz.; No. 015, 


$7.10 per doz. 

The above prices are in lots of one-half dozen or more 
If less than half dozen is ordered, 10 per cent will be added 
to the above price. 

PouLttry NeETTING.—Satisfactory sales for spring de- 
livery on poultry netting has been reported by the 
jobbers. All orders are taken on the new price list. 

We quote from jobbers’ stocks f.o.b. Chicago: Discount 
of 45 per cent on galvanized after weaving, and 50 per cent 
on galvanized before weaving, from the new standard adopted 
roll prices. 

GARDEN TooLs.—Satisfactory orders for garden tools 
to be shipped next spring are being placed with the 
jobber. Jobbers have handed the manufacturers their 
specifications for next year and from all indications 
sales will be even heavier than last spring. 

We quote from jobbers’ stocks f.o.b. Chicago, as follows: 
Manure forks, best grade, long handled, four tines, with 
plain ferule, $9 per doz.; with strap ferule, $10 per doz.; five 
tine forks, plain ferule, $11.60 per doz.; strap ferule, $12.50 
per doz.; long handled, six-tine forks, with plain ferule, 
$13.40 per doz.; strap ferule, $14.35 per doz.; No. 2 Green- 
leaf spading shovels, $9.75 per doz.; Midlothian seconds, $9 
per doz.; best grade, four-tine spading forks, $9.90 per doz. ; 
cheaper grade, $7.25 per doz.; malleable rakes, 14-in., $3.40 
per doz.; steel bow rakes, 14-in., $6.05 per doz.; wire lawn 
rakes, 24 teeth, $5.50 per doz.; wood lawn rakes, 20 teeth, 
$3.75 per doz.; standard garden hoes, best grades, $8.25 per 
doz., cheap hoes and riveted handles, $3.10 per doz.; ladies’ 
hoes, $4.80 per doz. 

Screws.—The price on screws is the same as last 
reported and the demand, so far as affecting retail 
trade, is atout normal. Manufacturers are using large 
quantities and the jobbers are having difficulty in 
getting shipments from the factories. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows 
Flat head bright screws, 70-10-10; round head blued, 65-10- 
10; flat head brass, 4214-10-5; round head brass, 40-10-5. 

Nuts AND Bo.ts.—A very heavy demand for nuts 
and bolts has been reported this week. Deliveries from 
the mills are slow and prices remain firm. Both re- 
tailers’ and jobbers’ stocks are low. 

We quote to retailers f.o.b. Chicago, from jobbers’ stocks, 
as follows: Machine bolts, up to % x 4 in., 40-10 per cent dis- 
count ; larger sizes, 30 per cent discount; carriage bolts, up to 
% x 6 in., 40 per cent discount; larger sizes, 25 per cent dis- 
count; hot pressed nuts, square, $2.60, and hexagon, $2.60 off 
per 100 Ib. Lag screws, 45 per cent discount. 

BARS AND PLATES.—There has been no change in 
the price as quoted by the local jobbers. Orders are 
being placed very conservatively however, and stocks 
are very low. 

We quote from jobbers’ stocks f.o.b. Chicago: On soft 
steel bars, $4.50 per 100 Ib.; bar iron, from $4.50 to $5 per 
100 Ib.; plates at $10 per 100 Ib. 

STEEL SHEETS.—Despite the lower prices named by 
the Government, the jobbing price on steel throughout, 
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remains the same as last reported. Shipments from the 
mills are very light and stocks are low. 


stdécks f.o.b. Chicago: S-gage 


We quote from jobbers 
100 Ib.; 28-gage black cneute $9 


galvanized sheets, $11 per 
to $9.50 per 100 Ib 

TIN PLATE.—The market on tin plate is not as firm 
as last week; however, jobbers are still making the 
same prices from their stocks. Stocks are very light. 
from jobbers’ stocks f.o.b. Chicago, as follows: 
200-Ib. boxes, at $24. A better grade, 214-lb. 
20 x 28 IX tin plate, cheaper grade, at $26.75; 
better grade, 270-lb boxes, at $28.00. 20-lb. coating, Amer- 
ican A old style, at $26.75. 


WRAPPING PAPER.—While the demand for wrapping 
paper is exceedingly good, the market is not as strong. 

We quote krafts wrapping paper, 12c. per Ib.; 
wrapping paper, 944c. per lb 

WirE NAILs.—Deliveries from the mills are very 
slow. Distributers say that they can sell nails much 
faster than they are able to get them. Merchants have 
been buying very conservatively and their stocks are 
very light. 

We quote from jobbers’ stocks, f.0.b 


Common wire nails, $3.95 per keg base ; 
$4.25 per keg base. 


Cut NaILs.—Jobbers state that it is almost impos- 
sible to obtain cut nails from the mills, as the source 
of supply is limited to one or two manufacturers. Stocks 
on hand are very light and badly broken and prices are 
from $5.50 to $6 per keg, according to the quantity and 
conditions of the jobbers’ stocks. 

BARB WIRE.—While the demand for barb wire, which 
is indicated by the number of orders received by the 
jobber, has been below normal, stocks are entirely de- 
pleted. Jobbers report that they received shipment 
early in the morning, and at night the entire lot was 
disposed of. It seems that the mills are not able to 
make any headway with their back-orders and prices 
remain firm, and same as last reported. 

We quote from jobbers’ stocks f.o.b. Chicago, as follows: 
Painted barb wire, in less than carload lots, $4.10 per 100 Ib. 
galvanized, $4.80 per 100 Ib. 

SIDEWALK AND SNOW ScRAPERS.—The demand for 
sidewalk and snow scrapers continues well above 
normal, The reason is, that jobbers’ stocks are being 
somewhat depleted, as they are short on several sizes. 

We quote from jobbers’ stocks f.o.b in dozen lots; 
No. 2 sidewalk scrapers, $4.75 per doz. ; $3.25 per doz. ; 
No. 75 snow scraper, $6.75 per dozen. 

: orders for sleds have been received by 
the jobber this last week. Stocks are very fair. All 
orders received to date have been filled promptly. 

We quote from jobbers’ stocks, f.o.b. Chicago: Children 
Cutters No. 3, $33.00 per doz.; No. 5, $49.50 per doz.; No. 8, 
$66.00 per doz. No. 86, wood sled, $4.15 per doz.; No. 110 
wood sied, $8.90 per doz Wood coasters No. 5, $3.75 per 
doz.; No. 10, $5.50 per doz.; No. 12, $9.00 per doz. Steel 
coasters, No. 131, $12.40 per doz.; No. 133, $22.60 per doz. 
Torpedo racer, $27.00 per doz. 

SKATES.—The demand for skates this last week 
has been about normal. Jobbers report that with the 
exception of one or two sizes, their stocks are very 
fair. 

We quote from jobbers’ stocks f.o.b. Chicago: Boys’ or 
men’s plain rocker, No. 1000, bright steel skates, 66c. per 
air; No. 1005 nickel plated, 90c. per pair; girls’ No. 310B, 
1.35 per pair; No. 6004, $2.00 per pair. Barney & Barry's 
boys’ or men’s hockey skates, No. 152%, $3.50 per pair 
Girls’ hockey skates, No. 412B, $1.80 per pair. Johnson's 
skating outfit, which consists of skates attached to shoes, 
$7.50 per pair. No. 11 skating outfit, $5.00 per pair; No, 15 
ladies’, $6.00 per pair. 

 § S.—Manufacturers of stove shovels re- 
port that they are unable to get enough raw material 
from the mills to fill their orders promptly; the result 
is that the jobbers’ stocks have suffered. All new busi- 
ness will be filled subject to stock on hand. 

We quote from jobbers’ stocks f.0.b, Chicago No. 900, 
round rolled handle, 45¢. per doz.; No. 100, double oval 
handle, $1.30 per doz.; No. 800, black joven. , one-piece steel 
50c. per doz.; No. 16, double nic kel plated, $2.25 per doz. 

ASH SirTers.—The price of coal has encouraged the 
housewives to sce that all ashes are sifted, which has 
created a very good demand. Jobbers’ stocks are fair 
and prices rerain the same as last reported. 

We quote from jobbers’ stocks f.o.b. Chicago: Plain wood 
ash sifters with black wire, $1.20 per doz.; plain wood with 
galvanized wire, $1.60 per doz.: wooden sifters, especially 
adapted for barrels. No. 06, $3.85 per doz.: galvanized barrel 
sifters, No. 104, $33 per doz. 

LANTERNS.—The demand for lanterns continues to be 
about normal. New orders are being received by the 
jobber, especially from rural districts. 


We quote 
20 x 28 IC tin, 
boxes, at $29; 


express 
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cement coated nails, 


Chicago, 
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© quote from jobbers’ stocks f.0.b. Chicago, as follows: 
aa 242 tubular, $7.30 per doz.; side lift lanterns, No 240. 
$6.75 per doz.; the large size cold nies, No. 2, $11.50 per 
doz. ; No. 299, tubuia,s dash santern, $10.25 per doz 

CoaL Hops.—Owing to the shortage of sheets, manu- 
facturers are slow in making deliveries on new orders. 
Jobbers’ stocks are fair and sales are around normal. 

We quote from jobbers’ stocks f.o.b. Chicago: © 
japan oven coal hod, 15-in., $3.25 per doz.; 16- in., $3 
doz. ; i7-in., $3.90 per doz.: 38-in., $4.35 per “doz. 
per doz. Japan funnel! top, 17-in., $4.95 per doz. 
open top, 16-in., $9 per doz.; 18-in., $9. 60 per UB. Common 
galvanized open, 16-in., $5.55 per doz.; 17-in., $6 per doz. : 
18-in., $6.50 per doz.; 20-in., a 25 per doz. Funnel top gai. 
vanized, 17-in., $7.40 per doz.; 18-in., $8 per doz. 

Stove Boarp.—Jobbers vant that their stocks on 
stove board are very good and sales are about normal, 
Prices remain unchanged. 

We quote from jobbers’ stocks f.o.b. Chicago, in broken 
case lots: Crystal stove board, 24-in. x 24-in., $8.35 per doz. : 
30-in. x 30-in., $13.80 per doz. ; 36-in. x 36-in., $20.30 per doz 

BUILDING PaPpEeR.—Sales on building paper are re- 
ported better than the previous week. This, however, 
is accounted for by the fact that large quantities have 
been used for sheathing purposes to keep out the cold. 
Stocks are very fair and all orders received are filled 
promptly. 

We quote f.o.b. Chicago on building paper as follows 
Red rosin sheathing paper, 20-lb. rolls at 54c. per roll; 
25-lb. rolls, at 67c. per roll; 30-lb. rolls, at 81c. per roll. 

WHITE LEAD.—The demand for white lead, while no- 
where near normal, is as large as could be expected, 
when the building conditions are taken into considera- 
tion. Stocks are sufficient to fill all orders promptly. 


We quote from jobbers’ stocks, f.o.b. Chicago, 
white lead, in 100-Ib. lots, $12.25 per 100 Ib. 


GLass.—The demand for glass for repair work has 
increased this last week and sales, while below normal, 
are more satisfactory by comparison. A light stock 
of glass is being carried by the jobbers. 


We quote from jobbers’ stocks f.o.b. Chicago, as follows: 
Single strength A, first three brackets to 40-in., 85 per cent 
off; all sizes over 40-in., 84 per cent off; all sizes of double 
strength AA, 85 per cent off. 


SAND Paper.—Reported sales on sand paper this last 
week are very light and are confined mostiy to factory 
sources. Dealers have allowed their stocks to run 
low and prices remain the same as last reported. 

We quote from jobbers’ stocks f.o.b Chicago, as follows: 
No. 1 sand paper, best grade, $6 per ream; cheaper grade, 
$5.40 per ream. 

SoLpER.—While the demand for solder is not increas- 
ing, sales are steady and stocks are fair. Prices re- 
main unchanged. 


We quote from jobbers’ stocks f.o.b Chicago, 
Warranted half and half solder, 41c. per Ib.; No. 
ers’ solder, 39c. per Ib. 


Rope.—General conditions, the shortage of labor and 
inability to get space on boats have prevented rope 
manufacturers from accepting orders for spring de- 
livery. All orders accepted at present prices are for 
immediate shipment. The demand for rope is extremely 
light and sales are well below normal. Prices remain 
the same as last reported. 


We quote to retailers f.o.b. Chicago, as follows: No. 1 
manila rope, 33%4c. per lb. base; No. 2 manila rope, 324c. 
per Ib. base; No. 3 manila rope, 28%c. per Ib. base; No. 1 
sisal rope, 23 %c. per lb. base; No. 2 sisal rope, 20%c. per Ib 


Tacks.—Upholstering firms have been in the market 
for a large quantity of tacks and, therefore, have made 
it possible for the tack manufacturers to keep going to 
capacity. Retailers’ sales, however, are reported very 
light. 

We quote from jobbers’ stocks f.0.b. Chicago: 


tacks, 6 oz., 25-lb. boxes, 17c. per Ilb.; bill posters’ 
6 02., 25-Ib. boxes, 16%4c. per Ib. 


SasH Corp.—The demand for sash cord is away be- 
low normal. Sales are mostly confined to repair work. 
Stocks have been allowed to run very low. 


We quote from jobbers’ stocks f.o.b. Chicago: Common 
sash cord, No. 8, $10.55 per doz.; No. 7, $9.70 per doz. hanks 


SasH WEIGHTS.—Very few mills are manufacturing 
sash weights, as the demand has decreased owing to 
the lack of building. Prices are governed by the size 
of the order and stocks among all retailers are very low. 


We quote from jobbers’ stocks f.0.b. Chicago: In ton lots, 
sash weights, $40 per ton; in smaller lots, $41 per ton. 


FiILEs.—The retailers report that sales on files, except 
for factory use, are very light. 


Nicholson files 50-10-2%; New American, 69-7% ; 
50-10-5; Black Diamond, 50-10. 
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Paint.—More outside painting is being done this fall 

than during the spring, therefore, the sales on paints 
.are somewhat heavier. Prices remain unchanged. 

We quote from jobbers’ stocks f.o.b. Chicago, as follows: 
No. 1 house paint, $2.80 per gal.; second grade, $2.25 per 
gal.; third grade, $1.50 per gal. 

Wire CLoTH.—Orders for wire cloth are being ac- 
cepted by the jobber for immediate delivery only and 
subject to stock on hand. Manufacturers are expected 
to announce the new prices on wire cloth next week. It 
is reported, however, that a large number of orders 
have been placed with them unpriced and subject to new 


prices. 
We quote from jobbers’ stock only f.o.b. Chicago as follows 
Black Galvanized 
Se MM, chron ealdesmave tected bes $1.90 $2.45 per 100 sq. ft 
PMs dee castecccecenéstavces 2.95 3.35 per 100 sq. ft. 
a SC cu wade db eb OSes dou as vee 3.75 4.25 per 100 sq. ft. 


StovE PIPE AND DAMPERS.—It is very evident from 
the amount of new business received by the jobber this 
past week that the high prices on stove pipe and damp- 
ers have not Uiscouraged their sales. Jobbers report 
that their stocks are low and they have had to back 
order a large amount of business from the dealer 
awaiting factory shipment. Prices remain firm. 


We quote from jobbers’ stocks f.o.b. Chicago, as follows: 
Peerless X, blued stove pipe, nested, 6 in., $17.75 per hundred ; 
6-in. blued corrugated elbows, $2.20 per adjustable, 
$1.90 per doz. ; 6-in. dampers, regular, 90c 


doz. ; 
per doz 


TWIN 


Minneapolis and St. Paul, 
Oct. 20, 1917. 


ONTINUED cool weather has hastened the adjust- 
ing of stocks to meet the late fall and the winter 
seasons. Skate orders are being unpacked and the 
goods marked, and prices on snow shovels and goods of 
this description are receiving attention. While build- 
ing supplies and kindred or associated lines continue 
to move slowly, mechanics’ tools, cold weather supplies 
and sporting goods are selling very nicely. 

Shipments from mills and stocks of coal are moving 
sluggishly, owing to the ever present and now increasing 
car shortage. Real concern is expressed by some rail- 
road heads over the situation. Shortage of cars has 
curtailed the supply of wheat to the mills resulting in 
at least a partial shut-down of some of the flour mills. 

There is naturally some reluctance to venture large 
orders under present conditions of the steel market and 
awaiting further regulations. The general opinion 
seems to be that we will have a higher price basis to 
work from, on Jan. 2, or very soon thereafter. Orders 
are smaller than the jobbers would care to have them on 
some lines. On other jobbers’ stocks are depleted and 
word comes from the factories they are unable to obtain 
the material from which to make the goods. Notable 
among these is C. S. Norcross & Sons who make the 
Norcross cultivator and weeder. They will accept no 
more orders until their present books are cleared, 
which may take a year or more. The popular Crescent 
wrench is in the same class, and numerous manufac- 
turers are rushing to the rescue with other types of 
wrenches to take its place. 

Sales of automobile accessories for winter driving 
comfort are selling well at present. Robes, gloves, re- 
pairs for storm curtains, heaters for the car and for 
the driver’s hands in the form of grip warmers all are 
in demand. The sales of various compounds for non- 
freezing solutions for the radiator are receiving atten- 
tion also. 

Those industries affected by the war are busier than 
ever, and sales of tools and supplies to them are very 
good. Building operations, especially in the detached 
residence class have practically ceased, causing sales 
of tools and supplies to be very low. Carpenters’ tools are 
selling much more slowly than mechanics’ tools. Jobbers’ 
sales are affected in the same way, although jobbers are 
on the average getting more of the local retail business 
than ever before. Dealers are not purchasing in large 
quantities or for future delivery to any extent. Their 
purchases are confined more to present needs in small 
quantities, and the jobbers benefit thereby. 

There have been slight fluctuations in prices this 
week, the most interesting being a decline on sheets. 
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WHEEL Barrows.—The vast amount of repair work 
being done on the roads throughout the middle west, 
has increased the demand for wheel barrows. Jobbers 
have fair stocks on hand and prices remain unchanged. 

To retailers f.0.b. Chicago, No. 2 common bolted wood 
barrows, $22.50 per doz.; No. 4, tubular barrows, $72 per doz 
angle steel leg garden barrows, No. 15, $36 per doz.; No. & 
$45 per doz. 

PUTTY AND GLAZIERS’ PoINTs.—Sales on putty and 
glaziers’ points is reduced to the minimum and confined 
mostly to repair work. 

Chicago, as follows 


points, No. 1, large, 
in a package, 60c. per 


We quote from jobbers’ stocks f.o.b 
Putty in 100-lb. kits, $3.35; glaziers’ 
No, 2, medium, and No. 3, small, 1 doz 
doz. packages 

LINSEED O1L.—Immediate deliveries, on all orders, 
good stocks on hand, with large volume of sales from 
the big buyers, is the report of the linseed oil manu- 
facturers. Prices remain the same as last week. 

We quote to retailers f.o.b, 
process linseed oil, in carload lots, raw, 
$1.14 per gal.; in single barrel lots, 
boiled, $1.19 per gal. 

O1s.—Wholesale prices on single-barrel lots of oils, 
f.o.b. Chicago, are as follows: 

Perfection kerosene, in iron barrels, 
light, 175 test, 21c. per gal.; gasoline, 21c 
20%c. per gal.; denatured alcohol, $1 per gal 
$1.35 per gal 


Chicago, strictly pure old 
$1.13 per gal.; boiled 
raw, $1.18 per gal 


head- 
naphtha 
alcohol 


914c. per gal 
per gal 
wood 









This seems to be the only item affected by the price fix- 
ing program of the Government, at the present time. 
Turpentine has continued to advance and shellacs are 
off 25 cents per gallon. White lead has also suffered a 
decline of one cent per pound. 


NAILS AND Braps.—Sales continue slow, mill ship- 
ments are very slow but stocks are in fair condition. 





We quote from local jobbers’ stocks: Standard wire nails 
at $4.10 per keg base, coated wire nails at $4.10 per keg base 
and brads at 70 per cent from standard lists 

Wire.—Sales are moderate with stocks in fair con- 
dition. 

We quote from local jobbers’ stocks as follows: Galvanized 
Glidden cattle wire at $3.96 per 80-red spool; Galvanized 
Glidden hog wire at $4.12 per 80-rod spool; painted Glidden 
cattle wire at $3.41 per 80-rod spool; painted Glidden hog 
wire at $3.55 per 80-rod spool; No. 9 black annealed smooth 


wire at $4.05 per cwt.; No. 9 galvanized smooth wire at $4.75 
per cwt. 

Bo.ts.—Price remains unchanged and retail sales 
are somewhat slow. Quantity sales to shops are good 
Mill shipments are still slow, although better than six 
months or so ago. 

We quote from local jobbers’ stocks as follows: Small 
machine bolts, 40-5 per cent; large machine bolts, 25 per cent 
small carriage bolts, 30-10 per cent; large carriage bolts, 20 
per cent; lag screws, 40 per cent; stove bolts, 50-10 per cent 
from standard lists. 

SHEETS.—A decline in price is noted in this item. 
Sales at present are fairly good, but jobbers’ stocks 
still are broken. 


We quote from local jobbers’ stocks: Blhck sheets at $9.45 
base and galvanized sheets at $10.70 base. 


Tin.—There has been no change on tin prices and 
probably will be none until the Government fixes the 
price and has obtained the necessary amount for the 
war needs. Local stocks are badly broken. 

We quote from local jobbers’ stocks: 20 x 28 IC 8-lb. coat- 
ing tin at $18.75 per box; 20 x 28 bright 8-lb. coating tin at 
$27 per box 

Rore.—Price has not changed and sales are mod- 
erate. Supply seems sufficient for present needs. The 
wire rope situation remains unchanged and stocks of 
this class of goods seem nearly exhausted. Almost any 
price would be paid in some cases, if the rope could be 
obtained. 

We quote from local jobbers’ stocks: Best grade manila 
rope at 34 cents per pound base, best grade sisal rope at 24 
cents per pound base and cotton rope at 34 cents per pound 
base. 

Guiass.—There has been no further change in price 
and probably will not be until the next firing. Retail 
sales are very good with the approach of colder weather. 
Jobbers’ stocks are sufficient for present needs. 

We quote from local jobbers’ stocks. Single strength A 
grade glass, first three brackets 85 per cent, remainder 83 
per cent, double strength, A grade glass 83 per cent from 





standard lists 





202 


Putry.—Sales are very good both retail and jobbing. 
Prices remain unchanged. 


We quote from local jobbers’ stocks: Commercial putty in 
bulk at $3.60 per hundredweight and in bladders, barrel lots, 
at $3.65 per hundredweight. 


O1L.—Price remains firm at last quotation and sales 
are only moderate. Retail sales are almost all for 
small amounts. 


We quote from local jobbers’ stocks: Boiled linseed oil, 
barrel lots at $1.11 per gallon and raw linseed oil, barrel lots, 
at $1.10 per gallon. 


TURPENTINE.—This item shows a steady advance all 
the week with only a slight decline of half a cent per 
gallon today. Sales are low. 


We quote from local jobbers’ stocks: Turpentine barrel lots 
at 59% cents per gallon. 


White Leap.—A decline of a cent per pound was 
announced late yesterday, making two drops in price 
this month. Sales are very slow with stocks in good 
condition. 


We quote from local jobbers’ stocks: White lead in hundred 
pound kegs at $12.13 per cwt., with the usual differentials for 
quantity and size of package. 


NAPHTHA.—Sales are only moderate and price is 
steady. 

We quote from local jobbers’ stocks: Naphtha in 30-gal. 
lots or over at 20% cents per gallon. 

DENATURED ALCOHOL.—Sales are beginning to be 
much better for this item. Motorists are using it al- 
ready to some extent. Price is steady. 


We quote from local jobbers’ stocks: Denatured alcohol 


barrel lots at $1.10 per gallon. 

MIXED PaINtTs.—Sales for small quantities continue 
good in a retail way. Repairs and refinishing before 
winter are being pushed resulting in a good demand for 
small package goods. 


We quote from local jobbers’ stocks: Best grade regular 
mixed paint at $2.75 per gallon, in 1-gal. cans. 
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Wire Goops.—The price locally is unchanged al- 
though some mills have announced a slight reduction, 
It is generally believed that this change is only tem- 
porary. Sales especially for the sizes of hooks and 
eyes used on storm sash are very good. 

We quote from local jobbers’ stocks: Bright wire goods at 
75 per cent and brass wire goods at 70-10 per cent from 
standard lists. 

SHELLAC.—A reduction in price has been made which 
should help sales to some extent. Stocks are in good 
condition. 

We quote from local jobbers’ stocks: White shellac cut 
4% lb. to the gallon at $3 per gallon, orange shellac cut 4% 
lb. to the gallon at $2.75 per gallon and dry orange shellac 
at 85 cents per pound, 

SANDPAPER.—Price is unchanged. Sales are slightly 
improved in a retail way, with very satisfactory sales 
to factories and shops. 

We quote from local jobbers’ stocks: Flint sand paper at 
15 per cent from standard lists. 

Tuss.—Sales have improved to some’ extent on this 
item. Stocks are not heavy, and price has not changed. 

We quote from local jobbers’ stocks: No. 1 galvanized tubs 
at $11.61 per dozen. No. 2 at $13.07 per dozen and No. 3 at 
$15.24 per dozen. 

Coat Hops.—Sales continue very good and price is 
unchanged. 


We quote from local jobbers’ stocks: 17-in. japanned open 
coal hods at $4.50 per dozen; 18-in. japanned open coal hods 
at $5 per dozen; 17-in. galvanized open coal hods at $6.80 per 
dozen ; 18-in. galvanized open coal hods at $7.50 per dozen. 

Foop CHOoPPERS.—Sales continue very good with stocks 
in good condition. No change has been made in price. 

We quote from local jobbers’ stocks: Enterprise food chop- 
pers at 25-7-% per cent from list; No. 0 Universal food chop- 
pers at $11.35 per dozen; No. 1 Universal food choppers at 
— per dozen; No. 2 Universal food choppers at $16.80 per 
dozen. 


PITTSBURGH 


Office of HARDWARE AGE, 
Pittsburgh, Oct. 23, 1917. 

F gripe Government prices on steel are still 

to come, and until these are announced conditions 
in the pig iron and steel trades, and also in the hard- 
ware trade, are not likely to show much change. As 
stated in the Pittsburgh review in HARDWARE AGE of 
Oct. 18, the second list of prices issued by the Govern- 
ment relates only to semi-finished steel, and there are 
yet nearly 100 items of large and small finished steel 
products on which the Government is expected to an- 
nounce prices, probably this week. 

Included in this list are such important products as 
wrought iron and steel pipe, iron and steel boiler 
tubes, sheets, rivets, railroad spikes and track bolts, 
and other lighter products. The important item of tin 
plate will not be fixed in price before Nov. 1 or later, 
as some time ago the Food Administration Board made 
a request of the manufacturers of tin plate that they 
do not fix a price until Nov. 1 or later, and the tin 
plate makers agreed on this. The price of tin plate 
for 1918 delivery is expected to be placed somewhere 
about the same figure as prevailed for the last half of 
this year, which was $7.50 per base box on tin plate 
made from Bessemer stock, and $7.75 per base box 
from open-hearth stock. The manufacturers of tin 
plate are not anxious to name a price on all of 1918 
delivery, as requested by the Government, preferring 
to name it only for the first half of next year. 

The prices on semi-finished steel noted in our report 
last week are somewhat of a puzzle to the trade. The 
price of 4x 4-in. soft Bessemer and open-hearth billets 
was fixed at $47.50, while sheet bars and small billets 
were fixed at $51. This made a spread of $3.50 per 
ton between the price of billets and sheet bars, the 
usual differential having been $1, and as yet no ex- 
planation has been made by the Government as to why 
the differential of $3.50 was made. So far there have 
been no sales of Bessemer or open-hearth billets by 
the mills at the Government price of $47.50, but about 
a week ago there was a sale of 1000 tons of soft open- 
hearth billets at $50, Pittsburgh, on an option that 
was given before the Government announced its prices. 

It should be understood that all prices so far fixed 


by the Government on steel products, and those that 
are yet to be fixed, are really tentative prices, and are 
subject to revision on Jan. 1 or after. What may be 
done after Jan. 1 in further revision of prices by the 
Government is, of course, unknown, but it is firmly 
believed that probably before Jan. 1 the Government 
price of $2 per ton at mine for run-of-mine coal willi 
be advanced. There exists a spread of $4 between 
coal and coke in favor of the latter, and the whole 
trade regards this spread as too great. It is also felt 
by consumers as well as miners of coal that the $2 
price of coal is too low, and ought to be raised. The 
fact that it is too low is amply demonstrated by the 
large falling off in coal output in the past two months, 
and many manufacturing centers are running very 
short of coal. In the Youngstown, Ohio, district large 
concerns like the Youngstown Sheet & Tube Co., the 
Brier Hill Steel Co. and Republic Iron & Steel Co. and 
others have been compelled to shut their plants for 
days at a time, waiting for coal to arrive. There has 
also been a shortage in the Pittsburgh district, and it 
has interfered a good deal with operations and out- 
put. There have been quite a number of sales of pig 
iron at the prices fixed by the Government, which are 
$33 for No. 2 foundry, $33 for basic iron, and $36.30 
for Bessemer iron. These prices are regarded as very 
fair by the trade, and there has been no hesitancy on 
the part of producers or consumers in doing business 
at these prices. 

General conditions in the hardware trade show no 
important changes over those noted in the Pittsburgh 
report for some weeks past. The volume of autumn 
business has not béen as heavy as expected by the 
trade, this being due largely to the generally unsettled 
conditions in the steel trade, and the expectation on 
the part of producers and consumers that the price on 
all grades of goods will be lower. It is said there has 
been a moderate buying movement in goods for delivery 
next spring; in fact, this has been larger than ex- 
pected. The greatest falling off in the hardware trade 
has been in builders’ materials, the demand for which 
has been very light for some time. The excessively 
high prices ruling for all kinds of building materials 
and labor have discouraged building operations, which 
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are lighter now all over the country than for many 
years. People who have money that could be used in 
the erection of apartments, duplex houses and large 
‘office structures are not favorably impressed by the 
high prices ruling, and instead are turning a large 
part of their surplus funds into the purchase of Liberty 
Bonds. In Pittsburgh alone it is noted that many 
thousands of dollars that ordinarily would have gone 
into building projects are now being diverted into other 
uses. Collections are reported fairly good, and there 
is ample money to be secured from the banks for legiti- 
mate business products. 


Winpow GLAss.—As yet no date has been set by the 
American Window Glass Co. and other manufacturers 
as to when they will start their fires, and it may be 
very late this year before this is done. The current 
demand for window glass is dull, and the outlook for 
the future is not very bright. Very little new building 
work is in sight, and most of the jobbers of window 
‘glass have fairly large stocks on hand, with which 
they are able to fill new orders. Tentative prices, 
which may be changed at any time, are as follows: 

Window glass, B single thick, first three brackets, is 80 and 
20 per cent; all A quality and B larger than first three 
brackets, single thick, 80 and 10 per cent; all A double thick 
80 and 10 and all B double thick 80 and 15 per cent discount. 
Picture glass, AA grade, ranges from 80 to 80 and 10 per cent 
discount, all from jobbers’ lists. The prices named are regarded 
as only temporary and subject to change without notice. 

WirE Propucts.—It is fully expected that this week 
the Government will announce prices on wire and wire 
nails, and it is generally expected that the new prices 
on nails will be somewhere between the price of the 
American Steel & Wire Co., which is $3.20, and that 
of the independent mills, which is $4, base, per keg. 
This is also likely to apply on all grades of wire, and 
in the meantime the buying trade is holding off placing 
orders for nails and wire until the new Government 
prices are announced. The mills report specifications 
against contracts placed sometime ago as fairly active. 
The price of the American Steel & Wire Co. on wire 
nails is $3.20 base, and the prices of the independent 
mills, which are largely nominal, are as follows: 

Wire nails, $4 base per keg; galvanized, 1 in. and longer, 
including large-head barb roofing nails, taking an advance 
over this price of $2, and shorter than 1 in. $2.50. Bright 
basic wire is $4.05 per 100 Ib.; annealed fence wire. Nos. 6 
to 9, $3.95; galvanized wire, $4.65; galvanized barb wire 
and fence staples, $4.85; painted barb wire, $4.15; polished 
fence staples, $4.15; cement-coated nails, $3.90 base, these 
prices being subject to the usual advances for the smaller 
trade, all f.0.b. Pittsburgh, freight added to point of delivery, 
terms 60 days net, less 2 per cent off for cash in 10 days 
Discounts on woven-wire fencing are 43 per cent off list for 
carload lots, 42 per cent off for 1000-rod lots and 41 per cent 
off for smaller lots, f.o.b. Pittsburgh. 


SHEETS.—It is very likely that this week the Govern- 
ment will announce prices on blue annealed, black and 
galvanized sheets. These will probably be very close 
to the basis of prices on which the Government has 
been buying sheets for some months, and which are 
6.25c. for blue annealed, 6.50c. for Bessemer black, and 
8.50c. for galvanized, all of No. 28 gage. The mills 
are selling sheets to domestic consumers at much higher 
prices, but for some time now orders have been only 
fair, the trade holding off until the Government prices 


Office of HARDWARE AGE, 
Cleveland, Oct. 23, 1917. 
USINESS with retail hardware dealers is holding 
7 up in a very satisfactory manner. However, in 
spite of a good volume of business, many retailers are 
showing considerable anxiety about the future and fear 
a break in prices, and a falling off in the retail trade. 
This is causing some men in the trade to adopt a policy 
of buying very sparingly and only for early require- 
ments. This feeling among the retailers is reflected in 
the business by the jobbers which shows a slight falling 
off, 
_ The establishment of prices by the Government on pig 
iron and steel have had an effect upon manufacturers in 
hardware lines and price advances have about been 
brought to a halt on goods manufactured of iron and 
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come out. Some of the large sheet mills have their 
output well sold up for remainder of this year, and 
report that buyers are specifying freely against con- 
tracts. Nominal prices now ruling to the domestic 
trade on sheets, but which are likely to be considerably 
lower when the Government price comes out, are as 
follows: 

Nos. 9 and 10 blue annealed sheets are ruling at 8.25c. to 
8.50c., No. 28 Bessemer black 8.50c. to 9c., and No. 28 gal- 
vanized 9.50c. to 10c. in carload and larger lots to the large 
buyers. For small lots from store the usual advances over 
these prices are charged. 

Tin PLate.—The new prices on tin plate will not 
come out before Nov. 1 or later, and in the meantime 
conditions in this trade are very dull. Mills have their 
output sold up over this year, and some are filled up 
through first quarter of next year. On small lots of 
tin plate for shipment from stock, primes are bringing 
anywhere from $12 to $15 per base box, or more. Prices 
on terne plate, fixed some time ago by the American 
Sheet & Tin Plate Co., and later adopted by the inde- 
pendent mills, are being fairly held, but the Govern- 
ment is expected to make lower prices on terne plate. 

The prices on terne plate in effect by nearly all the mills 
are as follows: 8-lb. coating, 200 lb., $16 per package; 8-lb 
coating, I. C., $16.30; 12-lb. coating, 1. C., $17.50; 15-Ib. coat- 
ing, I.C., $18.25; 20-lb. coating, I. C., $19; 25-lb. coating. 
I. C., $20; 30-lb. coating, I. C., $21; 35-lb. coating, I. C., $22; 
40-Ib. coating, I. C., $23 per package, all f.o.b. Pittsburgh, 
freight added to point of delivery. 

IRON AND STEEL Bars.—So far no sales of steel bars 
for prompt delivery have been reported by the mills 
at the 3c. price fixed on Sept. 24 by the Government. 
The steel bar mills report they are filled up for months 
ahead on old orders, and will not be able to take on 
any new business for some time to come. Mills rolling 
iron bars are also sold up for two or three months 
ahead. In view of the fact that so far no new sales 
of iron or steel bars have been made at the new price 
of 3c., we repeat former nominal prices as follows: 





Steel bars at 4c. to 4.50c. for delivery late this year, and 
4.50c. to 5c. from warehouse, in small lots for prompt ship- 
ment. Refined iron bars, 4.75c.; railroad test bars, 5.25c. In 
carload and larger lots f.o.b. mill 


Nuts AND Bo.ts.—Makers report the new demand 
for nuts and bolts as only fairly active, the trade hold- 
ing off placing orders in the belief that the Govern- 
ment prices to be fixed probably this week will be lower 
than the makers are now_quoting. Discounts in effect, 
and which are reported to be firmly held, are as follows: 


Discounts in effect for large buyers are as follows, deliv- 
ered in lots of 300 Ib. or more, when the actual freight rate 
does not exceed 20c. per 100 Ib., terms 30 days net, or 1 per 
cent for cash in 10 days 

Carriage bolts, small, rolled thread, 40 per cent; small cut 
thread, 35 and 2% per cent; large, 25 per cent 

Machine bolts, h. p. nuts, small, rolled thread, 40 and 10 
per cent; small, cut thread, 40 per cent; large, 30 per cent 

Machine bolts, c. p. ¢ and t. nuts, small, 30 per cent 
large, 20 per cent. Bolt ends, h. p. nuts, 30 per cent with 
c. p. nuts, 20 per cent Lag screws (cone or gimlet point), 
45 per cent 

Nuts, h. p. sq. blank, $1.70 off list, and tapped, $1.50 off: 
hex., blank, $1.50 off, and tapped, $1.30 off; nuts. c. p..c. andt 
sq. blank, $1.25 off; and tapped, $1 off; hex. blank, $1.25 off 
and tapped. $1 off. Semi-finished hex. nuts 50 and 10 per 
cent. Finished and case-hardened nuts, 50 and 10 per cent 
40 per cent 


Rivets 7/16 in. in diameter and smaller 





steel. However in spite of the lower iron and steel prices 
jobbers do not look for price reductions for some time 
to come. Manufacturers as a rule will not get the bene- 
fit of lower priced steel for some months and their 
labor and other costs are very high and still show a 
tendency upward. The railroad situation is fully as 
serious as at any time in Cleveland. On this account 
jobbers are having a great deal of trouble in making 
shipments to their outside trade. 
BRUSHES.—Jobbers report a _ steady 
brushes with no changes in prices. 
Wire CLotu.—Orders for wire cloth are being taken 
for next spring’s delivery subject to prices that pre- 
vail at the time, as prices have not yet been announced. 
CHAIN.—Prices on common coil chain have been ad- 
vanced $2 per 100 Ib. 


demand for 
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Jobbers quote base price on % in. coil chain at $12 per 
100 Ib. 


GRATES AND ANDIRONS.—An advance in prices of 
about 30 per cent has been announced on portable grate 
baskets and andirons. 


REFRIGERATORS.—Jobbers are taking orders for re- 
frigerators for delivery up to March at an advance of 
15 per cent over last year’s prices. Some manufac- 
turers have made an advance of 20 per cent. 


GRIND STONES AND SCYTHE STONES.—The Cleveland 
Stone Co. has made an advance of $1.25 per gross upon 
scythe stones and jobbers have made a corresponding 
advance. The same company has also made an advance 
of $3 per ton on loose grind stones in large sizes. 


Pipe Vises.—An advance of about 15 per cent has 
been made on the Armstrong line of pipe vises. 


O11 HEATERS.—There is a tremendous demand for oil 
heaters owing to the scarcity of coal and expected 
shortage of gas this winter, and a stove shortage has 
already developed. Jobbers report that they are unable 
to secure certain types and sizes. 


STEEL TRAPS AND CHAINS.—Jobbers have made an 
advance of 10 per cent on steel traps and chains fol- 
lowing a similar advance made recently by manu- 
facturers. 


NAILS AND WIRE.—There is a fair demand for nails 
and jobbers are finding it more difficult than ever to 
keep their stocks replenished because of slow deliveries 
by the mills. 

Jobbers’ prices for less than carload lots are as follows: 
Wire nails, $3.75 per keg; galvanized wire, $5.20 per 100 Ib.; 

alvanized barb wire, $5.25 per 100 Ib.; No. 9 annealed wire, 
4.50 per 100 Ib. ; cement coated nails, $3.75 per keg. 

Cut IRON AND STEEL NAILs.—There is a scarcity of 

cut iron and steel nails. 


Prices which were recently advanced are unchanged at $5.50 
per keg at factory and $5.75 out of stock 


Rope.—There is a good demand for Manila rope and 
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the supply is scarce. The market is very firm. Jobbers 
quote Manila rope at 33%%c. per Ib. 

BINDER TWINE.—Retailers are buying heavily for 
immediate shipment doubtless expecting higher prices, 
Jobbers say that an advance of from 3c. to 5c. a lb. 
is probable. 


SHEETS.—The sheet market is unsettled and prices 
are somewhat lower because of the Government regula- 
tion of prices which is expected shortly. Mills are 
taking orders at lower prices than have prevailed re- 
cently, apparently in order to get tonnage on their 
books before lower prices are named by the Govern- 
ment. The demand from jobbers is light. 

Jobbers prices to retailers are as follows: 
8.50c. to 9c.; No. 28 galvanized, 10c. 

STEEL Bars.—Jobbers are unable to secure steel bars 
at the Government price owing to the fact that mills 
are sold up for a long time ahead, and consequently 
have not reduced their prices. 

Jobbers quote steel bars out of stock at 4.50c. to 5e. 


Botts, Nuts AND Rivets.—No changes in prices on 
bolts, nuts and rivets have been made and as manufac- 
turers will be using high priced steel for some time it 
is doubtful if the Government regulation of steel prices 
will result in lower prices on these products for some 
time. 


No. 28 black 


Jobbers’ prices to the trade are as follows: Machine bolts ir 
small sizes, 40 per cent off list; large sizes, 30 to 5 per cent 
20 and 10 per cent off; stove bolts, 60 and 10 per cent off 
coach screws, 40 and 5 per cent off; nuts, hexagon and square 
blank and tapped, $2 off; rivets, 7/16 in. and smaller, 25 and 
30 per cent off for small lots. 

Stoves.—Retailers report a good volume of stove 
business in spite of the present high prices. Coal heat- 
ing stoves are very scarce, some of the leading manu- 
facturers being entirely sold up. The supply of gas 
heating stoves is plentiful. 


PouLtRy NETTING.—Jobbers report a fair volume of 
business in poultry netting for spring delivery. As 
prices have not yet been announced, these orders are 
being taken subject to prices to be established later 


BOSTON 


Office of HARDWARE AGE, 


Boston, Oct. 20, 1917. 

RADE conditions active, with few changes in prices. 

Everything dependent upon prosperity in the build- 
ing trades is moving slowly, but the greater movement 
in other lines nearly makes up for the poor business 
being done in builders’ hardware. Dealers are begin- 
ning to get belated advances in cutlery goods and an 
upward price movement is likely to continue for some 
time as the cutlery lines did not participate greatly in 
the sharp advances of other goods, but cutlery makers 
are now being affected by the increasing scarcity of 
raw materials and labor. 

Transportation difficulties are not diminishing and 
most jobbers and large retailers can show a big pile of 
invoices for goods which have been in transit from six 
days to six weeks or more. It is becoming more difficult 
to place sizable orders in anticipation of future busi- 
ness as the manufacturers are loath to accept many 
such orders on account of the uncertainty of material 
to fill them. 

Seasonable goods are being bought freely by retailers. 
Few carried over many sleds from last year and the 
jobbers report large orders. Skates are not moving so 
well and there is a disposition not to place orders until 
the demand begins. The scarcity of coal is bringing out 
a big demand for sieves of all kinds and most of the 
stove and furnace supplies are selling freely. There is 
a heavy demand for oil heaters, but they are hard to get 
as the Government requirements are so large. A 
heavy business is being done on weatherstrip and trade 
is starting on storm window fixtures. The call for 
snow shovels and ice scrapers is normal, and orders for 
lanterns are far more numerous than can be filled from 
the small supply available. One outstanding feature of 
the past month has been the heavy sales of flashlights 
and flashlight batteries, a result of the calling of so 
many to the colors. 


The demand for files is greater than the supply, but 
there has been no change in prices. Practically none 
of the staples has been changed in price and conditions 
of stocks remain about the same. There is a general 
feeling that a stationary market on most of the staple 
lines is likely to prevail for some time to come with 
occasional advances and declines on some lines affected 
by special conditions. Orders for spring goods are 
about normal, most of the anticipation being on hand 
garden tools, which were so scarce last year. Some of 
‘the manufacturers are even now in a position where 
they desire to limit orders as they are sold up to the 
capacity of output that seems possible under existing 
conditions in the raw material market. 

Price changes of the week: Advances—Schollhorn 
pliers, 10 to 20 per cent; Acme chain links, 10 to 25 per 
cent; Swift’s arsenate of lead, 1c. a lb.; Philadelphia 
casters, 10 per cent; lamp brackets and flower pot 
brackets, 15 per cent; ash can trucks, about 20 per cent; 
also varying advances in carvers, shaving brushes, wire 
mats, perfect handle monkey wrenches, and Globe metal 
polish. Shot has fallen off 20c. a bag and horseshoes 
are now quoted at $6.25, base, a keg, with 25c. off for 
payment in 30 days and an additional 2 per cent for 
payment in 10 days. 


WIRE AND Cut NAILs.—Prices remain unchanged and 
the scarcity continues. Cut nails are very scarce, but 
the demand is below normal, which helps the situation 
somewhat. 


Wire nails out of stock are quoted at $4.75, base, and cut 
nails, $5.60, base. 


STEEL AND IRON.—Prices quoted for several weeks 
past continue to rule, and there is virtually no change 
worthy of comment. This condition also prevails in 
regard to screws, bolts, nuts, washers, chain and most 
of the heavy hardware items. 
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to Right: C. E. Wood, Bonney Vise & Tool 


Left 
e . T. Jenkins, General Asbestos & Rubber 


Company ; 


Company, Charleston, S. C.; C. Bissell Jenkins, Jr. 





Left to Right: F. R. Goodell, Converse Rubber Sho: 

Company, Malden, Mass.; H. D. Benner, Federal 

Rubber Company, Cudahy, Wis.; B. M. Asch, Asch & 
Co., New York 








The Atlantic City Convention 
(Continued from page 158) 


ernmental department, with the Congress of the United 
States and with the Chamber of Commerce of the 
United States in efforts to mobilize and standardize the 


Tom Hoffman, John H. Graham & Co., New York, and 
C. D. Alexander, The Emery-Waterhouse Company, 
Portland, Me. 


205 


Left to Right: Edward Blake, Jr., Lincoln Twist Drill 

Company, Taunton, Mass.; George L. Earle, North 

Wayne Tool Company, Hallowell, Maine; Charles K. 

Tilden, North Wayne Tool Company, Hallowell, Maine; 

Good Roads Earle, North Wayne Tool Company, 
Detroit, Mich. 














’. Jenkins and J. M. Shellenberger, Baeder & 
Adamson Company, Philadelphia. Pa 














hardware industry for the purpose of increasing eff- 
ciency for war purposes. 

The membership has also been urged to individual 
action in conservation of men, materials and transporta- 


Left to Right: C. B. Jenkins, Jr., General Asbestos 
Mfg. Company, Charleston, S. C.; Oscar J. Koepke, 
Corpus Christi Hardware Company, Corpus Christi, 
Tex.; “Bill” Feddery, HARDWARE AGE; E. H. Hoffeld, 
Ferdinand Dieckmann Company, Cincinnati, Ohio 
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F.. R. Hall, General Manager, Northwestern Chemical 
Company, Marietta, Ohio, and Bill Feddery, HARDWARE 
AGE 














Left to Right: Charles Jensen, Empire China Company, 
New York; A. H. Vayo, Eclipse Mfg. Company, In- 
dianapolis, Ind.; Lawrence Jensen, Empire China 
Company, New York; R. J. Delevan, McGraw Tire & 
Rubber Company, East Palestine, Ohio 














tion, in order to aid in the great purpose of bringing 
the war to a successful and early conclusion. 

It may not be amiss to summarize in this report 
some of the subjects upon which the members have 
been informed by letters issued by direction of the 
committee: 

The relation of the Government to the railroads. 


J. N. Milnes and Dr. B. L. Dunn, Oneida Community, 
and W. H. Taylor, HARDWARE AGE 


Hardware Age 


Left to Right: Paul Dillon, Northwestern Barb Wire 
Company, Sterling, Ill.; “Johnny” Conover, Richards 
& Conover Hardware Company, Kansas City, Mo.: 
A. H. Dillon, Youngstown Sheet & Tube Company; W, 
B. Richards, Richards & Conover, Kansas City, Mo, 














The Rail Birds using a rail in a new way: Bill Feddery, 
Jack Knapp and Jack Cosgrave 

















Better co-operation in the development of our ex- 
port trade. 

Urging that complete analysis of the facilities of 
‘every member be filed in Washington. 

Offering our organization facilities to the Govern- 
ment. 


Left to Right: George T. Bailey, Oliver Iron & Steel 

Company, Pittsburgh; J. C. Bering, Bering-Cortes 

Hardware Company, Houston, Tex.; General Irby 
Bennett, Memphis, Tenn. 
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Hotel Traymore, Atlantic City, N. J., where some of the midnight oil was burned 
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Elucidating the effect of various tax bills in the in- 
terest of both Government and industry. 

Advising as to the methods to be adopted to conform 
with the provisions of the Federal Child Labor Law. 

Asking the full co-operation of members in the full 
car loading campaign. 

Aiding the Government in providing efficient inspec- 
tors of war material. 

The committee desires to acknowledge with gratitude 
the full measure of support given them by the mem- 
bers. As an example of the whole-heartedness of this 
support, we cite a reply of one member (The Stanley 
Works of New Britain, Conn.) to our letter on full 
car loading, advising that their average loading of trap 
or ferry cars in July, 1916, was 12,900 lb. as compared 
with 30,423 lb. in July, 1917. 

When the War Revenue Bill was before Congress, 
your committee advised the members in several let- 
ters as to the provisions of the Senate amendments, 
calling attention to the severity with which the manu- 
facturers of hardware would be assessed as compared 
with other industries. 

Furthermore, your committee, with President Plumb, 
had conferences with the leaders in both Houses of 
Congress, making clear to them the inequities in the 
bill. 

There was again evidence of splendid support given 
to the committee by the members at large. The Con- 
ference Committee of the two Houses of Congress ma- 


Wallace Pond of the Nicholson File Company 














terially modified the bill. The report of the Conference 
Committee was finaliy enacted into law. 

That you may realize the importance of this measure 
both to the Government and to the hardware industry, 
we refer to our letter to members dated Aug. 9, 1917, 
in which we quoted an example to illustrate how the 
Senate bill would apply to a manufacturer making 
say $25,000 profit in the year 1917 as compared with 
a profit of say $5,000 in the pre-war period. The net 
result was an annual tax of $7,857.50. If we assume 
that the same manufacturer had an invested capital 
both in the pre-war period and in 1917 of $150,000, his 
annual tax under the bill as enacted in law will be 
$1,700. 

We further desire to emphasize the fact that the 
Senate bill was designed to raise an annual revenue 
for the Government of $1,800,000,000, whereas the bill 
as finally enacted will raise an annual revenue of 
$2,000,000,000. It will, therefore, be seen that the 
Government gets a larger revenue from taxes and the 
manufacturer of hardware pays less, because the tax 
is more evenly spread among all corporations than 
would have been the fact under the Senate bill which 
your committee opposed. 

Furthermore, the ar Revenue Bill as originally 
passed by the House of Representatives and also as 
amended by the Senate, contained no adequate provi- 
sion for the protection and encouragement of plant 


This is Miss Fernley. She calls Tom Daddy 
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extension or increase in facilities to meet the demands 
of the war. Indeed, there was distinct discouragement 
to manufacturers because earnings were taxed irrespec- 
tive of the use to which such earnings were applied. 
This omission would have been very serious in its 
consequences both to the Government and to the manu- 
facturers. First, the interest of the Government would 
have suffered because of the inability of manufacturers 
to provide adequate facilities to meet the enormous 
needs of the war. 

Second, the manufacturers would have suffered be- 
cause of the inability of many of them to provide 
tinancial facilities for plant extension at abnormally 
high costs, and in addition thereto, to bear the burden 
of a very high tax rate assessed upon such portion of 
earnings as were spent in physical property or fixed 
assets. 

Your committee was of the opinion that this situation 
would actually be dangerous to the financial stability 
of many manufacturers and, therefore, exerted every 
possible effort to impress upon the leaders in Congress 
its seriousness. 

In the bill as finally enacted there is a provision for 
tax-exempt deductions—first, a minimum deduction 
of 7 per cent on the actual capital invested in corporate 
undertakings, with a maximum deduction of 9 per cent, 
and second, an arbitrary deduction of $3,000 is allowed. 

In all of these matters your Committee has con- 
stantly had in mind that its first duty was to be help- 
ful to the Government. This duty was performed by 
hearty support of any policy which the Government 
finally determined upon as essential to a successful 
prosecution of the war, and also by submitting sug- 
gestions before such policies were finally determined. 

Your committee endorses to this convention the sug- 
gestion of the desirability of appointing a War Service 
Committee of men thoroughly representative of the 
hardware industry whose special duty shall be to give 
themselves, their talents and their knowledge to the 
single purpose of helpfulness to the Government. 

This committee to form a point of contact between 
the Government and the hardware industry of the 
United States 


Sales Correction Report 


A. MERRIMAN, chairman of the Committee 
* on Sales Correction, delivered the following 


report: 


The report of the Committee on Sales Correction will 
be a resume of what has transpired since the last an- 
nual meeting at Atlantic City, as owing to the fact that 
it was necessary to consolidate some of the meetings 
in Houston at the mid-year convention held in connec- 
tion with the Southern Hardware Jobbers’ Convention, 
there was little or no time afforded to discuss any mat- 
ters pertaining to this subject. 

During the year we have contributed two articles to 
the “American Hardware Manufacturer,” and we have 
received from various members communications asking 
for information and advice on matters pertaining to 
their sales, contracts, etc., with customers, and these 
have been given the very best possible attention, and we 
trust were handled in a satisfactory manner. One im- 
portant suggestion was made to the effect that a gen- 
eral form of contract approved by our association 
should be adopted and used by the various manufac- 
turers comprising our membership. Your committee 
is of the opinion that it would be difficult to provide a 
contract covering the large variety of goods manufac- 
tured by our membership and further adapted to the 
many different qualifying divisions that would be re- 
quired. It is assumed that each manufacturer has a 
form of contract best adapted to his individual needs, 
but sample forms are on file with the secretary for the 
benefit of anyone who cares to inquire. Many manu- 
facturers have ceased making contracts entirely, ac- 
cepting only orders accompanied by bona fide specifi- 
cations, usually at fixed prices, but we know of sellers 
who enter orders only with the understanding that the 
market price ruling at time of shipment will prevail. 
We are also informed that certain manufacturers who 
formerly gave a broad warranty covering the sale of 
their lines have withdrawn this warranty. We do not 
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attach special significance to this, because the conditions 
prevailing to-day simply afford opportunity to correct 
obsolete forms of doing business; there no longer exists 
the necessity for the warranty, nor does it carry any 
particular strength as a sales argument; every respon- 
sible manufacturer stands back of his goods and guar. 
antees the quality of material and workmanship first 
class, regardless of whether a written warranty ac- 
companies the goods when shipped. 

Recently a prominent member asked if cancellation 
of contracts or specifications should be allowed. It is 
generally conceded that a contract is not subject to 
cancellation unless provisions are violated by either 
buyer or seller, and it can hardly be argued that speci- 
fications accepted by the seller and entered at his fac- 
tory for shipment are subject to cancellation; the goods 
may be in process of manufacture or wholly made up, 
or, in any event, the raw material provided for the 
manufacture; the seller has gone to considerable ex- 
pense in securing the order, entering it on his books 
and giving it a place in his factory, perhaps to the ex- 
clusion of other business that might have otherwise 
been secured. It should be borne in mind that the 
seller is always obligated to the buyer to provide the 
goods at the price specified in the contract, regardless 
of how much to the disadvantage of the seller the con- 
tract may prove to be. 

Another inquiry concerns the matter of guarantee 
This question is one that should be fully determined 
when the sale is made, either in the contract or by 
separate agreement. If the guarantee applies against 
the seller’s own decline up to date of shipment, let it be 
so stated; if it covers stock in customer’s hands or 
all shipments made on the contract, that should be a 
matter of record; if the price is guaranteed against all 
competition, leave nothing to the imagination of the 
buyer. And observation of these suggestions redounds 
to the benefit of buyer and seller alike, by preventing 
disputes and promoting cordial and friendly relations, 
which are such prominent factors in business to-day. 
To those who have had experience with guarantees no 
word of caution is necessary, and if there are those who 
have not had this experience we can only say—Beware! 
We have hesitated to mention this subject of “Guaran- 
tee” hoping the practice has been eliminated, and we 
believe very few manufacturers now sell with this pro- 
viso. 

Your committee has no resolutions to offer covering 
any special features regarding contracts, etc., but will 
welcome any suggestions in this respect from the mem- 
bership and indorse any reasonable resolution offered. 

In conclusion, we want to thank the very efficient 
president and secretary of our organization for the 
prompt and courteous assistance which has been so 
freely given toward our efforts in carrying on the work 
of this committee, and without which whatever measure 
vf success we have attained in this work would have 
been impossible. 


The Closing Meeting 


In the closing meeting the following resolutions 
were adopted: 

WHEREAS, people of the United States have 
been called upon to take part in a war with no 
thought of enlarged power, financial or territorial 
gain, and | 

WHEREAS, the moral issues at stake are so im- 
mense as to imperil civilization itself, and 

WHEREAS, speed of production and systematic 
mobilization of all industry is essential to sup- 
port our military and naval forces, and 

WHEREAS, the war program necessarily calls 
for a tremendous expenditure of money which can 
be provided only by generous self-sacrifice by all 
classes of our people, 

NOW THEREFORE BE IT RESOLVED by the 
American Hardware Manufacturers Association 
in Convention assembled, that we pledge ourselves, 
our energies, our knowledge, our talents, to the 


(Continued on page 220) 
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Martin-Senour Fortieth Anniversary 


HE fortieth anniversary sales convention of 

The Martin-Senour Co., held in Chicago, was 
considered by all to be the most successful gathering 
the company has ever held. The general chairman 
of the convention, Z. E. Martin, president and gen- 
eral manager of the company, was ably assisted 
hy a large and enthusiastic reception committee, 
<0 that each detail of the convention was a com- 
plete success, 

The “key-note” was 


“1918—All One Hundred 


Percenters,” and referred directly to the products 
and the sales campaigns The Martin-Senour Co. 
planned for 1918. 

After an inspection of the paint and varnish fac- 
tories the party returned to the convention head- 
quarters at the Hotel La Salle, where luncheon was 
served. The afternoon session, which included ad- 
dresses of welcome by Z. E. Martin and H. D. 
Watts, treasurer, was devoted to the manufactur- 
ing end of the business and included an address, 
“Martin-Senour Factory Methods and Paint Facts,” 
by H. F. Pierson, factory superintendent of The 
Martin-Senour Co., Lincoln, Neb., and a demonstra- 
tion of Martin-Senour products by E. C. Frantz, 
manager trade sales department, Chicago, and J. 
G. Elsor, superintendent of the Chicago factory. 
These demonstrations were followed by a general 
discussion in which all of the men took part. 

The next day’s session included a review of the 
very satisfactory sales records made in the differ- 
ent territories and divisions during 1917, and the 
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discussion of the price list. H. D. Watts spoke on 
the subject of “Credits and Terms.” 

The Thursday afternoon session was featured by 
a review of the “Martin Varnish Sales Proposi- 
tion” which was conducted by L. H. Lawrence, 
sales manager of the Martin Varnish Co. This was 
followed by a discussion, demonstration and expla- 
nation of insecticides, coal tar products and manu- 
facturers’ sales department lines, auto specialties 
and some of the other new products that are being 
manufactured by the concern. This session was di- 
rected by L. A. Day, assistant sales manager; Wells 
Martin, advertising manager, and E. F. Smith, 
manufacturing representative. That evening the 
entire convention party were guests of the com- 
pany at a theatre. 

The morning session of the third day was in 
charge of the advertising and sales promotion de- 
partments. The afternoon was devoted to sales 
talks concerning different products of the Martin- 
Senour “Quality Line.” 


Regarding Stove Prices 
Editor HARDWARE AGE: 
WE are sending the following to our customers: 
Some misunderstanding has no doubt fixed in 
your mind the future prices to be established by the 
stove manufacturers of the United States, caused 
by the late prices fixed by the Government on iron, 


steel and coke. If these prices could be secured 
there would be a good argument to expect a reduc- 
tion of prices, but let me say in all confidence that 
no manufacturer using these articles can secure any 
supply at prices established by the Government. 
You will have this proven to you in your future 
purchases of all commodities where iron, steel or 
coke enter into costs of production. 

You can satisfy yourself if you will take the time 
to correspond with producers of these articles and 
ask them to quote you prices for prompt deliveries 
or deliveries in the future, and their reply will be 
that they have no stock to offer. I state this as a 
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fact, knowing whereof I speak. The producers are 
at the present time overloaded with orders that were 
accepted on prices for pig iron ranging from $40.00 
to $50.00 per ton, on sheet steel from six to nine 
cents per lb., on coke from $9.25 to $12.00 and the 
manufacturer placing his orders on this basis must 
pay the price called for. 

Under these conditions which must exist, how 
can the manufacturer consider the lowering of 
prices when the prices of to-day are not up to the 
standard of present cost of material? If we could 
secure what is necessary to produce our goods on 
the basis of Government prices, that would be an- 
other question, but this is an impossibility. This is 
no time to take anything for granted. Conditions 
that actually exist must govern. 

Our present prices are the same as they were last 
May, and were practically based upon cost of ma- 
terials on the basis of present Government schedule. 

Let us assure you that our prices will always be 
found with the general prices prevailing, consider- 
ing the character of goods we produce. If we can 
servé you in any way through correspondence we 
would be most happy to hear from you. 

Sincerely yours, 
THE MICHIGAN STOVE COMPANY. 
GEORGE H. BARBOUR, President. 


American Grinder Company Enlarges 
Plant 


ORK has been started on an addition to the 

factory of the American Grinder Manufactur- 
ing Company, Milwaukee, Wis., which when com- 
pleted will enable the company to more than double 
its present output. The addition, which is to be an 
exact duplicate of the present factory, will be of 
steel and brick construction and will be 100 ft. x 
125 feet in size. New equipment of the latest type 
will be installed and the building is to be com- 
plete, ready for occupancy by Nov. 4 of this year. 

The American Grinder Manufacturing Company 
is well known to the hardware trade, having been 
continuously in the grinder business for the past 
seven years. About two years ago the present fac- 
tory was built and since that time the business has 
grown so rapidly that the proposed addition be- 
came a necessity. The enlarged plant will have a 
capacity of 1000 grinders daily. 

The company is represented in the East both 
for domestic and export business by John H. Graham 
& Co., 113 Chambers Street, New York City; on the 
Pacific Coast by C. N. & F. W. Jonas, San Fran- 
cisco, and for the Middle West maintain a factory 
branch at 219 West Lake Street, Chicago, in charge 
of C. G. Crantz. 

The factory product is turned out under the trade 
names “American Self-Oiling Grinder” and “Cham- 
pion Grinder.” 


Brooklyn Dealers Hold Interesting 
Meeting 

HE Brooklyn Hardware Dealers’ Association 
held its regular monthly meeting Oct. 10 in the 
Johnston Building, Brooklyn, N. Y. The meeting 
was attended by a large number of the members, 
with President H. A. Cornell presiding in the chair. 
After the regular routine of business, several 
speakers were introduced. W. H. Eddy of the 
Equitable Trust Company delivered an inspiring ad- 
dress on the new issue of Liberty Bonds; W. A. 
Graham, president of the Hardware, Metal and Al- 
lied Trades, spoke about the work they were doing 
along patriotic lines; F. L. Stellwagen, of Sargent & 
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Co., read a very interesting paper about the in- 
creased cost of hardware materials. 

This was one of the most interesting meetings 
the Association has ever held and after a general 
all-round discussion about uniform prices, the meet- 
ing was adjourned. 


Locke Public Welfare Director 


HE city of Grand Rapids, no longer admin- 
istered under the old system of aldermen but on 
a business basis by business men, recently went 
to the Alabastine Company’s organization in Grand 
Rapids for their new Public Welfare Director. Fred 
H. Locke, who has been connected with the Alabas- 
tine Company for some 18 years and whose position 
has been that of general sales manager, was se- 
lected unanimously for this important office. 
D. I. Pinney, formerly manager of the Eastern 
office of the Alabastine Company, has been appointed 
to succeed Mr. Locke. 


“Red Head”’ Truck and Tractor Plug 


The Emil Grossman Mfg. Corporation, Bush 
Terminal, Brooklyn, N. Y., has recently changed 
the name of “Red Head” Combination Plug to “Red 
Head” Truck and Tractor Plug. The plug is de- 
signed for heavy duty service. 


Buy $100,000 Liberty Bonds 


The American Steel Export Company, Woolworth 
Building, New York City, has subscribed to the 
second issue of the Liberty Loan to the extent of 


$100,000. 
Obituary 


REUBEN CAMPBELL of North Leeds, Maine, died 
recently at his home there. For 35 years he had 
been engaged in the manufacture of shovel handles 
and was in his seventy-eighth year. 

THOMAS CREAMER, a member of the Creamer- 
Clements hardware firm, Richmond, Ind., died re- 
cently at Hammonton, N. J. 

MAX DEUTZ, aged 57, a hardware merchant of 
San Luis Potosi, Mexico, died recently. 

PAUL WESTPHAL, treasurer of the Wisconsin File 
Company, Milwaukee, Wis., died recently after a 
long illness. He was 35 years of age. 


Brief News Notes 


’ THE ACME STEEL Goops COMPANY, 2716 Farrell 
Street, Chicago IIl., will build a four-story factory, 
100 x 105 ft. to cost $60,000. 

THE GOTHAM CAN COMPANY, 60-68 Eagle Street, 
Brooklyn, N. Y., manufacturer of tinware, has in- 
creased its capital from $150,000 to $500,000. 

THE DELION TIRE & RUBBER COMPANY, Los Ange- 
les, Cal., has been incorporated with a capital of 
$50,000 by J. W. Luther, A. L. Bartlett and J. E. 
Geyer. 

THE CORBIN FOLDING CHAIR ATTACHMENT COoM- 
PANY, South Bend, Ind., has been incorporated with 
$25,000 capital stock to manufacture furniture. The 
directors are J. A. Hull, Frank J. Cosgrove and F. 
A. Hull. 

THE SPEED KEY Mrc. CoMPANY, Floral Park, 
L. I., has been incorporated with a capital of $25,000 
to manufacture typewriter speed keys. G. H. Locke, 
P. C. Locke and H. E. Frost, 382 St. Johns Place, 
Brooklyn, are the incorporators. 

THE AUTOMATIC TROLLEY LOCK COMPANY, New 
York, has been incorporated with a capital of $100,- 
000 to manufacture special trolley locks and allied 
specialties. L. F. Roggenstein, H. D. Junge and J. 
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M. Ruhl, 2426 University Avenue, Bronx, are the 
incorporators. 
_ THE NEw IDEA DOUBLE TIRE CoMPANY, 261 West 

Onon Street, Syracuse, N. Y., manufacturer of auto- 
mobile tires, has increased its capital from $5,000 to 
$75,000. 

THE FisK RUBBER COMPANY announces the ap- 
pointment of Rodney W. Day, formerly of the Buf- 
falo, N. Y., branch, as manager of its branch at 
Erie, Pa. 

THE BRADFORD SALES COMPANY, Peoria, IIl., has 
been incorporated with a capital stock of $25,000 
by J. S., C. F. and H. S. Bradford to manufacture 
automobile parts. 

E. ROTHSCHILD, INC., New York, has been in- 
corporated with a capital of $10,000 to manufacture 
electric clocks. A. L. Stock and E. and H. J. Roths- 
child, 277 West Fourth Street, are the incorpora- 
tors. 

THE DRAWN METAL PRODUCTS CORPORATION, New 
York, has been incorporated with a capital of $250,- 
000 to manufacture metal goods. H. Osswald, C. A. 
Mezger and T. F. Crean, 359 Parkside Avenue, 
Brooklyn, are the incorporators. 

THE MOTOR STARTER CORPORATION, New York, 
has been incorporated with a capital of $2,000,000 
to manufacture motor starting devices. S. W. 
Labrot, R. Delafield and S. McRoberts, 55 Wall 
Street, are the incorporators. 

THE J. D. B. RUBBER COMPANY, Arlington, N. J., 
has been incorporated with a capital of $50,000 to 
manufacture rubber products. Alfred G. Berg, 
James H. Robertson and Benjamin A. Dare, all of 
New York, are the incorporators. 

THE H. CLAUSS CUTLERY COMPANY, Tipton, Ind., 
has been incorporated with $100,000 capital stock 
to manufacture machinery, tools and equipment. 
The directors are B. H. Adler, Lee F. Griffith, 
Henrie Clauss, G. D. Krebs and H. R. Adler. 

THE STANDARD SELF -STARTER COMPANY, New 
York, has been incorporated with a capital of $10,- 
000 to manufacture automobile self-starting devices. 
B. L. Darrow, J. L. Brulatour and J. J. Blemly, 441 
West Thirty-fourth Street, are the incorporators. 

THE THERMOID RUBBER COMPANY, Philadelphia, 
Pa., announces that H. C. Gentry is now connected 
with its sales department. Mr. Gentry was formerly 
with Acme Rubber Mfg. Company and also with 
Ajax Rubber Company in the Southern States. 

L. W. STEWART, 324 West Ninth Street, Cincin- 
nati, Ohio, has recently added the line of the Cres- 
cent Company, Meriden, Conn., manufacturer of 
hack saw blades, hand panel and rip saws, coping 
saws, glass cutters, screw drivers and other small 
tools. 

A CoRRECTION—On page 92 of the Oct. 4 issue of 
HARDWARE AGE, an error occurred in which the 
name “Griffin” was used instead of Gibson. It should 
have read that the Gibson Refrigerator Company, 
Greenville, Mich., has recently issued a new catalog 
for 1918. 

THE ARNPRIOR CABINET COMPANY, LTD., Arn- 
prior, Ont., has been incorporated with a capital 
stock of $100,000 by Daniel O’Connell, Robert J. 
Simpson, Bertrand T. McAvoy, Agnes Beverly, 17 
Westminster Avenue, and others, to manufacture 
office furniture, cabinets, fittings, etc. 

THe ArT METAL Works, 7-15 Mulberry Street, 
Newark, N. J., manufacturer of metal specialties, 
has purchased a tract of land adjoining its plant 
and contemplates the construction of a series of 
buildings, providing an additional floor area of over 
30,000 sq. ft. Louis V. Aronson is president. 








Coming Conventions 


KENTUCKY HARDWARE AND IMPLEMENT DEALERS’ 
ASSOCIATION CONVENTION, Louisville, Ky., Oct. 30, 
31, Nov. 1, 2, 1917. J. M. Stone, secretary, Stur- 
gis. 

PAINT MANUFACTURERS’ ASSOCIATION OF THE 
UNITED STATES CONVENTION, Blackstone Hotel, Chi- 
cago, Ill, Nov. 15, 16, 1917. George B. Heckel, 
secretary, 636 The Bourse, Philadelphia, Pa. 

OKLAHOMA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Oklahoma City, Dec. 4, 5, 6, 1917. W. B. 
Porch, secretary, Oklahoma City. 

WESTERN RETAIL IMPLEMENT, VEHICLE AND 
HARDWARE ASSOCIATION CONVENTION, Kansas City, 
Mo., Jan. 15, 16, 17, 1918. H. J. Hodge, secretary, 
Abilene, Kan. 

PACIFIC NORTHWEST HARDWARE AND IMFLEMENT 
ASSOCIATION CONVENTION, Spokane, Jan. 16, 17, 18, 
1918. E. E. Lucas, secretary, Hutton Building, 
Spokane, Wash. 

MOUNTAIN STATES HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Adams Hotel, Denver, 
Col., Jan. 21, 22, 23, 1918. W. W. McAllister, sec- 
retary-treasurer, Boulder, Col. 


INDIANA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Indianapolis, Jan. 29, 30, 31, and Feb. 1, 
1918. M. L. Corey, secretary, Argos. 

NEBRASKA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Lincoln, Feb. 5, 6, 7, 8, 1918. Nathan 
Roberts, secretary, Lincoln. 

WISCONSIN RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Milwaukee, Feb. 6, 7, 8, 1918. P. J. 
Jacobs, secretary, Stevens Point. 

IowA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Des Moines, Feb. 12, 13, 14, 
15, 1918. A. R. Sale, secretary, Mason City. 

MICHIGAN RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Saginaw, Feb. 12, 13, 14, 15, 1918. Arthur 
Scott, secretary, Marine City. 

PENNSYLVANIA AND ATLANTIC SEABOARD HARD- 
WARE ASSOCIATION AND THE NEW YORK STATE RE- 
TAIL HARDWARE ASSOCIATION JOINT ANNUAL CON- 
VENTION AND EXHIBITION, New York City, Feb. 12, 
13, 14, 15, 1918. Headquarters, Hotel Astor, for 
both associations. Exhibition in Madison Square 
Garden. W. P. Lewis, Huntington, Pa., secretary- 
treasurer Pennsylvania and Atlantic Seaboard 
Hardware Association, and John B. Foley, City 
Bank Building, Syracuse, N. Y., secretary New 
York State Retail Hardware Association. 

NoRTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Grand Forks, Feb. 13, 14, 15, 1918. 
C. N. Barnes, secretary, Grand Forks. 

ILLINOIS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Hotel Sherman, Chicago, Feb. 19, 20, 21, 
1918. L. D. Nish, secretary, Elgin. 

MINNESOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Paul, Feb. 19, 20, 21, 22, 1918. H. O. 
Roberts, secretary, Metropolitan Life Building, 
Minneapolis. 

OHIO RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Columbus, Feb. 19, 20, 21, 22, 1918. James 
B. Carson, secretary, Dayton. 

NEW ENGLAND HARDWARE DEALERS’ ASSOCIATION 
CONVENTION, Boston, Feb. 20, 21, 22, 1918. George 
A. Fiel, secretary, 10 High Street, Boston, Mass. 

SouTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Mitchell, Feb. 25, 26, 27, 28, 1918. 
F. J. Shepard, secretary, Mitchell. 



















“The New Army Will Put Punch Into 


Sporting Goods Sales” 


“That's the outlook, and for the present we’re 

doing a mighty good business,” says Henry 

Fowler, General Manager of Baker, Murray & 

Imbrie—Don't let finger-marks on your window 

bother you, they are proof of the trim’s pulling 

power— Take a look at the crowd that studies 
your sporting goods display 














‘‘Golf’s a great game but it’s 
out of season when the ducks 
start South—and the beauty 
of it from a sales standpoint 
is that every man I know is 
as fond of shooting as I am.”’ 




















By the ASSISTANT MANAGER. 


UNTING 1s more than:a habit. It’s born in 
Horst of the men who fondle firearms and revel 

in the smell of burnt powder. It first demon- 
strates itself in the perfectly natural baby desire 
to possess a popgun and it can be traced most natur- 
ally through the bow and arrow, the slingshot, the 
airgun and the sporting rifle or shotgun stages. 

There is very little difference between catching 
a muskrat at twelve and bagging a moose at forty, 
and if there is any difference the scale tips to youth 
and the wild joy of the youngsters. 

Did you ever study a crowd as they scan your 
sporting goods window? It’s a game all in itself. A 
kid spots the rifle that is his big wish. He doesn’t 
stop and size it up with the deliberation of ma- 
turity, but in an excitement all his own yells up 
the street to his friends: “Hey, Billy—Skinny. 
Look-a-here, come quick.” 

Every emphatic word is accompanied by a motion 
too natural for actors to imitate and his pals come 
hot footed. They gather in excited knots, put their 
uirty little mits up against the glass, even press their 
noses against the plate, and breathe on it in their 
desire to get close. It’s great, it’s different, it’s in- 
tense and sincere. 

I remember a window we ran once. It was the 
pride of the place and our trimmer had done him- 
self proud. It showed 47 varieties of rifles be- 


ginning with the little .22’s in front and ranging 
back to the .33’s and .35’s in the rear. There was 
something to interest every hunter, but the kids 
were the first to appreciate it. The last bell for 
school pulled about twenty of them away from our 
front, and I’ll bet we were blamed for some late 
records on deportment cards that week. 


The Finger Marks 


About ten o’clock the trimmer happened to be 
out in front and he came in pretty badly disturbed. 
“Those damn kids,” he said, “have dirtied up that 
window until it isn’t fit to look at. I’ll clean up 
pn that gang at noon. What the devil’s the use to 
wash a window until it shines just to let that bunch 
of kids smudge it up. It makes me sick. Ill—” 

“Say, hold on old man, just a second,” I said. 
“You don’t know appreciation when you meet it 
face to face.” 

“IT know dirt when I see it, though,” he replied, 
“and those kids had the muddiest bunch of fins 
in this state.” 

“Come out of it boy, let’s go out and look over 
the battlefield,” and together we went out for a 
peek at the wreck. The kids had been playing fast 
ball, and their fingers surely were wet and dirty. 
Most of the finger marks were low down and did not 
interfere with the view of the older folks. 








’ 
. 








‘ The kids were first to appreciate that sporting goods window. 
I'll bet we were to blame for some tardy marks on the report 
cards at school that week.” —The Assistant Manager. 
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“The sporteman can paint his own picture if you'll show him the goods” 


| got an idea and pulled the sputtering trimmer 
back to the room where he kept his paints and 
brushes. Before he had finished the following show 
card his anger had cooled from the boiling point 
to a simmer. 


“THESE ARE MARKS OF APPRECIA- 
TION FROM OUR BOY FRIENDS. 
EVERY MAN IS A GROWN-UP KID. 
WHEN ARE YOU GOIN’ HUNTIN’? 


We got some stickers and pasted that card to the 
glass. Before the job was finished the trimmer got 
back his smile and the window proved a business 
winner. 

Watch the Doctor 

Watch the doctor as he comes swinging down 
the street with that little black emergency bag in 
his hand. He stops, he edges up. His face takes on 
a new look. Last night’s maternity vigil increased 
our hunting population by one and robbed the doc- 
tor of his night’s sleep, but he forgets it as a Rem- 
ington auto-loading rifle catches his eye. He takes 
a week in the woods every fall, and he leaves the 


window with a light in his eye and a smile under 
his beard. 

Take a peek at Judge Smith. Noted attorney, 
the Judge. Won that big irrigation suit five years 
ago, and has been on easy street with more business 
than he can handle ever since. The Judge is a 
whole lot more than a local heavyweight, but we 
forget that, and he does, as the new Winchester 
pump gun reaches right out through the glass to 
stop and remind him of the duck blinds down the 
bay. Smiles, the law book under his arm is rested 
against the window rail as he leans forward for a 
last look. 

Whoa! Hold up there. There’s a new arrival in 
front. He drives the delivery wagon for the butcher 
and he uses a shotgun every Sunday of the open 
season. He stops long enough to make direct re- 
sponse to our window appeal, runs in, buys four 
boxes of 12 gage No. 5 chilled shot. What if they 
have crawled up to a dollar a box? Cost is not 
counted on this subject by this $15-a-week man. 
He’s a millionaire every seventh day. We could 
keep it up endlessly. 





214 


Gun windows get a heap of decoration. It’s fine, 
but they really don’t need it. The true sportsman 
will just look at the goods and his mind paints the 
picture. 

I visited the big New York store of Baker, Mur- 
ray & Imbrie the other day. Met Henry Fowler. 
I know he was named in the days before fowling 
pieces were re-named pump guns. He’s a clean 
cut, active -looking chap and as general manager is 
sure putting some pep into sporting goods in our 
town. He said “name it” and I said I wanted to 
see it all. We elevatored to the top floor, and there 
we went to school. 

Now don’t misunderstand me, no reading, writing 
and rithematic. It’s a golf school where you can 
tie up and try out any of the thousands of clubs 
in stock. Driving in a golf school has its advan- 
tages. You drive into a net and a lot of times you 
are scored on good intentions. There are no bun- 
kers, sand pits, water or badly placed stray trees 
or telegraph poles. 

If you hit her so high and hard it’s 200 yards. 
If the club head smacks against a ball like the crack 
of a rifle, it’s 300 yards, and no one is there to 
dispute you. I made some great drives in the net, 
and bought a club. I should say “another club.” 
It’s a truthful and, to the dealer, a profitable state- 
ment that in the first three years of golf the bug 
buys more clubs than he does in the rest of his life. 
I have three sets and my score needs the bracing 
of a liberal handicap. 

Baker, Murray & Imbrie have a professional golf 
man in charge of the department devoted to these 
goods, and they are certainly landing the business. 

We then drifted down through the fishing tackle 
department where a bevy of good looking girls were 
making trout flies. The best compliment I can 
pay their product is that I lowered my sights from 
a mighty pretty brunette, and when it settled on the 
brown hackle she was making it stayed there. The 
tackle business is brisk right now. 


Hardware Age 


Then we saw the shoe department. I noted a 
neatly framed card announcing that Mr. Aber- 
crombie was in charge. These cards are placed 
in a prominent place in every department. Mr. 
Fowler said “if there are any complaints in this 
store we want them to reach the right man, that 
they may be strightened out quickly.” 

Then we visited the motorcycle and bicycle de- 
partments. Say, they are selling some bunch of 
these goods and have an enormous stock on hand. 

Finally we landed back on the main floor where 
canoes, tents, sleeping bags and guns seemed to 
snuggle together like tent mates on a frosty night, 

“How’s business?” I asked. 

“Well, we could handle more, but we’ve got no kick 
coming,” said Fowler. “It’s the best year in our 
history.” 

“What’s the future?” was my next. 

“Future,” he replied, as he laid his hand affection- 
ately on a trim looking Savage rifle. “Future, 
why it’s as full of promise as anything I know. 
You see these millions of men in the new army are 
getting a taste of outdoor life. They’re human, and 
they like it, and when the big fight is over they will 
stay outdoor men. They are learning camp life 
under the greatest teachers in the world. They are 
turning out good marksmen on a scale never before 
equalled, and, well, it’s going to put a punch into 
this business that ought to be great.” 

We shook hands and as I passed down the street 
I stopped and looked at these windows again. That 
old Mallard rising out of the grass with his neck 
twisted in curiosity and alarm would make a great 
shot. No use talking, I’m going to oil up my shot- 
gun to-night and dreams won’t satisfy the fever. 

Golf’s a great game, but it’s out of season when 
the big flocks start south, and the beauty of it from 
a business standpoint is that about every other 
man I know is as fond of shooting as I am. 

No wonder live wire merchants are trimming 
their windows for us. 


“A last glance at that window” 
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What the Shoulder Straps Mean 


How to tell the rank of commissioned officers 


in the Army and Navy 


Is he a lieutenant or a major, an 
ensign or acommander? Just what 
rank does he hold and in which 
special branch of the service? This 
valuable reference page showing 
shoulder marks of rank worn on the 
uniforms of our commissioned offi- 
cers in both the army and navy will 
tell you. Clip it out and save it! 


The branch of the Army in which 
the enlisted man serves is revealed 
by the color of his hat cord. A 
blue cord means infantry; yellow, 
cavalry; scarlet, artillery; maroon, 
medical corps ; buff, quartermaster’s 
corps ; black piped with scarlet, ord- 
nance ; orange piped with white, sig- 
nal corps; scarlet piped with white, 
engineers; black piped with white, 
army field clerks. The cord on the 
campaign hat of commissioned offi- 
cers is black piped with gold. 

An officer’s regulation leggings are 
of leather, an enlisted man’s of 
canvas. 
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HIS is the third of d 
series of articles by 
Carl H. Fast on _ the 
‘Coming Credit Crisis.” 
An advanced thinker, a 
forceful speaker,a man of 


experience, action and 
et ay this writer does 
not now how to take 


middle ground. ‘Many of 
his statements are so ez- 
treme and so different 
that they may provoke 
decided opposition. 

The readers of Harp- 
WARE AGE are invited to 
express themselves freely 
through our columns on 
any phase of the subjects 
Mr. Fast will present. 
This series will consist of 
four more articles under 
the following titles. 4— 
“Will He Pay?” versus 
“Can He Pay?” %—Lay- 
ing Down the Neo Law. 
6—Applying the Remedy 

the Obstacle. 7—The 
Obstacle Removed. 


Carl H. Fast 


HEN a great conflagration menaces the city 

we save by destroying. We dynamite 

buildings adjacent to the fire to prevent 
their spreading the destruction. When a malignant 
ulcer threatens human life the whole organ on 
which it has grown is cut out. 

So the parasitic growths of wasteful and costly 
distributing businesses, which have fastened them- 
selves upon our nation’s economic body, must be 
reduced. Cutting them out scientifically and in 
time may prevent the growth from stopping the 
circulation of credit, which is the life-blood of 
national activities. 

Without the efforts of any persons or organiza- 
tions economic law must reduce the size of 
America’s distributing industries. Its operation 
will be chiefly through the stoppage of credit, how- 
ever, and in provoking an acute credit stringency 
the worthy must suffer with the unworthy and 
great distress must ensue. 

The worthy distributing businesses are those 
which are prudent, conservative and honest, trans- 
mitting goods of honest value from producer to 
consumer as economically as possible and safe- 
guarding the interests alike of their creditors and 
their customers. 

As to retailers who protect their creditors, it is 
a fact not generally known that only fifty per cent 
of the commercial obligations of the nation’s re- 
tailers are met punctually. It is also a fact that 
this is considered normal by expert credit men; 
that only when a debtor-business is more than two 
weeks late in paying at least 60 per cent of its 
current obligations is any caution used in passing 
and “checking” its purchases. Thousands of re- 
tailers who are “seventy-five per cent slow,” how- 
ever, can buy all they want. The cheapest thing 
in America is credit. This condition must change. 


The Endless Chain at Home 


Our domestic credit. chain begins with the con- 
sumer, the ubiquitous and universal “charge cus- 
tomer.” Merchants can carry charge customers as 


liberally as jobbers or manufacturers carry the 
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The Coming Credit Crisis 


Part Three—“Removing the Cause— 


and the Menace” 


The Endless Credit Chain at Home 
—The First Tremors of the Awaken- 
ing—Five Significant Facts 


By CARL H. FAST 
Business Analyst 








THE COMING CREDIT CRISIS 


“Credit is the chain of social purpose. It is the 
bond which cements all processes of intercourse 
and exchange in labor, products or natural pos- 
sessions. And as long as wealth is hired by the 
payment of interest, the volume of outstanding 
credit must be kept within the amount of products 
available for interest payment. When this is ex- 
ceeded, interest-rates rise. In extreme cases, 
the chain breaks and trade is paralyzed, exchange 
is halted and a social standstill occurs, until a 
normal contraction is effected and the chain 
welded again by mutual expediency.”—Carl H. 
Fast. 

















merchants. The jobbers’ or manufacturers’ credit- 
giving to merchants is in turn limited to the 
credit given jobbers and manufacturers by the 
banks. The credit-giving power of the banks in 
turn is governed by the mental attitude of its de- 
positors and their need to use the funds on de- 
posit. Until the present time, except for our peri- 
odical panics or purgative movements, the credit 
chain has been very loose, for practically all of 
, the credits used were applied to all kinds of busi- 
ness alike, in the ordinary processes of domestic 
trade and industry. Except to support the New 
York stock market, there has been no great move- 
ment to divert or concentrate our credit power 
to channels away from general business, and con- 
sumers, retailers, wholesalers and manufacturers 
alike have shared in the orgies of over-expansion. 

Now, however, a new condition confronts us. 
The imperative duty of buying and “carrying” 
billions of war bonds falls upon the banks, which 
to that extent must have less lending power to 
“carry” private business. 

It is argued that all this “money” is to be spent 
here, and that it must bring great business ac- 
tivity. Certainly those businesses will be directly 
helped which produce commodities needed for the 
war, but no others. Salesmanship, however, is not 
needed by Uncle Sam, nor are elaborate retailing 
facilities required to distribute necessities in time 
of national need. Not property, nor wealth, but 
occupations will be eliminated among our non-pro- 
ducers. 

We have reached the time when credit power 
must be exercised sanely, safely and for the great- 
est good to the greatest number. We must finance, 
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support and enormously stimulate our productive 
industries, agriculture and useful manufacturing 
and mechanical industries. As a lender to his peo- 
’ ple Uncle Sam, the world’s greatest banker from 
now on, must hang this sign over the cashier’s 
window: 

“LIBERAL LOANS TO USEFUL 

PRODUCERS, NO OTHERS NEED 

APPLY.” 


Further, Uncle Sam must pay his huge bills very 
slowly. From the time twenty thousand banks 
begin carrying millions of bond-purchasers to the 
time that brings Uncle Sam’s purchase-money for 
munitions back to the banks, many months must 
elapse during which all local credit-power will be 
severely taxed. 

If banking in America were scientifically con- 
ducted things might be better, but from a fra- 
ternity of banks which have for years past 
deteriorated into mere retailers of securities, mere 
peddlers of printed matter, there is little to be 
hoped in meeting such a great emergency. 


The First Tremors of the Movement 


Intelligent jobbers and manufacturers all over 
the country are already feeling the contractive 
movement and are tightening up on their retailers 
on terms and time. This, following a period when 
the nation’s retailers were loading up with every 
form of merchandise that could be delivered, must 
gradually bring serious results. For three years 
all merchandise buyers have been frantically try- 
ing to provide against a rising buying market. No- 
body has been planning to meet a falling credit. 

Retailers have been buying as wholesalers buy, 
but have provided no finances to “carry” wholesale 
stocks nor the wholesale selling facilities to liqui- 
date such stock, if found necessary. 

Summarized, five facts of enormous significance 
face the commercial credit system of the United 
States: 

First. Economy is not an empty phrase; we can- 
not keep “business as usual.” Our business has 
been too unusual, has been abnormal, built too 
much upon artificial desires, too little governed by 
economic needs or wise distribution. Consumers 
must buy less from now on, for to economize peo- 
ple must do without things. Those things formerly 
bought gave twenty-five to thirty cents out of 
every dollar of the purchase-money as gross profit 
to support retail establishments. Uncle Sam will 
now do the equivalent of that buying and will buy 
useful things only, and direct from manufacturers, 
who will receive cost, plus percentage, but with 
no selling costs included. If great numbers of 
salesmen had not been diverted to army service this 
loss of sales-occupation would be more evident by 
now. Wholesale selling costs and retailers’ gross 
profits are being wiped out. 

Second. Every possible dollar of investing 
power (credit power) which can be extracted with- 
out military violence from a people unprepared 
for sacrifice, ill-informed on economics or their 
nation’s needs, ill-disposed to do without things, a 
nation whose investing hitherto has been con- 
trolled by an appetite for easy-money-getting and 
big dividends, must be commandeered from them 
through their banks and thus diverted from the 
use of makers, jobbers, retailers and consumers of 
superfluous goods and from the support of those 
who have been performing unnecessary labor in 
the name of “service,” fashion and smart living. 
“The house that Jack built” is to be remodelled 
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and must be made a house of stone, of stable credits, 
instead of a house of gaudy-colored cards, of “book 
profits,” distorted capitalizations and artificial ex- 
pansions. 

Third. Since the war must bring about the 
elimination of the unnecessary and the unfit and 
compel the quick support of all that is productively 
useful, retailers, being in a degree both unneces- 
sary and unfit, must be utterly changed in their 
methods, in their relation to those forces of the 
community which permit their existence, or else 
be eliminated. 

Fourth. All credit men, all persons who risk 
their capital in “carrying” or supporting retailers 
of any kind, must quickly work out systems and 
methods of safeguarding their risks by assuring 
safe and prudent operation by their retail cus- 
tomers. The reckless, ignorant, lazy and careless 
retailers must be put out of business, in order 
that the worthy and orderly shall survive. 

Fifth. Since, as we have seen, the safe limits 
of credit expansion must be governed by the na- 
tion’s income, or production of economic wealth, it 
follows that the facts and figures of income should 
be the basis on which all credit may be safely ex- 
tended. 

This brings up consideration of sound credit 
methods in dealing with retailers, which will be 
discussed in the next article. And we will find on 
investigation that practically all our credit-grant- 
ing has been and is on a totally wrong basis and 
must be revolutionized if we are to maintain our 
economic stability among the nations of the earth 
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It Took Six Nights 


(Continued from page 183) 


good store on one of the principal side streets 
and his business had grown until it was necessary 
for him to stay on the job all the time. 

During a general conversation I suggested that 
by putting in shelving and a line of housefurnish- 
ing goods his overhead could be cut. down mate- 
rially. He seemed interested and said he had con- 
templated putting in some line of goods. The 
next two trips I continued to broach the subject 
and finally brought him to the point of consider- 
ing how much capital the line would need. I men- 
tioned an amount that by careful selection would 
make a respectable showing, remembering all the 
time that he was limited for ready cash. 

The proposition appealed to him and he sug- 
gested that I meet him at the sample room and 
help him select his goods. I asked him to allow me 
to first write up an order and then come in and go 
over it with me. He consented to this arrangement. 
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That night I started in to write the order. First, 
I divided his capital into departments—so much 
for tinware, so much for granite-ware, etc., with 
the idea before me all the time that there were 
just so many shelves to be filled with staples, and 
not an oversupply of capital. 

I forgot all about the sale part—it was I who 
was going to start up in business. It took just six 
evenings to write up the order. I canceled, added and 
rewrote until I felt I had the best foryny money. 

I enjoyed it and was well repaid, for when the 
customer came into the store to go over the first 
few pages of the order he said, “If you are sure it 
does not run more than $100 over the amount fig- 
ured on send it along.” 

His business took on a rapid growth and a few 
years later he retired. 

I have long since been transferred to another 
territory, but at least twice a month I receive a 
nice, breezy letter from my old pal and with the 
pleasure I have when we occasionally meet and 
talk over old times I can’t help but feel that this 
was certainly my best sale. 


“Well, He’s BeattYou,” Said the Buyer 


gpurmenn eo enn Ae ene Sons mm, oy 
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David B. Johns- 
ton of Ottumwa, 
Iowa, has been for 
the past 27 years 
a traveling sales- 
man for Harper &€ 
McIntire Co., whole- 
sale hardware, of 
Ottumwa. He was 
born in 1864, in 
Whiteside County, 
Tll., but hiked to 
lowg in 1875. 

At the comple- 
tion of school, at 
the age of 18, Dave 
accepted a position 
with the state of- 
fice of the Phoenix 
Insurance Com- 
pany, of Brooklyn, 
N. Y., located at 
Ottumwa. After 
five years of insur- 
ance work he be- 
came convinced that a knowledge of a mercantile line 
would be more beneficial and offer a broader field, so 
he accepted a place in the office of the Harper, Cham- 
bers & Co., a hardware wholesale house. This was in 
February, 1888. In three years, during which time he 
rose from shipping clerk to bookkeeper, he was put on 
the road as a traveling salesman for the concern, 
which had then become the Harper & McIntire Whole- 
sale Hardware Co. Since Jan. 1, 1891, Mr. Johnston 
has held this place, and his territory has been through 
the heart of the Iowa corn belt, the southern section 
of the state and the northern part of Missouri. 

Mr. Johnston is now a stockholder in the firm which 
he represents, is a stockholder and officer in the Ot- 
tumwa Powder Co., an auxiliary concern, and through 
membership in the Ottumwa Commercial Club and 
kindred organizations is closely identified with the 
active business life of his city, a middle Western 
factory town of 25,000. 

Mr. Johnston is a charter member of the Ottumwa 
Council of United Commercial Travelers. His story 
tells of a crimp put in a chap who refused to leave 
big deals to his regular man on the territory. 

















T is a rare occasion when two competitors, 
| exe trying to sell a new stock of goods to the 
same man, are so well pleased as proved to be 
the case in the following instance: 
About twenty years ago the writer, represent- 


‘ee =A Little Friendly Agreement Was 
) Upset by a Big Boss—But the 


Big Boss Lost Out 


The best sale of D. B. JOHNSTON, representing Har- 
per & McIntire Co., Ottumwa, Iowa 


Winner of $10 Prize 


ing my present firm and Mr. Jones, of another 
local jobber, learned at about the same time that 
a man was planning on putting in a new stock of 
hardware at B—, twelve miles distant. 

We talked it over and agreed that there was no 
need of trying to beat each other to the town, as 
one could run about as fast as the other. Our 
decision was to notify the prospective dealer and 
go to see him together. 

This contract was carried out fully on my part 
and, no doubt, would have been on Mr. Jones’ part 
if “one of those little things” had not happened at 
the wrong time. 
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When Mr. Jones told his firm’s officers what he 
intended to do the secretary, who had formerly 
been on the road, told Jones the house would lose 
the sale and that he would attend to it personally. 

The day came and when I landed at the scene 
of action the “Big Gun” from the opposition was 
there, fully equipped and trying vigorously to 
close the deal. 

The merchant, however, was waiting for me and 
said that the deal had to be carried through on the 
square. He gave each of us 25 leading items to price. 

I was sure of the security of a big house for 
low prices and put down my prices regular, but 


Lee Got 





Lee Caspary 
was born a Tez- 
an and has stuck 
to the Lone Star 
State. He says 
there is plenty 
of room to see 
the world with- 
out crossing the 
boundaries. 

He was born 
at Tyler, Tex.,in 
1881, and from the time he was tall ona to peek 
over the top of a counter worked in his father’s hard- 
ware store Saturdays and nights after school. He 
worked for the Simnions Hardware Company in St. 
Louis during the year 1900, and then traveled east 
Texas for A. Baldwin & Co. of New Orleans. ; 

At the age of twenty he went into the hardware busi- 
ness for himself in San Marcos, Tex. He sold out two 
years later and connected as city salesman with Kra- 
kauer, Zork & Moyes, a well-known hardware concern 
in El Paso, Tex. 

For ten years he has stuck with his house. He 
traveled southern Arizona for three years, and now 
has a territory which divides his time in Arizona and 
New Mezico. 

His business this year has broken records. When Lee 
spends a Sunday on the road it’s because he is more 
than a ten-hour ride from his little daughter Margaret. 

The story of his sale to a Chinese merchant who had 
reported nothing doing to another salesman from the 
company’s house is very interesting. 


FEW years ago the firm I represent sought to 
A open up more territory and hired a new man, 
a Mr. C. He was given a catalog to price 
and remained in the office for several weeks. Ona 
certain Monday morning I left my route sheet with 
the sales-manager and departed for New Mexico. 
Following my route sheet in the course of a week 
I arrived in the town of L——. In this town I 
called on a Chinese merchant whom I had sold for 
several years and who most of the traveling boys 
claimed was hard to sell. I went around to see this 
customer and after a few words and a hand shake 
he bought a nice little order of about four pages. 
Leaving his place, I called on another customer 
who informed me that our new man had called on 
him the day before and he had given him his orders. 
Of course, like all traveling men, I got rather 
peeved to think that my sales-manager would send 
this new man in my territory. I further learned 
that Mr. C. had gone on to the town I was to make 
the next day. It was close to Saturday, which is 








The Chinaman Held His Order 


The best sale of LEE CASPARY, salesman for Krak- 
auer, Zork & Moyes, El Paso, Texas. 
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noted at the bottom of the sheet, “Never mind 
about the prices; I will do better than he.” 

The merchant looked at the reports, then at the 
visiting secretary, and said, “Well, he’s beat you.” 

Mr. Secretary slammed his things together, said 
he did not want the order and left it all to me. 
Of course I had some low prices to meet, but we 
got away with it and the merchant was well 
pleased with both goods and lists. 

Had the regular salesman been on the ground 
the order would have been divided. He was so 
tickled because the secretary fell down on it that 
he “shouted” to the cigars. 


the Business After the Other 


Fellow Had Failed—Rewarded for Fair 
Treatment of Customers in the Past 


Winner of $10 Prize 


the day we all like to go home, so I got on the train 
and went in. I did not take long to ask my sales- 
manager why he had sent Mr. C. in my territory and 
to inform him that I had cut my last town because 
he was there. 

The sales-manager smiled and pulled out a “re- 
port blank” which Mr. C. had made out and which 
stated that he had called on Mr. L., our Chinese 
customer, and that he would not be in the market 
for anything for thirty days. He then pointed to 
my order from this customer and said if you can 
do that well you might have gone on to the next 
town even with Mr. C. there. 

He then explained that he had sent the new man 
out just for a little trip to give him a little ex- 
perience before giving him a regular territory. I 
consider this my “best sale,” because it showed me 
how loyal my customer had been to me and it made 
me feel that it was a reward for having treated my 
customers right in the past. 


“It showed how a loyal customer had saved an order 
” 
for me 
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(Owing to lack of space in this issue another bunch of “best sale” stories will be published next week) 























220 


The Atlantic City Conventions 


(Continued from page 208) 


use of our Government in any way in which they 
may be found of value in prosecuting the war, and 


BE IT FURTHER RESOLVED, that the usual 
commercial demands should be subordinated to 
the war demand in the use of the facilities within 
the control of the manufacturers of hardware in 
the United States, and 


BE IT FURTHER RESOLVED, that we pledge 
our unstinted support of the financial program of 
the Government involving as it does the payment 
of heavy taxes during the term of war, which taxes 
we will pay most willingly as an aid in freeing the 
world from the menace of future disaster, and 

BE IT FURTHER RESOLVED, that in general 
we pledge ourselves and all we possess to the cause 
of fighting to a successful conclusion this most 
righteous war, and we authorize the President and 
the Executive Committee of this Association to 
take such action from time to time as will in their 
judgment be best to further the execution of the 
spirit of these resolutions. 


The New Officers 


The nomination committee then reported and 
the following officers were unanimously elected: 
President, Charles W. Asbury, Enterprise Manu- 
facturing Company; vice-president, Frederick H. 
Payne, Greenfield Tap and Die Corporation; vice- 
president, A. W. Stanley, Stanley Rule & Level 
Co.; vice-president, Frank Baaches, American 
Steel & Wire Company. Executive Committee, Geo. 
T. Baily, W. D. Biggers, O. A. Merriman, W. J. 
McCurdy, T. C. Montgomery, J. C. Schmidt, H. 
Sanborn, Seneca G. Lewis and J. A. Andrews. . 

The Entertainment Committee, under the able 
direction of J. G. O’Brien of Rochester, N. Y., was 
good, simple and sensible. These are war times 
and many of the ladies attending the convention 
have close relatives in the Army. Nearly $1,500 
was spent for yarn, knitting needles and work 
bags. Each lady was presented with a complete 
outfit and the result of their work will quickly 
find its way to the men who are going into the 
trenches. 

Wednesday evening a dancing party was given 
in the salorium of the Marlborough-Blenheim and 
on Thursday evening a high-class musical enter- 
tainment was provided. 

The 1917 Atlantic City Convention will long be 
remembered as one made successful by serious 
thinking business men. Most of them think the 
war is good for two years more and they realize 
that only about 40 per cent of the normal require- 
ments of raw materials are available for the mak- 
ing of the utensils of Peace. 


Those Present 


OLLOWING is a list given out by the joint convention of 
F the National Hardware Association and the American 
Hardware Manufacturers’ Association, of those present: 
Albany Hardware & Iron Co., Albany, 'N. Y., William I. 
Baker, E. Foskett, W. B. Wackerhagen; Albany Hardware 
Specialty Mfg. Co., Aibany, Wis., L. W. Stewart ; Allen & Co., 
8. L., Philadelphia, Pa., Edw. W. Burt, A. L. Jacoby : Allen & 
Jemison Co., Tuscaloosa, Ala., A. C. Cade; Allen, W. H. & 
G. W., Philadelphia, Pa., W. Allen Barr; Amerivan Axe & 
Tool Co., Glassport, Pa., W. B. Lockett ; American Chain Com- 
pany, Bridgeport, Conn., T. Cotter, W. D. Kirkpatrick, 
W. C. Perkins, C. M. Power, F. E. Sparks, W. M. Taussig: 
American Electric Company, Chicago, Ill, H. B. Malloy; 
American Fork & Hoe Co., The, Cleveland. Ohio, Robert N 
Cowdery, F. 8. Eoweng American Hardware Jobbers’ Di- 
rectory, New York, N. Y., Edward G. Blatz; American Hard- 
ware Dasecmuamantea? Association, New York. N. Y., S. H. 
Gardner, Lieut. Gerard Kelly, U. 8. R., F. D. Mitchell; Amer- 
ican % Steel & Heavy Hardware Association, New York, 
i a & H. Chamberlain; American Metal Wheel Co., Toledo, 
Ohio, win L. Diemar; American Metal Wire Co., Toledo, Ohio, 
Cc. W. Bennett: American Powder Mills. Boston, Mass.. Mur- 
ray Ballou, C. E. Goodrich; American Screw Compa ny. Provi- 
dence, R. I., Walter Bromley, Wm. F. Henning, Frank Horr, 
A. B. Peck. Henry A. Taylor: American Sheet & Tin Plate 
Co.. Pittsburgh. Pa.. J. I. Andrews, Theo. A. Gessler, F. C 
Harper, Thos. W. Simpers; American Steel & Wire Co., Chi- 


HardWare Age 


cago, lil, T. B. 


Coles, W. H. Foege, Jas. M. Holloway, Db. A. 
Merriman, T. 


H. Taylor; American Tin riate Co., Ehiladel- 
phia, «a., M. Frank Straus; American Wire Fabrics C Chi- 
cago, ili., C. nw. Anderson, L. G. McDonaid ; American Wi nger 
Co., The, wew r1oOrk, N. Y., John D. Aiken, John FF. Hi men- 
way, G. H. Jantz; Ames Shovel & Tool Co., Beaver Falls, va 
Jos. T. Hughes; Ames Shovel & Tool Co., Boston, Mass., Ho- 
bart Ames, Arthur B. Birge, Ernest N. Birge, Julius C. Kirge, 
S. D. Burrell, 8. S. Early, Edwin T. Nipher, C. F. Reichner, 
Lynford Rowland, Jr., J. P. Tabb; Allith-Prouty Co., Phijadel- 
phia, bka., H. 8. Hendrickson, B. Hendrickson; Asch & 
Company, Inc., New York, N. Y., B. M. Asch; Atlantic Screw 
Works, Hartford, Conn., A. W. Bowman ; Atlas Bolt & Screw 
Co., Cleveland, Ohio, J. F, Harrison, J. Edw. Weit; Atkins & 
Co. k.. C., Indianapolis, Ind., H. TT. Baldwin, E. W. Clark, 
Adolfo Dugue, N. A. Gladding, J. E. Lawtor, Robert B. Nixon 
Austin & Woten, Boston, Mass., Harry L. Doten; Auto ledal 
bump Sales Corporation, New York, N. Y., A. R. Redburn 

Babcock, Hinds & Underwood Co., Inc., Binghamton, N. Y 
Chas. B. Babcock, J. H. eser eee 5 Baeder, Adamson & Co., 
New York and Philadelphia, wm Jenkins, J. M. Shellen- 
berger, Edmund F. Smith ; Baker & Company, Inc., Chas. F., 
Boston, Mass. Walter F. Baker; Baldwin & Co., Ltd., A., 
New Orleans, LA. G. B. Baldwin; Baldwin Tool Works, Park- 
ersburg, W. Va. Chas. B. Chancellor; Baltimore Bargain 
House, Baltimore, Md., J. M. Postley; Barber Asphalt Co 
Philadelphia, Pa., C. A. Leitch, J. W. Powers; Barker, Jen- 
nings Hardware Co., Lynchburg, Va., O. B. Barker; Barker, 
Rose & Clinton Co., Elmira, N. Y¥., Howard Kimball, S. Ead- 
ward Rose; Barnett Co., G. & H., Philadelphia, Pa., Lewis 
James; Barney & Berry, Inc., Springfield, Mass., E. F. Moody ; 
Barney Moore Co., The, Chicago, Ill Barney Moore; Beals, 
McCarthy & Rogers, Buffalo, N. Y., Eugene McCarthy : 
Beall Bros., Alton, lll., E. H. Beall; Beck & Gregg Hardware 
Co., Atlanta, Ga., W. A. Parker; Behoelsinger, F. O., Colum- 
bus, Ohio, F. O. Behoelsinger ; Belcher & Loomis Hardware 
Co., Providence, R. L., E. R. Brayton ; Belknap Hardware Mfg. 
Co.. Louisville, Ky., R. I. James, J. D. Jacobs; Bemis & Call 
H. & T. Co., Springfield, Mass., John C. Beggs. G. R. Muzzy; 
Berger Co., L. D., Philadelphia, Pa., G. F. Kessler, W. A. 
Wilkinson; Berger Mfg. Co., Canton, Ohio, John G. Lorenz, 
H. O. Wilson; Bering-Cortes Hardware Co., Houston, Tex., 
J. C. Bering; Bethlehem Steel Co., South Bethlehem, Pa., 
John H. Richards, H. A. Wagner; Betz-Pierce Co., The, Cleve- 
land, Ohio, Clifford E. Pierce; Biddle Purchasing Co., New 
York, N. Y., Clement M. Biddle, John P. Cole, Robert Nelson ; 
Bigelow & ‘Dowse Co. Boston, Mass., . C. English ; Bing- 
ham Co., The Wm., Cleveland, Ohio, A. E. Coleman, 

Cox, W. A. Linas, H. F. Witgen; Billings & Spencer Co., Hart- 
ford, Conn., G. L. Hunt, J. J. McIntosh : Birkett & ~e * Co., . * 
Ottawa, Canada. T. M. Birkett; Bishop & Co., Geo. Law- 
renceburg, Ind., A. B. Cox, Frank Gould, L. B. Van 5 
Blish, Mize & Silliman Hardware Co., Atchison, Kan., H. B. 
Mize, J. B. Sullivan; Bissell Carpet ‘a Co., Grand 
Rapids and New York, R. E. Shanahan, T. Williams ; 
Back Co., Inc., John B., Chester, Pa., L. J. McDonald: Blue- 
field Hardware Co., Bluefield, W. Va., C. McD. England, E. A. 
Leonard, Jr. ; Boetticher & Kellogg Co., Evansville, Ind., Oscar 
Boetticher ; Bommer Bros., Brooklyn, N. Y., Gustav Bommer, 
John Sensbach; Bormey Vise & Tool Works, Allentown, Pa., 
Cc. Edward Wood ; Boston Woven Hose & Rubber Co., Boston, 
Mass., R. F. Valentine; Bostwick-Braun Co., The, Toledo, 
Ohio, H. D. Cook, H Nusbaum, E. H. Refiar; Bragg & 
Sons, W. H., Bangor, Me., F. E. Bragg; Brier-Hill Steel Co., 
The, Youngstown, Ohio, Withers P. ark; Bridgeport Chain 
Co., The, Bridgeport, Conn., C. M. Schneider, W. J. Stratton; 
Bright & Co., Reading, Pa., Stanley y prignt. Howard Melchier ; 
Bromwell Brush & ire Goods e. Cincinnati, Ohio, 

. B. Gatch; Bronson & Seceadl Co., The, New Haven, 
Conn., Lewis H. Bronson; Brown-Camp "Hardware Co., Des 
Moines, lowa, W. S. Brown; Brown-Roberts Hardware & Sup- 
ply Co., Alexandria, La., F. C. Barksdale; Brown-Wales Co., 
Boston, Mass., Carl Stahleker, Wm, Quincy Wales; Bryden 
Horse Shoe Co., Catasauqua, Pa., M. Brezette; Buffalo 
Sled Co., The, North Tonawanda, N. Y., Porter H. Norton, 
John J. Schneider; Buffalo Specialty Co., Buffalo, N. Y., Mar- 
tin J. Cabana, Fred H, Wood; Buffalo Wholesale Hardware 
Co., Buffalo. N. Y., N. A. Taber; Buffalo Wire Works Co., 
Buffalo, N. Y., F. Grimm; Buhl Sons Co., Detroit, Mich., A. H 
Nichols: Burkans & Black Co., Inc., Syracuse, N. Y., H. N. 
Burkans, H. J. Yoder. 

Cacydon & Carpenter Co., The. Providence, R. L, H. E. 
Wickerson ; Caldwell Mtg. Co.,Rochester, N. Y., J. G. O’Brien; 
Cambria Steel Co., Philadelphia, Pa., C. M. Scheetz, L. R. 
Steuer, A. D. Wade; Canada Steel Goods Co., Ltd., Hamilton, 
Canada, Col. A. F. Hatch; Canadian Wholesale Hardware 
Association, Toronto, Canada, James Hardy; Canton Hard- 
ware Co., The. Canton, Ohio, C. A. pernes, = Cc. Raedel; 
Canton Sheet Steel Co., The, Canton. Ohio, W. 8. Bateman, 
J. Kinkead G. T. Thomas, Jos. R. Wetherald; get Hard- 
ware Co., Wilmington, Dei., Robert O. Janvier; Carlin Hard- 
ton Co., The, Baltimore, Md., George L. Irvin; ‘Carnahan Tin 
Plate & Sheet Co., Canton, Ohio, Wm. M. Smith; Carnegie 
Steel Co., Pittsburgh, Pa., R. W. Baker, J. we Brainard, 
W. G. Clyde, Wm. Fred Hickey; Carter & Co., K., New 
York. N. Y., ‘WwW. B. Paulscraft ; Carter, Donlevy aon Phila- 
delphia, Pa., W. H. Donlevy, Richard J. Smith ; Caverhill, 
Learmont Co., Montreal, Canada, J, W. Dowling: Cavert, Fall 
& Miller, Nashville, Tenn. ; Tillman Cavert. M. G. Lipscomb ; 
Champion Hardware Co.. The, Geneva, Ohio, Nelson Hasen- 
flue, J. C. R. Murphy, E. R. Powell; Champion Spark Plug 
Co., Toledo, Ohio, H. L. Corey; Champion & Brooks Co., 
Svringfield. Mass., Harvey Chapman, William J. ee: 
Charlottesville Hardware Co., Charlottesville, Va., J. Car- 
roll; Chatillon & Son, John, ‘New York, N. Y., F. B. me. 
J. G. Hugel; Cheney Hammer Corporation, Little Falls, N. Y., 
T. H. Rose; Chenoweth Co., H. P., Birmingham, Ala., H. P. 
Chenoweth; Chicago Spring Butt Co., Chicago, Ill, W. J. 
Keene: Cincinnati Tool Co., The, Cincinnati, Ohio, J. A. Gard- 
rer; Clark, Charles D., Peoria, Ill, Charles D. Clark; Clark 
Co., The George P., Windsor Locks, Conn., George E. Clark; 
Clark, Estate of R. F., Chicago, Ill.. Edwin Clark; Class 
Journal Co., New York, N. Y.. L. F. Stoll; Cleveland Hard- 
wre Co J. W., Paterson, N. J., L. yes. Wagoner ; Cleveland- 
Osborn Mfg. Co., The, New York, N. J. McKeith; Cleve- 
land Stone Co., Cleveland, Ohio, H, W. ‘Gaidwell A R. Miller ; 
Cleveland Twist Drill Co.. The, Cleveland, Ohio, E. G. Buck- 
well: Clirton Wire Cloth Co., Chicago, li. J. M. Gibson; 
Clinton Wire Cloth Co., New York, N. Y.. ‘D. B. Manning, 
Robert E. Schmidt, R. J. Southwell; Clyde Cutlery Co, Clyde, 
Mhio, R. B. Jenes: Cole & Sons, Wm. H.. Baltimore. Md.. 
Wm. R. Cole, Jr. Geo. N. Groff, Gates Penniman; Colladay 
Hardware Co. The Frank. FPutchinson, Kan, Frank Colla- 
day; Colt’s Patent Fire Arms Co., Hartford, Conn., D. G 
Phelps, G. R. Porter: Columbia Rope Co.. Auburn, Bw. Bo 
W. V. Hawkins: Conde Hardware Co.. W. W., Watertown. 










Publicity for the Retailer 


Excellent “Gifts for Soldiers” 
Heating Ad—Putting Over a Housefurnishing 







Ad—lInteresting Combination 


Exposition —A New Store Paper That 


To Take the Rough Edges Off Camp Life 
No. 1—2 cols. x 7 in. 
A few weeks ago, in this department, we pointed 
out to the hardware dealer that he was missing a 
choice sales opportunity by neglecting to feature 


No. 1—Soldier gifts that are worth while 


GIFTS FOR 
SOLDIERS 


Useful, practical gifts that any man 
“in the service” will highly appreciate. 
Why not do your “bit” by making 
“Sammy’s” lot an easier one? 


GET HIM A SAFETY RAZOR 


The “Auto-Strop”—— Other desirable makes, 


In the new military model, 



















put up in both leather and notably — 

khaki cases, makes an ideal 7 

WEE cesssc oneal $5.00 | The “Gem” ........-. $1 

Other models— The “Ever-Ready” ...$] 
$6 and $6.50 | The Gillette ......... $5 





ATI a5 5 ci sce’ s vdvin ddr aciedl 50¢ to $5.00 
SOAP—specially prepared—in tubes 


Money Belts 
—that every soldier needs— 
for he has none too many 
safe pockets, you know. 


Trench Mirrors 
| a of metal—unbreak- 
Ee -rusting. 
25¢ to $1. 


KHAKI DRESSING CASES— 
with and without toilet fittings. 
FOUNTALN PENS. 
CARDS. 
COMBINATION ARMY KNIFE] TOBACCO POUCHES. 
AND CHAIN. CARD CASES. 
—and a host of other appropriate sugges- 
tions to be had here at very moderate prices. 


CARLISLE 
—= HARDWARE co: 
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FLASH LIGHTS 


PUTTEES—Wo00l—Canvas— 
Leather. 


LONG LEATHER BOOT 
LACES. 









Is Making Good Fast 


By Burt J. Paris 


222 





articles of hardware that would appeal to army men. 

Following on the heels of our suggestion comes 
this ad of the Carlisle Hardware Company, Spring- 
field, Mass. 

The Carlisle Company is anxious to have our opin- 
ion of this effort and we are most glad to commend 
it highly. Not only that, but we suggest it as a 
model to those of you who have reached the con- 
clusion that there is business to be done with 
soldiers. 

Notice the careful selection of articles in this ad; 
this is the big feature of the appeal. Having a 
brother and a few relatives in the army, we feel 
we are in a position to judge of the acceptability 
of the various gifts featured, and we want to say 
that, personally, we have come fairly close to dupli- 
cating each and every gift here featured. 

These little gifts are the things that take the 
rough edges off camp life. Uncle Sam is long on 
providing necessities, but short indeed on handing 
out anything that savors of luxury. 

For instance, a man in barracks values highly a 
flashlight. Offhand, it would seem that a soldier 
would have little use for one of these handy articles, 
but suffice it to say that he does. 

He also appreciates a dressing case, and if you 
would please him send him a money belt. Cards and 
’baccy pouches form welcome gifts, and every lad 
wishes for a good, sturdy, man-size army knife. 

Your Uncle Sam is up to the hilt in grim war, 
and wiseacres, baffled by the trend of events, have 
abandoned peace prognostication. So it would seem 
that the procession of soldiers bids fair to become 
an endless chain affair. 

Run soldier gift ads, make money for yourself so 
that you may buy more Bonds, and have the satis- 
faction of knowing that you are contributing in no 
small degree to the comfort of the boys who are fol- 
lowing the Flag. 


Third Issue and the Throttle Open Wide 


No. 2—6 in. x 8% in. 
HARDWARE AGE receives this laconic notice from 
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No. 2—This store paper is getting its stride 





R. & G. STORE NEWS 


_ | 


Octoser, 1917 





Save Money. 


} 
| 
! 
It will be here any day. Gas has been raised to 80 
| 
| 


cents. There is qne way to over- 


What? . 
come this raise. Use an A. DL 
Cold weather and Rains | Gas Range. 
Be Prepared! } You may pay more but you 


Let us help you to find the {| can't get a better stove than the 
right kind of heater for your | 
home to make it comfortable. 

Air Tights 

Basket Grates 

Bricket Burners 

Coal Stoves 

Gas Heaters 

Wood Stoves 

Everything to be comfortable 

Repair Your Old Stove. 

We can do it. Let us fix-it up 

for you to last the winter 
Stop-a-Leak. 

Don’t let your roof leak this 
winter. We have just what you 
need for your roof. 

Ebonol Roof Paint. 








Glass Door Models 
$32.00 to $55.00 
Others as low as $16.50. Let 
us explain our Xmas Gift. Plan 





Hydro Seal. 
Asphaltum. on these stoves a 
meter = Six Square Feet for 1 Cent 
annie esctnilapiail The soil here in Eagle Rock 
Tar Paper. needs fertilizer to make nice 
sak kites ater acacoaae a green velvety lawns. This need 
Most Important Room. not cost much and you don’t 
The ¥3 rtant room need to have weeds. Gromore 
The most important ; is the best. Look at the Library 
in the house in the kitchen. lawn. Try a sack on your lawn. 
$2.00 a sack. 


We have everything you need 
from the linoleum to the tint 
on the ceiling. and the cook- 
ing dishes in between. 


Enough for 1200 square feet. 


Tell us vour troubles. We 
can hx anything. 


Mr. Leland B. McKelvey: “This is our third issue. 
Think we are learning.” 

Mr. McKelvey is editor of “R & G Store News,” 
the store paper published by the hardware firm of 
Ritchey & Grotthouse, Los Angeles, Cal. We have 
read every word in these first three issues and we 
agree with Mr. McKelvey absolutely. “R & G Store 
News” is tearing down the Better Business Track 
under full steam. 

Look over this page shown here and note how 
interesting and readable “Store News” is. Sub- 
display heads, paragraph separation and clean-cut 
illustrations make “Store News” a most attractive 
sheet. 

This store paper is printed on 60-lb. super stock, 
which stock costs a trifle more than news print, but 
improves the paper just about 100 per cent. The 
paper has four pages. 

More power to “Store News” and if Garvanza 
477 wasn’t such an all-fired distance from these 
parts we would give Mr. McKelvey a ring and tell 
him how tickled we are to note the fine progress 
he is making as a store paper editor. 


Kerosene, Electricity or Wood: Take 
Your Pick 


No. 8—2 cols. x 10 in. 

Here’s a three-cornered assault on Old Boreas, 
and it looks to us as though the allies—kerosene, 
electricity and wood—will surely go over the top. 

The good old andirons, with their crackling logs, 
will spread out a camouflage of sweet-scented smoke, 
the Perfection Heater will be there with the liquid 
fire, and darting electricity will finish the job with 
the proper touch. Yes, sir, this is a good ad to read 
these nippy mornings and frosty evenings. 

The Carlisle people have used a snappy display, 


No. 3—Bad news for Old Boreas 





Intrench! 


For the Winter Season 


With “Jack Frost” now with us and “King Winter” 
fast on the way, everyone should be making prepara- 
tions against their unwelcome “nips” and “bites.” 

Properly heating the home, making it cozy and 
warm, are of first consideration and importance. 

This big store is ever ready with its tremendous 
stocks to help. Note the following timely “intrenching” 
suggestions: 


Fireplace Fixtures 
Brass or Iron 
We have appropriate fireside 
fixtures in antique and modern 
designs of wide variety and 
great beauty, at “Lowest-in-the- 
City” prices. Come look at them. 





irene— Fire Sets ....... $2.50 to $10.50 
—— LES $1.50 to $8.00 | Basket Grates ..$4.50 to $10.50 
Swedish Finish, | Hearth Brushes ....... $1.00 up 
$4.50 to $10.00 | Spark Guards ........ $3.50 up 


Imitation of Hammered An unusually large and attrac- 


Brass ....-. $4.50 to $12.00, tive variety of Wood Bas- 
Solid Brass, $10.50 to $18.00! kets 
Electric —__ 
Radiators 
A worthy addition to your 
electric conveniences—an ideal 
means by which to heat any 
room or section of the house. 


$7.50 














New Perfection 


Oil Heaters 
High-grade stove—blue enamel fin- 
ish—light (can be carried from one 
room to another)—economical (burn- 
ing kerosene, of which every unit is 
utilized; no waste whatsoever). Our 
supply of these stoves is being de- 
pleted rapidly owing to their popu- 
larity. $6.50 
Furnace Scoops—Coal Shovels 
Coal Hods—Ash Sifters 
Ash Cans, etc. 
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well written copy, good cuts and made.a business of 
quoting prices throughout. 

Old King Coal is not represented, but let’s hope 
he will have his forces marshaled in time for the 
next drive on winter’s winds. 


No Housewife Can Escape It 


No. 4—6 cols. 16 in. 

Yes, sirree! When Huey & Philp, over in Dallas, 
Tex., start something, half of Texas knows all about 
it as fast as the newspapers can carry the news. 
They’ve sent in a bunch of special-sale ads that are 
eye-openers. Just turn the page, and you'll see 
why “sales” mean sales to Huey & Philp. 

Neat! Businesslike! Quiet and convincing, yet 
big and bold enough with its six columns of display 
to dominate any two newspaper pages in the coun- 
try. 

This ad helped put over a week’s “Fall Housefur- 
nishing Exposition,” and note that “Bigger and 














a a ae are 








No. 4— Well, what do you think of this? Some ad! 


llardware 








S. W. — 
Aut. M. 2154 


Sap: 





Superior Copper Reflector Gas Heaters 


Jew, inede vl Wells ville oe liabed steel, fitted with corru 
ro ' el corner pieces and feet 
seinen "ecsiganl €o. Rte por “wlth tout rubber tubing 


19-inch width, regular price $9.00, special pape 
thinch width boat price $7.90, special $4.06 











IT COOKS WITH THE GAS TURNED OFF 


Chambers 


bill. ook's time, cooks the feod bette 
ot heat up the kit mplere Gas Range and Fireless 
bined 


of ¢ Chambers is @ high-class Gas Range, the very best 


the Pirate ts Cooking features are bailt right int 
nent 
ord & Cha ambers be ca wn the saving they effect w 
or of th ra See it demonstrat ed. 
Special 
Beautifully decorated Ma- 
jolica Water or Butter- 
milk Pitcher, regular 75¢ | 
value Monday only 


366 | 
Tea Pot Tiles 


Beautifully decorated, re 
value, special 


| CLOTHES 
| HAMPERS 


gular 5 $2.25 Sive 
73 Si 


Thie machine 
pooth. | is the equal 
BREADMAKERS. | « 
$2.50 
83.00 


UNIVERSAL 
Small sine 
Large size 


| A factory expert 
i be in the 





TIN ee SET. 
+ can for 
' can ee cotles, 
4 can for sugar 
$1.00 value fo 


« HUBY & PHILP 


HARDWARE — COMPANY 


ELM AND GRIFFIN 


Bigger.and Better Than Our Spring 
ishing St 


“The Pioneer Packers of Texas” 
DALLAS 

Wilt demonstrate a number ot 
Armstrong's Pure Food Products, 
includihg Plover Ham, Little Pig 
Brand Pork Sausage, “Oak Leaf,” 
and their newest product, Arm 
strong’s Peanut Oil 


sample some the dainty foods 
they will serve. 


| Program Monday, October 8 


BROWN CRACKER AND CANDY COMPANY—Fancy Sunshine 
alts. 


DALLAS 


Bakers and Distributors of Sue 
| shine 145 warietion of Crackers, 
| Cakes and Fancy Biscuits, includ 

ing the Famous Saltine Flake. 

Visit our Huey & Philp booth, 
where our Sunshine demonstrator 
will demonstrate different Cakes 
for different tastes, for different 
occasions, 








ARMSTRONG PACKING COMPANY—Demonstrating Peanut Oil 

Sealed Dressing, Frying and Shortening. 

PYREX BAKING GLASS—Nut Loaf Bread. 

CALORIC FIRELESS COOKER—Roast Beef, Cornmeal Muffins. 

wianaver ALUMINUM—Hot Cakes on greaseless riddles, 
ed Apples. 





& 


Ex 
tho my of a patterns. le a'Syracane 90-Piece Cotes Dane Sets; values 
up t an 


RE~r 





‘FIRE ~ OLASS") 
UICKER, BETTER, CLEANKR, CHEAPER BAKING—I: 1s Red to 
jean and does not absorb odors or flavors. Ri not craze or fla 
As an inducement "e you to try this wonderful ware, we will sell a Pie and 
Cote Pon, regularly priced 75¢, 


‘actory y representative will demonstrate in the Pyrex Booth. 


dc. 8 Fall Housefurnishing eee Oct. 13 








Dai Exhibit 
As we furnish most of the dairy equipment used by the | 
dairies supplying milk to Dallas, we have arranged a mods | 
dairy exhibit to show how the up-to-date dairy should bear | 
| 


DON'T FAIL TO SEE IT 





It bakes better. You can 
ways depend upen this wonderful 
range to (9 accompli the results 
you have plan 

Waste is ~+ onl to 4 minimum 
ii a Jewel equipped kitchen. 

See them in 
mg exposition 

Priced up fr 


$43.00 


our hovsefurnish- 


om 





gee Size Mops 
7s¢ Size Mops 
age Size Ov 
soc Size Oil 
$1.00 Size Oil 








Sq] KLEEN-O OIL MOP | 
AND POLISH 


. 
SEE THE DEMONSTRATION 


Nesco Enamelware 


The bese were of its kind for 
your kite 
As a0 -_ ice for this 
exhibit, we offer 
vequart pe Senet Wom Pail 
regularly 8sc, for 





offer your | 


19. bd | 


omens tie thet wear 
ny tonal Ns “inet Wear-Ever. 
clory expert demon- 


out 


| store ite wendertut qualities. 


Two-Quart Covered Saucepan;-regu- 


"ae 


Buy a Scale and know you ge 
what you pay for 





Sb ere. TES 





Faloric Fireless Cookers | — Mfg. 


| Makors of Go. vod and Sausage 
Mille of all kinds, from fam- 
ily size up to the biggest fac, 
tory machines. 
See their demonstration. 
Family Size, $1.19. 


Special 


6Cup Aluminum Percolser, 
staodard mbes, 
regular = 2 50. 


$1.69 


feo these wonderful food. fuci end 
“hav-gaving deviews demonetrated 





814 © $29.50 








° 
Lisk Mfg. Co. 
Wilt demonstrate their famous 
Self-Basting Roasters amd other 

beavy Enamelware. 


A factory oe 
hibit has been 
obtained, which 
shows the vari 
ous stages of 
@iess = manofac 


ture 


SPECIAL 
Self  Bgsting Double 
ROME meee ee ee cenvene 


Enamei 





SPECIALS—Thin blown Table 
Tumbters, regularly Cae doves; Special 
per dozen aqevenr OOD 


Chefety Bread Knives 
Poagge: 2 loach Butcher 


Discontinued patterns of Needle 
E Knife 
48¢ 


itched Glassware, Goblets, Sher- 








bets, Wines, Cocktails, Tumblers, 
etc., your choice, cach 20e 


SEE THE 


show you this greatest of home 
labor-savers. Priced 


Electrical Goods 

We have on display a won- 

derful line of Electrical house- 

hold devices, ranging from 
curling irons t¢ cook stoves. 

SPCLAL = 6 Pound Standard Elec- 
rie Ivon, regularly $53.50— 


DEMONSTRATION 

OF THE WONDERFUL 
WESTERN ELECTRIC 
SEWING MACHINE 

A special representative will 





| 


One-Fourth-Piat 
Can Japalac, 
with 1s¢ Varnish 
Brush, 


value ssc, 


special tities week 
only 


17c 


See demonstration 


in Japalac Booth 








Age 








’ the actual operation of cooking with the goods 
shown. 

Variety is the spice of life in a general housefur- 
nishing ad. Few kitchens are so complete that some 
corner of this Huey & Philp ad wouldn’t reach for 
the purse of their proud proprietresses. 


Better than Our Spring Housefurnishing Show’ 
right up front. Every housewife that went in the 
spring went back, and hundreds of new ones. 

The co-operation of other local houses in this ex- 
position was an important feature, and the demon- 
strations, featured in the center panel, helped link 








Mr. Paris says: ‘“‘Newspaper advertising, store papers, circulars, 


any kind of printer’s ink pays the retailer. We want to make 


it pay bigger and surer.’ 
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_ Four Garage-Door Problems Solved | 
by Stanley Garage Hardware 


4 





Problem Number One 


The owner of this garage wanted doors that 
would open and close easily, lock securely 
and close weather-tight. His problem was 
solved by swinging the doors on Stanley 
Garage Hinges No. 1457, equipping them 
with Garage Bolts No. 1055 and No. 1056 
and securing them against slamming with 


Stanley Door Holders No. 1774. 





Problem Number Two 


This concrete garage has doors that are 
extra-heavy. Therefore they were hung on 
36-inch Stanley Garage Hinges No. 1458, 
which will support the heaviest garage doors 
made, swinging them smoothly and without 
sagging. 





Problem Number Three 


The architect's plans called for curved-top 
doors, with windows so placed that strap 
hinges could not be applied. So the doors 
were hung with ball-bearing Stanley Garage 
Butts No. 252, three butts to a door. They 
are also equipped with Latches No. 1264 
and Door Holders No. 1774. 


Problem Number Four 


When planning this garage, the owner 
wanted to be able to open all three doorways | 
at once. And, since the garage might at 
times be crowded, the doors must take up 
no inside space. Accordingly, the doors 
were swung out on Stanley Garage Hinges 


No. 1457. Door Holders No. 1774 keep _| 
| 





them from slamming. 


Stanley Garage Hardware meets every require- 
ment of the most exacting garage builder, and 
you can sell it at a good profit. If you do not 
already carry it, write today for Catalog W-103 
and full information about selling helps. 


\Woutss 


NEW BRITAIN CONN., U. S. A. 


NEW YORK, 100 Lafayette Street CHICAGO, 73 East Lake Street | 
“See our advertisement on box strapping in this issue’ | 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market 
by Hardware Manufacturers 


‘*Skudder’’ Car 


Janesville Products Company, 
Janesville, Wis., has recently intro- 
duced the “Skudder” car, which can 
be easily operated by any youngster, 
boy or girl, between the ages of three 
and twelve. 

By simply shifting the weight of 
the body from one foot to the other 
on the tilting board, the “Skudder” 
car is propelled at a speed up to 10 or 
12 miles an hour. It is also said to be 
a great coaster, being ball bearing 
throughout and hence running very 


“Skudder” car 


It is built almost entirely of 
“to last a 


easily. 
steel and is constructed 
lifetime.” 

The “Skudder” car is propelled by 
direct double ratchet drive on a one- 
piece ball bearing axle. It is con- 
structed with 12- and 10-in. rubber- 
tired, wire bicycle wheels. The car 
sells for $6.50. 

The same company manufactures 
an extensive line of children’s ve- 
hicles, which are designed to meet the 
needs and preferences of children of 
all ages, from those just out of the 
go-cart to 12 years of age or more. 

An illustrated circular covering this 
entire line will be mailed to dealers 
on request. 


New National Brass Com- 
pany Catalog 


The National Brass Company, 
Grand Rapids, Mich., has issued a new 
catalog covering a most complete line 
of brass hardware for the hardware 
trade. 

The catalog, which has been very 
artistically arranged and shows a 
great deal of care and time had been 
spent in getting it up, measures 6% x 
10 in., and contains 321 pages. Prac- 
tically every item is featured with a 
clear-cut illustration. Among the 
items listed are pulls of various per- 
iods and designs, sash lifts, hook lifts, 
hinge plates, hinges, refrigerator 
locks, levers and catches, hasps, 
leather handles for suitcases, chest 
and trunk: locks and trimmings, malle- 


able nickel-plated keys, box and suit- 
ease catches, card holders, wood, 
wrought brass, white porcelain, ham- 
mered mission glass and ‘cut glass 
knobs, glass shelves, brackets, escutch- 
eons and pulls, catches, bolts, window 
fasteners, sash locks, knockers, coat 
and hat hooks, and hundreds of other 
items. A discount of 75 per cent off 
is allowed on all prices listed, which 
are subject to change without notice. 
A copy of this catalog will be mailed to 
dealers on request. 


New-Way Dustless Ash 
Sifter 


L. S. Holmes, 702 Boston Block, 
Minneapolis, Minn., has recently taken 
over the entire distribution in this 
country of the “New-Way” Dustless 
ash sifter made by the P. J. Murphy 
Company of the same city, which he 
is very successfully introducing to the 
hardware trade. 

This sifter actually performs the 
functions of two tools; it removes the 
ashes from the ash pit, sifts them, 
throws. the coal into the furnace and 
with a simple movement of the finger 
separates the bottom from the sifter 


“New-Way” dustless ash sifter 


and allows the waste to slide easily, 
without dust, into the ash can. This 
is all done in one operation at a con- 
siderable saving of time, trouble, 
labor and money. / 

The “New-Way” ash sifter is not 
only a clean, convenient and easy 
method of sifting but is also decid- 
edly advantageous as an economical 
tool with which to save coal. This 
alone is a feature in view of the high 
price of coal at the present time. The 
retail price of the sifter is $1.75. 

Besides giving the dealer a liberal 
discount, the manufactufer will fur- 
nish literature and electrotypes to 
help further the sale of this article. 


New Design Monkey 
Wrench 


John Kelly, 404 South Kolmar Ave- 
nue, Chicago, IIll., has introduced a 
new design monkey wrench, 12 in. 
long, the jaw movement of which is 
attained by revolving the handle, and 
the power of both hands can be em- 
ployed in tightening same. 

The adjustment of this wrench, it is 
stated, is so fine that it will hold a 
needle tightly. The end of the handle 
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is open and it can be used to turn 
keys or bend rods. The wrench cay 
also be used as a clamp or a chuck to 


New design monkey wrench 


hold work for drilling or filing. The 
price is $2. Illustrated descriptive 
matter will be mailed to dealers upon 
request. 


Brush-McCoy ‘‘Dandy- 
Line”’ 

The Brush-McCoy Products Com- 
pany, Zanesville, Ohio, has brought 
out a most complete line of yellow 
ware which is known as the “Dandy- 
Line.” This includes 4% to 16- in. 
mixing bowls, 4 to 10-in. nappies or 
bakers, 3 to 10-lb. butter jars and 
pots, 15-lb. bread jars, 10-lb. covered 
jars for sugar, butter, flour, etc., 1% 
to 4-pt. kitchen and handy bowls, salt 
boxes with hanging backs, tea, coffee, 


t 


Brush-McCoy “Dandy-Line” 


sugar, cereal, bean, rice, nutmeg, all- 
spice, cloves, cinnamon and pepper 
containers, pitchers, rolling pins, etc. 

The entire line is made strong and 
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A Look Inside 
R-W Trolley Track 


reveals its strength, economy 
and adaptability to a wide 
range of uses. 
A Look Inside 

The R-W General Catalog 
reveals that R-W trolley 
track and R-W door hangers 
are adapted to any door that 
slides. 


Get your copy. Sent without 
obligation. 


chards-Wilc 
Manufacturing Co. 


AURORA, 
j ILLINOIS 


BOSTON 





; 
CHICAGO N 
NEW YORK fe 
ST. LOUIS ¢ 
PHILADELPHIA 4 
MINNEAPOLIS 
LOS ANGELES 
SAN FRANCISCO 
LONDON, ONTARIO 


Sliding Door 
Equipment 
For Barns, Garages 
Churches Schools 
Residences Warehouses 


Elevator Door Fixtures 
Fire Doors and Hardware 
Door Checks and Closers 

Rapid Acting Vises 
Overhead Carrying Systems 
Mounted Grindstones 











““A hanger for any door that slides’ 
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serviceable. Practically every item 
has a white band with black lettering. 
The company has recently issued its 
catalog No. 16, covering the entire 
line, a copy of which will be mailed to 
dealers on request. 


Rutenber Electric 
Radiator 


The Rutenber Electric Company, 
Marion, Ind., has brought out a new 
model electric radiator which is known 
as the Rutenber reflector type No. 40. 
This radiator is so designed that the 
greater part of the heat is thrown out 
of the side, making it very comfort- 
able to use in any small room. 

Special care has been taken in fin- 


Rutenber electric radiator 


ishing this radiator, using nickel 
plated ends and reflectors, with a 
black baked enamel body. The ele- 
ment glows at a bright red, making a 
very intense heat. Eight feet of heater 
cord with an attachment plug, com- 
plete, is furnished with the radiator. 
The length is 12% in., width 6 in. and 
height 16 in., wattage 660, and the 
selling price is $7.50. 

Illustrated descriptive matter will 
be mailed to dealers on request. 


New Goulds Lift and 
Force Pump 


The Goulds Mfg. Company, Seneca 
Falls, N. Y., has recently brought out 
a new diaphragm lift and force pump 
known as Figure 1687. It is made to 
meet the demand for a moderately 
priced, compact pump, good for a 
force of 15 ft. and the ordinary dia- 
phragm pump suction lift. 

Its being a force pump makes it es- 
pecially desirable, the company states, 
in that the pump can be placed in a 
trench or excavation, and the water 
or sewage forced to the top. This 
feature gives it a decided advantage 
over the ordinary diaphragm pump. 

It is fitted with an air chamber to 
insure a steady flow. The discharge 
elbow is designed so that it can be 
bolted on with the discharge pointing 
in any one of four different directions. 
Both suction and discharge are cut for 
3-in. hose or iron pipe thread, which 


New Goulds lift and force pump 


is the thread used on commercial hose 
couplings. 

The diaphragm in this pump is 12 
in. in diameter and 1s made of good 
quality rubber, guaranteed to stand 
hard service. The valves are metal, 
rubber faced and easily removable. 
An easy flow of fluid is permitted by 
the large waterways. The lever is 
wrought iron and is reversible. This 
feature, together with the double lever 
socket, makes it possible to operate the 
pump vertically or horizontally or from 
either side with one or two levers. 

For service where a portable power 
pump is required, this pump makes an 
excellent outfit mounted on a frame 
and connected for engine drive to 
Figure 1589 jack as illustrated. It is 
furnished regularly for hand opera- 
tion. 


Sanitary Sink Flusher 


The Sanitary Sink Flusher Com- 
pany, Elmira, N. Y., has brought out 
the Sanitary sink flusher which is 
guaranteed to keep the drain pipe in 
a sanitary condition, eliminate foul 
odors and prevent diseases by forcing 
germ breeding matter down through 
the drain pipe. 

The flusher is made in two sizes, 
one for the kitchen sink and the 
other for the bathroom tub and sink. 
It is durable and can be operated even 


Sanitary sink flusher 


by a novice. The water pressure does 
all the work and the results are in- 
stantaneous. 


The body of the flusher is placed di- 


rectly over the strainer plate so that 
the top of the extending hook bolt will 
pass up through the hole in the center. 
When this connection is made, the 
rubber and the metallic washers are 
placed over the top of the extending 
hook bolt, then the upper wing nut is 
screwed on the extending hook bolt 
until the sink flusher is held securely 
in position. The hose is then ad- 
justed to the faucet and the water 
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slowly permitted to reach its highest 
pressure for two or three minutes’ 
time. If the sink has no strainer 
plate or the strainer plate lifts out, 
the dealer is instructed to exchange 
the hook bolt for a longer one, which 
can be used on cross bars in the drain 
pipe. 

The dealer price is $10 per doz.; the 
retail price is $1.25. A sample of the 
Sanitary Sink Flusher will be for. 
warded to any dealer or jobber, post. 
paid, upon receipt of $1. Illustrated 
literature will be sent to dealers upon 
request. 


Electric Motor Wringer 


The Rochester Rotary Washer Com. 
pany, 87 Franklin Street, Rochester, 
N. Y., has introduced a complete elec. 
tric motor wringer which consists of 
the No. 1 Rochester rotary washer, a 
standard high-type wringer with 11- 
in. rolls, with enclosed gears, ball 
bearings, an electric motor of % to 
1/10 hp. supplied for any kind of cur- 
rent and a gear case attached to the 
side of the machine to reduce the speed 
to. the proper limit. 

The electric motor is attached to a 
shelf supported by two bars clamped 
to the legs on one side of the machine. 
The motor is connected to the drive 
shaft in the gear case by a round belt. 
When this belt becomes loose the slack 
may be taken up by unfastening the 
thumb screws holding the supports of 
the shelf to the legs, thus allowing the 
shelf to drop sufficiently to take up 


Rochester electric motor wringer 


the slack; then the thumb screws may 
be set again. The electric motor is 
enclosed, so that water spilled by ac- 
cident cannot injure it. 

The gear case, which is originally 
packed with grease and necessitates 
replenishing occasionally, contains 4 
series of very carefully machined 
gears which give perfect satisfaction. 
These gears, it is stated, reduce the 
speed of the drive shaft on the ma- 
chine to 60 revolutions per minute 
and are protected by a galvanized iron 
shield, coated. with aluminum paint, 
thus preventing accidents to clothes 
or fingers. 

The company guarantees the wash- 
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Send Your Orders Now F or 


PROMPT SHIPMENT 
No. 1010 @ No. 2 


RELIABLE No.2 ROUND TRACK and HANGERS 


EDMONTON ’ (Patented) 
\NE ins -- oo -~ . a ' 


Sufficient Reliable Round 
Track Sold to reach 
all points indicated above 








Famous ~Ten-Ten’ ’ Watershed Track and Hangers 


(Patented) 


Weather, 
Weight and 
| Bird Proof 
Self-Cleaning 


Our New General Catalog No. 85 ready 
for distribution. Copy sent on request 


Allith Prouty Company 
Danville, Illinois 


Door Hangers and _ Fire-Door Hard- 
Tracks ware 
Spring Hinges Overhead Carriers 
Rolling Ladders Hardware Spe- 
Garage Door Hard- cialties 
No. 10-10 ware 
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ing machine and water motor for two 
years against defective material and 
workmanspip, an@ guarantees to re- 
place free of charge all parts which 
prove to bp, defeetive, upon receipt of 
such parts at its factory, transporta- 
tion charges prepaid. 

A 16-page booklet entitled “How to 
Wash Easily” will be mailed to dealers 
upon request. 


Fire Gun Extinguisher 


The Fire Gun Mfg. Company, Inc., 
17 Battery Place, New York City, has 
recently placed on the market the Fire 
Gun extinguisher which is a positive, 
double-acting, liquid pump designed to 
throw “Fire Gun Fluid” from 30 to 40 
ft. It is stated, that when the liquid 
strikes the heat it vaporizes into a 
heavy extinguishing gas and blankets 
the fire. The extinguisher is intended 
chiefly for use on gasoline, oil, electric 
and fires of a similar nature where 
water is not effective. 

The design of the Fire Gun ex- 
tinguisher and its workmanship has 
been approved, it is stated, not only 
by the National Board of Fire Under- 


Fire Gun extinguisher 


writers, but by many of the leading 
industrial, street railway systems, and 
oil companies, etc. 

The capacity of the pump is 1% 
qt. and it requires only one-half the 
number of strokes to discharge the 
fluid than is ordinarily necessary. 

The Fire Gun is so easy in its action 
that it can be used efficiently by 
women or children. The construction 
and operation are mechanically cor- 
rect and the perfection of its design 
makes a practically continuous stream 
available in any direction. 

It is substantially made of the best 
material and workmanship. The “Fire 
Gun Fluid,” it is claimed is a non- 
conductor of electricity, is non-freez- 
ing and will not injure the finest fab- 
rics or delicate machinery. 

The Gun is made in two sizes, No. 1, 
3 in. in diameter, 15 in. long, capacity 
nearly 1% qt., weight 7% Ib., designed 
especially for automobile use, retails 
for $10; No. 2, 3 in. in diameter, 21 
in. long, capacity nearly 1% qt., 
weight 11 Ib., designed especially for 
household, factory, garage and fire d*- 


partment use, retails for $14. Nickel 
plating $1 extra. The Fluid to fill 
size No. 1 retails for $1.60; for No. 
2, $2.20. One gallon retails for $5. 
It is put up also in 1-qt. and %-gal. 
containers. 

Illustrated descriptive matter will 
be mailed to dealers on request. 


King Wiggler 


The King Bait Company, 4312 
Chicago Avenue, Minneapolis, Minn., 
has recently placed on the market a 
new artificial fishing bait known as 
the King “Wiggler,” suitable for 
either trolling or casting. It is made 


King wiggler 


of brass, 3% in. long, with a nickel 
plated body and red head, and weighs 
about 1 oz. 

The “Wiggler” moves through the 
water with the tail motion of a live 
minnow, travels from 6 to 12 in. be- 
low the surface of the water at an 
average speed of reeling and floats 
when not in motion. Its glossy effect 
in the water makes it a very power- 
ful lure. The retail price is $1. 

Illustrated descriptive matter will 
be mailed to dealers on request. 


New Game Trap Catalog 


A new game trap catalog illustrat- 
ing and describing the complete line 
of traps manufactured by the Oneida 
Community, Limited, Oneida, N. Y., is 
now being distributed among jobbers 
and retailers. 

This new book is considered in 
many ways far in advance of any lit- 
erature previously published featur- 
ing this popular line. The cover, 
which is a five-color lithographic re- 
production of a poster by L. N. Brit- 
ton, is also furnished in display card 
form for counter or show window use. 
The inside pages,'in two colors, are so 
arranged as to permit quick reference 
to any style of trap manufactured by 
this company. Complete specifications 
of all Oneida Community Traps are 
given as well as actual size photo- 
graphs of the more popular styles and 
sizes. 

Each of these new catalogs going 
to the trade is accompanied by a copy 
of the new booklet, “Helping You Sell 
Game Traps,” an attractive eight- 
page booklet featuring the single and 
double-column newspaper advertise- 
ments which are furnished free by the 
Oneida Community, Limited, for 
dealer use. 


‘*Mola’’ Wringer Machine 


The Modern Laundry Machine Com- 
pany, Kansas City, Mo., has brought 
out the “Mola” swinging wringer 
machine which is made for both elec- 
tric and engine power. 

The machine is of the cylinder type 
design similar to the one used in most 
modern laundries. Some of the dis- 
tinctive points of this machine are the 
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all metal cylinder made of galvanized 
steel or copper, the body of the mg. 
chine made of either galvanized steel 
or copper and the frame made of steg] 
angles rigidly braced and double riy. 
eted. The gears are all enclosed and 
run in hard oil. 

The swinging wringer has an extra 
leng bearing to keep it from sagging, 


“Mola” swinging wringer machine 


and in addition it has a steel angle 
brace across the bottom of the 
wringer, which makes it rigid. 

The wringer can be set in any posi- 
tion and is fastened by a friction 
clamp. There are but two levers used 
in operating this machine. One lever 
controls the cylinder and the other 
lever stops, starts and reverses the 
wringer. 

An interesting booklet entitled “In 
the Easiest Way in Six Acts” will be 
mailed to dealers on request. 


Silex Electric Coffee Filter 


The Silex Company, 45 High Street, 
Boston, Mass., has recently brought 
out the Silex Pouring Electric model 
No. 20 glass coffee filter, which is 
made in two sizes. No. 204-A, with 
contents for four cups, sells for $6.50; 
No. 206-A, with contents for six cups, 
sells for $7.50. 

The glass used in the Silex is the 


Silex electric glass coffee filter 


famous Pyrex glass which the manu- 
facturer guarantees against breakage 
from heat. 
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ne Size Fits 149 Motors 
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Fords and 85 other automobiles, 
21 tractors and farm engines, 2! 
marine motors and 21 stationary 
motors can be fitted with one 
size 34x 4. 


A similar range is covered by the sizes for Overlands, 
Buicks, Maxwells, Studebakers and Dodges—the most 
widely used cars in the country. 


That means dealers don't have to carry a large stock. A 
few sizes on the shelf will make a store piston ring head 
quarters for the town or territory. Nine-tenths of the 
orders can be taken care of at once. 


Hardware dealers can get almost any other size immediately 
from their jobber or supply house. All ‘unusual over-size 
rings—widths or diameters—are always kept on hand at the 
factory, ready for shipment—and at no e.rtra charge. 


That’s piston ring service no other manufacturer can give 
Put it back of your business. Satisfy your customers by 
promptly supplying their demands with the best piston ring 
always reliable and efficient, durable and economical. 


jobber or supply house. Stock them now. The winter 
driving season is going to increase the demand every 
where and you should be ready to take your share of it. 


Get this Booklet—It’s FREE 


“To Have and to Hold Power”—the standard hand 

book on gas engine compression Every dealer in 

automobile and engine supplies ought to read it 
X 


Write Dept 


Get our proposition on a few selected sizes from your 


Manufactured by 


McQuay-Norris Mfg. Co., St. Louis, U.S. A. 


BRANCH OFFICES: 
New York Chicago Philadelphia 
Pittsburgh San Francisco Los Angeles 
Seattle Kansas City St. Paul 
Atlanta Dallas 
Canadian Factory: W. H. Banfield & Sons, Ltd., 372 Pape Ave., Toronto 





Motor * ="©"x0 
Accessories - 


‘*M. R. C.’’ Tire Carriers 

for Studebakers 

W. P. Collins, 217-19 Tehama 
Street, San Francisco, Cal., has intro- 
duced the “M. R. C.” multiple rim 
clamps, designed especially for the 
Studebaker car, to enable it to carry 
two extra tires. 

The carrying of two extra tires has 
been a problem which has long con- 
fronted every owner of this make of 
car. It has often meant a strap or a 





‘M. R. C.” tire carriers fur Studebakersa 


string which has resulted in a tire be- 
ing lost, stolen or chafed. 

“M. R. C.” tire carriers can be ad- 
justed in a few minutes and can be 
removed by a twist of the wrist. It 
improves the appearance of the car 
vastly and can be securely locked. The 
multiple rim clamps are made in two 
styles, for clincher or straight side. 
They weigh 4 lb. and retail at $3.50 
per set. Illustrated literature and 
trade prices will be furnished to deal- 
ers on request. 


‘*Easyon’’ Solid Tire Grip 


The Woodworth Mfg. Corporation, 
Niagara Falls, N. Y., has just brought 


out a non-skid for solid tires which 
is known as the “Easyon” solid tire 
grip. 

This grip is made from half-oval 
steel, U-shaped, to fit over the tire 
and rim, and has a round leather 
covered bar across the rim of the 
wheel which is locked in place with a 
spring pin. The rounded side of the 
half-oval steel comes next to the tire, 
which permits a smooth, even surface 
to bear on the rubber. The leather 
covering on the round bar across the 
felloe of the wheel prevents danger 
of the wood being marred. 

The “Easyon” solid tire grip can be 
attached quickly and easily; is un- 
breakable and has no projecting parts 
to catch on curb stones, and causes no 
wear or injury to the tire. When run 


“Basyon” solid tire grip 


on pavements the round bar is raised 
from the felloe of the wheel so that 
no bumping is caused, but when the 
wheel begins to slip on the road the 
round bar pulls up against the spoke 
and the grip assumes a slanting posi- 
tion so that one edge projects away 
from the tire, taking a deep hold in 
any soft road surface. 

The “Easyon” solid tire grip is 
made to fit all sizes of solid tires, and 
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can be furnished in sets of any num- 
ber from eight to sixteen. Lach set 
is strapped so as to be carried con- 
veniently. 


‘*Fanhorn’’ Auto Signal 


The Art Metal Mfg. Company, 
Cleveland, Ohio, has just brought out 
a new automobile signal warning de- 
vice known as the “Fanhorn,” which 
is a distinctive type of signal de- 
signed to emit tones whose volume and 
penetration are in direct proportion 
to the motor speed. This result is 
achieved by the simple expedient of 
making the “Fanhorn” a part of the 
fan of the engine. In fact, the entire 
device is merely substituted for the 
present fan on any car with no other 
alterations. It is claimed that the 
cooling efficiency of most cars is in- 
creased by this “Fanhorn.” 

The tone of the “Fanhorn” is best 
described as a cross between a whistle 
and a whoop, with the acknowledged 
effectiveness of both, getting instant 
attention. The tone is pleasing as 
well as commanding. 

The “Fanhorn,” it is stated, is, of 
course, impervious to wiring and bat- 
tery troubles, worn contacts, weak dia- 
phragms and kindred ailments. The 


“Fanhorn” auto signal 


full volume of sound is instantly avail- 
able without “working up” to it, and 
no attention is required on the part of 
the owner other than pushing a but- 
ton. Pressure on the button auto- 
matically admits air into the apertures 
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Pioneer Body 
Polish 
is popular because 
it feeds the finish. 
It does not cut 
away the varnish. 
but reinforces it 
and restores its 
original luster. 
6 Oz. Bottles, 25¢ 
16 Oz. Bottles, 50c 
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Skalex is the 
“Chemically Cor- 
rect” radiator 
cleaner. It is a 
dry powder that 
dissolves in the 
hot water of the 
radiator and re- 
moves all rust, 
scale and _ sedi- 
ment. Does not 
attack the metal. 


Retail Price, 50c. 





























Pint Cans, 30c, 








Neatsfoot 
Compound re 
stores clutch and 
brake facings, 
giving them their 
original grip, 
whether they be 
leather, cork or composition. 








Never-Burn is a baking 
enamel for automobile 
engines. The heat bakes 
it on and it adheres like 
part of the metal itself. 
Two finishes: Gloss Black 
and Battleship Gray 


Pies. Gentccncsess 60¢ 
2 aw 35e 























Carbonox, the ‘Chemi- 
cally Correct’’ carbon re- 
mover. Loosens the carbon 
and it is blown out the ex- 
haust. Used twice a month 
it keeps the engine free 
from carbon all the time. 


Pint Cans ....-...-- 50c 























Brass-Kote is a 
quick drying enamel 
that transforms the 





brass parts of a car q , 
to a gloss black or Roe 
hard rubber finish. 

Requires no filler. i] 

Dries quickly and 4 
does not chip nor Cenmaaneee om 
crack. 


Pint Cans....60¢ 
Half Pint ...36¢ 




















Norwesco 
Top 
Dressing 


gives ai soft flat 
black appearance to 
leather or pantasote, 
siving them an elas- 
tic water proof sur- 
face. 

Quart Cans__... $1.00 
, 



























Norwesco 
Mohair Patch 


A self vulcanizing 
patch for Mohair Tops 
—made on the same 
principle as the no- 
cement tire patch. 

A quick and perma- 
nent repair, for small 
holes, also corner tears 
and large rips. 



























“CHEMICALLY CORRECT” 


Mr. Dealer, you behold here 
just a few items of the great la- 
bor saving auto accessory line. 
Taken as a whole the line is one 
big aggregation of best sellers. 





The leader is 


SE-MENT-OL 


The Original Self-Acting 
Radiator Cement 








Made famous by national ad- 
vertising and by the fact that it 


_— always 
Zz TTT 


“FINDS THE LEAK AND 
FIXES IT’’ 


Write for catalog of the 
complete line and name of job- 
ber in your territory that can 
supply you with the goods. 


THE NORTHWESTERN CHEMICAL CO. 
Marietta, Ohio 


Norwesco special Mo- 
hair pF gn both > S, : . 
dyes an water proofs ‘te. 4y,"tn %e, 8% 
mohair with one operation. A ©, Hb, Re ore, 
quart can does a touring car 
top; a pint is sufficient for a 
runabout top 

Quart Cans, 90c; Pint Cans, 50c 
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of the “Fanhorn” drum and also sets 
into motion an internal, revolving, 
slotted disk which produces the com- 
pelling, extremely distinctive “Fan- 
horn” warning tone, which is im- 
perative without being offensive. The 
signal cannot be operated in the ab- 
sence of the car operator. 

The manufacturer guarantees this 
new device as to material and work- 
manship for a period of one year from 
date of purchase, and also offers to 
return the full price to the purchaser 
if not satisfied. 

Illustrated descriptive matter and 
trade prices will be furnished to deal- 
ers on request. 


‘*Minute’’ Truck 


The Armstrong-Whetstone Com- 
pany, Lapeer, Mich., has introduced 
the “Minute” truck, which converts a 
pleasure car into a truck “in a min- 
ute time.” When the work is done the 
reverse change can be made in the 
same quick time, according to the 
manufacturer. 

The “Minute” truck has a niche of 
its own in transportation. It allows 
those whose business does not require 
a large truck, which must be kept in 
steady operation to pay and can be 
used for nothing but a truck, the ad- 
vantage of quick and economical haul- 
ing. For the small merchant, the 
farmer and the sportsman “Minute” 
trucks fill a real need. 

These trucks, it is stated, are made 
of the best material and are built on 
the soundest principles of trailer con- 


“Minute” truck 


struction. The parts are not only of 
a high standard of manufacture, but 
are also oversize in comparison with 
the average trailer. 

The specifications of the “Minute” 
truck are as follows: Capacity, 1000 
lb.; body, 42 x 72 x 10 in.; drop end 
gate; strongly braced inside and out- 
side. Axle 1% in., plain bearing. 
Springs, semi-elliptic, 14% x 38 in., six 
plate; a special trailer spring with 
shock absorbing attachment. The 
wheels are 1% in. Sarven patent, 34 
in., special trailer style; 1% x % in. 
steel tires, riveted rims; No. 13 special 
deep flange, riveted between spokes. 
These wheels are made especially for 
trailers. 

The hitch which is an extra heavy 
iron pole extends direct from the 
trailer body to the auto chassis. Fit- 
tings for Ford cars furnished regu- 
larly. The list price of the truck as 
above specified is $48; with 1% in. 
Kelly-Springfield solid rubber tires, 
$57; flare boards, $2 extra. 

Illustrated literature will be fur- 
nished to dealers on request. 


Ad-el-ite Motor Carbon 
Remover 


The Adams & Elting Company, 
paint and varnish makers, with plants 
in Chicago, Toronto and New York, 
have lately put on the market a new 
specialty ‘known as the AD-EL-ITE 
Motor Carbon Remover, harmless to 
metals. The makers declare that its 
use will increase the life of the entire 
car, and save from 12% to 25% in gas 
and oil consumption. 

The manufacturer states that the 


(ml) 
~ehimmememe 


| 
ELI 
ADELITE Wd. 
CARZBOMN t 
REMOVER 


Ad-el-ite and result of one application- 
from actual photograph 


presence of carbon causes “knocking,” 
jerke, etc., and causes advanced firing 
of the gas, so that not only is power 
lost, but a perilous strain is put on all 
the machinery of the power plant. 

AD-EL-ITE Motor Carbon Re- 
mover, it is stated, loosens up this 
carbon and blows it out of the exhaust, 
cuts down trouble and repair bills, 
and when properly applied leaves the 
cylinder walls clean. 

The manufacturers are supplying 
dealers with some very effective sales- 
helps. One is a large colored electric 
flash sign and another is a ten piece, 
four color lithographed window dis- 
play. 

The goods are attractively packed 
for the trade, with special labels. 
Striking counter display boxes are 
also supplied. In addition to these 
store helps, the company’s promotion 
department is also doing some very 
good work in developing trade for 
the retailer. [Illustrated literature 
and trade prices will be furnished to 
dealers on request. 


New Klaxon Horns 


The Klaxon Company, Newark, N. 
J., has recently introduced a new 
model Klaxon known as No. 3, which 
is made in horizontal and vertical 
push types. The horizontal type is 
designed to be pushed forward and 
the vertical type downward. In every 
respect the two are counterpart. 

The new model is finished in 
“Klaxon Black Enamel” throughout 
and requires no polishing or attention. 
The retail price is $3.50. Illustrated 
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descriptive matter covering the com. 
pany’s Klaxon line, which comprises 


New Klaxon horns 


a warning signal for every purpose 
and for every purse, will be mailed to 
dealers, together with prices, on re- 
quest. 


‘*Allover’’ Tire Cover 


Hopewell Bros., Watertown, Mass., 
have recently brought out the “All- 
over” tire cover, to completely cover 
the tire, rim and its supporting carry- 
ing ring which is attached to the car. 
This carrying ring device is standard 
equipment on many new automobiles. 

The cover is wrapped about the tire 
after the tire is mounted on the carry- 
ing device, and is held in position by 
several snap buttons at its ends. The 
bead of the cover overlaps the carry- 
ing ring and is held together by straps 
and buckles. These fastening devices 
provide longitudinal and transverse 
adjustments, thereby fitting both plain 
and non-skid tires. 

The bead of the cover is so con- 
structed as to be ad‘ustable for many 
makes of cars which have a number 


r 





“Allover” tire cover 


plate cross arm located at varying 
distances from the center of the carry- 
ing ring. The use of reverse beads, 
provide a means whereby the pro- 
jecting carrying arms for a. second 
tire may project beneath the bead 
without slitting the cover. 

Where a second tire is carried on 
the projecting arms, as mentioned 
above, the company manufactures 
what is known as the regular Hope- 
well or “H-B” demountable rim cover 
to fit this additional shoe. 
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Winter Business——Cold Weather Made Profitable 


The Indiana No. 32 Line is 


complete. 


Just ask for the particularstyle 
No. 32 that you require. 


No. 32F for Ford with bolt and nut. 

No. 32 Special for Ford battery and 
magneto style—furnished complete 
with switch and wiring or lamp alone 
as desired. 

No. 32 Regular for flat or round 
bracket. 

No. 32 Rear socket—with two bolts. 

No. 32L with License bracket. 





Each Lamp packed in an individual car- 
ton—rightly labeled—large 35%” ruby 
semaphore lense—a veritable ball of fire 
—can be seen a mile. Dealers, ask your 


jobber about the new Indiana Display 
Stand. 


Indiana Lamp Company 
Connersville, Ind., U.S.A. 


Sales Department, The Zinke Company, 1323 Michigan Ave., 
Chicago, U. 8. A. 
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NOTES OF THE RETAIL HARDWARE TRADE 


GENEVA, ALA.—The Pledger Hardware Company has re- 
cently been incorporated with a capital stock of $4000 to 
deal in bathroom fixtures, belting and packing, bicycles, 
builders’ hardware, children’s vehicles, churns, crockery and 
glassware, cutlery, dairy supplies, dynamite, fishing tackle, 
furniture department, gasoline engines, hammocks and tents, 
harness, heating stoves, heavy farm implements, heavy hard- 
ware, home barbers’ supplies, iron beds, kitchen cabinets, 
kitchen housefurnishings, Hime and cement, linoleum, lubri- 
cating oils, oil cloth, paint, oils, varnishes and glass, plumb- 
ing department, prepared roofing. pumps, ranges and cook 
stoves, refrigerators, shelf hardware and silverware. Cata- 
logs are requested on furniture. 


Ozark, ArK.—W. L. Haskew has opened a store here under 
the name of the Ozark Variety Store, and requests catalogs 
on hardware, automobiles and automobile accessories. 


TAMPA, FLA.—The W. W. Thomas Hardware Company 
will, about Nov. 1, commence business at 310 Twiggs Street, 
carrying a complete stock of the following, on which cata- 
logs are requested: Baseball goods, bathroom fixtures, bicy- 
cles, buggy whips, builders’ hardware, building paper, chil- 
dren’s vehicles, churns, crockery and glassware, cutlery, dog 
collars, fishing tackle, heating stoves, kitchen housefurnish- 
ings, mechanics’ tools, paints, oils, varnishes and glass, pre- 
pared roofing, pumps, ranges and cook stoves, refrigerators, 
shelf hardware and sporting goods. 


PLYMOUTH, ILL.—Walter Huey has purchased a half in- 
terest in the Lawton & Emery Hardware Company, and the 
name will be changed to Emery & Huey. Catalogs are re- 
quested on baseball goods, bathroom fixtures, belting and 
packing, bicycles, buggy whips, builders’ hardware, children’s 
vehicles, churns, cream separators, cutlery, dairy supplies, 
dog collars, fishing tackle, furnaces, galvanized and tin 
sheets, gasoline engines, heating stoves, heavy farm imple- 
ments, heavy hardware, lubricating oils, mechanics’ tools, 
plumbing department, poultry supplies. pumps, ranges and 
cook stoves, refrigerators, sewing machines, shelf hardware, 
tin shop, wagons, buggies and washing machines. 


Rock ISLAND, ILL.—The McKinley Hardware Company, 227 
Eighteenth Street, contemplates the addition of a line of auto- 
mobile accessories and sporting goods in the near future, on 
which catalogs are ‘requested. 

Barnes Ciry, lowa.—George Taylor has sold his hardware 
store to W. L. Skinner who is now in charge. 

FENTON, Iowa.—The Fenton Hardware Company has 
started the erection of a new building to be finished about 
Jan. 1, 1918. A complete stock of hardware, automobile 
accessories and sporting goods will be carried. 


Have.ock, lowa.—George Obrecht is purchaser of the in- 
terest of his partner John Elbert. He will continue busi- 
negs under his own name, and deal in automobile accessories, 
baseball goods, cutlery, electrical household specialties, wash- 
ing machines, etc. 

SHEFFIELD, Tlowa.—H. A. Berding has bought the interest 
of Mr. Bielefeld in the firm of Eickmeyer & Bielefeld. The 
concern will hereafter be known as Eickmeyer & Berding. 

WASHBURN, Towa.—F. P. Neuhalfen has opened an imple- 
ment store here. His stock will consist of the following, on 
which catalogs are requested: Automobile accessories, belt- 
ing and packing, buegy whips. builders’ hardware, churns, 
cream separators, cutlery, dairy supplies, dynamite, electrical 
householding specialties, fishing tackle, furnaces, galva- 
nized and tin sheets, gasoline engines, harness, heating stoves, 
heavy farm implements, heavy hardware, home barbers’ sup- 
plies, lubricating oils, mechanics’ tools, poultry supplies, pre- 
pared roofing, pumps, ranges and cook stoves, shelf hardware, 
sporting goods, tin shop, wagons, buggies and washing ma- 
chines. 

HAMILTON, KAN.—The Sanderson hardware and furniture 
business has been sold to H. D. Hover, who will continue 
the business as the Harry Hover Hardware. 


McPHERSON, KAN.—Bell & Thacker are purchasers of the 
hardware stock of Hawley Bros., who will continue handling 
automobile accessories. 

TOWANDA, KAN.—W. L. Green and W. L. Critser have pur- 
chased an interest in the hardware firm of Shriver & Glass, 
and the name has been changed to the Shriver & Glass 
Hardware Company. The concern’s building is now nearing 
completion, and will be ready for occupancy in about three 
weeks’ time. 

MT. CLEMENS, Micu.—The Charles 8S, Ferrin Company, 10- 
12 New Street, wholesalers and retailers, has increased its 
capital stock from $30,000 to $54,000. 

Muskecon, Micu.—The People’s Hardware Company is 
now located in its new quarters at 35-37-39-41 Pine Street, 
where a complete and up-to-date stock is carried. The 
firm’s business is both wholesale and retail. 

SLAYTON, Minn.—J. T. Maguire & Co. have disposed of 
their hardware stock to John Delaney. The new owner is 
now in possession. 

STEWARTVILLE, MINN.—Edward Werner has sold his inter- 
est in the Stewartville Hardware Company to other mem- 
bers of the firm. 

JamMeEsPorT, Mo.—H. E. Bond & Son have sold their inter- 
est in the Jamesport Hardware & Implement Company to 
Delbert Clark. No change will take place in the firm name, 
and catalogs are requested on the following: Bathroom 
fixtures, belting and packing. bicycles, buggy whips, build- 
ers’ hardware, churns,.cream separators, cutlery, dairy sup- 


plies, fishing tackle, furnaces, galvanized and tin sheets. gaso- 
line engines, heating stoves, heavy farm implements, lubri- 
cating oils, mechanics’ tools, prepared roofing, pumps, ranges 
and cook stoves, sewing machines, shelf hardware, silver. 
ware, tin shops, wagons, buggies and washing machines. 

SepaLia, Mo.—H. W. Knight Hardware Company is suc- 
cessor to the D. H. Smith Hardware Company. 

Butte, Mont.—The Western Hardware Company has re- 
cently been incorporated with a capital stock of $10 000, 
The incorporators are G. 8S. Taylor, W. F. O’Brien and W. 0, 
Smith. Among the lines handled will be baseball goods, bath- 
room fixtures, builders’ hardware, crockery and glassware, cut- 
lery, dog collars, electrical household specialties, fishing tackle, 
heavy hardware, home barbers’ supplies, lubricating oils, 
mechanics’ tools, paints, oils, varnishes and glass, plumbing 
department, pumps, shelf hardware, silverware, sporting 
goods and washing machines. 


ApAMs, Nes.—John G. Frey has started in business here, 
dealing in belting and packing, builders’ hardware, me- 
chanics’ tools, heavy hardware, paints, oils, varnishes and 
glass, etc. 


GARRISON, NeB.—The Hardware store of Frederick Jelinek 
& Co. has been sold. O. D. Kratzer is the purchaser. 


LEXINGTON, NeB.—The Resenberg Hardware Company is 
now erecting a new building which will be used to house its 
automobile and automobile accessories stock. 


Norta Loup, Nes.—H. C. Sample has erected a new build- 
ing which will be modern and equipped with up-to-date 
fixtures. Catalogs requested on kitchen cabinets. 


STEELE CiTy, Nes.—G. Dressen who has purchased H. BE 
Clapp’s stock of hardware, requests catalogs on the follow- 
ing: Buggy whips, builders’ hardware, cutlery, electrical 
household specialties, fishing tackle, galvanized and tin sheets, 
hammocks and tents, harness, heavy hardware, kitchen house- 
furnishings, lubricating oils, mechanics’ tools, poultry sup- 
plies, ranges and cook stoves, refrigerators, sewing machines, 
shelf hardware, sporting goods and washing machines. 


UNION, NeB.—The stock of A. L. Anderson has been bought 
by L. R. Upton, who requests catalogs. 

OAKFIELD, N. Y.—Clare M. Stevens, successor to Heckroth 
& Stevens, requests catalogs on plumbing and heating ma- 
terial, builders’ hardware, etc. 

PENN YAN, N. Y.—E. L. Horton has bought the stock of 
buggy whips, cutlery, dairy supplies, mechanics’ tools, heavy 
farm implements, paints, oils, varnishes and glass, washing 
machines, etc., of Horton & Crozier. 

NORTH WILKESBORO, N. C.—The J. A. Carlton Hardware 
Company, purchaser of the stock of Myers & Carlton, re- 
quests catalogs on a general line of hardware. 

BrocketT, N. D.—E. & P. Schuldt have disposed of their 
stock of hardware, etc., to Schuldt Bros. 

GARDENA, N. D.—The stock of B. Gran has been sold. 
Theodor H. Zorn is the purchaser. 

STARKWEATHER, N. D.—Amos Schweitzer has sold his 
stock L. N. Maufer & Co., the purchaser, now carries a 
complete stock of automobile accessories, baseball goods, 
builders’ hardware, silverware, sewing machines, fishing 
tackle, etc. 

FAIRMONT, OKLA.—The Fairmont Hardware & Implement 
Company is building an addition to its store 44 x 110 ft. 
and the sporting goods department is to be enlarged. 

Korn, Oxkia.—The Duerksen Hardware Company has 
recently commenced business here. 

PAULS VALLEY, OKLA.—Goad & Williams have moved their 
stock to larger quarters on South Chickasaw Street. 

WELLSTON, OKLA.—The Burford Hardware & Furniture 
Company, has added a line of hardware, wagons, buggies 
and implements to its stock. Catalogs requested on buggy 
whips, builders’ hardware, building paper, children’s vehi- 
cles, churns, cream separators, crockery and glassware, cut- 
lery, dairy supplies, dog collars, dynamite, electrical house- 
hold specialties, furniture department, galvanized and tin 
sheets, gasoline engines, hammocks and tents, harness, heat- 
ing stoves, heavy farm implements, heavy hardware, home 
barbers’ supplies, iron beds, kitchen cabinets, kitchen house- 
furnishings, linoleum, lubricating oils, mechanics’ tools, oll 
cloth, paints, oils, varnishes and glass, pumps, ranges and 
cook stoves, refrigerators, sewing machines, shelf hardware, 
silverware, sporting goods, wagons, buggies and washing 
machines. 

Spencer, S. D.—The Ryan Hardware Company stock is 
now owned by L. L. Wendt and Henry Delger, doing busi- 
ness as the Wendt & Delger Hardware Company. The in- 
terior of the store has been redecorated, and catalogs are 
requested on the following items: Automobile accessories, 
baseball goods, bathroom fixtures, belting and packing, bicy- 
cles, buggy whips, builders’ hardware, building paper, chil- 
dren’s vehicles, churns, cream separators, cutlery, dairy 
supplies, dog collars, dynamite, electrical household special- 
ties, fishing tackle, furnaces, galvanized and tin sheets, gaso- 
line engines, hammocks and tents, heating stoves, heavy 
hardware, home barbers’ supplies, iron beds, kitchen cabi- 
nets, lubricating oils, mechanics’ tools, oil cloth, paints, oils, 
varnishes and glass, plumbing department, poultry supplies, 
prepared roofing, pumps, ranges and cook stoves, refriger- 
ators, sewing machines, shelf hardware, silverware, sporting 
goods, tin shop, toys, games, wagons, buggies and washing 
machines 
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Balance! 

















Converse Tires sell at a premium price—but they 
strike a perfect balance between what a tire COSTS 
and what it will DO. 





Tires are simply containers for bulk mileage— 
some are gallon containers and others pint sizes. 
The Converse tire is brim full and running over—a 


veritable “Masterpiece of Mileage.” 


Converse owners pay a little more and get a lot 
more—they buy more miles at one time and buy 





those miles cheaper. 


Converse dealers find repeat sales easy—this 
means a steady volume increase at a constantly 
decreasing Sales expense. 


Made by 


CONVERSE RUBBER SHOE COMPANY 
Malden, Mass. 


Service Branches 


142 Duane Street, N. Y. 618 W. Jackson Boulevard, Chicago 


EXCLUSIVE DISTRIBUTORS 


C. M. McClung & Co. Knoxville, Tenn. Stratton-Warren Hardware Co. Memphis, Tenn. 
Nash Hardware Co. Fort Worth, Tex. Wm. Stockhof, 424 E. Market St., Louisville, Ky. 
F. P. May Hardware Co. Washington, D. C. W.E. & B. J. Harmen. Portland, Me. 
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The Pump that never fails 


Pump that Never Fails 

tested with ex- 
requires no muscular effort 
It clamps firmly on the 
o a small space.” 


Here’s the 


“Every part 1s of ge 
It’s easy and sure; 
style hand pumps. 
d folds compactly int 


0d material, made and 


treme care. 
like the old 
running board, an 


who know this pump refuse to be with- 
made and adjusted that 
to $ 


Those 


out it. 
even a wor 


It’s so perfectly 
yan can pump 4 tire 

hout difficulty, of fatigue. 
fail to have 4 rankee Pump in your cat, 
regardless of what other pump you may have. 
Ask your dealer about them. 


Apex Electric Mfg- Company 
1414 West 59th Street, Chicag®, Illinois 


pressure wit 
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This Advertisment 
—was written by a- 


Hardware Company 
— Handling —— 


‘Hard-Wear Tires 


August 20th 
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Three years ago we took on the > Da 
Diamond Tire line. The first year showed 
a volume of sales amounting to approxi- 
mately $9,000; the next year about 
$13,000; and last year over $20,000. 


Do not get off wrong on one thing. 
The manufacturer makes the tires, guar- 
antees them, and makes his own adjust- 
ments. Let him do it—it is the safest 
way for you. 


That’s the testimony 
of every hardware mer- 
chant who has handled 
Diamonds. They are 





The tire business, properly handled, 
will be an asset for you, beside the profit 
it will bring. ‘The field in accessories is 
good, the opportunity is waiting, and any 
hardware merchant can increase his sales 
and profits by introducing them. 


Very truly yours, 
J. D. TURNER, Mgr. 


the ideal tire for the 
hardware store; adver- 
tised nationally, have 


‘been standard for 20 


years, need few adjust- 
ments, equal in mile- 
age service any other 


Turner Hardware & Implement Co. tire on the market, and 


are reasonable in price. 


The Diamond Rubber Company 


INCORPORATED 
Factories: : Akron, Ohio 


Saline 
sn Ge © oe = 


é 
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Will he come back? 


A Peculiar Problem of the Hardware Business 
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A neighbor buys a pack- 
age of nails at your hardware 
store. He wants the right 
size. The rest doesn’t mat- 
ter. The sale over, his in- 
terest ends. 


He may come back for 
more later—and again he 
may not. Why? Because it 
is hard for the hardware 


dealer to put personal serv- 
ice into the sale of nails. 


Progressive hardware 
dealers are today looking for 
articles into whose sale they 
can add the element of per- 
sonal service. 


That is why Gargoyle 
Mobiloils—the scientifically 
sold automobile lubricants— 
are so popular with go-a- 

head hardware 


dealers. ‘They 


afford you an 
opportunity to 


be of actual ser- 
vice to your 
customers. 


1 gallon can of 
Gargoyle Mobiloil “A” 


To sell nails requires but little 
judgment. An automobile lubri- 
cating oil, on the other hand, not 
only must be of high quality, but 
it must be of the correct body to 
meet the lubricating requirements 
of a particular type of engine. 


When Mr. Brown, who owns an 
Overland, stops for oil you do not 
want to sell him “‘just oil.”” You 
want to sell him the oil that cor- 
rectly meets the lubricating re- 
quirements of his car. 


You will find specified on the 
Vacuum Oil Company’s Chart of 
Automobile Recommendations the 
correct oil for every one of your 
customers’ cars. 


This chart is compiled by our 
Board of Engineers after a thor- 
ough analysis of the lubricating 
requirements of every make and 
model of automobile. 


When motorists know they can 
get the correct grade of Gargoyle 
Mobiloils at your store they will 
come back time 
after time. 


These custom- 
ers who are satis- 
fied with Gar- 
goyle Mobiloils 
are the most de- 
sirable patrons 


1 gallon can of 
Gargoyle Mobiloil ‘Arctic’ 
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youcan have. You rarely find motor- 
ists who “‘used to’’ buy Gargoyle Mo- 
biloils. Once the motorist experiences 
the benefits of scientific lubrication he 
is not willing to change to an incorrect 
oil. 

You will find that you can develop a close 
and profitable acquaintance with automobile 
owners who call for high-grade lubricating oil. 

The confidence gained in using Gargoyle 
Mobiloils will naturally be extended to other 
goods in your hardware store. 

Scores of hardware dealers today are win- 
ning steady customers by the display of 
Gargoyle Mobiloils coupled with the use of the 
Chart of Recommendations in their sale. 

Why not quicken your turnover by following 
their example? 


EG 
Mobiloil 


A grade for each type of motor 





The four grades of Gargoyle Mobiloils, for 
gasoline engine lubrication purified to remove 
free carbon, are: 


Gargoyle Mobiloil “A” 
Gargoyle Mobiloil “B” 
Gargoyle Mobiloil “E” 
Gargoyle Mobiloil “Arctic” 
Write today for our 56-page booklet, “Correct Lubrication,” 
containing Charts of Recommendations for all makes of Auto- 
mobiles, Motorcycles, Tractors and Motor-boat Engines. We 


ee also be glad to send you a description of the Gargoyle 
obiloils line with price discounts to dealers. 


VACUUM OIL COMPANY 
Rochester, N. Y., U. S. A. 


Specialists in the manufacture of high-grade lubricants 
for every class of machinery. Obtainable 
everywhere in the world. 


Domestic Branches: 


ti Chicos Pittsburgh 
*hiladelphia Des Moines 
New York Indianapolis Minneapolis 


Kansas City, Kan. 
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Correct Automobile Lubrication 


Explanation:;—In the Chart below, the letter 
opposite the car indicates the grade of Gargoyle 
Mobiloils that should be used. ‘or example, ‘*A’’ 
means Gargoyle Mobiloil ‘‘A."’ ‘“‘Arc’’ means 
Gargoyle Mobiloil ‘‘Arctic,’’ ete. The recom- 
mendations cover all models of both pleasure 
and commercial vehicles unless otherwise noted. 

This Chart is compiled by the Vacuum Ol! Co.'s 
Board of Engineers and represents our profes- 
sional advice on Correct Automobile Lubrication. 
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(12 cyl ALAIAIA 
Oakland Arc jAre jAre.|Are JArc./Are jArc \Ar A \Are 
(8 cyl) A \A 
Oldsmobile | Arc.|Are jAre.\Are JAre |Are JAre jAr 
. (8 cyl) A|AIA/\A P 
Overland. . . Arc.jArc JAre.|Are jAre. Are jAre.|Are jAre. Arc 
Packard ’ | | A jArc| / re JAre |Are 
“(1a cyl) ALAJA/A | 
*  Com'l A|ALA!|A]A| A /ArcJArc}Are Ar 
Paige . | | A Arccl A|ALA|E 
« (6-46) e Are. |Arc JArc.|Are jAre Arc 
“ (6-36 & 38).... A jArc} A jAre A \Are 
Pathfinder Arc Are JAre.\Are jJArejArejAre.|Arc| A |Are 
- (12 cyl) A|AIAIA 
Peerless Arc.|Arc JArc.\Are.JAre.\AreJAre.Are jAre./Arc 
“ (Bcy/l) A\|AILATA 
Pierce Arrow A\LAILALA [Arc lAre JAre. Are Are Are 
ie * Com'l Are JArc JAre.|Are.JArcjAreJArejAre jAre Arc 
Premier A} AIA |Are] A \Are} A jAre} A jAre 
Regal Arc.\ArcJAre.|Are jArejAre jArc.|Arc JAre. Arc 
= (Bey!) } A | A JArc |Arc 
Renault (French) | A lArc| A jAr A IA A 'Ar 
Reo A \Ar A iAr A \Ar A IA A iA 
Richmond Are |ArejArc Are} A \Are} A \AreJAre An 
Riker t t 
Saxon t t t t Li k E F 
Selden Arc Are jArc.\ArejAre. Are jAre\A \ 4 
Simplex A A A A Are Are jArc/A A \ 
Stearns- Knight A A} B AIB A'B A A A 
- - A A B A 
Studebaker A jArc A A Are, A A A A IA 
Stutz ALA A A A A A A JA \ 
Velie (4 cyl A \Ar A A A A 
* (6cyl) Arc.iA Are (Arc jAre.\Are.jAre Ar 
Westcott Arc.|Are JAre.\Are JAre.\ Arc JA \ \ Arc 
White Are. jAre jAre Are jAr Arc {A Arc JA \ 
(16 valve) A\A | 
Willys-Knight A\|AIB/AIB A \ A 
Willys Six ° Are j|Arc 
Winton Are Arc JArc jArc JAre Are JArc Arc [Are Are 
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Backing Us Up 


HARDWARE AGE 1s 

keenly interested in 
grouping hardware prod- 
ucts into related classes 
and discovering construc- 
tive selling methods for 
each class. 


Manufacturers, by means of display 
materials, newspaper electros, book 
lets, local signs, etc., can help dealers 
in getting business. 


To tell you about these services as well as 
to describe their goods, manufacturers adver- 
tise in HARDWARE AGE. 


If you will mention HARDWARE AGE 
in writing to manufacturers or in talking with 
their salesmen, it will demonstrate that you 
are alert to cash in on the information con- 


tained in your paper. 


Hardware Age 


239 West 39th St., New York City 


ee 
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The story of this wreck can be written in mighty few words—THE BRAKES 
DIDN’T HOLD. 


Day after day—from early morning till late at night this truck was on the job—piling up 
big savings in time and money for the owner. Then one day the big emergency came. 
Constant use had worn the brake lining to shreds. And it failed. 

Just a few dollars worth of GARCO Brake Lining would have kept this truck on the road 
and out of the repair shop. Protect your customers. Save them the big loss in time and 
money. Suggest relining the brakes whenever you think they need it. And recommend 
GARCO, It will back your good workmanship to the limit. 

The big brake lining business comes easily to GARCO DEALERS, Car owners know 
that it is dependable. We furnish FREE to every dealer a line up of sure sales helps that 
bring the business surely—easily. Ask your jobber about them or write us direct. 


GENERAL ASBESTOS & RUBBER CO., “2N2crSkis Charleston, S. C. 


Branches and Complete Stock: 58 Warren Street, New York 311 Water Street, Pittsburgh 
106 West Lake Street, Chicago 


Pacile Coast Distributors, HUGHSON & MERTON, INC., 77 O'Farrell Street, San Francisco, Cal 
LOS ANGELES, 1229 South Olive Street PORTLAND, 326 Ankeny Avenue SEATTLE, 806 East Dike Street 
























































































































































October 25, 1917 







































































Dollar Outfits—$8.40 per dozen. 
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Gross card ‘Ever-Ready’ Blades—$5.28. Discount for Quantity. 


AMERICAN SAFETY RAZOR CO. Inc., Brooklyn,N.Y 


Order of your jobber. 











3 
#4 


Officially adopted by Uncle Sam for 
all cantonments of the New Army. 
































Order Early for Xmas Delivery of Your Jobber or Direct 














































































































For ‘‘Over Here’’ 


HE ‘Ever-Ready’ is the gift 

that will make a man think 
gratefully of you every morning 
no matter where he is or where 
you are. The standard Dollar 
Qutfit, as pictured, is solidly best 
—irrespective of price. For a 
more elaborate gift select a 
combination outfit shown below. 


HARDWARE AGE 


Standard Dollar Outfit 


Price to dealers, $8.40 per dozen. 


For ‘‘Over There’’ 


OLD water and beard toughened by 
exposure these are difficulties 
which prove ‘Ever-Ready’ efficiency and 
pal-like dependability on land and sea. 
Frame sturdily made, guaranteed ten 
years, simple and solid, rust-proof and 
safe. Blades keen and clean—each hair 
tested before being wrapped in patented 
protector against rust, dust and dampness. 
Extra ‘Ever-Ready’ Blades 6 for 30c 
American Safety Razor Co., Inc., Makers 
Brooklyn, N. Y. 


Adopted by Uncle Sam for All Cantonments of the New Army 


‘Ever-Ready’ Combination No. 2 
“Army and Navy Special.” A solidly made. 
compactly cased combination of the ‘Ever- 
Ready’ Safety Razor with twelve “Radio” 
Blades, and the ‘Every-Ready’ Automatic 
Stropping Machine with strop. Sold by 

dealers. Price $3.00. 


: Price to Dealers, $24.00 per dozen. 
Combination No. 11 same as No. 2, shown 
Fe ve, in compact Khaki cloth roll, with bu.- 
on clasp—$24.00 Dozen. 


‘Ever-Ready’ Outfit No. 10 


A finely made waterproof khaki- 
cloth folding case, containing a 
standard ‘Ever-Ready’ frame and 
handle, automatic stropping ma- 
chine with strop and eight pack- 
ages of ‘Ever-Ready’ Radio Blades 
(48 blades in all). On sale at all 
dealers. Price $5.00. 


© 

i - 
Ever-Ready 

Outfit No 10 


Price to Dealers, $3.75 each. 


Christmas Package ‘Ever-Ready’ Blades 


Send him this generous size package of 

keen, clean, hair-tested ‘Ever-Ready’ Blades 

(12 packages, or 72 blades in all). Each 

blade is protected from rust and dust in an 

individual patented wrapper. These blades 

fit other razors, too. On sale at cll 
dealers, $3.60. 


Price to Dealers, $5.28 per gross 


Above carton contains 72 blades or % gross 
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As there are ma consumers whose 
shipment invaricad lots from mills, 





Current Metal Prices 


The quotations given below are for small lots, as sold from stores in New York City by merchants carrying stocks 

uirements are not sufficiently heavy to warrant their placing orders with manufacturers for 
these prices are given for their convenience. 

On a number of articles the base price only is given, it being impracticable to name every size. 


—<—<—<—— 








Iron and Soft Steel Bars and Shapes 
Refined tron: = Ib. 

1 to 1% in.. <4 oot. \ ane 

1% to4in. «x % to 

if to 4 ins to 6/16 in tesa 5:20 
Burden's H. B, & 8. bar iron, base price. 5.804 
Burden's Best bar iron, base price........ 6.00¢ 
Norway Bars, base price... 12.00¢ 
Soft Steel: 

% to 1% in. 5.10¢ 

1 to 6 =. 

1 to 6 io 
Rods— 11/16 10 
Bandse—1% to 6 x 3/16 to No. 8....! 5.30 


Shapes: 
Beams and channels—3 to 15 in... .5.25@5.50¢ 
5.50¢ 


Angles 
3 in. x and larger.. 
8 in. x 3 16 "in: and 2 in 5.75¢ 
: » SH te. © MH Gh. nccccccess 5.25@5.85¢ 
to 2% in. x 3/16 ‘. and tehchee 
1 to 1% in. x 3/16 in. 5.25 
Lots ms 5 ®. «0B 
% in 


; in Perr? 
ere éces ..1.10@7.80¢ 
Tees: 
% eae .... 8. 756@5.85¢ 
1% In. xi ia. s 8/36 te... soc 5. 
1% to2%x \% Sverre. 0 
1 to 2% x 38/16 in. . .6.30¢ 
3 in. and larger 5.30@5. 40¢ 
Merchant Steel 
Bessemer mac weed 
Tire . Terre yy. 
Toe calk ‘ 
Open-hearth spring steel..... 
Best cast steel, base price. . 
Special best cast steel... . 


Tank Plates—Steel 
er TD. 
10.00@10.25¢ 


10.10@10.85¢ 
10.00@10.25¢ 


5 oo@s 10¢ 
-++-5.00¢ 
ones ‘5.70¢ 


¢ 
14.00@16.00¢ 
-18.00@20.00¢ 


% in. and heavier.. 
im « 


Blue Annealed 
Per Tt. 
10.00¢ 
. 10.054 
.10.10¢ 
‘ : : ee ee 10.20¢ 
Bow Annealed— Black 
One pass, C. 
soft stee! 
per tb, 
- 9.30 
9.35 


R. Wood's 
refined, 
per Ib 

to 20 yaare 
2 and 24 10.85¢ 





No. 
No. 
No, 
No. 10.50 
Rendle Russia, as per assortment. ..22% @25¢ 
Patent planished, W. Dewees W 

All to 11%¢; B 10 to 10%¢ net 

Galvanized 


No. v 10. ane 


BP vaio ss kek eakninaieueed ree 12.00¢ 
No. 28, 86 in. wide, 10¢ higher. 


Corrugated Roofing, Galvanized 


2% in. corrugations, 10¢ per 100 Ib. over flat 
sheets. 


Corrugated Roofing, Painted 
Quotations on corrugated roofing sheets, 
painted are made by dealers only to actual 
buyers on application. 


Genuine Iron Sheets, Galvanized 
Nos. 22 and 24 ..Per Ib. 18.256¢ 
No 26 Coovescvesccccce ee Eb Semen 
No. ovceeo POP ID. 14.006 


Tin Piates 


Charcoal Plates 
AAA e we oal ; 
14 20 


Coke 
10°14 x 20, 107 
IX 14 x 20 
Terne Plates 
IC 20 x 28 with an 8-lb coating. 


$20.50 
IX 20 x 28 with an 8-M. coating. . 5 


22.50 


Brass Tubes, Rods and Wire, and 
Copper Tubes 
Manufacturers have withdrawn all quotations 
because of unsettled prices of raw materials and 
will only name prices to actual buyers. 


Copper Sheets 
Sheet copper, hot rolled, 16 oz. (quantity 
lots), base price, per Ib., 35¢ to 37¢ net from 
mill, 38¢ to 39¢ from from stock. 
Cold rolled, 14 oz. and heavier, 1¢ per Ib. ad- 
vance over hot rolled. 





Polished 20 in. wide and under, 1¢ 
ft. extra; over 20 in. wide, 2¢ per sq. hg am 
Planished copper, 1¢ per sq. ft. more thap 
polished 
Tinning, one side, 4%¢ per aq. ft. 


Copper Wire 
Base price, at mill.... 


Lake ingot 
Electrolytic 
Casting 


Spelter and Sheet ore 


Western Spelter 
Sheet Zinc, No. 9 base, casks. 


Lead and Solder 


American pig lead 
Bar lead 
Solder, % 
No. 1 solder 
Refined solder Blé 

Prices of solder paveene “aed head private. brand 
vary according to composition 


& % guarantee... 
ou bee weve ddeetacasececosens a8¢ 


Antimony 
Asiatic 


Per Ib. 


Aluminum 


(guaranteed over 99 


No. 1 aluminum per 
in ingots for remelting (ton 
50@52¢ 


Old Metals 
Dealers’ purchasing prices paid in New York 
are as follows: 


Copper, heavy and crucible 
Copper, heavy and wire 
Copper, light and bottoms 


Heavy machine composition.......2 

No. 1 yellow brass turnings 

No. 1 red brass or composition turnings. . 
Lead, 


PAINTS, OILS AND COLORS 


Animal, Fish and Vegeta- 
ble Olla— 


Raw, 


Rarytes: 
Linseed, Carload 
lots 
City 
over 
Out-of- tow n, 
and over 
Boiled. Lé gal. 
Lard, Prime Winter... 
Extra No. 1 
No. 1 rere 
Cotton «eed v, 
mill 1.16@1.17)| 
Yellow Summer, Prime.18.00@ 
White, sommer _ 
Yellow. Winter 
Tallow Acidless 
Menhaden, Brown 
Strained 
Northern Crude 
Southern f.o.b. Factory. 85 -- 
Light Strained 95 
Yellow Bleached 97 98 
White Bleached Winter.99 @1.00 
ohn — genuine 


five-bbl. or 
1.14@1. 16 works, 


advauce « own the 
..2.00@2.05 | Fenc 


i 3R@ Ri 
Domestic 


Whiting 


aie Gilde 
s7@1.00| Fildens 


Spirite—Tarpentine— 


ge 
Corn Refined 
Porno«e bhedy 
Olive denatured 
Neatsfoot 
Palm, Lagos, spot per 1. 21. 
Soya Bean, oe, spot 
bbis. cs _ 
Manchurian, " spot, bbls. "GOs % | Rntton 
on 3 
Mineral Oilse— © 
Black, AP gravity, wee. 
est P 


cold 
20 gravity, ” cold test. HY 
Summer . ‘ 
Cylinder Neht ‘Alte red 
Dark filtered ° | Hinek, 
Paraffine, high visconity . | Black in ofl 
903 «sp. gravity 
“65 sp. gravity 
Red Paraffine .......... 


Miscellaneous— 


- 
by ‘ ton. . 


of color, f.0.b. wks. | Sienna, 


‘ Chalk, pest... 


Cobalt, Oxide . 


Commercial 


Patty, Commercial— 
1 


In Machine bbis 


Fine Orange 
A. ©. Garnet 


Second Orange - 
wae 


Colors tn O1l— 


Black Lamp 
Couch, Japan 


Bine Prussian 


Blue, Ultramarine 
Brown Vandyke 
French Ochre 


White, Foreign ®@ ton. $40.00@50. 00) Green, Chrome 
Domestic, 


— | Green, Paris 
| Indian Red 
$50. 00 @ 36.00 | Wenetian Red 


e ton 22. 00@ 24.00) Sienna. 
| me nominal} | Omber, 


nominal Umber, 


45@1. 59 | Caine a aba | Chrome 


vue 86.00) 
oe 5.00 20.00 | 
BD "1.80@ 1.00| 

B 100 Mm 


| Lead, English White in Oil. 


‘Sa — | Lead, American White Dry.10 @11 
100 ® pack- 


| In O1 White, 
| ages, or over 


| Litharge, American, 


| American 
| Green 81. 


® eal 
| White sl. 


54%@ 


rocess) 


Gum Shellac— 


Dry Colors— 


| 


| Black, yl Gas. 
| Black, Bone 

| Black Drop 

| oe Lamp .. 

iM Black, Ivory .. 


(French proc.) .14%@14% 
(Prench proc.).15 @15% 
German Red Seal (French 


Prossian, Domestic. 18 
Prussian. Foreign 


| Biue, Soluble 

| Blue, gd : 

| Brown, Spanish . 

| Carmine, No, 40, ” bulk. . S208 400 
Green, Chrome, ordinary. 8 @10 
Green, Chrome, pure. 

a Paint, # tn, 


eeeee wees 


Ochre, American, ® ton. «| 
| American, Golden, @ tb. 

| Foreign, Golden, @ M.. 

| French 


White and Red Lead, #o~ | Orange, 3 Mineral, English. . 
Frenc 


Cents # Mm | 


nominal | } moaned 


American 
Red, Indian 
Standard @ 100 ID. 
Red, Tuscan 
Red, Venetian @ 100 D.. 


Sienna, Italian, burnt and 
powdered me eo 


ve 
@10% 
..nominal| Tale. French .. 


. nominal . 
nominal! Ita 


ton $15.00@ 22.08 
ay #150088 18.00 


-ton 40.00@— 


100 .90@1.19 
‘a 100 Hg 1.00@1.10 
A ican. 100 ™ No. 1 
mer -2 1.17%@— 


American..®@ 100 1 No.2 .90@1.10 


Umber, Turkey, 
and Powdered 


Yellow, Chrome, Pure.... 
Oxide Red 


Vermilion, English .. 1.80@2.00 
Chinese nominal 
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HARDWARE AGE 


GET ACQUAINTED 
WITH AMAZON 


ANNOUNCEMENT 


TO JOBBERS AND DEALERS 


This announcement is the first of a series of 
advertisements that will appear regularly in this 
publication under the caption of “Getting 
Acquainted With Amazon.” 


Various points to be discussed are: 


. The TREAD of the Tire 

. The CARCASS of the Tire 
. Exclusive Territory Offered 
. Free Advertising 

. The PROFITS 
. Permanent Customers 

7. Our Cordial Relations 

8. PROOFS of all Claims 


To enable you to easily recognize and 
follow these discussions as they appear, 
the same figure will be used throughout 
the series—look for his cordial smile— 
it is indicative of Amazon. 


By the time you have read the entire 

series, we are sure you will be seeking our 
proposition to jobbers and dealers. Many 

will not wait—but will get in touch with 

us and secure full advance information 
direct from the factory. We have a most 
interesting proposition —and a TIRE of unsur- 
passable merit to back it up. 


If YOU would like to learn now in advance 
the details of what we have to offer—while 
your competitor may be “waiting”— just write, 
wire, phone or call on us here in Akron. 


THE AMAZUN RVBBER COMPANY 


AKRON, OHIO 


























> pre cantegn ae 


epee acne een 


engsctee 

























































































































































































248 


zo A 








REVISED OCTOBER 18, 1917 


AAC 





HALAS ATAU 





October 25, te 
uit i Ack AvaAR GMMR 








GENERAL GOODS.—Goods which are made by more than one 


manufacturer are printed 


those obtainable by the fair retail Hardware trade. 


in Italics, The prices named represent 


Very small 


orders and broxen packages often command higher prices, while 
lower prices are usually given to larger buyers. 


SPECIAL GOODS—Quotations printed in small type (Roman) 


Teiale 
publication of the prices 
correctness. They usuall 








Aouusters—Biing— 


H. B. lves Co.: List Feb. 1, B 
Upson's Patent....... . 3 4s Jo 


to goods of particular mannfacturers who request the 


named and are responsible for their 
y represent the prices to the average 





a 


: Current Hardware Prices 


retail trade. On some goods slightly lower prices are obtain- 
able for large lots. 

STANDARD LISTS AND DIRECTORY OF MANUFACTURERS, 
—Contains the list prices of many leading goods. It is pub- 
lished in loose-leaf form and is kept up-to-date by a monthly 
subscription service. 472 pages, 7 x 10 inches. Price, $5.00. 
ADDITIONS AND CORRECTIONS.—The trade are requested 
to suggest any improvements with a view to rendering these 
quotations as correct and as useful as possible to Retail Hard- 
ware Merchants. 





eT OS ec Ma 





Dowel Bits— 


sUssell Jeunings Mig. Uo 


BU&2 4 Yo 





Irwin Auger Bit Co., Irwin List.50% | Farm Bellis ...... 


Posner Oe ply Or: 

oggle Bolts, is SEPT 

Church and Schoel. soot se Toggle Bolts, 10a ana 10b.. ie 
i seeenteas: Star wapuusivu buit Cv.; 

Lrtp GONGS .cccccccecccceccece o 


penetarneen 





Sebco Toggle Bolts....... 70&10 
Window Sten aa Machine Co.: BELT DRESSING— iad . % 
Ives’ Patent. List Feb. 1, PA No, 105 Ligh Speed Z Ty0k10% See Dressing Belt, BORERS—Bung— 

Ives’ Stop Bead Screws and Was ath O Fg +> a Bits— BELTING—Leather— nate enaclinee ae RER 20% 
wieetpeimiteeis i lee From No. 1 Oak Tanned Butts. | |BORING TOOLS—Automatic— 
Clark Pattere ..cccccccece 50&5 elting, Ex, Hvy., 18 0f.4+++++++ 
ADZES— Cc. negge Fer eonyll Lo., Steer’s rat ” Belting, Heavy, 16 o2..... 600.00 cdae mere Pears. Fo . Pos itt pis. ms 

Carpenters’, per doz. see ag Belting, Medium, 144% of......-- 40% ies . 
Ship Carpenters’, per dos..... 24.00| Ciark Pattern ...... soeeee 508104 Belting, Light, 13 o2.........40&5% | BoxES—Mitre— 
Ship, LMP Ed co cccvsecoce cove ++ 28.80 Kussell Jennings Mfg. Ma Second Quality, Sides.......... 50% ©. Bi. Jeunes & Co 25% 
Rauroaa, per doz. ee<thve 49 2.95 » 2% in., $24.00 3 Oh2 5 % Second Quality, Shoulders.. 0% Millers ee sew AREER % 
aS i, wpe i 4% in exto Clark Pattern. seveee  SOEE% cut Leather Ff Lacing, Strsctiy 5.66; Langdon ‘Aeme. Aes. i 
eg ee e ™¢39.18| .  Gimiet Bite— __ No. 1, new cog iy lp 8.30; New Langdon, ‘Imp. size 
Ship, plain, 4 to 4% in, cut, (See Gimilets and Gwmiet Bits.) Leather Lacing Sides, per Seer etter eee enter rnens $6.55 
POF OZ, cc secccececceecs $30.60 Hollow Augers— ft. a! a No. 1, m vides Shelf— 
Bonney Vat., d 50@$6.00| 17 sq. ft. and overs c.seeeeees A. H. Green Co.: 
ANCHORS— - oe eee Under 17 sq. ft.cccccccccece Interchangeable Locked Corner. 
Parker Supply Co.: Machine Bits— os, each 1, ai 13¢; 3 
Screw Anchors ......+++.75&10% | Russell Jennings & Co......... 50% Rubber— 16¢; 4, 21¢; doe: 7, 42¢; 
Lebanon Machine Co. : Competition (Low Grade)... .50&5% 22, 224; 23, 249; 24, 30¢; 25, 
ANTI-RATTLERS— pees Pele 0000S | Standard .ccsecscvcssccceccsc Gam 4BG. wcreccsscevescecsenss 50% 
Fernald Mfg. Co. Burton, Ant soi earter ig net Sat +++ +B0% | Best Grades ...... VoCrsereve 94 BRACES— 
Ituttlers, doz. pairs, 1, Post Hole— BELTS— C Ball 
1.25; 2, $1.10; 8, $1. ‘00; 4, ; Per doz.| Woodworth Mfg. Corp.: ‘ommon Ball .......... $3.00 @$3.50 
1.75; 5, 90¢. Hall, Adjustable, No. 1....$17.40 No- Stretch Fan, for 1916 Ford, | ©- ©. Jennings & Oo........ List net 
beruuid 'Quick-Shifter, %# dos. | Hall, Adjustable, No. 2.... 18.60 a aR ihe ERNE AR 22¢|P. 8S. & W.: 
pairs ...... sees ee $2.25@$3.00' Hall, Adjustable, No. 3.... 19.80 No- Stretch Fan, for 1917, —-., Bees i ease. 6 in 8 10 12 
a 4 Quick-Shitter, . Was2.25 Ship Augers and Bits— PS BAP AS ek ebd0beceuer 
ga iid : Revised list 
ANVILS—American— 0 ee vo eee 025G5¢ | BLOCKS—Tackle— 


Fisher & Norris: 


Irwin Auger Bit Co.: 
Ship Augers Irwin List.......40% 


























Common Wooden .eccceesevess- 404 
















% Patent .ccccccsccccccccceces+33¥3%| Series 3900 "85 
Bogle, GB. ...-000000100e SIG, Wwe eries 390 18.85 
Hunt, Helm, Ferris’ « o.. -., as hone Aad vane heuee S| ee —— Series 3 14.90 15.30 
0Z., oo. y , no achine Co.: 
Imported— Pag gi tr eeseccccccsse SW] Delt BEEN seseescccees List net] BRACKETS — 
Peter Wright & Sons, # TM. 80 to Ship Augers ..... ie ela Wrought Steel .....cccsevcoseee 404% 
349 T, 18%4&19¢ ; 350 to 600 ID. BO CUE vo cccccsecs +e -40% | BOBS—Plumb— Atlas Mfg. Co.: 
19&19 %4< Keuffel & Esser Co..........83844% RS 55k to GCOKIG 
Anvil, Vise and Drili— xES— : Griffin’s wro’t Steel........... 45% 
Millers Falls Co., ef@....++6- $24. 29 | Single Bit, base weights, unhandled :| BOLTS—Anchor— Griffin's Folding Brackets 
’ : Per doz.| ankyra Mfg. Company: Ne me wro't pee. : 
APRONS—Blacksmith’s— First Quality ..ccccocscsees $12.00 Ankyra Anchor Bolts....... 85% Stanies’s Snakes bie.’ +63 
Livingston-Cooper Corp. : Second Quality . ce eeeeeeees 11.50 Ankyra Collapsing TOON. v.006% 25% | & E. Wrought “Shelf 
Leather, Livingston list: Double Bit, base weights: Parker Supply Co.: Be ‘ . 
Medium and He avy Split..net list SERMONS . ocbescessencs 17.00 Anchor Bolts or Screw Anchors. BROILERS— 
Medium and Heavy, Mule...5% P SOCORE QUAHEY occccvcccess 15.00 - n ; met 5% Wire Goods fn - 
ae ixtra for handles: Pav don, | OSS eae ee ae Broilers, Common ....... .50&10% 
AUGENS a ted j tra Quality ...ceeeeeeeess $2.60| Sebeo Screw Anchors. .65&10&5% Seales, Sineeele a wi ¥4 
t txcelsior ..... oo ean i 
Ordinary Double Spur......++ 60& 5% Ns DR aeivecsoveseveese 2.00 Carriage, Machine, &c.— BRUSHES— 
Jennings Pat., Bright.. « 45&54 Dh Me ela o sacww be 60d 008-648) 1.65| Common Carriage (cut thread) : Whiting-Adams Co. : 
Black Lip or *Blued. oscccces My en st 6s WU de wae & ke 1.35 % x 6, and smaller......... 25&54 Good, Rd. Paint....... 40&10&5% 
Boring Mach. Augers.....++ AG&5$\L. & I. J. Wh Common Carriage (rolled thread) Medium, Paint ..........! Ok % 
Car Bits, 12-in, twist. Bes | Hand, 4 and 5 ‘in. cut, per doz. % x 6, and smaller ....... ++ 304 Good, Varnish ...........50&5% 
Conn. Valley Mfg. Co.: $17.28 | Larger’ or longer....ce.e oes [04 Medium, Varnish ........50&10% 
Wrights, Jennings..........50% Ships, 6 and 7 in. cut, per doz. Phila., Eagle, $3.00 list.......+0% 60% | Good, Kalsomine ‘ 108 10% 
Wright's, Solid Center. ncanwen 50% $36.72| Bolt Ends, H. P. Nuts........- 304% neg Kalsomine eaalees 60% 
Conn. Valley Blue Twist.....50% siachis (cn ’ : jood, Dusting ............50&5% 
W. A. ves Mtg. Co. : 20% B sy ore ang al 1 ye te a acs 304 Medien, Dusting ........50&10% 
Mephisto ......... eoecseces | light Sprin GlANCES. oe ee eeee ed jood, Floor & Household. .40&10% 
Irwin Auger Bit Co. : Chatillow's: 0$| Larger or longer...+.+++-+++-158| Medium, Floor & House 
Auger Bits, Irwin a ey 50% Light Spring Balances... Door and Shutter— “dec veckadeeseures tl 50&5 % 
Auger Bit Sets, Irwin List... .50% Straight Balances ...... . Wrought Iron: 
KE. Jennings & Co. : - Circular Balances .......+. B t Tabenusd~ BUMPERS—Barn Door— 
‘No. 10, ext. lip, standard list. 25% EE so coc ateu yen wr ioh apanne: 454 | National Mfg. Co.. No. 16 Barn Door 
No, 80, standard list......... 25% | Jacobs Bros, Co., Ine. : AQKE ..+006 bi abehiedne) Bumpers, @ doz............ $1.80 
Russell Jennings’, Standard. Jest, Straight Spring Balances.40@50% Heavy ..eccecee ccceccdccedy 
ARS 2%%)| Light Spring Balances. ..40@50% Sees Drone po SUT Ts—Brace— 
Lebanon Machine C ight ...+.. teen eeeeeeeeeeee r ARSE 
No. 108 High Speed Z Twist, oo BALERS Waste Paper— Heavy’ .cvsessvssessees$ 104 ought sae List + 20$ 
3 o eeeeeee eee 
No. 308 Cabinet Z Twist, Oe Pe ee ced. ee! Spring Neck... .ccecees,,258 [Light Narrow ......... 16%G1 654 
en 40&10% 3. co a: "ah “s $00: ~% (> pale ik NE HEAR «+++ .163%4%| Keversible and Broad........... 
Levanen 3 ay BAA = une $05, and No. 4, Gpen Top, Brass: Barrel, list +105. a. Ree SAREE e ares we 
J 80&10 % _ $110 each OD ok atau ee le Re ieee 
No, 318 Cabinet Z%..... . 40&10% ~ 2, ea aevtet, =. ge 00 ; Spring Neck, ae 104 | Chest Hinges ........0000058 3 08108 
io. 380 nished, Black, Hol- oO. oy usiness ode st Fe’ 
6 oe i by ns wens aa 60 % $17.50; No, 4, Institutional | tyes’ Mortise Door . 838% % BRONZED 
No. 2208 Bright, Hollow. .60&10% Model, ea., $19.50. Ives’ Wrought Doorf***"*** Light, Narrow, Loose Pin. +20&104 
No. 3208 Fine Shanks & Edges, | BARS—Crow— Expansion Light, Narrow, Loose Pin, Ball Tip, 
ee ear 70% | Steel Crowbars, 10 to 40 lb.. k ur ne ber doz. pair, 
No. _ 1808 Natural Twist, Edges pe ” ib. ee ee oe 85% | 2% 2 \% 3 34%, in. 
vay SO Re RS ee 70&10% | Pinch Bers Ankyra Collapsing Tools. 15% | $1.80 2.15 2.40 2.80 3.00 4.40 
- 3806 ae ee 8 — “weir” ”| Broad, per 100 pair, 

Pexto Solid Center........6+--- %o —_ ns 2 1 rit, 
Progressive Mfg. Co.: S. Cheney & Son: Re cna skp. 000.693 75&10% tice a4stn as a 3 Ay 34 t 
Forstner .......0+- Serre 25% | Zimmerman Patent ...... List net weer Bott Tres... “eo: ‘Foans9 PO Alay oe ; 

ER 15% | BASKETS—Galvanized— Richards-Wilcox Mfg. Go....70&15% 55.00 69.0 
= Soi pened Ca,, ne. i 20% | Hall Mfg. Co. : Star Expansion Rolt Co.: om 
mf - ‘. ee ceveves coccceceee Hall, 1 bu., per doz....... $14.40] Sebco & Star Expansion Rolts Caces—sira— 
ne 8. Yo. “ Hall, 1% bu., per doz..... 15.60 60&10 
Bates ....-sees cecccses C5&10% O. Lindemann & Co.: 
UE cosas bno0enene coun 50&10% | REAMS—Scale— : ; Stove— Japanned Canary ay 5 
Jennings’ Pattern ..........50%| Scale Beams ............ List + 10¢| Stove Bolts ....... seeeeeeeeees OOF I a din once e 00-68 30% 
Jennings’ Pattern, Blued....50% | Chatillon’s No. 1........ List + 10% Tire< Parrot Cages, “Aviaries, | Cage 
DAF occ cbrcenssencacesesnwn 50% | Chatillon’s No, 2........ List + 20% ONS 2 OS eee % 
PP. B. OW idvevsvarevate List + 20% | Common Irom ..ccccccecceseees 454 
Car Bits— Sargent & pera es ae List + 20%] Eagle ...... Digtbsct ks savanbure 504 CALIPERS AND DIVIDERS— 
Irwin Auger Bit Co., Irwin List nELLS—Cow— American Sere Co. : ‘ Athol Machine Co.: 
_ S0R10% | Wrought Cow Bells..........334%| Bay State, lat Dec. 28, '99..50%| “'remier; A. M. O............ 25% 
Roseell Jennings & Co. er -40% , and— Earle Pati. Mat Oct. 16, '84..70% 
sh P » Co 
FeO T12. Hight Speed Z% Twist, Polished Brass Toggle— CALKS—Toe— 
2OK10% White DEE sacdeces Ankyra Mfg. Company Blunt and Medium, 1 prong, per 
No. 312 Cabinet Z Twist, Nickel Plated Aukyra Anchor Rolts..... 4OR10% | 100 HD. os evevoccsccccccees 6.00 
a SUED 5 5c5 a) 5:09 8600 ven 2 ew eaee 10-5%| Ankyra Collapsing Tools...... 25% | Sharp, 1 prong, per 100 Ib.. $6.50 
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Pneumatic Tires 
MotorTruck Tires 
Inner Tubes 
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Growth 


OR eight years the McGraw business has been 





building. No spectacular methods of promotion 






have been employed. A sound sales policy and a 






meritorious product have alone resulted in making 
the McGraw one of the largest tire factories in America. 













Five to six thousand McGraw-made tires are sold 
daily; the output for the past year has exceeded 
1,000,000 casings and an equal number of inner tubes. 









This includes no manufacturers’ business. 





McGraw products— McGraw, Imperial, Pullman and 
Congress tires and inner tubes are sold exclusively 
through wholesale distributors and their dealers. 






The McGraw sales policy has many distinct advan- 
tages which assure the distributor a profitable, satis- i] 
factory, permanent and growing business. Let us tell | 
you the details. 


THE McGRAW TIRE & RUBBER Co. 


East Palestine, Ohio 








Distributing Warehouses * New York * Atlanta * St. Louis * San Francisco 
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Biunt and Medan y prong, per 
OR cssdecnarteseesdveres $6.5 
Sharp, 1 prong, 100 ib 7.00 
CANS—MIiik— 
Sturges & Burn Mfg. 
Sturges Guaranteed 
Milk Cans 
CARRIERS—Litter— 
Hunt, Helm & Ferris Oo......+.40% 
CARTRIDGES—Metallic— 


7, te aahig 22 Rim, $1. a ) 


32 ao $3.30 Blank. 

32 C. F. $6.60 Blank. sa 

38 C. F, $8.40 Blank... .33'4% 
B. B. Caps, Con. Ball, $2.65 .33 4% 
B. B. Caps, Round Bail, 

$. 


Company: 
Capacity 
Yo 


2.10 

F., 22 Short and 

"Long, Black and Lesmok.: 
R. F., .22 Long Smokeless. 
R. F., .22 Long Rife, 

Black, Lesmok and 

Smokeless 
Smokeless, 

*33! 3% 

F, Pistol and Rifle 

blus 


Military and Sporting pius.33¥68 J 


Peters Cartridge (o.: 
B. B. Caps, Semi “smokeless 





83 4 % 


Semi-smoke jess . 
33 4 % 


Short Semi-smokeless... + -B3 ' 4s To 
Long, Semi-smokeless.....334% % 
<22 Long Rifle, Semi- emehainns on 


Cc. B. Caps, 


Cc. F. Revolver & Rifle 
c. F. Military & Sporting... 
All smokeless cartridges... 


CASTERS— 


Philadelphia 
Truck Pilate 
Fauitiess Caster Co. 
Fauitiess (Pivot Lb asines, 
40 @509 
Pibee .ccccccvccsccesese 3: 5@ 40% 
Glass (Insulator) 5 5 10% 
Leather Wheel 35@40% 
Plate e200 40&45 Jo 
Hospital| 
Schatz Mfg. Company: 
Acme [Ball-bearing 
M. BB. Schenck Co.: 
Steel Gem, Iron 
Steel Gem, Iron 
Galeed oc ccscscvesss : : 
Steel Gem, Wood Wheel ‘ 50 Ye 
Iron Gem, Nos. 437 & 637 45% 
Iron Gem, No. 837 and Larger, 
60& ? 


Pol.. .45% 
Unpel- 
O% 


Wheel, 
Wheel, 


CATCHERS—Grass— 
Specialty Mfg. Co.: 
"Rasy Emptying, Nos. 1, 2....25% 
Easy Emptying, Nos. 1G, 2G 
OG, 11, 10G, 12G.....0-004 
Easy I ae tying, Nos. 5G 
15 


Basy , BE No. t 

Detachable, all styles........ 20 % 
Pennsylvania Lawn Mower Works: 

Pa. Brawn Grass Catchers....25% 


CHAIN—Proof Coii— 


Small lots, f.o.b. Pittsburgh, 
100 Th.: 
American Coil, 


per 


Straight Link: 

3/16, $14.10; “%, $11.55;5/16, $10.55; 
%, $10.00; 7/16, $9.85; Ydezr9/16 
$9.70: S4&11/16, $9.00; Ye@mbaplo, 
$9.50: %,ér15/16, $9.40; 1, $9.30; 
1421%, $9.40. 


Halter— 
German Pattern: 
4/0 to 6/0, ¢ 
0 to 6, incl 


Joga GRO eccescccéscecciverers 30% 
Brass Chain 


Galvanized Pump Chain, per ib, 11¢ 
Safety, Brass 


Niagara Falls Metal Stamping Works: 
Premax Steel Chain Bright; 
Electroplate Copper, Nic a: Ly 


Brass and Zine.. 
Parker Supply Co..... “List “- 


Crddaneenatnaiiianeeete. 
Niagara Falls Metal Stamping Works: 
Premax Coil Chain 40% 
Premax Special 
Dog leads 


and Expansion 
» 


Woodworth 
Easyon, 
Easyon, 
Kasyon, 


Mfg. Corp.: 
fits 3-3% in., per set. $3.00 
fits 4-4% in., per set. 3.75 
fits 5-5% in., per set. 4.00 


Trace— 


Traces, Western Standard: 100 pr. 
6%— 63, Straight, with ring. .$70.00 
64%— 6-2, Straight, with ring. .$71.00 
6%— 8-2, Straight, with ring. .$76.00 
64%4.—10-2, Straight, with ring. .$81.00 
NOTH.—Add 2¢ per pair for Hooks 
Twist Traces; add per pair for Nos. 2 





and 3, 2¢ 
price of biretone a 
Eastern Standard Traces, Wagon 

Chain, etc. 


4 No. 0, 4¢ t. 


PPTTTTITIT TTT ti 


CHALK— 

Carbenters’ Blue .cccecees+Q70., 95¢ 
Carpenters’ Red ...eceees+990., 95¢ 
Carpenters’ White «400000 +9¥0., 85¢ 


CHECKS—Door— 


Superior Spring Hinge Co.: 
Superior Screen Door.......88%% 


CHESTS—Tool— 

C. E. Jennings & Co.'s Carpenters, 
Mac hinists’, Empty .. +++ 25% 
Housebold and Boys’. o+++ 20% 


CHISELS— 
Socket Framing and Firmer 
Standard List: 
Socket Framing ....0+++-33/AG5% 
Socket Firmer + OYAF5: 
W. A. Ives Mfg. Co.: 
Mephisto 
C. E. Jennings & Co.: 
Socket Firmer Nos. 10 and 70, 
15 
Socket Framing No. 
Pexto Firmer, Cabinet, 
Butt 
Framing 


Pocket 


coccccccesce + +33 4 &5% 

Tanged— 

Tanged Firmers ....ee0e000+ L554 
E. Jennings & Co., Nos. 191, 151 


seeeeees 20% 


POMBO cvciccdccdeséss 


CHURNS— 
Sturges & Burn Mfg. Company: 
Sturges Steel Churn, 
No. 1, eS REET Tee $: 
No. 2, 7 gal. 
No. 3, 10 gal. 


CLAMPS— 
Athol Machine Co.: 
Machinists’ and Tool Makers’ . 


tlammer & Co 
Adjustable 
Carriage Makers’ 
‘2 to 6 in., 20%; & to 12 _ 
10%. 
8S. & W. Star: 
Carriage Makers 
Sargent & Co.: 


5 gal. 


each... 


-net 


20% 
20% 
J. I. Williams & Co. : 
Mac hinists’, agrippa. .10&10&10% 
Machinists’, Vulcan. ..10&10&10% 
Hose Clamps, see Liose Attachments, 


CLEANER—Automobile— 
Crew, Levick Co.: 
Mistokleen 
Mistokleen 
Mistokloths 


refillers 


Automatic— 
OS ere 


Lawn— 
Pennsylvania Lawn Mower Works: 
Pa. Lawn Cleaner Rake 4315 % 
CLEAVERS—Butchers— 
Foster Bros. & Chatillon Co. 
zist June 30, 1917, 20% 
CLIMBERS—LIinemen’s Poie— 


Smith & Hemenway Co., Inaec.: 
Red Devil ccecee ee 4% 


Vital Mfg. 


CLIPPERS—Horse and Sheep— 
‘ blcage Flexible Shaft Co.: 
bp. 2 Chicago Horse, each 
12.75 

Lightning Belt Horse, each 
$15.00 
Stewart's Enclosed Gear Ball 
Searing Horse, each. ..$8.75 
Stewart's New Model Sheep 
Shearing Machine, each 
$12.75 
Stewart Enclosed Gear Sheer 

ing Machine, No. 8 each 

1 





Stewart Ball Bearing Enclosed | 
Gear Sheep Shearing Ma } 
chine, No. 9 each... .$12.75 


CLIPS—Nalil— 

Hi, C. Cook Co.: 
Gem, | ccccccceccGee 
Ansonia, per GOS.sesecccsess 015 


CLOTH—Emery— 


See Paper. 


cocKs— 
Brass Hardware li 
Plain Bibbs, 60558; Globe, 45&5£ ; 
Kerosene, 50&104; Racking, 4554 ; 
Liquor, 40&2Y44 ; ‘Bottling, 40&r 2/44 
Compression Bibbs 50& 10E& 104 
lron Petroleum .- 454 


COMPASSES, DIVIDERS, 
Ordinary Goods 


Keuffel & Esser Co. 
Pexto 


ac.— 


Peewee ewe 


CONDUCTOR PIPE— 
Corrugated, Round or Square: 
Galvanized Stee 
Galvanized Charcoal Iron 
Copper 
See also Eave Trougha. 





= 





COOLERS—Water— 


Cordley & Hayes: 7} 
XXth Century No. 56, ‘sit OK- 


Wh 
No. 
Wh 
No. 
hi 
No. 


No. 560 Mahogany 
White 
No. ae Mahogany 
Whit 
Note: “rhese prices 
bottles 
Le Mfg. Co. 
Galvanize a Lined, side handles, 
i 4 6 68 





are “without 


Enameled Lined, Side 
dies : 
4 6 8 


ach 
\eate Lined gee pees 
Gal. 2 6 
Each 


SOPPERS—Soldering— 


300 Ib, lots.. 
100 to 300 Ib. 
iess than 100 he vcunsescuevhds sae 


CORD—Sash— 


Braidea, Drao..... 
Braided, Whiute, Cam 
12, 39'44¢; No, 
Patent Russia 
Cable Laid Russia 
India Hemp, Braided 
india Hemp, Twisted 
Patent India, Twisted.. 
Samson Cordage Works: 
Braided, Nos. 8 to 12, i 
Drab Cotton, 75¢; White 
Cotton, 60¢; Spot Cord. .60¢ 
Massachusetts, White, Rd ID Pos 
| een b Tm 70¢ 


PTT Ty «lb. 02¢ 

409 Nos. 8 to 

, 40¢; No. 6, 4 
lb. 


«Ib. 24¢ 
wD 


rs 
7 
l’hee a lite, 
2 
Silver Lake Mfg. Co.: 
Silver Lake, per .: 
Drab, 75¢; A. White, 
itedien Hemp, $1.00; 
White, 
55 


$1.5 
Silver Lake, Drab, 65¢; 


Eddystone White 


Wire, Picture— 
Tinned 25 jt. i 


g 
turner & Stanton Co. Wire_ Picture 
Cord cevsceee &10 % 


eee eeeeenee 


COTTERS—Spring— 


Spring cotters in packages......85% 


COUNTERSINKS— 
C, EB. Jennings & Co. 
Countersinks Nos, 001 & 002 
16% % 


CRAYONS— 

White Round Crayons, Cases, 100 
gro., $8.00, $8.50, $9.00 and $10.00 
according to grade. 

Joseph Dixon Crucible Company: 

No. 620, Red (when bel sont. 
per gro. . $10. 

‘ 


CRUSHER—Ice— 
Alaska Freezer Co.: ss 
Toy Town, each.....ee+++e0+$3.25 


Priming— 
Co.: 


Morgan Mfg. 0% 
PrTTrririy |: Gi 


Priming Cups 


CUTTERS—Glass— 


Crescent Co.: 

Crescent No. 6....sceseee+++00% 
Fletcher, Terry Co.: 

Glass Cutters + 30@50% 
Smith & Hemenway Co., Ine. : 

Red Devil 

Meat and Focod— 
a> 4 ise : 
22 32 

Bach $2 50 $4. 25 $3. 75 $6. 50 $8.50 


25258 yh 
Nos 501 602 


° 703 
Each $2.00 $2.25 $3.00 
P. 8. & 


Small, 
Family, No. 7 
Large Family, No. 
Hotel, No. 


80% 
W. Favorite: 
No. 7 


Bluffton Slaw Cutter Co. : 

Rapid Slaw and Vegetable Cutter, 
No. 0. per doz. with metal box, 
$15 35; 
No. 3, per doz., 

b and 2, 
extra 8% disc. in gross lots. 


Tobacco— 


Enterprise + -25@30% 


DAMPERS— 


Parker Supply Co. : 
Damper auadrants........ List net 





Parker Supply Co List net 


— 


DisPENseRs—tiquid soap 


Morrill's ea. 

No. $2.50; No, 1 

slab, e300 + No. 2 wall 

2.25; No. 2 slab, $2.75: 

3 wall, $2.00; No. 4 

wall, $1.50; No. 5 wall, 
$2.00; No. 8 slab, $2.50, 


DRESSING—Beilt— 
Jobbers’ Mfg. Company: 
Blue Ribbon Stick, # ID.... 
Paste, 5 & 10 I. cans, } th. 
Liquid in gal. cans, @ gual. 


ORILLS AND DRILL 
STOCKS— 

Twist, Bit Stock, new list. . .50&10g 

Twist, Taper and Straight Shank, 
new list 

Wire Gauge, Jobbers’, 
Blacksmith , 

Brace Drills for "Wood. 

Goodell Automatic Drills, 
June 28, 1917 


Es) 
* 


a 


No. 


27¢ 
30¢ 
$2.00 


& 


At O85 
List 


Smith & Heme puway Co., 
Red Devil 


Brick and Stone— 
Star Expansion Bolt Co 
Parker Supply Co....... 


oe eee 
Cc "No ent 
4 


Geotell’ : Auto, List, June ‘ 


Hyfield Mfg. Company: 
Hiigh voltage Electricians... 

W. A. Ives Mfg. Co.: 
ay 

M-B Tool Co. 
Insulectric 

Millers Falls, @ doz., 
$16.48; 12, $22.17; 20, 
21, $16.48; 41, $21.30; 

Pexto Solbar .. 

Smith & Ilemenwiay ri 
Red Devil 


28, ‘ioit 
35% 


-25% 


11, 
$15,385 


Copper 


See also Cunduc tor Pipe and El- 
bows. 


=LBOWS AND SHOES— 
Galvanized Steel: 
Plain, Round and Corrugated, 
all sizes to 6-in 
Squares, all sizes to 6-in...... 
Copper, all sizes 
Ferdinand Dieckmann Co.: 
Plain Round and Round 
gated, 
BO GOGRP cecccccscccccccs 65% 
26 Gauge . 50% 
BO GOOED cccccccccscccccs 25% 
Square Corrugated et B and oc 
tagon, 
29 Gauge 
26 Gauge 
24 Gauge .. 


EMERY—Turkish— 
Out of market at present time. 
Domestic, Ib........ 12 


ENGINES—Chemical— 


oO. J. Chi 
Copper ang “40 gal., ea. 
200.00 @ $350.00 


EXTINGUISHERS—Fire— 
0. J. Childs Co. : 

Utica, f 

Cem, Os SEUBO. oo oc cc cces 25 
Nu-Ex 4p oy Co. 

Nu-Ex Kil 

Nu-Ex awd > OOS 

In lots of 12 or more 


EVELETS— 
Solid head, per 1000....... 


Corru- 


were e en eweee 


F asteners—sBiind— 
ii, B. lyes Co 
Upson’s Patent, List Feb. ay 1917. 


3 % 

Cord and Weight— 

Ives Co.: 
List Feb. 1, 1917... 
Titan, List Feb. 1, 1917. . .3: 
Corrugated— 
Acme Steel Goods Co. : 

-45&1085% 
» -G0&10% 


HOK10K5 % 

Plain Edge “ 

Stanley Works: 
Saw Edge 
Plain Edge .. 


FAUCETS— 
Cork Lined, Common, 504; Best .40% 
Metallic Key, Leather Lined.... .50% 
Red Cedar 
Petroleum 
Jobn Sommer Faucet Co.: 
Diamond Lock 
Peerless Tin 
Boss Tin oe 
Victor Metal Key.. 
Dupies Meta! Key.. 
I. X. L. Cork Lined... 
oo, Cork Lined. 
wk Lined 


o + AGK10&S % 
60&10% 


Wash ngton Red 

Leader Butternut Key 
Enterprise Mfg. Co. : 

Foternriae Solf Menenring 





» B doz., $120.00 
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How Hardware 


Dealers Can Build 
A Big Trade On 
Tires For Fords 


We have been planning for some time 
to enable live dealers to do big busi- 
ness on tire orders from owners of 
Fords, Chevrolets, Maxwells and other 
light pleasure cars with 30x34 rims. 
Here’s the way— 


"GENERAL 


‘Jumbo Tire 


4 


A new over-size tire to fit 30x3'4 rims—a big tire built on a big idea—with 
which you can build big. 

This special tire is just as big in air chamber as a 31x4 tire. It is more pliant 
than a 31x4 tire—makes a car ride more comfortably—saves the car and saves 
the tire. 


Carries the usual 5000-mile General Tire Guarantee and 


Sells for only $3.00 more 
than the 30x 3% tire 


Here's your chance to put a big entering wedge in the tire field. Think of it— 
you can offer Ford owners a well-made, fully guaranteed over-size tire, practically 
a 31x4, and more resilient—at a total extra cost of only $12.00 for all four wheels. 

Here is an unusual opportunity to control a big part of the small car market in your terri- 
tory by pushing General “Jumbo” tires. Now is the time to order. Magazine advertising starts 
soon. You will lose business every day you delay. Wire us your order today. We will ship 
promptly. 


THE GENERAL TIRE & RUBBER COMPANY 
AKRON, OHIO 











BUILT IN AKRON 


MI 


5 Ea aN TET TI 


E 


SUMMON 


Ii 
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FILES—Domestic— 
Best Brands 

Standard Brands . 
American 

Arcade 

Black Diamond 

Delta Brand 

Delta Utility 

Delta Swiss PAR a9 +2 
Eagle 

Great Western 
Kearney & Foot 
McClellan ....- 
Liveright Bros., Gold Medal. 
Liveright Lros., Blue Ribbon Special, 


Liverigbt Bros., Electric 
McCaffrey Amer. Standard. ./ 
McCaffrey Precision (Swiss 
Pattern) 
Nicholson 
Simouds Mfg. Co 
Barton Smith . 

Swiss Pattern 
FIXTURES—Fire Door— 
Richards-Wilcox Mfg. Co. 

No. 102, Monarch A; 

Mutual .... 

Fusible Links, No. 96 

Grindstone— 

Net Prices: 

ee 17 

Per doz...$6.80 $7.33 
FRACTORS— 

Crew Levick Co 
FRAMES—Grindstone— 
Athol Machine Co 

Iron Grindstone Frames. List + 20% 
FRSEEZERS—ice Cream— 
Alaska Freezer Co.: 

Alaska 4-qt., each.......... see 

North Star 4-qt., 

North Pole, all ‘etal, 2 

per dom, ....--eecccccees a S18, 00 
Peerless Freezer Co. : 

Peerless, 4-qt., list, $4.00... .30% 
Frew, 4-qt., list, 3.60 30 Jo 
fF USE—Safety— 
Ensign-Bickford Co.: 
Hemp 
Single Tape ...... 
Double Tape 
Beaver Brand 
Anchor Brand $7. 
Reliable Gutta [$8.40 


Gates—Moiasses and Olil— 

Stebbins’ Pattern.. .70& 104 

GAUGES— 

Uarking, Mortise, etc.. 

Athol Machine Co. : 
Depth, Screw Pitch. --net list 
Center ...+.+ -net list 

omeers AND GIMLET 

BITS— 


Gimlet Bits. 
Common Dbl. Cut. 
German Pattern, Nos. 1 to 8, $8.65; 

No. 9, $9.60; Nos. 10 & 12, "$12.50; 
ass'd, 

Singie Cut 


19 «(ot 
$8.20 $9.00 
30% 


Percha. 


25& 10% 


Per Gro. 


ro. 


3.50 
» $6.00 
ail, Wood Handled, ie: 1, 


3; 2, $3.50 
Wood antes, 
No. 1, $5. 50; 2, $6.00 


GLOBES—Gas— 
Safety Wire Gas Globe Company: 
Protect-a-lite age fo; Up- 
ight, on. per 
ated ‘ $24.00 
Pivtect-s. ‘lite ‘Inner Wire Globe, 
per doz., 85¢; per gross, $9.60 
GLUE— Cents per lb. 
Cabinet 
Commo: Bone 
Fish, li a bottles or cans, 
with 
Fish, 


Gimlets Ass’t per 
1...$3 


Spike, 


ush 
liquid, 50 gal. 
per gallon 
Foot Stock, White 
Foot Stock, Brown......-- 22@27¢ 
Medium White 40@ 50¢ 
Cement— 
L. W. Ferdinand & Co. 
Linoleum, 20th Century, per gal. 
$2.90 
Marine— 
L. W. Ferdinand & Co.: 
Marine, Jefferys, small cans, 


bulk, 


Waterproof, liquid, per gal.. 
GONGS—Stee!— 
P. Wall Mfg. Supply Co. 
Foot or Hood, Streec 


Marine, Jeffery’s, 
- $4.65 


* natiway, 
25 


Spring or Locomotive 
GREASE—Axie— 
Common grade: 
1-lb. tins, per doz.. 
pau, per tds s cwace ie 0. 
Pe verlesting, 10-™. 
6¢ ‘, boxes, ® doz., 


Automoblie— 
Crew Levick Co.: 
Grease in tubes 
Motor Oils 
A. W. Harris Oil Co.: 
Harris Trans Compemne 
sete, 13¢. end ¥% bbis., per 
12 ; 50 TD. tin, $7.50; 
26 TD. ds, $3.95; 10 ™. tin, 
$1.80; 5 I. tin, 95¢. Harris ts 
Light Transmission Grease, fa 
bbis., 14%¢ and % bbis., per ig 
» 15¢; 50 Ib. tin, = os 
tin 


4.58; 10 
tin, $2.05; 5 Ib. tin, $1. os. 





GRINDERS— 
Athol Machine Co.; 
Bench Grinders 

S. Cheney & Son: 


Roya 
Luther Grinder Mtg. 
Dimo-Grit: each 
No. 14 (Mechanic Special, 


No. 
No. 


No. 

No. iM 
No. 35 Compacto 
No. 51 (Best Made) 
No. 63 (Farm Special, > 


No. 
No. 
No. 
No. 


No. 


(Mee banic. “gee a 


83 (Spartan) 

104 Multigear. . 

2 (Hummer) 

309 (lower Bench i Getaens 


310 (Power Bench Grinder). 
9.95 
Star f sec. 


Prag 
Hyfield Mts Co.: 
Perfect Emery Wheel...... 
Wonder Electric 
Wonder Ft. Power 


Valve— 
Frank Mossberg Company : 
For Fords Nos. 605, 


296 
«+» Onf, 


606, 
25¢.....3% 


GRIPS—Buffalo. 
Smith & Hemenway Co., 
Red Devil 


GU a ahet— 
Iver Jobnso 
Champion "dingle Barrel, 
$5.00 @$11.00 


Hammerless Double Barrel. .$25.00 


Hatters AND TIES— 

Cow Ties, new list, per doz.... 

Hatters 

Niagara Falls Metal - atid be 
Fremax Halter Chains 40 
Fremax Spec im Halter Chains. 60% 
Premax Cow Ties 40°¢ 

E 'f. Ruge & Co.: 
Web Halters 
Jute Rope Halters and Ties. 
Sisal Rope Halters and Ties 
Cotton Halters and Ties.... 
Cotton Livery Ties. 
Leather Halters 

HAMMERS — Handled Ham- 
mers— 

Maydole new list: 
Blacksmiths’, Hand .. 
Bricklayers’ 
Farriers', Driving 1583% 
Machinists’ Ball Pein... wee PB 
OEE, BOE BGs cccsccvvsse 5&2% 
Riveting Cd eehececesoceseve i 5&2 % 
| Frere ec 15&2 
Note.—For extreme Western states 

prices are approximately 5% ree 

Pexto, Machinists 

Nail 


82 2% 10 %o 
7% 


Heavy Hammers and Sledges— 
BGO FE Be ccoscecseccssecese List, net 
Oat BS Bi nkussvccesrseret List, net 
Magnetic— 
A. R. Robertson: 
Horseshoe Magnet tack 
50¢@$2. 
Billposters $1.15@$2.5 
HANDLES 
Agricultural Tool— 
Axe, Pick, &c 30&5 
Hoe, Rake, Spade, Fork, Shovel, 
&e. , New List 40% 
Also net prices of axe handles under 
aves. 
Cross-Cut Saw— 


Mechanics’ Tool 
Auger, assorted. ..gro., $3. 50 @ $4.00 
Brad Awl .. -970., $1.75@$1.85 
Chisel Handles, ased, pr. gro.: 
Tanged 4 rel Apple.. Py 00@ 
$3.25; Hickory .....+$6.00@$6.50 
Socket’ Firmer, Pe Sse 
$2.35; Hickory ...0.ceee+s $6.50 
Socket Framing, Hickory 
File, assorted ... 
Hammer, Hatchet, 
Hand Saw, Vorniched, doz., $1.30; 
Not Varnished 
Plane Handles: 
Jack, doz., 80¢; Fore, doz.. 
Grover File Co.: 
Grover File Handles, @ gross 
No. 1 for 6 in. files........$¢ 5.00 
No. 2 for 8-10 in 5.5 
No. 
No. 
No. 5 for 18-20 in. and sold- 
ering coppers 
Nicholson 


eesces 


$1.12 


Ferrule 
Handle coscesece 


Pott’s Sad Iron— 
Aluminized or Japan’ 4, per doz..$1.10 
Tinned -ber doz., $1.35 


HANGEKS— 

Note.—Barn Door Hangers are gen- 
erally quoted per pair, without track 
and Parlor Door Hangera per double 
set with track, dc. 
Allith-Prouty Co. : 

House Door . 

Accordion Door 

Garage Door 


sent eeeeeene 


- 49@45% 





Griffin Mfg. Co.: 
Solid Axle, No. 10, $12.00. ..35% 
Koller Bearing, No. 11, $15.00 
85% 
Roller - wey Ex. Hy., No. 22. 
. «+ -50&10% 
Bull Dog, $24.00... .....50&10% 
llunt, Heim, Ferris & Co. : 
Cannon Ball 40% 
tg ) Casey, Round ® doz.$13.80 
Fle @ doz. 10.08 
McKinsey Mfg. Co.: 
Roller Bearings, Nos. 1 and 2. .60% 
Anti-Friction 50 % 
Hinged Hangers, King coma 


Pittsburgh Trolley 
FP. E. Myers & Bro., Stayon; O. K.; 
O K Adjustable; Sure Grip; Sure 
Grip Adjustable; Sure Grip Tan- 
dem, Sure Grip ‘Tandem Kdjnst- 
able; Tandem Adjustable; Myers 
Garage, new li 40 
New Way Tandem and 
Tandem, new lists 
Giant Tandem, new lists 
Giant Tandem Adj. aegis 
lists 
Faultless Tandem and 
Tandem Adj. Covered 
National ue Co., P doz. : 
~ 4, $10.20; No. 66 
roof, $14. 00; No. oe 
Proof, dis 00; No. 88. 
Richards-Wilceox Mfg. Co.: 
Hangers, Nos. 147, 247..... 
Roller Bearings, Nos. 3 


43 

No. 44, size 1, $12.00; size 2, $ 
Anti- ‘friction, No. 42 “ 
No, 44, sizes 2% and 3. 


26.00&$37.00 
is — “os 9 B. R. 
135 No. 


new 
Te 


iy 
FF aultless 
% 


Storm 
Storm 
«$17. 


Swivel No. 


201 ‘ 
Trolley B. 
Lb. No, 1 


1% 
Treiley B. D. We. Bb.cceccss 


Garment— 
Wire Goods Co. : 
Common, 17 in. No, 0410, 


gro. é 

Tourists, fold’g ‘hlek’ 4. per doz. 7 be 

Picture— 
Moore Push-Pin Co.: 

Moore’s Pushi-less Hangers, per 
doz. packets, 80¢; per gross. $9.00 
Screen and Storm Sash— 

National Mfg. Co.: 
Screen an 


* Storm Sash Tlangers, 
No. 


80, Jap. Automatic, 
P doz. T0¢ 
No. 80, Sherardized........... 85¢ 


HASPS— 

Wrought Hasps and Staples 
Griffin’s Security Hasp 
McKinney's Safety No. B820. 


HATCHETS— 


Regular list, first quality.... 
Secord quality 
Common ,... 


30% 
-net list 


HEATERS — ieee and 
Carriage— 
Chicago Flexible Shaft Co.: 


; $1. 
$1. ‘753 No. 7, $2. Th: 
Assortment, # case, 
Crew Levick Co.: 
Victor 


$13.80 


Helm, Ferris & Co.: 


Standard No. 

Standard No. b 

Harvard No. 1 

Harvard No, 2 eac 
Black Jack No. 1 F’l't Grate 


each 
Black Jack No. 2 F’l't Grate 
each 


Hunt, 
Star 


HINGES—Blind and Shutter— 
Wrought Steel Gravity Locking Blind: 
ty Sets with Fastenings, No. 
1, $1.65 without Screws. 
Surface, No. 3, $0.95; No. 4... .$1.30 
Parker Wire Goods Co. : 
Automatic 
lind ist + 33 


Hiale & Benjamin 
Bli 
Stanley's Steel jravity Blind. 
No. 1647%, WF doz. sets, with- 
out screws, $2.00; with screws, 
$3.00. 


Gate— 
Western: 
With Latch 
Without Latch 


Miscelianeous— 
Griffin Mfg. 
Fleur de fis’ Surface Hinges so) 
doz. prs. $1.60@$1.90 
McKinney Mfg. me 
Small Surface ween 4 py, don. 


50@$2.00 


-doz., $2.40 
‘doz., -, $1.70 


Pivot, Ball Bearing 
15&10% 


Bommer Bros, 


Spring— 
Holdback, Cast gem 
Non- Holdback, Cast Iron... 
Allith-Prouty Co.: 
15 1 25% 
25@40% 





Bommer Bros. 
Spring Butt. Hinges 
Surface Floor, Ball Bearing. . 
Mortise Floor, Ball Bearing, 


Lavato Hi 
=“ = 


1045 % 
‘30% 


Non = Holdback © 
Hinges, No. 

Non - oldback 
Hinges, No. 

Holaback’ 


Chicago Spring Butt Co.: 
Chicago Spring Hinges 
Triplex Spring Hinges. 
Chicago lortise va" 
Chicago Relax Floor 

25410. 

Chicago Premier (4000). 

Chicago Ajax (3000) 

Chicago Fire Station. .L 

Lavatory Door Hinges. . 

Chicago Screen Door 

Door 


Chicago Screen 


ar Ph pied 


Ric Ret Wilcox Mfg. Co. 
ouaee Acting Floor Hinges, No. 


aR. ‘Spring Hinge Co.: 
All 


suc Holdback 
Se oeen 


te res r gr $12, 
No, 777, Sheet Steel Tclibeck 
N 888, Non-Hold si2 
0. » Non-Holdback, r, 
Chief Ball Bearing Pio gr. $12.00 


&5 
Ball Bearing Spring Butt Hines ™ 


40 
Adjustable Sc. Door Hinges. .00% 
Superior Spring Hinge oes 
Superior Floor Hinge.. 
Superior Holdback 


Wrought iron— 


-++.50% 
-50&10% 


Strap and T Hinges, &c.: 


Light Strap 
Heavy Strap 
Light T 


Extra Heavy T 30& 244 
Hinge Hasps ......... List + 504 
Cor. Heavy Strap.........3 30& 104 
Cor, Ex. Heavy T. -10& 104 


HODS—Coal— 


Net oa dozen 
Inch.... I 


ho le rede 
Jap., "funnel . 


Masons, Etc.— 
Cleveland Wire Bg fl vee 
Steel, Brick, 
Steel, co hy Ko 158. 


HOES—E 
Scovil and “Sval Pat 
Grub, list Feb. 23, 1899. 


HOIST AND STRETCHER— 
Hall Jumbo Hoist and Stretcher, 
per d $13.4 


HOLDERS—Door— 
Richards- Wilcox Mfg. Co.: No. 111, 
Everrendy, sth ; Nos. ‘118, 119, 
re Gri / 
File “and To 
Nicholson File Sbebhene “and File 
Handles .... 10% 


Sanitary Tooth Brush— 
Safety Wire Gas Globe.. 
er doz., $1.75; per gro., $19.50 


HOOKS—Belt— 


Nos. 1 to eho aa 


ush— 
ey doz., $8. i; aati, $10.00; 
$12 


Coat and Hat— 
Atlas Mfg. Co 4545 to 
Morgan Spring Co 
Varker Wire Goods Co.: 
King, No, 
No, 


55% 


iw 
«008108193 
om 11, 
Shelby Spring Hinge Co....... 65% 
Wire Goods Co.: 
Crown, 60%; Chief, 50&10%; 
Chieftain, 50&10%. 
rn— 


North Wayne Tool Co.: P dos 
Brooks 3.2 


Gri 

Bent shank, per doz.......... $5.00 
seorth Wayne ‘Toot Cu.: 

Little Giant 

Lawn King 

Nolin's Concave 

Komet 

Little. Giant, " adjustab: Ree 

Junior 





October 25, 1917 HARDWARE AGE 


we; ts $8 St C8 08 OF 58 U8 He ts Zae 
THVT AVOMAONNOUUAN AG NELLU AURA TE, 





SSS SS Se Se Ce Be Ce BS Oe Be th be 8k tee Oe 
MEE UTI PE 


Try to rip these lnyers of duck apart. 
Out through a section of Globe Tire tread down into 
the rubber-eaturated Sea Island duck of the car- 
case. 
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Now try to tear this duck apart. 
Baort yourself. Note the tenacious cat-claw grip 
of layer upon layer. This ie Globe Tire friction, 
one of the chief reasons for Globe Tire super- 
mileago. 


Liberal Distributor Policies 
Insure Fine Profits 


Where other tires have yielded inch 
by inch to the pressure and tempta- 
tions of big volume production, Globe 
standards have stood unshaken for 
that supreme quality that embodies 
longest, uninterrupted mileage. 

The same protection of the user of 
Globe Tires reflects itself in absolute 
protection of the distributor who han- 
dles Globe Tires. 

The Globe distributor makes more 
money just as surely as the Globe user 


saves more money. The one is the 
result of the other. 

Enlarged production facilities are 
all ready to fill the enlarged demand 
for Globe Tires. 

Responsible firms are invited to ask 
us about the liberal advertising we do 
at our own expense in their home 
newspapers on behalf of hardware 
distributors handling Globe Tires on 
our Special Distributors contract. 
Exclusive adequate territory will be 
given to those who qualify. 


Long Mileage Tires MUST Be Hand-Made. 


Globe Rubber Tire Manufacturing Company 


Executive Offices: 1851 Broadway, New York City 


Factory: Trenton, New Jersey 
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Wall, etc.— 
C. T. Williamson Wire Novelty Co.: 
Wall, Picture, Thumb, Moulding 
or Cornice 30 
Punch Bowl .. 


HOOKS AND EYES— 
Brass 
Malleable Iron 


HOSE ATTACHMENTS— 


Morgan Mfg. Co.: 
Hose C pay 
Stuler & Kuck: 
Hose Mende 4 @ doz., % in. $0.75; 
% in., $0.80. 
Hose Couplings, @ dos., % and %& 
in.. $2.85. 
William Yerdon: 
Hose Clamps, Garden Hose, Gost 
Brass, per doz. ..- S2@35¢ 
All other sizes, Water, Steam, 
Air, etc., according to quantity, 
60&5@6545% 


HOSE—Rubber— 
Garden Hose, “-inch: 
4-ply Guaranteed 

5-ply Guaranteed 

7-ply Guaranteed 
Gerden Hose, %-inch: 

Competition 

3-ply Guaranteed .. 

4-ply Guaranteed . 
Cotton Girden, M-in. 

Low Grade 

Good quality . 


-ft.7@7“%¢ 
sft 8Y,@9%¢ 
ft. 9@12¢ 

* coupled 
«ft. 7@9¢ 
eee: 11@ 13¢ 


Ice TOOLS— 
Gifford-Wood Co, 
Jee Teele .cccccccocccccoccome ee 


IRONS—Sad— 


From 4 to 10 
Mrs. [poe -- ee. 50 

Jap'd Caps . $1.14 1.12 1. ot 1.08 

Tin’d Caps .... 1.19 1.23 1.39 1.27 

Note—Some Western manenesten- 
ers quote lower prices. 

ar and Corner— 

Richards-Wileo< Mfg. Co., 

Irons, 30%; Corner Irons, 

77 and 79 


1b., ad ist net 
65 


Jacks—wagone— 


Richards - Wilcox 
Steel, No. 130 


K NIVES— Bread— 
North Wayne Tool Co.; 
Brooks Bread Knives 
Butcher, Kitchen, 
Foster Bros.’ Butcher, &c.. . 
June 30, 1917 o2e0e20% 
Drawing— 
Shonsare List - 25754 
Cc . Jennings & Co., Nos, 45, » 46. 


P dos 
50 


C. E. Jennings Folding Handle. .25‘% 

Jennings & Griffin, revised . 
Nos, 41, 42 

Pexto Nos. 5 


ay~— 
North Wayne Tool Co.: 
Brook8 ..eeeees $12.50 


KNOBS— 

Base, 24-inch, Birch or Maple 
Rubber Tip 

Cherry and Oak 

Door, Mineral 

Door, Por. Jap’d 

Door, Por. Nickel 


GLASS— 
Moore Push Pin Co.: 
Push Screw Knobs, % in. per 
gro. . k 


Lavpers—Store, &c.— 


Bicycle Step Ladder Company 
Ladders, each ..... .$10.00 
Track, per ft 1244 yy 
Myers’ Noiseless Store Ladders, 
New lists, 40% 
Milbradt Mfg. Co.: 
Rolling Step Ladders, each $8.00 to 
$14.00; Tracks, per ft. 15 to 25¢ 


LADLES—Melting— 

L. & G. Mfg. Co.’s lst, Melting 
and Plumbers’ .. 0200 2e80% 

LAMPS— 

Hammer's M. I. Hand..........10% 


LANTERNS—Tubular— 

R. E. Dietz Co. : 
D-Lite Short Globe 
Wizard Short Globe.... P 
Little Wizard Short Globe. . 
Large Fount Wizard, No. 2. 
Victor Hot Blast. 
Monarch Hot Blast. 
Junior 
No, 2 Blizzard. 
Buckeye Dash Lamps 
No, 2 Blizzard Dash Lamps.. 
Vietor Wagen Lamps........ 
Junior Wagon Lamps 
No. 2 Wizard Wagon Lamps 19. ' 
Octo “Driving DD. «sche kt : 
Union Driving Lamps...... 3 
Bureka Driving Lamps. » aa 
Bestov Hand Lamps........  &. 
Picneer Street Lamps....ea. 6.2 





oh lg 
National Mfg. 
Weaken. ne” ‘os, per > 2.25 
All Steel, No. 29, per doz. .$2.50 
Ric + Wileox Mfg. Co.: 
Bull Dog, Heavy, No. 125....15% 


LEADERS—Cattle— 


Small, doz., 75¢; large 90¢ 
Pexto, malleable, small 70¢; large 80¢ 


LEVELS— 
Frank B. Hall Co.: 
Stevens Line Level, per doz.$12.00 
less 66% % 
Keuffel & Esser Co.: 
Favorite Farm Level 


LIFTERS—Stove Cover— 
Morgan Spring Co,: 
Straight Hdle., with ring, 
P gro. $5. 00 
Loop Hdle. ........-. @ gro., $7.50 
Transom— 
R. & E. cece ee Bb% 


Wire Clothes, Nos. 18 19 20 
100 feet $3.65 3.25 3.00 
75 feet , 55 2.45 

Chalk Lines, Cotton, Ya-lb. 

Balls, per lb neeccetee 

Mason Lines, 

Balls, per | arr 

Samson Cordage Works: 

Solid Braided Chalk, Noa, 0 to 3, - 
Zz 


Solid Braided Masons’ .Lis* 3 
Masons’ Lives, Shade Cord, 

&c., per doz.: White Cotton, of 
No. 3%, $1.50; No. 4, $2.00; |e 
No. 4%, $2.50. © 


Tent and Awning Lines: No. 5, 
White cotton, $7.50 per doz. plus 
30% ; Samson Spot Clothes Line: 
; 75 ft., $12.28; 
80, 


Silver Lake Clothes Lines; 
50 ft.. per gr., $43.20... 
75 ft.. per er., 
100 ft., per gr., 
Chalk Lines, No. ° 
White Cotton Mason and Shade 
Cord, 3% to 4% 
Awning, White, 
Linen, 3% to 4% 
Turner & Stanton Co,; 
Solid Braided Chalk, 
Awning Lines 
Braided 
Twisted 
Clothes Lines, White Cotton, 
List net 
-- List net 


To 
t ‘i! Tb0e 


Mason's and 
List 


Shade Cord, Cotton 
LOCKS— 
Sash, &c.— 


Ives’ Patent: 
Ee ee 8314 % 
Automatic Gravity Metal Sash. 
og "Ee 3314 % 
Window Ventilating 5 % 
st Feb. 1, 1917 


M ACHINES—Boring— 


Com. Upright, without Augers. .$3.50 
Com, Angular, without Augers. 4.00 
Millers Falls, Nos. 145 and 138: 


eee ee eeeeee 


Ice Cutting— 
Cc. BE. Jennings & Co.: 
Chandler's new list. 


Washing— 
Dexter Company: Each 
Dexter Double Tub Power, 

Model 2P 
Dexter pape Tub moetate, 

Mode 62.50 
Dexter Mand,” Model DH. 9.75 
Cruiser Vacuum Hand Power 10,00 
Dexter Electric, oveee hopes 

Model DE 43.00 

Duchess, Power, A .. 26.00 
Duchess, Electric, 3E. «» 46.50 
Eagle Woodenware Co.: 
Hydra, Water Power....ea, $11.00 
Oue Minute a Company : 
No. 5% € Minute 

Washer f° 

No. 11% Bench Power Washer. 


No. 15% Electric Bench Washer, 
$50.00 


No. 27 Twin Tub Bench Washer, 

* 1 Peg Dolly, 1 Vacuum Dasher, 
$37.50 

No. 37 Twin Tub Electric Bench 

Washer, 1 peg dolly, 1 Veen 
Dasher . 
One 


-83 4&7 %e 


Frfomer $2 T $25 5.00 
Min. S'g’le Tub, 
Electric, swinging Wriaaes,, 
Voss Bros. 

Ocean Wa 
Sunshine, ‘Hand 

Vacuum, Hand 

Platform, No, G-1 

Platform, No, E-1 

Swinging Wringer, > 
Platform No, B-24, Electric. . 


Mite. Company : 


72.60 


MALLETS— 


RRO vececscveccecsess 74 net 

LAGROUUIIES 26-0. ccccccce ves , net 

Tinners’ Hickory and ‘ia le. 
WOO sesescccsececccses List, NOt 
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MATS—Door— 


Acme Flexible Steel 40% 
Cary's Kveriasung Flexible’ Steel 


Wire Goods Co.: 
Elastic Steel, new list.. 
McKinney Mfg. Co.: 
Glen Folding, stock sizes 
Glen Folding, special sizes, 
8G. Be. BB. cvcccccoccteccs 


MILLS—Coffee, Corn, Etc.— 
Reguapeice Mfg. Co.: 
C 


eee e+ 28% 


0000 016% % 
Bone, Shell and Corn o+0+25% 
Charles Parker Compan 
Ball Bearing Store.......... 5% 
Box and Side --List net 


see eeeeee 


Per lb. 

.23¢ 

.25¢ 

Extra Fine iveadvenskesscse. ca 


MOWERS—Lawn— 


Milbradt Mfg. Co. ea. $600.00 
Penusylvania Lawn Mower Works : 
Pennsylvania and Continental. 
Pennsylvania Junior B. B... 20% 
Great American B 40&10% 
Shock Absorber: 
21 in 


15 17 
$11.00 $12.00 $13.00 $14.00 
Pennsylvania Trimmer, $12.00 40% 
Underent y 
Penn. 
Penn. Pony . 
Penn. Putting Greens : 
14 16 18 in. 
$24. ‘00 28.00 32.00 36.00 25% 
Penn. Golf Ball Bearing: 


17 21 in. 
$34.00 88.00 42.00 25% 


Naics— 
Wire Nails and Brads. Miscel- 
laneous .... 
Cut and Wire. 
/iungarian, 
ers’, &¢. 


“See ‘Market Report. 
Finishing, Uphoister- 
See Tacks. 


Horse— 
Jobbers’ Special Brands, 
per Ib., 154¢ 
Union Horse Nail Co.: 
Star No. 
Northwestern 


Picture— 
1% 2 2% 3-in. 
Brass Hd., gro.. 85 1.00 1.25 1.40 
Plated Head, gro., all sizes..... .50% 


Upholisterers’— 
List plus 204 
FR reer fae List plus 104 
Turner & Stanton Co.: 
Nails, Furniture... List + 20 % 
Nails, Matchleather 40% 
ed List, net 


NUTS—Blank or Tapped— 

Cold Punched, C. T. & R.: 
PNM Gia rctees weeees List, net 
Square, C. T. & R..... 50¢ 

Hot Pressed: 

SGUME sccvrevetccescss ohhh, 04 
Hexagon wocccccccecese List, net 


Oicers— 


Steel, Copper Plated......++..06%4% 
Chace, Brass and paererns eee -20&54 
Chace, Zinc Plated. oo AS&SS 
Railroad, coppered 600 ee 
Railroad, brass 
Malieable Ilammers’ Improved, Nos, 
11, 12 and 13, a ry y Old 
Pattern, Nos. 1, 2, 8 5%. 
P. Wall Mfg. Supply é. 
Bench Oilers ...... -70% 
Railroad Oilers ....++.. ; 560&10% 


OILS—Motor— 
Crew Levick Co. .ccsssesesess+80% 
“SF NERS—Box— 
Morrills No. 1, Doz.......$16.00 
33% 416% % 
Can— 
Fletcher, Terry Co.: 
Can Openers .... ++» -30@10% 
Schatz Mfg. Company: 
Acme, per +++ $8.50 
Kan Kut, } hey gross........ 8.00 


Packinc— 


Asbestos, Packing, Wick and 

Rope, any qQuantity...ccccccess 
Rubber— 

(Fair quality goods.) 

Sheet, C. sovoceccocese is 

Sheet, C. O. ry ae 

Sheet, C. B. ee 

Sheet, Pure Guim’ 


: Sheet, Red 


PAILS— 
Fibre— 


Cordliey & Hayes: 
Star, Fibre, per doz.... 


Galvanizea— 
Net, per dozen. 

8 | ae a ae 
$3.70 Rones 4.10 5.10 5.75 
. + $5.75 6.50 7.50 


Quart. 
Light 
Ex, heat 
Round ottom. 

"ire Pails 

Red Painted. .$6.40 if 7.25 

Well Pails ....$6.10 6.75 .... 





PAINTS— 

Joseph Dixon Crucible Co. : 
Silica-Graphite, in %& 
$2.65; 1 gal. cans, $2.55: 
kegs, $2.45; 10 gal. kegs: 
25 gal. bbis., $2.00; 5u 
$1.95. 

Moller & Shumann Co.: 
Hilo eae White Enamel, 

6.50 


gal. 
Hilo Compo * Coating 
Wall Enamel), ® gal 
Montauk Paint Mfg. Co 
Di-mel-ine Prepared Paint. Screen 
ar . Stovepipe Enamel ; 
pints, ea. per gro. 
Di-mel-ine Enamel Paint wils.d 
and 6 colors; \% pints, 
per gro., 
Di-mel-ine Gold and Aly aa 
Paints, % pints, per gro.$14.49 


$4.00 


PANS—Dripping— 
Standard List . 06% @70¢ 


Refrigerator, Galvanizea— 
Inch 12 16 18 
Per doz. ....$4.90 5.60 5.90 11.10 


PAPER—Building, L. S L— 
Per 

Rosin sized Sheathing; 500 nm 

rolls, 36 in. wide. 

25 Ibs. to roll.. 

30 Ibs. to roll. 

40 ibs. to roll 
Deadening Felt, 50 sq. 

36 in. wide, per ton 
Rooting, Rubber, see Rooting. 

Flint and Emery 
Flint Paper one Cloth 
Emery Cloth . 
Emery Paper 1744 
Garnet Paper ........... List + 154 
RN. COP sickécaerioe List + 10¢ 
Tarred Felt— 

L-ply, per tom..cccccess $59.00@ $60.00 
2-ply, per roll 
3-ply, p 
Slater's Felt, per roll: 

30- “Ib. 


PENCILS—Carpenter— 


Joseph Dixon Crucible Company: 
No. 997, a ~~ Red with Bik. 
Bevel, ~ Pree | 
No. 998, D ten Red with Blk, 
Bevel, 3 
No. i , in., 
No 9 in., 
No. 7 in., 
No. 512, 9 1in., 


6. 8 
Tortoise, Be vel 5 5.40 
Tortoise, Bevel 6. 38 


Cedar 


PICKS AND MATTOCKS— 


Railroad . coveces MES 
Contractors’ Picks ......... . ER 


PINS—Escutcheon— 
Brass ... coccccccccckllt, Oe 


Push— 
Moore Push-Pin Co. : 
Moore Push-Pins, per doz. pack- 
ets, 80¢; per gross $9.00 


eeeeee 


PIPE—Vitrified Sewer— 
Staptere Pipe and Fittings. 
f.o.b. New York points, carloads: 
3 t0 24 in ones OF 
27 to 30 in. 
33 to 36 in... 


PLANE |RONS— 
Weed Bendhe oc vcccccccccecceccln 


PLANES—Wood— 


Bench, first qual....scccccses 
Bench, S$CCONd QUal..seseceeeees 
DUE -a:00 06940006006 000000ue 


PLIERS— 
Button, yo quality, per dos., 
Inch 4 6 8 
$4. 4s 4. 05 6.25 8.10 
ar | Burner, 4 uality, per dos, 
in. $3. 14. 3. 
Gas Pipe. .7 "5 12 in. 
$4.04 461 4. o9 Fy 18 7.12 
ae ol No. $0 per doz.: 


7 s 9 
10.95 12.00 14.50 17.00 25.50 
mith & Hemenway Co., Inc.: 
‘Red Devil’ Button Pliers No. 18 


Soeet Tack Co.: 
Solidhed Byelet, per doz. 


PLUGS—Spark— 
Champion past Plug Co.: 
Heavy. ton 
Regular & ‘Buick 
Overland & Metz 
Ford X in lots of 10 or over. 
Emil Grossman Mfg. Corp. : 


Red Head— 
Standard (Ford) 


. $12.00 


Lots 
10 to 100 
-60¢ 





Priming, ea ceo 
Cabinet No. 50, with plogs. $25. 95 
Cabinet Ni a 

lo. 100, with plugs. $58.87 
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Quality is Economy 





THIS IS THE SIGN OF A HOOD DEALER 


When you can make a definite claim for a tire you 
make more than a sale— 


You have extended a service that’s an asset in more 
patronage. 

The extra plies of fabric are Hood's definite defense 
against blowouts and tire trouble. 

It means more inches of fabric for more miles of 
service. 

That’s why Hood Tires are economical. And you — 


get more per sale because of the Hood special 
agency plan of protection. Write for the plan. 


For overnight service don’t substitute. 
See Automobile Trade Directory and 
Chilton Directory for list of Hood Tire 
Distributors. 


Hood Tire Company, Inc. 


Watertown, Mass. 
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Hartford Machine Screw Co.: 
Master Calorite, Lots of 12 ea. ae 


sats of UO aud over........ 405 
. it. Mosler & Co.: 
Display Cabit +t, 57 Plugs.. 
Spit-ore, Piatsnum Point, 
Vesuvius og 
Motorcycle, Mica or Mica Stone 
MAGO ccsccoccccncosceveces os a 
Superior, Ford Special 
Vesuvius Display Stand. 
Silvex Co.: 
Bethlehem, 1 point...list ea.. 
Regular, % in. standard and 
in. BS. A. E., C8... 
Ford type, % in., 
Mica ijusulacvor 
Metric . 
Mica-Porce. 


a. 70 
ea. 


$19.4 Se 


- Ox 


Insul. 


Extra Cores 


PLUMBS AND LEVELS— 
Athol Machine Co.: 

Carpenters’ and Machinists’ Iron 
List, net 
List, net 


Plumbers’, Pocket 


POINTS —Glaziers— 
Per. Sos. 
A 


4, -Ib, 
4 lb, 


aabeve 
papers 


POKERS— 


Morgan Spring Co.: 
Nickel "lated, Straight or Bent, 
% x 20 in., ® gro $8.00 


POLISH—Auto and Furniture— 


O-80-Es 
O-S0-E 


Produc.4 Company: 
y ceds oil pollch . 


Mev cil— 
Black Silk Stove L'olish Works: 
6 oz. No. 60, case, 8 doz. 
1 pt. No. 70, case, 1 doz. 
1 qt. No. 80, case, 1 doz.... 
% gal. No, 5%. case, % doz.. 
1 gal. No. 90, vase, % doz.. 


- 40% 


Stove— 
Jos. Dixon Crucible Co.: 
oseph Dixon 
Vireside 
Gem 
Japanese 
Jet Black $6. 
Dixon's Plumbago........ @ lo 12¢ 
Black Silk Btove Polish Works: 
Per Case 
8 doz, 
$2.65 
e 1% 


No. 5... 
10. 
eRe 


5 og. cans, paste, 

% TD can, paste, No. 

1 ean, paste, No. 

6 os. can liquid No. 

% pt. can, liquid, No. 

1 pt. can, liquid, No. 

% pt. air drying enamel, N 
1 


Liquid Veneer— 
Buffalo Specialty Co.: 
Regular— 
4 of. 12 os. 
4.00 
al. 


qts. 


£46 


For Automobiles— 
ra Sprayer, per doz... .$12.00 
1 gal. Veneer and Sprayer, ea. $2.10 


POPPERS—Corn— 

1 qt. Square...doz. $1.15; 
1% qt. Square.doz, $1.50; 
2 qt. Square...doz. $1.75; 


gro, $11.50 
gro. $16.00 
gro. $18.00 


POTS—Giue— 


Tinned and Turned. . eoece 


PRESSES— 


Athol Mrchine Co.3 
Domestic ....+seeee++++Lést, net 
Enterprise Mfg. Co., Fru.t, Wine 
and Jelly O% 
a Presses and Sausage atoft. 


L5G LIART 146 N 


Seal Presses— 
Morrill: 
Jap. and ‘‘Pocket,”’ Jap. 


per doz., $20.00. 
“Pocket’’ Nickeled, $24. 


Charlies 
No, 1 


23 85 410% % 


PRIMERS— 
All Nos. 100 in box, new list. 334% 
All Nos. 250 in bor, new list. "33148 


PULLERS—Nail, Etc.— 
Millers Falls a Ry per doz. 
No. 46 


ae -* 


Chas, Morrill Amat 
No. i, Nall Puller, ® doz. $20 = 

Pearson Cyclone Spike Puller 

each, 0 

Smith & Hemenway Co., “ine. : 
“Red Devil” 


ee eeeeeeeereeee 


80% 


Fi; 


PULLEYS—Single Wheei— 


Awning or Tackle, Jap'd 

Awning or Tackle, Gal 

lay Fork, Swivel or Soiid Eye. .3 
Hot House 


ommon Frame; Square or Round 
End, barrel lots, per doz 27 


Niugara Falis Metal stamping woras! 
Niagara 65% 
uliey Blocks—See Blocks. 


PUMPS— 
Cistern, ‘pte 


jarnes Mfg. Company: 
Pitcher Spout 
No. 4 Fig. 606 set —— 
iron cyl. *> 
Double 
uhis Mfg. Co.: 
Double -AC ting 


No. 3, 


60 % 
with 

$6.00 

» het 


Thresher 
Diaphragm 
Spraying Vig 
washing 


Lift and Force 
Force Pump 


Pump Standards; « 
leads; Packing 
Box Heads; Cylinders (Iron) ; 
D. A. Force Challenge: Dia- 
‘phragm Suction and Iron 
Rotaries b 
Ii ydrants 
Goulds Comb. 
Jack 
', E. Myers & Bro...... New lists. 
Doubie Acting Force and Lift; 
Cistern and Well; llouse ; 
Windmill; Cog Gear Handle; 
Pump; Stands; Hydro-Pneu- 
matic; Bulldozer; Power; Hand 
and Lower Spray As Hbatis i 
Force and Lift. New ‘lists, £ 334% 
Thresher ‘tank -—- Myers Century 
and = Faultless Low Down 
Tank, Plain and Cog Gear | 
liandle, new list 
Cylinders— 
E. Myers & Bro.: 
Myers Polished Iron, Brass and 
Brass Lined Working Barrels. 
30% 
Brass Body: Brass Lined and all 
Brass Cylinders and wasumnte 
Cylinders 


Pump Leathers— 
Plunger Leather, Crimped, per doz. 
Cylinder Diam, 


Inch 2 2% 2% 
$1.23 ae 40 Pr Hs $2.28 3 45 
4 
$3. 75 $4.48 
2% 2% 2u 
05¢ $1; 09 $1.12 
3 t 


$1.23 ti % $2.24 
Valve Leather: 
Inch 2 2% 2% MH 3 
$1.05 $1.12 $1.40 $1. 51 $2.10 
4 


8. 80 $3.57 


Not Crimped: 
inch 
84¢ 


PUNCHES— 
Saddlers’ or wetee, good full polish. 
95¢ 


Half ~~ 
pring, ingle tube, good qual- 

cc ceceeercoccoecoesednes $3.15 
Revolving (4 tubes) . $6.80 
Revolving (6 tubes) 2. $9.35 
ie "i ~d _& Call Co.'s 


1, Doz. 2. 00. 
344 &16% % 
1 die, each . ws 


33 15 &186% % 

RACKS—Whip— 

John H. Best & isons: 

Portable Revolving Whip Display. 
coms No. 1, with Display Shelf, 
$12.00; Mo. 2. without Display 

Shelf. 810.60. 


Ran— 


See Track, Barn Door, &. 


ly “i 
W. L. Cooper, Star, 18 2 


5.5 
Ww. 14 io., 
$5. 


Morrill s No. 


Ilercules, 


slim 
L. 


Delta 

Heller . 
McCaffrey, Aw. 
Black Diamond 
Nicholson 


REELS-—~Hose— 
Specialty Mfg. Co.: 
Detachable 


Cooper, Star, 


T0@TOK10% 
Standard 2 LONIDY 
HO&10% 

HOK&10 Yo 


Handy Hose Rack and Carrier, 
50&25% 

REFRIGERATORS— 

Traverse City Refrigerator Co.: 
Feonomy, Fibre, No. 9, ea.. 
EFeonomy, Fibre, No. 1, €a.. 
Economy. Fibre, No. 3, ea.. 

REGISTERS— 

Taranned. Electroplated and 
Bronzed 

White Porcelain Enameled 





Solid Brass or Bronze Metal..List, net 


REVOLVERS— 

Iver Johnson Safety Automatic Ham- 
mer, $8.00; mmerless, $8.75; 
1. J. Model lyvu Woubie Activn, 

$4.00. 


RINGS AND RINGERS— 
Bull Rings— 
2 2% 3 inch 
$0.75 0.80 0.85 doz. 
$1.40 2.40 2.65 dos. 
Aluminum. $1.50 
Hog Rings and Ringers— 
llili’s ings, per gro. boxes, 
$4.50@$4.75; per dos. boxes... .60¢ 
Hill's Kingers, Gray Iron, doz., 
$1.20 
11ili’'s Ringers, Malleable irom, 
» 15 @85¢ 
ber gro., $5.00@ $5.50 
«per doz., 65 @70¢ 


Blair’, Rings. . 
Blair's Ringers. . 


RINGS AND HOLDERS— 
Cc. T. Williamson Wire Novelty Co.: 
Key Bings and Holders, No. 02 
@ gro., $12.00 


RIVETS— 
Copper and Burrs 
Jinners’ and Miscelianeous 
Bifurcated— 
Assorted in lasteboard Boxes. 
Per dozen boxes, 50 counts...... 
100 count 5 
Cop’d, Clinch, Asst. 91¢, Solid. . .25: 


ROLLERS—Stay— 
Myers’ vawescesssee NOW lists, 40% 
national Mfg. Cv. 

Barn Door Stays, No. 18, ®@ doz 


$1.25 
RKichards-Wileox Mfg. Co. : 
lesdy Adj. aud Reversible No 
"ite versible 


Lag Se rew, Nos. 55 and 57. 
Underwriters’, Nos, 59, 
Favorite, No.’ 54 


aul 


ROOFING— 
Rubber, 108 sq. ft. rolis, 32 in. wide, 
per roll: 
First Quality: 
1 ply—35 Ib. rolls 
2 ply—45 Ib. 
3 ply—S55 Ib. rolls 


Second Quality: 
1 ply—35 Ib. rolls.... 
2 ply—45 Ib. rolls 
3 ply—55 Ib. rolls..cesecess 


ROPE— 

Eastern Retail Trade. 

Manila, % in. diam, 
Highest Grade 
Second Grade 
Hardware Grade... “ 

Sisal, 5¢ in. diam. and larger, 
Highest Grade ‘ 
Second Grade 

Sisal, Hay, Hide and Bale Ropes, 
Medium and Coarse: 

) First quality 
Second quality 

Sisal, Tarred, Medium Lath 
First quality 
Second quality 

Cotton Rope: 
Best 5-16-in. and larger... .35@48¢ 
Medium, 5-16-in. and large r.30@ 40¢ 
Common, 5-16-in. and larger. ..30¢ 


and 


Galvanized 
Special brands 
Bright Steel .. 
Bright Iron 


RULES— 


Kenffel & Esser Co.: 
Folding, Wood ... 
Folding, Steel 
Handy Shrinvage 

Lufkin Role Co.: 
Steel Board .....sssceeceees+10% 
Hickory Lumber ...ceeee++++80% 


Sawe- 


FE. C. Atkins & Co.: 
Cirenular 
Band 
Butcher 
Cross Cuts 
One-Man Cross Cut 
Narrow Crosse Cut 
Hand, Rip and Panel.... 
Miter Rox and Compass.. 
Mulay, Mill and Drag...... 


eocceeee 884% 
85% 





Ww Saws .... 


eennne 


pack Jennings & Co.: 


Wood Saw Blades 
Combination Sets 


Millers Fallx Com any: 
Butcber Saw Blades 


14 
Per gro. $13.94 
‘ o4 


$16.10 17.03 
Simonds Mfg. C 
Butcher 
Circular 
Hand 


16 
14.53 


24 
17.96 


List, net 
List, net 
“Tae, LTT eT TTeTe List, net 


uck— 
Red, Std ini per dos 
Red, D'ble Brace, per doz...... 
Fiain Frame, per doz.. 5 


Hack Saw Blades and Frames— 
Crescent Co.: 


Crescent bb bees bendebor vere 20% 


ry% 
120 


In ch 8 
, Per gro. “$4.5 55 8. 85 $3 “40 $8.2 
‘ 


hk. Jouning & is 
Frames, 175, 180 
175, 180, 


Saws, 


Nos. 
Nos. 


Arrow Head Blades...... List, 
Goodell’s Blades, List June 28, 


Mitiers Faiis Co. : van 
6 


#6. 50 
ae iM 
$7.00 ry 80 
Scroll— 
Millers Falls Co. : 
Rogers, complete, each, 
$4.86 and $5.60 
SCALES— 
Joln Chatillon & Son: 
ureka 
Favorite 
Grocers’ 
Jacobs Bros. Inc. : 
Portable Platform 30@40% 
- -30@ 35% 


SCISSORS— 


See Shears. 


SCRIBERS— 
F. Brais & Company: 
Improved Gem, per gro....$26.00 
SCRAPERS—Fcct— 
National Mfe Co.. per doz 
No. 61, Self Cleaner, 
62, Upright, $1.00. 
Richards-Witcex Mtg. So 
Safety Wire Gas Globe Co.: 
ow. per doz., $1. 10; Pr 
00 


$1. 00; No. 


SCREWS—Bench and Hand— 
a Zren, er doz. 
al 97.87: MM, $9.45; 1%, 
in. 4 $080 


Bench, Wood 
Hand, Wood . 


Coach, ian and ee Rail— 
Lag, Cone Point... é 304 
Coach, Gimlet MRE 33 cserectl 30% 
Jack Screws— 
Standard L ist 
Machine— 
Cut Thread, Iron, 
Flat Head or Round Head... .50% 
Filister Head 40 
Brass: 
Flat Head or Round Head.... .25% 
Filister Head 20% 
a Thread Iron, F, R. 


Filisted Head 
rass: 
FH. or R.H., Nos. 8 to 14.. 
Filister Head 
Set ome Cap— 
Set (Iron) s 
Set (Steel) net advance over 
Iron 


Hex. 
Fil'ster Hd. Cap... 


Wood— 

List July 23, 1903. 
Flat Head, Iron 704% 
Round Head, Iron 
Flat Head, ag 42, & 10& 104 
Round Head, Brass. 405 108 108 
Flat Head, Bronze 
Round Head, Bronze .. 
Drive Screw 

Sheet Metal— 
Parker Supply 


25% 


SCYTHES— 


Plain, Grass, 
ished 
Clipper, No. ( 
Solid Steel, Web and Backs F I 
ished $13.00@$13 
Bush, W. A eg and Bramble 
Painted "e1? wets 
Grain, Painted, ‘Cutting Ed 
Polished $14. ona $14.50 
Clipper Grain, Bronze Web 


tt Edge Pol 
Casting $11. 00@ $11.50 


50 





$14.50@ $15.00 
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Picking Winners 


Your best judgment is required 
for the final decision in selecting 
the best window display methods or the 
best stock arrangement or the best 
pricing system or even in selecting lines 
that will prove to be good sellers. 


Do you realize that the exper- 


ience of the country’s best stores 
is available for your guidance through 
the pages of HARDWARE AGE. 


Do you realize that manufacturers give 
you valuable suggestions through its 
advertising pages? 


It is important that you appreciate these 
facts—for by them you may make, the 
safest decisions—you may more surely 
“Pick the Winner.” 


Hardware Age 


239 WEST 39th STREET, NEW YORK CITY 
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North Wayne Tool Co.: B dos. 
Little Giant Grass. $13.00@$13.50 
Little Giant Bush and Weed, 

$13.25@ 13.75 
Aroostock, Be Ve Be & Puritan, 
Same as Little Giant 
Black Diamond, Grass, 
*$12.00@812.50 
Biack Diamond Bush and Weed. 
$12.25@$12.75 
Swift Cutter, 
Same as Black Diamond 


SEEDERS—Cherry— 
Enterprise 


Enterprise ........e0ec00+: 25@30°¢ 


SETS—Awi and Tool— 
Millers Falis Company : 
Tool Holders, - doz. 
Nos. 1 
$11.71 $13 9 $16. 96 $11.31 
Cellar Window— 
McKinney Mfe. Co: 
Japanned, per gross, sets... 
Galvanized 
Nations! Mfg. Ce 
No. 70 Galvanized, @ doz. 


- $19.00 
$23.00 


. $1.80 


Knurled doz., 85¢ 
Swan's, Knurled, @ gro........$8.40 


Rivet— 


Regular List 50& 10& 54 


Morrilis No. 1 0. 8. ®@ doz. ar 0 
No. 1, @ doz 14.00 ; — 
Nos. 10, 11, 95, "® doz... 14.50 
Special, # doz..... 15.00 | & 

Nos. 3 and 4 Croxs Cut, @ 

doz... 20.00 | P 

Mo. ©, Q Gos. ...-2005. 30.00 J 9 


Screen Door— 
McKinney Mfg. Co.: 
Japanned per gross set 
$25 00 @$3 
$29. woesse. $0 


SHARPENERS—Razor Blade— 
Hyfield Mfg. Company: 
Hatfield Machine 


SHAVERS—Beerf— 
Enterprise Mfg. Co........ 25@30% 


—— ES—Spoke— 
lro .doz, $1.59 


Wood, dos., 24 in., $3.40; 3 in., $3.95 
Millers Fa'l'a fn + 
Nos. 1, $7.94; 2, $14.53 net per doz. 


SHEARS—Cast lron— 
7 8 


Best ... 88.95 3.95 
Good ....$3.00 3.50 
Cheap ...$1.50 1.75 
Straight Trimmers, &¢.: 
Best Quality Jap— 
8 


6 
$4.35 5.00 5.70 
Best Quality Nickel— 


6 7 8 10 in 
$5.58 6.40 7.46 11.55 
Tailors’ Shears 40& 104 

Pruning— 
Pexto No. R 70, per doz., $10 
No. 50, oh 38: No. 60, $6.00; ‘Ho: 
R 85, $14.7 


rene Snips— 
Steel Blades 
Steel Laid Blades 


to 
Pexto Ori iginal 
& W. 


Smith & Hemenway Co., ’ 
“Red Devil'’ 


SHELLS—Brass, Empty— 
Remington Arms- Union Metallic 
Cartridge Co. : 
First Quality, all gauges. ...33'4% 
Club, 10 and 12 gauge 33's %o 


Paper—Empty— 

Peters Cartridge Co.: 
League, 10 and 12 gauge... .3344 % 
League, 16 and 20 gauge... .33' % 
Target and High Gun....... tei ed 
Ideal and Premier. 

Remington Arms - Union Metallic 

Cartridge 

Arrow, 10, 1 


~ 
2, i6 and 20 gauge, 
4% 


3% 
—, Cis, 10, 12, 16 and 26 

32 , 
sate ‘Stub, 10 and 12 gauge. 


New Club, 14, 16 and 20 gauge. 
33 4 % 


ee, enw, me di- 





SHIELDS— 


Parker Supply Co.: 
Lag Screw Shields............76% 


SHOCK ABSORBERS— 
3ilvex Co., South Bethlehem, Pa.: 
Bethlehem Pneu. Spgs., ve Ford 
Cars, list . .$25.00 
For Packards, 
Arrow, etc., 


SHOES—Horse, 
“0.6, Pittshurah: 
Iron or Steel per keg. .$5.70 


3HOT— 25-lb. bag 
Drop, up to B...cccccccccvcees 2.45 
Drop, B and larger 


Mule, Etc.— 


SHOVELS, SPADES AND 
SCOOPS— 
Add to list all goods, $2 per doz. 
lain Back 
First and second grades, 
Net list + $1.00 
Third grade .....++.. List + $1.50 
Fourth grade ........ List + $1.75 
Hollow Back and Back ae Shovels: 
“irst grade ..........List + $1.00 
Second grade ........ List + $1.00 
Third and fourth onde 
List + $1.50 


Back Strap Eastern and Western 


Pattern Scoops: 
First and second grades, 
List + $1.00 
Third and fourth grades, 
List + $1.50 
Snow Shovels— 


Long Handle, steel blade 
Wood. and Mail. D Handles.... 


SIEVES AND SIFTERS— 


Hunter's Imitation, per doz. 
Hunter's Genuine, per doz 


SINKS—tIron and Steel— 
Barnes Mfg. Company: 
Cast Iron, painted, 20 x ¢ 
and smaller .. 
Cast Iron painted, 20 x 40 i 
and larger oe 
Lalance & pene: 
L&G.. 


SKATES—Ice— 
Conron-McNeal Com 3 

Extension Rocker, Hockey and 

Semi-Hockey : 

Men's and Boys, per pair: 
Polished .. .. .$0.80 
Polished and plated. - 1.26 

Girls’ and Ladies’, per : 
Polished : . -$1.20 

Polished and Plated 5 


Roller— 


Boys’, per pair 
Girls’, per pair 


SNAPS—Harness— 

German 

Domestic 

Niagara Falls Metal Stamping Works: 
Niagara Harness and Rope... .40% 


_—” 


$10.80 


SNIPS—Tinners— ‘ 
See Shears, 


SOAP—Automobile— 
A. W. Harris Oil Co. : 
Harris Motor Soap, bblis., 19¢ 
and % bbis. per » 19%%¢; 
25 I tins, ea. $5.70; 10M. 
tins, $2.50; 5 M tins, ea. 
1.30. 


“ 


SPITTOONS— 
Indu-Namel 


SPOONS AND FORKS— 
Silver Plated— 

Good Quality coccece cle 
Miscellaneous— 


"| German Silv 


ne cies Shot, 


ee eeeeneene 


oe eee $530 


Peters silanes Co.: 
League, Black Powder 
Referee, Semi-Smokeless. 
Tareet and High Gun, 


Ideal and Premier 
Remington Arms - Union Metallic 
Cartridge Co. : 
New Club Black Powders. ..3314% 
Nitro Club, Smokeless Powders. 


33% % 
Arrow, Smokeless Powders..33 4 % 











Tinned tron— 
7 per gro., $2.60 
Table per gro., $5.20 


SPRINGS—Door— 
Chicago Spring Butt Co.: 

Chicago —_ 

Jap. fines 
Reliance (Coit) 
Morgan Spring Co.: 

Perfection 

Carriane, Wagon, Etc.— 
1% ~ and larger: Per 100 Ib 


Bla 
Half Bright 
Bright 











Tuthill Spring Co.: 
Ground bi’k eat “half bet... 0-8 
Ground bright . 1.73 
Painted Seat Springs: 
1% #2 x 24 in........per pair $1.00 
en eae Eto Sr bow 1.15 
14, #3 # Biccssoee per par 1.65 


SPRINKLERS—Lawn— 

Enterprise QnMONNG 

Stuber & Kuck; per doz., Nos, 1 & 
: _—s 2 & 5, $4.50; 3 & 6, 


SQUARES— 
Nickel,Plated Steel and Iron. . .15&54% 
Rosewood Hdl. Try Squares sg. 
T-B 
Tron Hdl. 
Bevels 
Athol Machine Co. : 
Combination 


SQUEEZERS—Lemon— 


Wood Porcelain Lined: 
Chea 
Goo 

Tinned Iron: 

Low Grade soecpeee 

] i $1.45 

$2.00 

$2.50 


STALLS—Cattle— 
Hunt-Helm-Ferrig Co, : 
Star, Steel 


STANCHIONS—Cattie— 


Hunt, Helm, Ferris & Co.: 
BAP ccccccvccccccccccee sdb 


STAPLES— 
Fence, Bright, $3.80: 

Galvaiuised, $4.50 f.0.b. Pittsburgh 
Poultry Netting....Per 100 ib., $6.75 


STEELS—Butchers’— 
John Chatilion & Son 
Chatillon’s. . List June 30, sey, 


Foster Bros.’..List June 
1917 


STEELYARDS— 


Peck, Stow & Wilcox Oy 
t + 20% 


STOCKS, DIES AND oii 
Sets 154 
Hand Taps, 4% to lin 

Hand Taps, smaller than % in .65&104 
M.S. Taper Taps Nos. 2 to 12 inc. .604 
M. S. Taper Taps, Larger... .50&54 


STOPS—Bench— 
Morrill’s: 


Nos. 1 2 
Per doz. $10.00 $12.00 33%&16% % 


STRAPS—BOX— 

Acme Embossed, cases net 
Cary's Universal, cases 1S % 
Stanley Twinrold, cases.....List, net 


STRETCHERS—-Wire Fence— 
tinnt, Hlelm. Ferris & Ce 

Elwood Rod, No. 191, per doz.$9.75 
ae ty Pattern, No. 190, per 


Little Giant, Sr., per doz.. 
Star, No, 482, Pla n Bearing.§ 
Star, No. 482, Roller Rearing. 18. 50 
F. & Townsend: 
Yownsend'’s Wire Fence Stretcher, 
per doz. $11. 


STUFF ERS—Sausage— 
Enterprise Mfg. Co.: 
Stuffers and Lard Presses, 
25 @ 2547 4 % 

SWEEPERS—Carpet and Vac- 
uum— 

Bissell Carpet Sweeper Co.: Per Doz. 
Am. Queen, es B.B. Nic. . $34.00 
Crown Jewel, 26.00 
Crown Jewel, ry 00 
Elite, Cyco B.B 
Grand, Cyco B.B. "Wie 22. 

Grand, Cyco B.B. 
= “Geena Rapids,’’ 


Parlor Queen, poe B. io. Nic. 
Princess, Cyco Nie. 
Standard, Nickeled Fittings. 
Standard, Japanned Fittings. 
Superba, Cyco B.B. Nic 
Superba Vacuum Swpr., Nic. 
Triumph, Cyco B.B. Nic.. 
Universal, Cyeo Bearing Nic. 29.00 
Universal, Cyco Bearing Jap. 26.00 
Vacuum Cleaner without 
brush 58.00 
Subject to quantity allowances. 


SWINGS—Lawn and Porch— 
Myers Low Down a, 

New lists, 40% 
Myers Porch Swing. . New lists, 40% 


T ackLe—Fishing— 
Wise Sportsmans Supply Co. 
“Jim Dandy’’ bait, per dos. - $6.00 


TA 


cKs— P 
Carpet, Bill-posters, etc...List + 254 


Per doz. 
oe $1.00 








Finishing Naii 
Copper Nails wate “a 
Copper Tacks .... 
Trunk Nails, etc 
See aiso Nails, Wire. 


Double Pointeq— 
Double Pointed Tacks... .List + 1g 
Solidhed Th mb tae | 
C) u 8 
sortment No. Bap play Ae 
No. 24 tmt. 


TAPES—Measuring— 
American Asses’ Skin. 


Patent Leather ........... L 
Steel = + 


Lufkin Rule Coa.: 
Asses’ Skin 
Metallic 


Pocket 
Steel 


Wiebusch & Ililg 
Che: seerwner’ 8 Metattic 


Che: oterman ‘s “Ste el, 
et 


eee eeeeeee 


TAPS— 
See Stocks, Dies and Taps. 


TEETH—Harrow— 
Steel, plain or headed, % inch 
and arger, per 100 Ib. .$3. weiss 


THERMOMETERS— 
Tin Case, Cabinet, Flange, Dairy 
Cococccccce New list, 


TIPS AND BUMPERS— 
Elastic Tip Co.: Box Cowplete, 
Bac $11.00 


Slotted Screw Tips, 
31. $2.25; 232, 
$3.00; 284, $3.50 
— Chair ‘Tips, 


TIRE SEAL— i 
Crew Levick Co......+e. 0+ + BOG 


TOOLS— 
Cement— 
8. Cheney & Son 


TOOLS—Haying— 
Ilunt, Helm, Ferris & Co.: a | 
Harvester and Peerless Ha 
gg oeee 
Fak ‘Track Hangers and a 


Delenders: Myers 
Double Rail; Myers Single 
Rail; Clover Leaf and Fault 
less, and all wood track fork 
unloaders New lists, 40 
Uniloaders: Myers Sure 
Clover Leaf and 
aft New lists, % 
Steel track and Steel Vreck Fix- 
tures New lists, 40% 
All Myers Forks, except Hoe 
Nellis & Walker; all Slings 
except Handy Rope Slings, 
New lists, 40% 
Myers Iiny Forks, Slings, 
leys, etc. 


Simonds’ Crescent ee 


TORCHES— 

Hammer's, Engi ® doz 

v. Wall Mig "supply Co. : 
naught Brazed Steel 
Gasoline iow ‘Torches, 
No 16 1 


. ; No. 
No. 31, $35.00; _ 


Torches ..sseee+ 


TRACK—Barn Door, &c.— 


a Door, Painted Iron, per 
00 ft. $5.25 
Bs. 8: 


Hinged Hanger, ¥ 100 ft., 1% 
x 3-16 in., $8.50 
Hunt, Helm, Ferris & Co. : 
20th Century, round, per 100 ft., 


00 
Flexo, per 100 ft Ss 
ef Mfg. Company: 
ii ihe aes ‘Track, 


ts ., "3. 16 *?rack. 

Trolley Track 
Myers’-Stayon Track. Myers New 

Way, Giant and Hercules, 

ular Track Yew lists, 33%% 
Faultless self-cleaning. New lists, 40% 
National Vif @%e © 

Braced Rail, 

Storm-Proof Ral il, co tio ft. ie 
—— eee ee Ge. t 





ese Should Be Your 
Best Solos 


mn ACCESSOINS 


Tol e do. O 
Dependable 
Spark Phugs 


HE keynote of this Jobbers’ Number 
T': Hardware Age is the “Best Sale,” 
so it is particularly fitting for Jobbers 
and Jobbers’ salesmen as well as for the 
whole retail trade to remember that Cham- 


pion Spark Plugs should be the best selling 
automobile accessories. 


The sturdy quality built into Champion 
Plugs and a complete line to suit every need, 
the strong national advertising work and the 
complete dealer service we render, all com- 
bine to insure the DOMINANCE OF 
CHAMPION SPARK PLUGS. 


When four out of every five new automo- 
biles come equipped with Champion Plugs, 
it is certain that car owners will accept the 
judgment of experts and continue to buy a 
Champion Plugs. oe Steno 


So we say “get well acquainted with the ; 
Champion line—it pays.” A few leaders Powered 
are shown on the next page. Further details Cars 
on any phase of Champion Spark Plugs, Price, $1.25 
advertising or dealer service may be had 
from your jobber or will be sent on request. 


Champion Spark Plug Co. 


1917 Avondale Ave.,Toledo, Ohio 








a 
-~ teed 
Oa 


is 
—_ 


- 


Champion xX 
Special % Inch 
Price 75e 


Standard 
equipment on Ford 
Cars 


Champion 
Regular 
% in. %-18. 
Price #1.00 
Standard 
equipment on 
Maxwell carg 


Champion O 

Special % Inch 

Price $1.00 
Standard 


equipment on 
Overland Cars 


‘Best Sellers 


How many Fords, Overlands, Studebakers and 
Maxwells are there owned or operated by your 


customers? 


The dependability of Champion Spark Plugs 
have made them the regular factory equipment 
on those four cars, as well as a great number of 
others. Those manufacturers have placed their 
seal of approval on Champion Spark Plugs. To 
give your customers the best service, all replace- 
ments should be “CHAMPIONS.” (The proper 


type is shown on this page for those cars.) 


Then there is a specially built plug for Buicks, 
and for all high powered cars we would suggest 
the use of the Heavy Stone. 


Upon your request we will gladly send you an 
index showing the size and style of plug used on 
all makes of cars. 


Champion Spark Plug Co. 


1917 Avondale ,Ave., Toledo, Ohio 


US. PAT OPE 


fie 
aT 


Champion 


Heavy Stone 


% in. %-18 
$1.25 


A highly efficient 
plug for such cars 


Ch P as Winton, Cadil- 
Shampion h 
Conical 
\% in. %-18, Metric 
Price $1.00 
Standard 


Equipment on 
Studebaker Cars 


Champion 
Buick 
%-18 Long 
Price $1.00 


Locomobile, 
mobile, 


Buick Cars powered cars. 





. Chalmers, 
Chandler, Hudson, 
Franklin, Mitchell, 


and Pierce-Arrow, 
Specially Built for and other high 


tober 25, 1917 HARDWARE AGE 
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OR more than twenty 

years the “Bridgeport” 

family of pumps, of which 
I am one, have given the bicy- 
cle, motorcycle, and automo- 
bile trades all that could be 
asked in real tire pump serv- 
ice. I stand up under the 
hardest kind of usage long 
after other pumps reach the 
discard. I am made to give 
service—and continued service. 
I am a carefully designed, 
mechanically built, easily 
operated pump because my makers realize that a pump that 
gives good service is the cheapest in the end. My seamless 
drawn brass barrel is so perfectly assembled to the heavy 
cast base that leaks are impossible—and this is where leaks 
ordinarily appear first. From “ingot to finished pump” | 
am “raised to maturity” under one supervision—so that the 
name “Bridgeport” may continue to be legion to the vast 
world of pump users. J am a Bridgeport Pump. You will 
never regret being a “Bridgeport” jobber or dealer. Write 
for catalogue and full information. 
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HARDWARE AGE — 


October 2 25, 1917 





Lag Screw Rail, re 
Gauge ifulicy ifack, 
31, 
Nos. 61, 
$4.75; 
69, $6.7 
Hero, Adj.  prack, No. 19.. 


=, $5.70; Ud, 


No. 65..... 
Res Nes. 

82, 20%; No. 38. List + 5% 
$4.25; U2, $4.50; 
$6.25; 


-20% 
63, 


+ -20% 


Adjistauie ge Tandem ‘Troile 


Track, 16 
Royal pn Fe bie ‘Track ‘No. 


TRAPS—Fiy— 


Balloon, Globe or Acme, 
1.10@1.25 r 


Yz2, 
20% 


doz., 
, $10.50 


Ch nm oF Peres. 
Harper, ampio dos. $1.75 


Safety Wire Gas Globe Company: 


Coiumous Sanitary. 


Game— 
ara Falls Metal Stamping 
btning \ 
Clincher 


Oneida Community uta. / 
Victor— 


Oneida Jump 


Bize 
No. 


With 
Chains 


No. 
No. 


V 


.-per doz. . 
“per gross $9.0 


bepr 7 : 


eocergsee isé1or 


doz. 
Without 


Chains 


1.00 ; 


Per doz. 


Without 
Chains 


er doz. 


With Chains 
e -8 2.46 


Mouse and Rat— 


, Wood, Choker, gro, hotes, 
$2.4 


Mouse, 


Round or Square Wire, 


doz., 75¢ 


Lovell Miz. 
Erie Rat 
Star Rat 
Dead Easy Rat 
Sure Catch Rat........... 
Jer.d Easy Mouse = 
Sure Catch Mouse 
Delusion Mouse 
Tin Choker Mouse......... 
Wood Chokers, 4 hole 


Niagara Falls Metal 
Works; Enticer Rat 


Oneida Community Ltd.: 


Co. : 


Victor Mouse 

Hold Fast Mouse 
Victor Rat 

Hold Fast 

Official Mouse 

Official Rat 

Tin Choker Mouse, 
Wood Choker Mouse, 7 
End o’ Mice, per 10 
Victor Mouse, 2% yA 
Victor Rat. 4% doz.. 


. 3. &W.: 


Hopper, No. 1, with Chain 


TROWELS— 
Wm. Kose & Bros 
Phil. Pat. Wa. “Hale. 
$10.85 10.75 11.50 
10 10% 
Wide Heel, We. 
$10.65 11.05 
10 10% 
FE. ¢. Atkins & Co.: 
Plastering 


TRUCKS—Warehouse, 
McKinney Mfg. Co.: 
No. 1, $21.50; No. 2, $1 
No. 8, $15.50. 


TUBS—Wash— 


Nos 


8.50 


> 


0 1? ; 
Gal., per doz..$10.00 $12.00 $13.50 $15.50 


Cypress— 
Eagle Woodenwa re Mfg. 


Co. : 
Nos. 1 3 
$123.50 12.00 


10.50. ..15 


% 


TURNBUCKLES— 
National Mf, Screen Door, 
No. 195, Fooma, per dozen. .$1.20 


TWINE—Miscellaneous— 
| Flex, is and ‘a -lb Balis: 


Cotton Seine, 
Soft Laid 
45¢ ; 
Medium Laid thread—6, 49%¢; 9, 
4614¢; 12, 4Y¥a¢; 15 to 42, Ps 
larger 
Hard Laid thread—9, shee ‘R, 
48¢; 15 to 42, 46Ya¢; larger... .46 
Staging, 2 te 4 oz. balls, in bar- 
rels, 43¢; in 5-lb, 

Trot Line, in balls, 2 to 3 ib., 
in barrels, Nos. 1, 2 and 3 ib., 
per Ib. -44¢ 


Cotton Il rapping. 
to lb.: 


thread—9, 


white, 5 bails 
Common 
GOOE .écsccocccevcves 

etton Wrapping, 

5 balls to lb 

Imerican 
Y4-lb, balls 

American 3-Ply Hem, L- Ib. Balls, 


1¥%-lb. Balis 
PUES 0 cneeavaue vewe 16¢ 
ly Dark Hemp, 
Light Hem mp 
5-Ply Jute, } 


eee eee ee eee eee 


india 3-Ply Hemp, 
(Sprin 
India, 3- 
india, 3-Pl 18¢ 
2, 3, 4 an 4-lb, ee 
Common India, No. 18 
No. 264 Mattress, % and % 
Balis, according to quality, 


Cable laid Italian 
Italian, A, 1b, Not 
Wool, 3 to 6-Ply 


VaRNisHes— 
Moller & Schnmann Co.; 
Hilo Flat Finish, per gal., a 
$4.0 : 


R 


Hilo Floor Finish, per gal., 
$4.00 
Montauk Paint Mfg. Co.: 
Di-mel-ine Furniture Varnish; 
% pints, per gro., $14.40 
Di-mel-ine Varnish Stains ; 
% pints, per gro. .$14.40 


ViseEsS— 

Solid Box— 
Under 100 lb.. 
Over 100 Ib, 


15% 
.104 


ee eeereereeree 


eee eee eeeeeeeee 


Hand— 
Athol Machine Co.: 
Hand Vises ...-seeesses 


Parallel— 

Athol Machine Co. ; 

Simpson 

Standard ceecce 

Starrett, Improved 

Vise Attachments, Taper.... 

600 Line, Stationary Jaw 

600 Line, Swivel Jaw, 

List + 2 

Millers Falls Oval Slide Pattern, 

In 


oho $2. 54 $3.2 


- 10% 


Wa. $1.75 


Parker's 


Athol Machine : 
Combination .........-ee0000% 35% 

Varker’s C vogage —ty 
87, ee, 83 '4 

a bexnatiliee 


No, 870, 
Combina- 
tion coccee sO 
J. Williams »f 
Vulcan Chain Pipe 
Wood Workere— 
Athel Machine Co.: 
Simpson 
Standard 


VULCANIZERS— 

. A. Shaler Company: 
h-Minute, $1.50; in dos. lots. .30% 

Tube-Kit for Fords 

Tube-Kit ... 

Ford-Kit 

Vul Kit h 

Motorist’s Heated 


Electric 
$12.50 less 


Wane- 


Price PerM 
B. 
. E., 11 up ‘ 4 
P. E., 9 and 10..cccccccvecss 334 


WAGONS—Coaster— 
linnt. Helm, Ferris & Co 





Overland and Star 


WAITERS—Dumb— 
Sedgwick Machine 
July 1, 1917 


WARE— 
: aie ay 
Lalance & Grosjean M 
Agate Lay Steel a ee 
an-g 
All white Enameled. 
Vollrath Co. : 
New Idea Kettles, Cast Iron. .40% 
linperial Llollow Ware, Cast irou, 


15&10% 
Enameled Ware, Steel. 
and White, 30% ; Special Blue, 
30% 


-15% 
10% 


WASH BENCHES— 


Eagle Woodenware Co.: 
Folding Wash Benches, per doz., 
$17. 00 


WASHERS—Gibb— 


Durst Mfg. Co.: 


Dumaco, all sizes, per 100.....60¢ 


Cast— 
Over %4-inch, barrel lots, per lb. 
fron or Steei— 


Sise bolt..5/16 % % 
Washers. .$10.40 9.50 840 8.20 slo 


Leather, Axie— 
sdvevessenedile 


“Wink” 
34¢ per box 


. 5¢ 


Patent .. 
Coil: % 
22¢ 


25¢ 


ij 
25¢ 


WASHING MACHINES— 
See Machines— Washing 


9] WAST SerCotton= 


an ite oe lb. Colored per Ib. 
ame No. 1...++-10V%a¢ 


es 3.230 tise 


WEDGES— 
Oil Finish ...cccccccccccses bd, 7¢ 


WEIGHTS—Sash— 


Eastern Market ...+ 
Middle West iéesdvaaoucens ee 


Per ton 


WHEELS—Well— 
8 in, 80.14 Se. cccccccocccconescdt hE 


WHIPS— 
Drop Top Whi 


s, per dos.......80¢ 
Str’t Buggy whi if 


ips, per dos......90¢ 


WHITE LEAD AND OXIDES— 
National Lead Co.: 
Pure White Lead, ed and 


In 100, 250 and 500 nm kegs. 1: 
In 25 and 50 PD ke 
In 12% 1b DO cc anineoi.es § 
n 2, 3% and 5 ™ cans, as- 
sorted (100 Ib, in a case) .14 
On lots of 500 pounds or more, 
discount of %¢ per pound is 
lowed, 
Dry, Red Lead and Litharge: 
4 In 100 1 kegs . ¢ 
In 25 and 50 ® kegs ¢ 
In 12% ® kege ¢ 
Red Lead in Oi1: 
In 100 » k 1 ¢ 
In ini ™ kegs $ 
In 1 to 5 cans ¢ 
On lots of 500 pounds or more, a 
1 


discount of % cent per pound is al- 
lowed. 


wWItRE—Barb— 
See Market Report. 
Fence— 
Market 100 Ib. Bundi 
See Market Report. er 
Bright and Annealed 
6 and 9 L.c.l. 1000 Ib. 
and over to retailer. 
Smaller sices take fence 
extras: for smaller 
quantities, viz.: to 999 
'b. and 100 to 499 Ib. 
extras are charged. 
Galvanized, subject to same 
conditions 
Coppered, subject to same 
conditions 
Tinned, subject 
conditions 


Per 100 Ib. 
- base $3.70 


base $4.20 


. base $4.70 


Less than car loads to retailers 
Bright a a 


17 20 
Per 10018. “a $7.50 7.95 $45 $9.00 


Spooled— 

Innealed and Tinved........... 35¢ 
Rrass .. .. 10d 
f OS re ery wee 154 
Retailers’ Assortments, per box. .$4.25 





—=—=: 


WIRE GOODS— 


Steel Wire Goods.. 
Brass Wire Goods......... 
Cup and Shoulder Hooks.., 
Wire Goods Co. : 

Bright Wire Goods 

Brass Wire Goods 


WIRE CLOTH AN 
TING— , 0 NET. 


List Sept. 1, 1917 

Galvanized Poultry Netting: 

Before Weaving......... 

After Weavi.g 40% 
Screen Cloth, 12 Mesh, tye 100 

fees Pointed, Black 3? 2 

vanise 00 ; h, “4 

$10.00, “oe 
Standard Galv. ry pd 

100-ft, rolls, ” to 4814 


Grades; 
- wide, 


American Wire Fabrics Co. 
Galvanoid Electro, Zincked after 
weaving, per 100 sq. ft.: 12 
mesh, 14 mesh, 
16 mesh, ; 18 mesh., 
Gilbert & Bennett Mfg. Co. : 
Regular ‘*Peari,’’ net, = 100 


, 


7 
New York Wire Cloth Co. 
Screen Cloth galv., 100 sq. ft. 
Opal Zine ‘oat 12 mesh, 
-. 55; 14 mesh, $2.95; 


esh 
Repuoide Wire Co. 
a . Rustproof galv., 
mesh, $2.60 
gl ih, $3. 00; 16 mesh, $3. is; 
Sun- ed “uslvage Black, 12 ‘mesh, 
$2.05; 14 mesh, $2.50; 16 
mesh, $2.90. 


WRENCHES— 
Agricultural ...0e.00+ 
go or jreeni 
—r Forged SS... 
Sti SOM Pattern wesseseveses ‘iin 
Genuine Stillson oocessecenees+ OF 
Athol Machine Co.: 
Rapid Transit ..........List, net 
Bemis & Call's: 
——— 8, 25% 5 Adjustable 
. ; Str’ t Hd'le Auto, 
Ve ges Pattern, 10%; 
Combination Bright, 40%. 
Steel Handle Nut..... eovcececs 10 
Combination Black . 
Merrick Pattern ... 
Motor No. 80 


Wood Handle ‘esau 
Coes’ Genuine Knife Hdl 
Coes’ Genuine Steel Hdl 
Coes’ Genuine Key Model. 
¥. 3. & Ww. 

No. 100" 

No. 26 .ccce 

Agricultural 
Pexto, Stillson Patn. 
Lakeside Forge Co.: 

Drop Forged 

Adjustable 
Frank Mos+berg Covey 

Sterling No. 

7 try it, 


ereeees HOGS 


eosiodi's % 


2 
eee ewe weeee 


eac 
No, 
-00 ; No. 
Niagura bulis Metal Stamping Woes: 
~——. eas Double -_ Vestpohit- 
-37%% 


Iie bards- Wile Ox "Co. 
Shark Adjustable Pipe 
Wizard Adjustable Hated 

Whitman & Barnes Mfg. 
Agricultural eee 
Alligutor Pattern, Bull 
Machinist, case lot. 
Less than case lots 
Railroad Special, 
Less than case lots 
. 1. Witiams & Co.: 
Agrippa Chain Pipe ....33' 
Vulcan Improved Chain Pipe. 

25&10% 


oo . .H% 


&10% 


WRINGERS—Mop— 


Eagle Woodenware Mfg. Company: 
Eagle Mop Wringer and Bucket 
Combined: 
Domestic 10 qt. per doz... .$11.75 
Standard 14 qt. per doz.... 13.25 
Janitors 22 qt. per doz 16.00 
White Mop Wringer Co.: 
Household per doz. : 
No. 2 Small Size, 
$21.00 


No. 3 Family Size... .$26.00 
No. 4 Fam. Size, All Iron, 
$34.00 


Wood, 


Janitors. ner doz : 
No. 0 Extra Large... .$36.00 
No. 1 Hotel Sisze..... $20.00 
No. 8 Hotel, All Iron. 

0.00 


Note.- 





Slightly higher for oe ereme 
West. 
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HARDWARE AGE October 25, 1937 


Trade Mark Registered U. S. Pat. Office 


SPARK! 


The Reliable Plug is the Hardware Man’s Favorite 


Made By a Reliable Company—Nine years in business. Dun Rating $200,000.00 to $300,000.00 Good. 








Sold Under a Reliable Policy—Marketed through jobbers and dealers who believe in sound business methods, 





Backed By a Reliable Guarantee—Every part warranted to function satisfactorily. Jobbers and dealers author- 


ized to make replacements. No one has ever lost a dollar on Red Head Plugs whether the mistake was ours 
or others’. 





Advertised in National Mediums—Seasonable campaigns in the Saturday Evening Post, Collier’s, Farm Papers 
and Motoring Magazines. 





Dealer Helps to Stimulate Local Sales—Attractive multi-colored Window Trims, Transparencies, Signs, Leaf- 


lets, etc., supplied free. JOBBERS 


Write for electros, descriptive matter and prices. You can’t afford to omit Red Head Plugs from your 1918 
catalog. 


Emil Grossman M’f’g. Corp’n Bush Terminal Bldg. No. 2 


Also manufacturer of @lea(Boo¢d Rust Proof Bumpers and Mirrors (Chieago, 1253 Michigan Ave.) BROOKLYN, NEW YORK 
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Trade Mark Registered in Canada, 
France, Austria, Italy and Germany 





1 rislone is the Big Idea 


It was revolutionary to supplant porcelain with vitristone the artificial stone 
insulator. And the revolution is a success. 








Vitristone is the first real improvement since spark plugs have been made 
Vilristome is to porcelain what a China cup is to a stone crock. 
Vitristone laughs at the heat. 


Vitristone stands the tremendous and incessant shocks of the explosions in 
the cylinders. 
Viteistone@ stands the millions of vibrations of the throbbing engine. 


“Vitristone combines the utmost in resistance to mechanical force and high- 
voltage currents. 
Miristoné is an original Red Head product and used exclusively in Red Head 


Plugs. 








Standard Ford size 

Other Standard sizes 

Big Boy 

Priming (Ford and other sizes) 
Truck and Tractor 

Platinum Point 
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**We saved the car’and a ten- 
mile walk in our flimsy mas- 
querade costumes—Thanks 


to the_J-M”’ 


Price in United States east 
of Colorado, $10.00. 
Brass or nickel finish, 


bracket included. 
$10.50 Colorado and West. 


Dominion of Canada: 


$12.00 East of Calgary. 
$12.50 Calgary and West. 














October 25, 1917 


HARDWARE AGE 


“Bought to save insurance—used to save the car” 


—a convincing argument for the J-M, especially when the saving of 15 per cent 
in insurance premiums will cover a fair part of the cost of the extinguisher. But 
even without this feature, the purchase would prove a sound investment by the 
positive protection it gives—and by the sense of added security. 


Tell this to your customers and 
you'll find a new and profitable market 
opening up for you. 


The market for Johns-Manville Fire 
Extinguisher is limited only by the 
number of people who enter your store, 
for they’re all prospects. And the J-M 
sells readily, too—for it’s the only one- 
quart extinguisher with a two-way 
method of operation: discharged either 
by pumping or by air pressure pre- 
viously pumped up. The latter method 
is vital in tight corners, where there’s 
no room to pump, and customers are 
quick to see its value. 


Motorists, motor boat enthusiasts, 
home-owners, factory executives—all 
need the J-M. Just point out the need 
and the extinguisher will sell itself. 


And the policy, under which the J-M 
is sold, is in line with the quality of 
the machine. The Johns-Manville Fire 
Extinguisher is distributed strictly 
through jobber-dealer channels, with 
liberal discounts, rigidly maintained. 
It isn’t necessary to.tie up capital in 
large stocks to secure fair profits. Ask 
your jobber. 


H. W. JOHNS-MANVILLE CoO. 
NEW YORK CITY 
10 Factories—Branches in 54 Large Cities 


MANVILLE 


Extinguisher 


SESSESIELULIESSIETEIES Tse eS sie a catassesese 





ena ayy eae oem 











i 


HARDWARE AGE 


October 25, 

















October 25, 1917 HARDWARE AGE 





. LIQUID, r rexdily mines with the 
id) en stop any leaks. A WON- 


Se and 75e. Seed for 


or. 
Sa... 
Fe 


ey, 
ae 





HARDWARE October 25, 1917 











{Cannon al cn bc 
| r == | | fe: Re ea | 

| Sales 
Helps 








We've put back of the Cannon 
Ball Combination Garage Door 
Set (Sliding-Folding), the kind 
of Sales-Help that you'll recog- 
nize on sight as being a fourteen 
F R E. E carat business booster. And realizing the fact that the 

more business you do on our goods, the more prosperous 
arouses interest and eters || We are, there isn’t a penny’s cost attached to this co-oper- 


inquiry on Cannon Ball ° 

Garage Sets. at makes ation we extend. 
sa'es quick—tells users 
the whole story. And . ° 

ito CUE -4> gun.ds-atr Write for particulars. 


Cannon Ball 


Combination Garage Door Sets 
(Folding - Sliding) 























Here in the new Cannon Ball Combination Garage Door Set (Sliding-Fold- 


ing) is the most modern hanging ever devised for this purpose. 


It fits any door opening and insures against sagging—is easy to install, and 
if floor raises or swells the hanger adjusts the door. 


It is neat in appearance and substantial in use—fits any door thickness and 
makes ‘em absolutely weather-tight—gives a conve- 
nient entrance by the swinging door and the doors fold 
inside, requiring minimum space, and are automatically 
and securely held open. Comes packed in complete 
sets. 


For our new special deal on 

«. Cannon Ball. It’s a sure fire 

Z salesmaker and profit in- 
creaser. 


HUNT, HELM, FERRIS & CO. 


Main Office and Factory, 12 Hunt St., Harvard, Ill. 
Shewing the Garage Doors oven, 


with the new Cannon Ball Combi- Eastern Branch, Industrial Building, Albany, New York. 
nation Hanging. 
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| Cannon Ball Fig 440 Tandem Barn Door Hanger | 
More == Se | 


















Cash jg, 
Profits 






There are two ways of making more 
profit. The first lies through selling 
more goods—the second way is by mak- 
ing more money on what you sell. The 
new plan we’re putting back of Cannon 

Ball et insures you extra profits from both sources. F R E E 
And they’re safe profits, too, simply because the Cannon 



















Here is the new Counter 
Display on Cannon Ball 







Ball satisfies your trade. There’s big money in it if you |] Bart Door Hangersit 
act right NOW, but the fellow who delays too long is |] and stows ithe  teatnres 
going to get left. Action brings reward. Better write verbal description. Comes 
right now. : —v aan oa 





Wire for particulars. 























Cannon Ball 


Barn Door Hangers & Track 





Ten years of use—heavy advertising and probably the widest sales of any 
barn door hanger in the country are back of the Cannon Ball Line. Say 
“Cannon Ball’ to your customer and he knows you're offering him a reliable 
article. Their construction is simple—they are wonderfully durable and the 
one way by which a man can hang barn doors and forget them. No atten- 
tion—no repairs. The Hangers are made with light running, noiseless, steel 
ball wheels mounted on strong steel frames. 
Frictionless and flexible and built with long 
roller bearings. The tubular track in which 
they run completely protects the hanger. This 
track is built in 3 ft. sections and comes crated 
so that it can be stored under the counter, or 
furnished in long lengths, assorted if you wish. 




















Send your name and we'll 


e send particulars of the new 
YWjute / Cannon Ball deal that makes 
3 more sales and profits for 


YOU. 


HUNT, HELM, FERRIS & CO. 


Main Cffice and Factory, 12 Hunt St., Harvard, Ill. 
Eastern Branch, Industrial Building, Albany, New York. 















No. 387 
Cannon 
Ball Track 
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HERE will be plenty of money left after the American People subscribe 
their three to five billion dollars to the Second Liberty Loan because this 
money comes out of present wages. And this on top of the First Liberty 
Loan of three billion dollars, the Red Cross contributions of one hundred 
million dollars and another hundred million or so toward unofficial contribu- 
tions to patriotic relief work. 


No far sighted merchant can miss the meaning of this, the greatest outpouring 
of wealth from current income in the world’s history. 
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What are the Boys of your 
community doing anest shoot- 
? How are they shooting 
—under standard conditions 
or just po ping ~ gt ~y any 
old mark _e you 
to find out. Tey, pf your 
customers of the future. 
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THE REMINGTON ARMS UNION METALLIC CARTRIDGE COMPANY, Inc. 


Largest Manufacturers of Firear nd A uni 
Woolworth Building os reat eres “NEW YORK 
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N your Arms and Ammunition business this 

means a jump in your sales of high-grade 
goods. It means an emphasis on quality that 
is throwing the spotlight on Remington UMC, 
with its hundred years’ record of being first and 
being right. 


The merchant will either swim strong with this 
prosperous quality tide or try to make headway 
against it. 


The opportunity never was greater—the issue 
never more sharply drawn between out-dated 
makes and the Arms and Ammunition of today 
—Remington UMC. 


Now is the time—the Fall Hunting Season. 
And if your stocks are not full and liberal 
Remington UMC, why not ask your jobber to 
make them so? 


Suggestion ! Get the Boys to 
shooting for the N. R. A. Medals 
and Boy Scout Merit Badge for 
Marksmanship. These are non- 
military honors of nation-wide 
standing — worth winning and 
holding, and a powerful influence 
in giving a boy the right ideas 
ahout hia shooting. 
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Goodrich Steering Column Lock 


This clever little Lock makes a car as completely thief-proof as 
is mechanically possible. 

Easily installed by anyone in ten minutes. 

No holes to bore. No alterations to make. When locked, the 
front wheels are fixed in a rigid position straight ahead, so that 
the car can be pushed forward or backward, thus conforming to 

.: FORD fire and parking ordinances in all cities. 
CIA But the car cannot be driven or towed any distance, as the rigid 
ouTFIT wheels only allow it to go in a direct line, 

ith Pedal Very easy and handy to operate; the Yale lock sets just below 
e wt the steering wheel. Attractive in appearance. Made of the best 
materials. Impossible to remove screws by which it is attached, 
because of patented construction. 

Made in three sizes to fit all makes of cars. 


PRICES 
Ford Cars - - - - $7.25 
All Other Cars - - - - $9.25 





SPE 


Complet 





Mr. Jobber:—This new cut-out will be intended to meet Mr. Jobber:—Here now is a moderately priced universal fitting 

the strongest kind of competition, beth a regards ion oem go gg agers as thousands of motorists have 
. . . . * . been waiting for. nly three sizes to carry to fit all makes of 
lity a rice. I ) ° . 

quality and price. It will be nationally advertised in cars. We predict that this will be a big, profitable seller for 1918 

leading publications and deliveries start November 15th. Deliveries and nationat advertising start November 15th. 


aa ee 
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249 of the largest jobbers in Mr. Jobber:—We are in a posi- 
ee State: and Canada catalogue this tio: to quote surprisingly low 
e Der daily capacity has been increased prices on large quantities of these 

Locks a day, $0 that all future Caps. Sample Caps will be sent 
piers con now be handled upon request to regular jobbers. 











RALIATOR CAPS 
for FORDS \\" . y 


2 GOODRICH 
Ignition Sets for Fords 


of a gsperial non- 
rusting, heat-proof 
Heavily insulated with the best rubber compound, 
made of No. 18 gauge copper wire and covered with 





metal, Finished in 
b'ack enamel or 
nickel plate. 
List price 
$0.25 
each 
heavy cotton braiding, each wire of a different color 
braid. A heavy linen type of cloth, varnished with 
a special insulating compeund acts as an envelope 
for the wires and makes the set oil and waterproof. 
The sets are also made up in circular loom type, 
the wires being enclosed in the loom, rubber tipped, 
as illustrated. 
Note in particular the construction of the timer 
terminal. It is practically unbreakable. 


PRICES 
Stock No. 
80-C 4-wire Primary set only, in loom 
81-C 5-wire Primary set on'y, in loom 
(Fifth Wire for Electric Light) 
82 4-Snark Plug Wres.........-0e+eeees 
180-R 4-wire Primary set, braided 
181-B 5-wire Primary set, bruided 


TERM speepwAy 


BRAKE SHOES List Radiator Caps for Fords 
for FORDS Price To open, push the hinge and up files the 


Made of the highest grade top. Saver time, temper and annoyance. 
fron, lined with a superior — wo .bieoeed hands. Nothing to stick or 











Mr. Jobber: — A favor- 
able wire contract will 
enable us to continue 
our present low prices 
to the jobbing trade, but 
we urge immediate buy- 
ing to prevent possible 
metal. Finely finished in hard rubber disappointments in de- 
finish or nickel plate, livery. 


Worth its weight in Id. He 
ade of brak . . te 
a S | ve pg ~ Wen, proof; made of heavy aluminum composite 
sets. Prices: 
2 Piece Lined, per set. . $1.50 
2 Piece Unlined, per set .75 
1 Piece unlined, per set .8¢C 








Mr. Jobber:—The construction and price of 
this Cap will make it a large seller—and our 
advertising will make it still larger. 


Here are articles of our manufacture 
which we can, with discretion learned 
from experience, recommend to hard- 
ware dealers as live and profitable sell- 
ers and which should be featured in 
your 1918 Accessories Catalogue or In- 


More complete information regarding 
this new policy tan be obtained from 
our representatives or direct. 


Watch HARDWARE AGE for an 
early announcement of a new and 





serts. These goods are all well adapted 
for sale through hardware dealers. 


We confidently believe that our new 
sales policy for 1918 will meet with 
your complete approval. 


Discounts are more favorable and 
the advertising will be much larger. 


truly remarkable device which we will 
soon place on the market. You should 
save two pages in your catalogue 
for it. 


a 2 


President 


Goodrich-Lenhart Manufacturing Co. 


423 WIDENER BUILDING 


PHILADELPHIA, PA 


Factory: Hamburg, Pa. 
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Reading HARDWARE 
AGE starts you thinking. 


N cw It gives your’ thoughts a 


A helpful start in the direction of 
profitable plans. 


Ang le It suggests to you how other 


men have tackled and mas- 
tered a problem in selling tools 
or paints or sporting goods, etc. 





So whether you follow the 
exact method described in 
HARDWARE AGE or work 
out a new plan of your own 
you at least have had your 
thoughts set to work in the 
right direction—you have ob- 
tained a new angle on your 
work, and getting a new angle 
is a first essential to “starting 
| something.” 


| Hardware Age 


: 239 West 39th St., New York City 
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In This Accessory 
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Hardware Dealers are cordially invited 





to communicate with us regarding 
brake lining. We desire to enlist the 
co-operation of every dealer in the 
United States. 






Brake Lining 










is backed by an enormous advertising campaign. It 
is guaranteed to wear one year. It is the original 
asbestos lining. Over 15,000 supply merchants 
sell it because Raybestos gives absolute satisfaction - 
to their customers. Real profits, added sales and 
permanent business come to the Raybestos dealer. 
Won’t you join us in marketing the finest lining in 


the industry? 











Prices and full details sent upon application. 






The Raybestos Company 
Bridgeport Connecticut 





HARDWARE AGE October 25, 1917 


The Complete Chain Line 


Weldless—Electric Welded—Fire Welded—All Sizes— 
All Types—All Finishes. From Plumbers’ 
Safety Chain to Ships’ Anchor Chain 





In addition to Coil Chain of all sizes, types and finishes, 
we manufacture a great number of fast selling specialties: 


Weed Tire Chains, Halters, Dog Leads and Hammock and Porch Swing 
Weed Chain-Jacks, KennelChains,CowTies Chains, Sash Chains, 
American Tire LockChains, and Tie-Out Chains, American Galvanized Chain 
American Welded Towing Heel Chains,‘‘Elweltra’” for Arc Lamp Suspension, 
Chains, and Dobbins Trace Chains, and Friction Chains for Looms, and 
Blow-Out Chains, Saddlery Hardware. Chains for all special purposes. 


We are the sole manufacturers of the Campbell Ham- 
merlock Self Spreading Cotter Pin. The most econom- 
ical and practical Cotter Pin on the market. 
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Sheer Merit is Winning 
for Mason 


Mason records of actual performance 
prove that it is possible to make quality 
tires to sell at popular prices. 


Everywhere they go, Mason tires find 
favor—and prove the sheer merit of 
superior construction of the finest mate- 
rials. 


‘And Mason dealers are as enthusiastic as Mason 
users. They like the frank Mason policy—so will 
you, if you will write to us for it. 





Mason Tire and Rubber Co. 


Factory and General Offices 


Kent, Ohio 
Akron Suburb 








Chicago Cleveland New York 
Kansas City Buffalo Atlanta 


MORE MILEAGE 











ee ee tiie 





ns 


pare 3 
“ = 








i 


(| 











3 














| 


| WK 











PREST-O-GRIPS 


For U. S. Government War Orders 
The Anti-Skid Chain with the Positively Closed Lock Link 


Prest-O-Grip chains are easily attached and detached and require 
no jacking up or pushing of the trucks and no unravelling of 
We have Prest-O-Grips in all sizes of clamps and all 
lengths of chain to fit every model of truck. 


Write us for Illustrated Leaflet and Price List 


chains. 


= 





HARDWARE AGE 








October 25, 1917 








LOCK-LINK 
(Patented) 


ADOPT 


Prest-O-Grip is the original 














anchored chain. Demand Prest- 
O-Grip and beware of new 
imitations. 


THE ROWE CO. 
es ea | 


Dealers supplied through 
established accessory 
jobbers. 
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“Grip (Like |Mud Hooks’”’ 
“Ride Like Bare 'Tires” 


Auto owners appreciate them be- 
cause they require no jacking up, 
no moving car forward or back, 


no labor, muss or fuss at all—just 











Packed, a set of eight in a bag, four for each rear wheel, enough 
to give a good grip on any road. 

Size 3 fits 3” or 3%” tires. 

fits 4” or 4%” tires. 

fits 5” or 5%” tires. 


$4.00 per set. 
5.00 per set. 
6.00 per set. 


Size 4 
Size 5 


Easyon Chains will be sent express prepaid to dealers at a dis- 
count of 25% from these prices. Terms 30 days, net, 5% off 
for cash; 10 days to parties rated in Dun’s or Bradstreet; 5% 
for cash with order to firms not rated. 380% and 5% for cash 
allowed on orders for 1 dozen sets. Shipped by freight prepaid. 





throw them over tire, snap, snap, 
that’s all! 


can put them on as well as men. 


Any woman or child 


Dealers recognize the selling op- 
portunity of these chains because 





Half the Weight—Half the Bulk 
Half the Price—Only 3 Sizes to Stock 


You find your investment is about one-third or one-quarter as much as on other chains. 
The price, besides being attractive to you, is even more of an attractive argument to the 
auto owner. 


Our advertising campaign is now swinging along strong for fall and winter to help create 
good prospects for you in this, the best season for sales. 
with our increasing advertising in all the leading magazines. 


DEALERS.---Get Price-and-Profit Information 


Write us about open territory and get full information on prices and trade discounts. 


Demand will increase steadily 


Also ask about Easyon Truck Grips for solid tires. 





WOODWORTH MFG. CORPORATION 


2015 Whirlpool Street Niagara Falls, N. Y. 


New York Agents: Rose Auto Supply Co., 1765 Broadway, New York, N. Y. 
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GRIFFIN 
“The Door Butt of America” 


This attractive door butt, which may be obtained in the various standard 
hardware finishes, is exclusively a GRIFFIN product, for every part is made 
in our own plants. 

Made of Cold Rolled Strip Steel, properly heat treated and accurately 
formed, it has great strength and durability. 


Each door butt, when completed, undergoes a rigid inspection and is 
then wrapped, with screws to match, in moisture proof paper and packed 
one pair in a box. 


We use every care to assure the “Door Butt of America’ reaching Job- 
bers and Dealers in good condition. 


The Griffin Mfg. Co., Erie, Pa. 


30 Warren Street, New York 17 E. Lake Street, Chicago 
LOUNSULUUALIUNN ALLAN 
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Get the hundreds of Ford Owners of 
your locality into your store. Tell them 
about the Crew Levick Victor Heater for 
Fords—a definite winter line, a Big Winter 
3usiness Specialty. 
The “Victor” turns cold fresh air into warm pure air. It 
heats the car in about thirty seconds. 


t. It gives ventilation with warmth—only fresh warm air passes 
into car. 
2. It is odorless, noiseless and scorchless—no hot pipes in the ear, no 
open flame, no glowing coals. 
3. It is easy to regulate—the desired quantity of heat, none, little or 
much—can be had by setting a simple control button. 
4. It is simple and sturdy—no flexible tubing. It takes its heat from 
the wasted exhaust gases. 
5. It is quickly installed—anyone with a screw driver, hack saw and 
wood saw can do it in 20 minutes. 

Send today for a sample heater, prices, etc. Don’t wait— 

Victor Heater weather is here—now. 


Write today 
CREW LEVICK COMPANY 


113 North Broad Street, Philadelphia, U.S. A. 
One of the oldest and largest producers and refiners 
of oils, and manufacturers of pe troleum products 
REFINERIES Pennsylvania Paraffine Works, Bessemer Refining Co., 
Glade Oil Works, Seaboard Oil Works 


PRODUCING COMPANIES: Muir Oil Co., Pa.; Pembrick Oil Co., Law 
renee Oil Co., Pa.: Combination Oil Co., Pa Warren Co Iil., Okla 


BRANCHES: New York, Chicago, San Francisco, Baltimore 
FOREIGN OFFICES: London, England 
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PLAIN FACTS 
Men Who Want to Succeed 


Someone is manager of every big business in America. In every store, 
every wholesale house, every manufacturing establishment, there is a 
man at the head of the organization. 


A few years ago these men were not managers, presidents or directors. 
They were men in the ranks—clerks, salesmen, workmen. And they 
all rose by the same method—they prepared themselves for bigger 
positions and were ready when opportunities came. 


Ten—twenty—thirty * euro from now, other men will be at the head 
of these big firms. e leaders then will be the men who are filling 
minor positions today but are preparing for something better. 


In each generation a few men prepare, while many thousands are con- 
tent to drift along in the same positions year after year until Old Age 
overtakes them—no nearer success than when they started. 


Preparation for success means study, hard work, self-denial, persis- 
tence, patience. That is why so few men prepare. How about yourself. 


Have you got the ambition, the nerve, the will to succeed? 
Are you going to be ready when your opportunity comes? 


The following books and cards were especially prepared for the Hard- 
Wwe Trade by men who have made successful merchandising their life 
work. 





U. P. C. Book Company, Inc. Hardware Store Business gray « 
227 pp. 5 x 8 Ins. loth, $1.00 
Suscettee te Hardware Merchants’ Card Index Record 
Hardware Age Book Dept. ' Complete in Mahogany or Oak Box, $6.00 
241-249 W. 39th Street, New York Show Card Writing 
97 pp. 7s x 10 Ins. 121 Figs. Cloth, $2.00 
EIR. ooze bs ia a oer One Hundred Hardware Windows 
208 pp. 6x9 Ins. 100 Plates. Cloth, $1.50 
Send the books checked to The Knight of the Grip 
179 pp. 54%. x 7Y% Ins. Cloth, $0.75 
ne ar ya pe ee eee Manson’s Delivery Record 
200 pp. 7x 12 Ins. Canvas, $1.00 
Street . i TE ome Sp tg aa Paris’ Hardware Advertising for the Retailer 


256 pp. 7x 10 Ins. 300 Figs. Cloth, $2.50 
Soule’s Hardware Window Advertis 


a 352 pp. 7x10 Ins. 273 fin Cloth, $2.50 
ree Hardware Price Books, Permanent and Loose 
Be oo rs ae ee ee ee ee Leaf Editions 
Vest Pocket to Office Size. $1.25 to $15.00 
Please write or print plainly. Brass Bound Price Card. Each, $0.15 to $0.35 











10 





U. P. C. Book Company, Incorporated | 


Successor to Hardware Age Book Department 
241-249 West Thirty-ninth Street, New York 
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inter Business 


Now is the time to stock and sell 
“Peerless” Radiators for Ford cars. 


“Peerless” Radiators are made in differ- 
ent combinations to fit the different models 
of the Ford from the year 1909 to the latest 
1917 and 1918 models, 


The No. 10 “Peerless” Radiator shown is 
a big seller for all Ford cars from 1909 to 
1916. This and the other styles of “Peerless” 
Radiators are equipped with the “Peerless” 
Honeycomb Brass Core which is practically 
indestructible. Has large water capacity 
and 33 1/3% more cooling surface than any 
other type of core now used. Guaranteed to 
keep engine cool under severest conditions. 
Also efficient on Ford cars when converted 
No. 10. ‘‘Peerless’”’ Radiator, $24.00 List into a Truck Unit or Tractor. The No. 11 


“PEERLESS” 
RADIATO 


for 1917 and 1918 Ford cars has the same 
core and 33 1/3% more radiating surface 
than others. This radiator will not fit old 
model Ford cars, unless used with the 
No. 12 “Peerless” Hood and Shield outfit. 
The most satisfactory of all radiators for 
the present type Fords. 














No. 11. ‘‘Peerless’’ Radiator, $24.00 List 


The No. 12 Combination Radiator, Hood 
and Shield converts the 1915 and 1916 
Fords into the latest model. It gives the 
car a stream line effect and that’s what car 
owners want. The radiator is equipped 
with the popular indestructible “Peerless” 
core. This outfit is finished in a beautiful 
Black enamel. 


There are two million Ford cars that 
should be equipped with “Peerless” Radia- 
tors—get after your share of this business. 


Send for Catalogue and Trade-prices. 


We also manufacture Tool Boxes: and 
Fenders for Ford cars. 


Corcoran Mfg. Co. 


Cincinnati, Ohio 


Dealers: Ask us how to obtain a “‘ Peerless” 
Combination display stand free. 





No. 12. Combination $35.00 List 
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The Boyce Moto-Meter is daily protecting over a million 
Gasoline Motors. 


They are used on thousands of Automobiles—Truckgee 
Tractors—Aeroplanes—Stationary Engines and Ma 
Motors. 


They indicate under all conditions the exact heaté 
motor, which unfailingly compels intelligent operatic 


both elehuiae Piste expe i 


Boyce Moto-Meters are endorsed by the entire 
motor industry. Over sixty automobile manu- 
facturers are using them as standard equipment. 


Without question the Boyce Moto-Meter is to- 
day the aristocrat of all accessorig The most 





wanted—the most widely so 





SALES MANAGER 
The Moto-Meter Compan 


<2 y Pe 


I Tam LOM KOT) 00 yO oan OO re Eon 
Long Island City N. ¥. 




















Hardware Jobbers and Deaters:—The Boyce Moto-Meter is one of the three best-selling automobi'e 
accessories. Without a Boyce Moto-Meter on its radiator cap the modern car looks and is—unfinished. 


— MOTO-METER ee Inc. nenisceued —o CITY, N. Y. 
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: MOTORHORNS | 


oO 
~] 








Preparedness 


Is the effort of this nation today. Inits expression President 
Wilson urges a continuance of legitimate business, and as far 
as possible an avoidance of any departure from desirable 
activities. Automobiles are now as necessary a part of our 
national life as horses were formerly, and the Sparton Horn 
is a recognized essential to a properly outfitted car. For six- 
teen years they have kept step with the advancing improve- 
ments of the Auto, until now their quality makes them the 
accepted horn by 42 of the leading manufacturers of the country. 
The approval of their users, who zealously acclaim their merits, 
makes them move quickly from the stock of progressive 
dealers in the best Auto Accessories. 


Exemptions 


Sparton Motorhorns also appeal to the dealer. They make 
more business; they return a good profit, and by their quality 
and dependability exempt him from the troubles connected with 
unsatisfactory goods. Handling them is good business, for they 
create good will in old customers, and constantly attract 
others to swell the business of the dealer. 


ANENPOEGEEREREA OnUERRRAEHOROROEEELORENEDEEEEOROENDEEOOESeSeReS: 


MMMM 


The Sparks-Withington Company 


Jackson, Michigan 
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BETHLEHEM 


SPARK PLUGS 


90,000 Plugs in 8 Hours 





50,000 Bethlehem Spark Plugs in an eight- 
hour day means over 15,000,000 Bethlehem 
Spark Plugs a year. And this is twice as 
many as will be required to factory-equip 
all of the new cars planned for the season 
of 1918. 


50,000 Bethlehem Spark Plugs per eight- 
hour day is the capacity of the great new 
plant shown below, that has just been 
completed for us. 


In construction and equipment, this first 
of all spark plug factories is everything the 
trade has been educated to expect from 
Mr. Schwab. Lucated in Bethlehem, this 





splendid concrete and steel structure rep- 
resents an investment of nearly a million 
dollars. It will give employment to up- 
wards of a thousand workers. Much of 
the labor-saving machinery equipment 
was purchased more than a year ago, and 
is now installed and operating. 


There is just one reason for this unusual 
expansion—it is DEMAND. And now, 
for the first time in the history of this busi- 
ness, we have facilities amply able to take 
care of the demand—the unprecedented 
demand the country over for these high 
quality spark plugs. 


BETHLEHEM PRODUCTS - ~- BETHLEHEM PA. 
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BRINGS YOU 
CUSTOMERS BY 
SAVING BIG CASH 
FOR FORD OWNERS 





Prices are way up. 


Everybody talking about 
high cost of living. All 


trying to save money 

by cutting down “con- 
sumption’ —by getting along with 
less. Take advantage of these con- 
ditions. Make money by saving it 
for Ford owners. 


Stock the 


NEW STROMBERG CARBURETOR 
For FORDS 


The greatest of all gas savers. Holds the World’s Official Ford Econ- 
omy ano 4-10 miles on a gallon of gasoline. Made by a Model T 
1915 Ford Touring Car—carrying three passengers and nalelie 21-70 lbs. 











Ford owners are familiar with those figures. Extensive advertising has acquainted 
them with the wonderful economy effected by the New Stromberg. They are educated. 
Sold on Stromberg supremacy. Know that the New Stromberg not only makes tremen- 

dous savings—but also develops more speed—greater power—abolishes cold weather 
starting difficulties. Gives greatest efficiency—most mileage for least money. 


Sell the New Stromberg. Make it convenient to purchase. You'll find Ford owners will- 
ing buyers. No trouble to install. No mechanical experience necessary. No “heavy” 
stock to carry. Big, quick profit returns. 


SPECIAL FREE ADVERTISING HELPS 


insure immediate selling success and constantly increasing trade. The big- 
gest “little investment” money-maker you have ever seen. Get the facts. 
Write now for particulars. 


Stromberg Motor Devices Co. 
Dept. 1023 64 East 25th Street _ 
CHICAGO 
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A Liberal Margin of Profit 











or You, Mr. Jobber 








Master Calorite Spark Plug 
Regular Length, $1.00 each 








There are many good reasons 
why Master Calorite Spark Plugs 
should be your selection. 


Their design is in accord with 
the best automobile engineering 
demands and practices. 


They are sturdily constructed 


of the finest materials obtain- 


able. 


They are tested under rigid in- 
spection rules. 


They are generously guaran- 
teed. 


And in our resale you derive a 
margin of profit which justifies 
your whole hearted recom- 
mendation of these plugs to 
your customers. 


There is a Master Calorite Spark 
Plug for every variety of service. 


And the retail price is amply 


justified by their efficiency and 


durability. 


$1.00 and $1.25 retail 


Depending upon the size. 








And your customers—the Dealers. 

We are firmly convinced that yours is an organization finely 
adjusted to the efficient distribution of spark plugs. 

Our conviction is evidenced in the margin of profit provided 
for you and your dealers. 

We are not misled by the Will-o'-the-Wisp possibilities of 
motor car equipment business. 

We cannot see that it is fair to take from you what has been 
sacrificed to the privilege of equipping cars at the factory. Thus 


ASTE 


Calorite Spark Plugs 





do not lay claim to a large list of motor car equipment. With us 
quality comes first, and we cannot convince ourselves that it is good 
business to make a spark plug solely to meet a price. 

If a low price (less than manufacturing cost) is the recompense 
for the privilege of equipment business some one must pay the dif- 
ference between cost (or less than cost) and a fair margin of profit. 
That difference means a lower margin of profit for you and your 
dealers—and very likely a lower quality of product. 

You are in business to make money—and you must justify con- 
tinued patronage by distributing quality merchandise—of self- 
evident value. The answer— 


Master Calorite Spark Plugs 


There are no back profits to be figured by us on Master Plugs. 

We can therefore offer a spark plug of higher quality at a lower 
price than can those which have distribution penalties tied to them. 
Master Calorite Spark Plugs deserve a feature place in your cata- 
logue 

We are ready to supply the cuts, description and other material 
to make your listing of this line compel attention. 

Let us quote our prices to you. 

A comparison of them with others (and the margin of profit 
on the resale of Masters) will obviously prove the desirability of 
energetically pushing 


MASTER CALORITE SPARK PLUGS 
Made in U. S. A. and guaranteed by 


Hartford Machine Screw Company 
488 Capitol Avenue 


Hartford, Conn. 
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Rajah enlists in the U. S. 
airplane service 


Rajah Spark Plugs have enlisted for service in France. They 
will help fire the big American airplane fleet to victory on the 
western front. 


Before the war Rajah Spark Plugs were standard equipment 
for our Army and Navy airplanes. They made so good in ser- 
vice that the Government continues their use. 


A spark plug dependable enough to safeguard a fighting 
aviator’s life is a pretty safe plug for a car owner to use. Talk 
up these Rajah records to your customers. It makes it easy to 
sell the first set. Rajah service will sell the rest. Your jobber 
can supply terminals for all models and all makes of motor car. 


RAJAH i 


RAJAH TERMINALS AND ADAPTERS 


are furnished so that Rajah Plugs can be used on any car not equipped with the Rajah 
type of Clip Terminal. Any size exchanged if desired 


“a 


Rajah Ferrule Clip Termina! : A 


_ With any size ferrule required. Fits 
Rajah Regular Clip Terminal any make of plug with the extra collar Rajah Stud i+ vminat 


Adjustable to any cable. With the - Ad . , 
apter for Buick, Chevrolet, Olds- 
eaite collar supplied fits any make of supplied jonas an 
Diag. 
@AY, 


‘\ A 
"ig 
Rajah Thumb Nut Terminal 


Adapter for Dodge, Ford, Hup. Hudson, Rajah Bai inal 
Maxwei!, Mitchell, Packard Twin Six, Rajah Packard Termina Adapter for Wee ki in 
Pulimar Adapter for Packard 4 and 6 cylinder Special type for Willys-Knight 


Address RAJAH, Bloomfield, N. J. 


HUGHSON & MERTON, Inc., San Francisco, Los Angeles, Portland, Seattle JOHN MILLEN & SON, Ltd., Montreal, Toronto 
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Accepted Standard from Coast to Coast * 
a 
All important jobbers, dealers and supply stores in the United States know the m. 
enviable reputation of the DUTCH BRAND line. Most of them handle it. Shrewd o 
hardware merchants appreciate this profit making opportunity. : | 
& 
a 
a 
| 
« 
| 
\ * 
~ a 
a 
rao & ty < £.2 ; 
¢ 
a 
Every DUTCH BRAND item has been prepared to meet an express demand on the - 
part of this country’s 4,250,000 motorists. Every man who drives a car needs and can 
be sold anywhere from one to five DUTCH BRAND Products at one time. Volume sales ‘ 
—volume profits—result. Handsome repeat orders follow—due to QUALITY. k 
Order of your jobber today—-DUTCH BRAND Auto Patching Cement— i 
2-in-! Tread Filler, Rubber Seal, Vulcanizing Cement, Radiator Seal, & 
i Carbo-Cide, Valve Grinding Compound, Gasket Shellac, Varni-Brite, Tire a : | 
BOs a an A Tale and Friction Tape. Or send for catalog of complete line. a. or a 
VANCLEEF BROS. [eq | 
Com pouN? 
aaa atiemiae i a" 
Manufacturers Dutch Brand Rubber Cements Rh é 
and Auto Chemical Specialties | 
7701-7711 Woodlawn Ave. Chicago, Illinois i. 
« 
u 
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on the label” 
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Two Ways of Meeting 


New Headlight Laws 


42-Inch Rays 
A Restricted Light 


The new headlight laws in 20 states are very 
much alike. So are the countless local laws. 
The object is, sufficient light without a blind- 
ing glare. 

Glare rays, if there are such, must not reach 
over 42 inches high. So numerous new-day 
lenses thus restrict the light. 

But that is not like daylight. Just the road 
surface is lighted. It means no relief to the 
tension of night driving. 


In practice, the rays are never level. They 
rise and fall with the car. And every inch up 
and down at the head-lamp becomes a foot a 
little way off. 


When the car is on a level, the upgrade 
ahead is dark. On a downgrade the level at 
the foot is dark. 


Warner-Lenz 
A Flood of Light 


The Warner-Lenz is also legal under every 
law. Having no direct beams—no glare rays 
—there are no restrictions. 


Every State commission, appointed un- 
der any headlight law, has approved the 
Warner-Lenz. 


Here is a light like daylight. One’s whole 
field of vision is illumined. It is far-reaching 
and widespread. It lights the road and road- 
sides, near and far. It lights the curves and 
turns, the upgrades and the downgrades. 


Rise and fall of the car does not affect 
it, nor does turning of the lens in the 
lamp-rim. 


Over 800,000 motorists have already adopted 
it. So have 20.famous car makers after end- 
less comparisons. 





Jar of the car turns a lens 


Warner-Lenz, with its 176 





in the lamp-rim. Then these 
level rays become askew. 


That is not the solution of 
legal light which will satisfy 
drivers long. All light re- 
strictions, like the passing 
dimmers, must yield to the 
Warner-Lenz. 





Standard Equipment 
on 


Packard Marmon Stutz 
Hal Twelve Ohio Electric White 
Peerless Fiat Fageol 
Lenox Moon’ =e. Standard 8 
Pathfinder Doble Steam Singer 
McFarlan Daniels 8 Murray 
Cunningham Davis 








lenses in one, is the coming 
lens. Restricted lights are 
unnecessary. 


Now, when countless cars 
are being changed, is the 
time to push them. Write 
for our dealer offers. 


This is A. P. Warner, of the Warner Auto-Meter Fame, and 


Inventor of the Magnetic Speedometer 


Sold for $3.50 to $5.00 per pair 


THE WARNER-LENZ COMPANY 


905 So. Michigan Avenue, Chicago 
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—— Points on Bumpers 


4— You Should Know 


The demand for bumpers is growing daily and the 
wise dealer is prepared to equip all cars. 


The HALLADAY Line is up to the minute. Our 
adjustable bumpers fit all except a few cars of 
exclusive design and we carry special fittings for all 
such cars. 























Our line of bumper bars includes Channel, 
Diamond Channel, Full Diamond, Round and our 
new Multiple Spring Bar, the last word in bumper 
efficiency. 

Our new Adjustable Side Clamp Bumper will fit 
os ba Psi) go% of the cars with extension front aprons, and 
eo va that alone enables the dealer to equip all but a few 
special cars. 


The Silent Salestnan has sold thousands of 


This means that the dealer need not carry a large 
bumpers for our dealers. It is a good thing to ~ / 
onie. ti aedesat diame stock of bumpers to be able to get business on any 
type of car. For that reason alone the Halladay 
Line merits your attention. 


The Halladay Line Includes— 


Halladay Flexlevers—the first and best of the lever type of shock absorber. 


Halladay Double Arm Shock Absorbers :—the cheapest efficient absorber on the 
market for Fords. 


The Halladay Tilting Steering Wheel for Ford cars. 


Halladay Can Tipper :—enables owner to draw oil from 5 gallon cans with one 
hand and hold the measure with the other. 


Many other necessities such as Luggage Carriers, Tire Holders, Jacks, Valve 
Lifters, etc. 


L. P. HALLADAY CO., Streator, IIl. 


DISTRIBUTORS 
Asch & Co., 16-24 W. Gist St., New York City. 

E. L. Thompson Co., 817 Boylston St., Boston, Mass. 
Gray-Heath Co., 1440 Michigan Ave., Chicago, Ill. 
SOUTHERN DISTRIBUTORS 
Sanford Brothers, Chattanooga, Tenn. 


Hughson & Morton, Inc., San Francisco, Los Angeles, Portland and Seattle, Pacific Coast Distributors. 
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_“X” welds leaky auto radiators 
without metal or fire! 


How the hardware dealer can save motorists 
from $14.25 to $23.50 on every repair job 


VERY car owner 

knows that when his 

radiator starts leaking 

he can do one of two 
things — get some ‘“‘radiator 
dope’ that will plug the leak 
for a while, or pay a repair man 
$15 to $25 for soldering and 
welding. 

Many logically-minded 
motorists have long ago real- 
ized that radiator cements, 
flaxseed, meal, etc., clog the 
delicate passage-ways of the 
cooling system, cause over- 
heating and excessive oil con- 
sumption. 

So there seems to be nothing 
to do for a leak but to have it 
soldered. But leaks are so 
frequent that repair bills would 
soon cost as much as an ehtirely 
new radiator! 

Now Chemical Science has 
focused its best thought on 
this problem— 
it has thrown cements and 
powders into the discard— 
it has produced ‘**X”’— 


Makes a Permanent 
Weld 


“X”’ is a liquid that is poured 
into the radiator, circulates 
Sreely as part of the water, and 
turns to a metallic solid wher- 
ever it finds a leak, whether in 
the radiator, waterjacket, hose 
coupling, motor head gasket, 
or elsewhere in the cooling 
system. 


ts 99 


630 Washington St. 


TRADE 


It becomes a permanent weld 
—immovable under the rough- 
est vibrations and capable of 
withstanding a pressure of over 
500 pounds. Yet when it 
finds no leak, ‘*X’’ remains in 
solution—does not gum or in 
any way interfere with the 
normal function of the water. 


Makes all Radiators 
Rustproof—Scaleproof 


In the two years since **X”’ 
was first produced hundreds of 
motorists have used it with 
remarkable results. 

**X”’ not only repairs all 
leaks throughout the water 
cooling system, but prevents 
trouble in the future by re- 
moving the cause of leaks. 

**X”’ Liquid neutralizes the 
corrosive elements in water. 
It does away with rust inside 
of the cooling system. 

Moreover, it prevents the 
formation of scale. The metal 
is kept clean and bright, the 
water passages free and clear. 
and the cooling system as 
efficient as the day the car was 
bought. 


What ‘‘X’’ Will Do 


. Seal all leaks permanently. 
. Eliminate the possibility of 
future leaks. 


Prevent rust from eating 
away radiator tubes. 
. Prevent formation of scale 


“X” LABORATORIES 


Boston, Mass. 


thus keeping cooling system 
clear. 

5. Works in alcohol or 
anti-freeze solution. 

6. Keepthemotormuchcooler. 


any 


The $1.50 size will do 
a $25 repair job! 


The 75 cent size will do 
a $15 repair job! 


Dealers ! 


**X"’ Radiator Liquid has a 
logical place on your shelves. 
There is nothing like ‘*X”’ 
—anywhere. Every car owner 
needs it. It sells all year— 
summer and winter. Works 
in alcohol or other anti-freeze 
solution. 

There is a good margin of 
profit on **X”’. 


$1.50 Can FREE 


with 
Special Assortment 


The Special Assortment of 19 
cans of “*X’’. includes twelve 
75-cent cans and six $1.50 cans. 
Also one $1.50 CAN FREE. 
Assortment costs you only 
$12. Sells for $19.50. Selling 
literature, posters, ete., in- 
cluded in each assortment. 

e Ask your jobber for 
Special Assortment—or 
direct—today. 


this 
write 


Distributors: 
Hughson & Merton San Francisco 
Asch & Company New York 
Gray-Heath Co. Chicago 
Sandford Bros. - Chattanooga,Tenn. 


RADIATOR LIQUID 
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FORD AUTO PLATE 
CUTS 


ae Three Much Called For 
~ Auto Screw Plate Sets 


ve BUTTERFIELD &CO. Vv 


BUTTERFIELD &CO 
COMBINED AUTO SCREW P 


WITH TAP WRENCH NO.IO 
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. ° WILL THREAD ALL THE 
Auto Plate all the standard bolts and | ow ANY MOTOR CYCLE MADE 
nuts used on Ford cars and teil rg PR a 
may also be used on many other moderate 
priced cars. See cut for sizes. A big seller to 


Ford owners everywhere. 


: This popular set is very complete.’ It contains 
Combined Auto about all the tools needed for the general run of 
Screw Plate cutting and threading work. Has both S. A. E. 

and U. S. S. threads and is one of the best selling 
sets in the Butterfield line. Garages all like it. 





While especially designed for Indian, Excelsior, 
Motor Cycle Set Harley-Davison, Thor and Yale motor cycles, this 
No. 13] splendid set of tools will thread all the bolts, 

screws, nuts, etc, on any motor cycle made. 
Naturally this set has a very large and wide sale for this reason. 


The reputation of Butterfield Auto and Motor Cycle Screw Plates to cut 
clean, perfect threads at a single cut and the fact that each tap and die is 
selected to thread a particular nut or bolt are strong factors in making sales. 

Now pause and consider the everlasting shaking that most cars get—what 
bolts and threads wouldn’t get stripped and need re-threading! 


Our Catalog shows these and other style sets worth selling. We want to 
hear from good Jobbers and Dealers who want right treatment as well as right 
goods. Write us for Catalog and Trade-prices. 


BUTTERFIELD & CO., Inc. 


DERBY LINE, VT. 


BRANCH STORES: 62 Reade St., New York City 56 Cadillac St., Detroit, Mich. 
11 So. Clinton St., Chicago, Ill. 
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28,000,000 people are reached by 
Veedol advertising. : 
A Veedol sign will bring you 
rapidly increasing profits, due to the 
great demand created by the Veedol 
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This Metal Sign 


Over Your Door Means 
Bigger Sales for You 


Share in $2,000,000 Profits 


Veedol is superior to all ordinary 
oils. Both bottles contain samples 
of oil taken after 500 miles of run- 
ning. Notice that ordinary oil, in 
the left-hand bottle, contains more 
than five times as much 





National advertising 
campaign. 






Last year the sales of 
Veedol trebled. This 
year they may break that 
record. Pacific coast 
retailers report 60%— 
90%—120%, and even 
larger gains over last 
year. 


Selling is easy 


We make Veedol easy 
to sell. It really sells it- much 
self. Some advantages 












after use 















Ordinary O11 


Showing samples taken after 
500 milee of runnina. Note 
that more than five times ae 
sediment ia formed by 
heat in ordinary oil aa in 
*eedol. 


sediment as Veedol in the 
the right-hand bottle. 


This sediment in ordinary 
oil is*the greatest cause of 
friction and wear in automo- 
bile engines. Veedol re- 
duces sediment by 80%. 


Veedol is unlike ordinary 
oil because it is made by the 
Faulkner Process—a discov- 
ery controlled exclusively by 
the Platt & Washburn Com- 
pany. 








—= 
Veedol 
after uae 





Other fast sellers 








of the Veedol proposi- 








tory of automobile lubricants. 
Why Veedol sales grow rapidly 










tion are good profits, big volume, a 
line of goods that adds to your pres- 
tige, A-1 cooperation and the great- 
est advertising campaign in the his- 


These two bottles show why 


Write today to your jobber, or to Platt & Washburn 
Refining Company, for the Veedol Sales Proposition 


The demand for Veedol greases is in- 
creasing rapidly. They have the same 
high quality as Veedol. There is a special 
Veedol grease for every purpose. 

PLATT & WASHBURN 


REFINING COM PANY 
11 Broadway New York 


Branches: ,Chicago Philadelphia Boston San Francisco 
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A big, flat-footed 
Family— 


Badger Jacks 


No car ever slips off a Badger Jack. And this 
ought to mean a lot to you. For the average 
jack hasn’t a base to stand on. Hoist your car 
with the average tool-box jack, step on the run- 
ning board for a tool, and down comes your car. 
The junk-jack has toppled over. If the road is 
rough, you can almost be sure that he won't 
stand up at all. 





- 


A tire goes p-s-s-t on a muddy road. You get 
out the tool-box jack, and instead of lifting your 
car, you push the jack into the mud. It couldn’t 
be otherwise. Fora jack that works all the time, a 
jack with a big flat base can’t be built for 42 cents. 
That’s why Badger Jack is putting junk jacks out 
of business. Three-fourths of all tire trouble is 
due to cheap, inferior jacks. So just let this fact 
have voice. The average tool-box jack isn’t 
worth its weight in scrap. That’s why hundreds 
of thousand motorists are buying Badger Jacks. 


Badger Jack has a big flat foot that’s a ground 
gripper. Just tuck his shoulder under the axle, 
a push with your foot on the lifting lever, and 
your car is up to stay—solid as a rock. Ona 
muddy road, on a rough drive, on the side of 
a hill, any little toe hold will do for him. 


=: 
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You won't know what a good jack can do for 
you when tire trouble comes along, until you 
give Badger Jacks a chance. There are twelve 
iron brothers in the Badger Jack Family. All 
tough muscled lads, insides of steel, teeth on 
them like a bulldog’s. There’s nothing they 
like better than a good hard lift. 


We ve written a book about them. Anyone inter- 
ested in cars will enjoy it. The name of it is 
‘The Story of a Jack.’’ Write for it. 


Walker Manufacturing Company 


100 Hamilton Street, Racine, Wis. 
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Specialties:— 
S1o0-Fio 


A slow-flowing, high 
quality, economical lubri 
cant, especially adapted to 
high speed machinery. Its 
clinging qualities prevent 
wasteful dripping and 
spattering while’ giving 
maximum lubrication with 
large economies over ordi- 
nary oils. A highly effi- 
clent protective for a wide 
range of machinery uses. 


CUPESE 


The Swan & Finch 
“hall-mark’’ name of a 
complete line of quality 
cup rease. The ACA- 
LORIO process gives spe- 
cial heat resisting quali- 
ties. 

“ASBESTESE 

An asbestos wool-mixed 
grease combination for 
correct car journal lubri- 
cation. An improvement 
on oil - soaked waste, 
where oil drips and neces- 
sitates frequent so-pee- 
ing. Asbestese will lubri- 
eate efficiently without re- 
packing for from four to 
eight months—under all 
conditions——and will stand 
up at 30° below and 300° 
above zero. 

-CORUL 

A combination of spe- 
cial oils that meets the 
11 requirements of per- 
fect core making for mal- 
leable and gray iron cast- 
ings. Corul is made to 
meet the needs of the 
most exacting job, and 
yet is economical enough 
to justify its use for all 
classes of work. 


AERUL 


A practical quality oil 
for aeroplane motors. The 
correct viscosity combined 
with proper cold test val- 
ues gives perfect seal and 


maximum horse power 
with maximum safety. 
MOTUL 


A quality motor oil 
produced in a variety of 
densities for every motor 
need—from heavy trucks 
and tractors to the deli- 
cate requirements of fine 
high speed multi-cylinder 
motor cars. 


GEARESF 

A correct lubricant for 
motor car transmissions 
and differentials Re- 
duces friction, reduces 
wear. Follows the gears 
continuously, leaving no 
spots where metal can 
touch metal. Unaffected 
by temperature changes. 
Insures a sgilent, smooth- 
running car. 


Also 
TEXTUL, MARINUL, 
TALESE 
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Distributing Announcement 


A big, new, specialty and standardized line is now to be 
marketed through territorial distributors. 


We are ready to offer unusual 
co-operation for the development 
of an exceptionally profitable 
and permanent business to the 
large distributors of products to 
railways, mills, factories, and all 
classes of industrial plants, and 
to automobile accessory dealers 
and distributors. 


The market opportunity covers 
a complete line of special auto- 
mobile oils and greases, a com- 
plete line of high quality stand- 
ardized greases for general use 
and distribution, and ten special- 


ties for distribution to mills, fac- 
tories, foundries, machine and 
forge shops, and manufacturers 
of other products, such as tex- 
tiles, leathers, soaps, electrical 
goods, etc., etc. 


Also, a line of products for dis- 
tribution to electrical and steam 
railways and steamship lines. 


All of these products will bear 
the world-known Atlas trade- 
mark and guarantee of quality, 
and all will be heavily advertised. 
In brief, the line will be backed 


First—with national advertising in the Saturday Evening 
Post and other national mediums. 

Second—in 48 trade publications, reaching the executives 
and workers in various industries. 

Third—by an intensive, direct-by-mail campaign of let- 
ters, booklets, technical literature, etc., over our 


distributor’s name. 


Fourth—by a corps of field engineers, technical scientific 
men, to explain and introduce the standard line 
and specialties among your customers. 

Fifth—by continuous co-operation of our Engineering 
Department, which is organized so that the special 
needs of your customers can be _ individually 
analyzed, and a special advisory service furnished 
through you for the placing of your salesmen on a 
competitive basis with the specialty lubricant men 


ofa competitor. 


Opportunities for territorial connec 
tions are open to hardware, mill, fac- 
tory and railway supply jobbers, with 
organizations for selling direct to 
industrial users— 

—to hardware and other jobbers, 
selling to the industrial trade through 
dealers, and— 

—to jobbers in automobile accessory 
lines, selling to hardware and auto 
mobile supply dealers and garages. 


SWAN: 





Complete information relating to 
territorial opportunities, discounts, 
plans, etc., furnished on request to 
jobbers who write, giving us full in 
formation as to the class of business 
handled, territory covered, scope of 
organization, etc To dealers in 
automobile accessories and general 
oils and greases, complete informa 
tion as to products, plans, etc., will 
be furnished on request 


FINCH 


COMPANY 


NEW YORK 
Quality Oil and Grease Products Since 1855 
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5 Minutes—A Match anda 


Shaler Vulcanizer 


Over 
109,C00 
Sold 
In First 
60 Days 


The Sensation of Motordom! 


No other automobile accessory has made such instant success. The sale of the 
5-Minute is already phenomenal, and our big National Advertising Campaign is 
increasing the demand daily. Dealers are astounded! Are you getting your share 


of this trade? 
er 7 = 5-Minute 


Vulcanizer 


A Perfect Patch In 5 Minutes 


Clamp heat unit over puncture and light combustible disc with match. In five 
minutes you have a perfect patch. No time lost! No fuss or worry! 


Can’t Burn Tube 1? Diese and 12 Patches $1.50 


Creates just the right amount of heat to vulcanize The complete outfit contains a clamp, 12 Patches and 
rubber firmly to tube. Positively can’t burn the tube. Heat Units neatly boxed. Each unit is complete in 
No heat reaches tube surrounding patch. No flame— itself, consisting of a metal container holding a com- 
no blaze. Big profits to you in repeat sale of heat bustible disc which furnishes the heat and a piece of 
units and patches. They sell at 75c. a dozen. quick-vulcanizing Para rubber on the other side. 


Tremendous Sale of Vul-Kits 


Shaler Vul-Kits are so simple and easy to use 
and such a wonderful convenience that they 
sell on sight. Hundreds of thousands now 
being used by motorists. Nothing compli- 
cated. Anyone can use them. Heat control 
is automatic. No possibility of over-curing or 
under-curing the tire. No need to watch or 


) regulate it. Advertising tells the 
story. You should get the profits. $3.50 


For All Sized ED C. A. Shaler Company 


Casings and Tubes li Fourth Street, Waupun, Wis. 
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The 
Untiring 
FEDERAL 


Night and day, winter or summer, bad 
weather or good, you will find the Fed- 
eral saving time, human energy and 
money on the big jobs of haulage— 


—haulage that requires a certainty of 
performance which brooks no excuses for 
delay—on-time deliveries which are as- 
sured only by the sound mechanical con- , 
struction of a proven motor truck. 


Federals are used by firms which can 
be depended upon for results. With 
them the untiring Federal is an asset 
written prominently among the profit- 
making factors of their business. 


One to Five Ton Capacities 
Write for Federal Traffic News 


FEDERAL MOTOR TRUCK CO. 
40 Federal Ave. Detroit, Mich. 
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Satisfy Your Own Requirements 


St REWD and careful buyers—men who have made a thorough study 
of motor truck construction as regards the efficiency and durability 
of the Ten Dominant Trucks, buy Service Motor Trucks for their work. 


Because, tests under driving and load carrying 
conditions have proved the supremacy of Service 
Trucks. 20% super-strength in every detail with- 
out excess weight means long life and durable 
service. 

Only five of the Dominant Ten Motor Trucks 
use engines with the wonderful power of Service. 
The Service motor shows 11% greater power 
than the other four. None of the Big Ten equals 
the Service in strength. Absence of vibration in 
Service motors minimizes wear and tear — 
increases power and efficiency. 

The big features in Service clutches are 
smooth starting—simplicity—low up-keep cost 
—and non-slipping. 

The principal advantages of the Service worm 
drive are its wonderful durability, unparalleled 
efficiency and absolute silence. The Service 
worm drive axle is full floating. 

Long, wide, flexible, semi-elliptic front and 
rear springs absorb all road shocks—afford abso- 
lute safety from severe strain with fullest load. 


Being long and flat, Service springs permit low 
loading space — result is greater and easier 
loading and unloading. 

The frame is of pressed steel channel provided 
with ample cross members. The depth of the 
sections are unusually liberal, combined giving 
an abundant margin of safety. Frame will fully 
absorb, with a slight yield, all shocks and vibra- 
tions to which every truck is subject. 

Truck buyers should not be satisfied with less 
than Service features. Combined, they give 
durability, simplicity, reliability, long life and 
economy of operation. 

You need them all. Whatever your require- 
ments are there is a Service Truck built to sat- 
isfy you. Let us solve your truck problem. 


PRICES — ALL MODELS 


1 ton truck..$1500 3) ton truck.$3300 
1%tontruck 2200 3%tontruck 3600 


Special Contractors 
Stentruck. SEO Geer abee 


(Prices Subject to Change Without Notice) 


Dept. G-Il 


Service Motor Truck Company wiv ome an rector, Wabash, Indiana 





nd for these bookleta: 
Catalog 
The Service 13 Pointer 
Specialized Folder 











Boffalo, N.Y Fi ‘itteburgh Pa flashy ile, Tenn. 
r. Salt Lake City, Utah & yath Bend, Ind. Detroit, Mich 
P », Wi ashington, D. Cc. Denver, Cole 
La - nah, 
o lowa New Orie ane, La. M 
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Columbus, Obio ’hilade ciphia Pa, 
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J Youngstown, Ohio Tulsa, Okla. 
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Jobbers! 
ADVANCE 
CLOLTRIKE LINISTEIRIT. 
TRANSMISSION LININGS FOR: FORDS 


A Big Winner in 1917—and Going 
Stronger Every Day 
























Stop 
Grabbing, Slipping, Chatieing 
in FORD Transmission 


Ordinary transmission linings get hard and polished. 
and a jerk as the slippery lining engages the transmission drum—then 
a slip and a jar as they fail to hold. That grabbing and slipping is what 
causes the jerking and jumping—that’s the reason for the terrific vibra 









There is a grab 


























tion and chattering when the brake is applied. 
, yg ae oe , ee Dealers — 

CORK INSERT Transmission Linings stop the grabbing and slipping Order foams 
and give velvety smooth transmission action. The buttons of cork in the Y Jobber! 
lining never get hard or slippery. They grip at the first pressure of the our vo J 
toe on the pedal—they’ kill the grabbing and sli th Sader ot lent & Sone 

on the pedal—they’ kill the grabbing and slipping—they wear so etna dade Munsee mene 
slowly and are so durable that they make Cork Insert Linings OUT time your jobber’s sales- 






man drops in. Cork Inserts 
mean better psofits for you 
—better service and satisfaction for the 


Ford Motor Ke - Cool— Fan Kept Fanning by user. They are the livest line in the 





WEAR others three to one. 









oe field. Strongly advertised. Your cus- 
: Fan elt That D om t Slip tomers know about them. Stock them 
W hen the Ford fan belt runs as it ought, the Ford motor is kept cool and overheat and they'll move fast. Send coupon if 
ing is avoided. But the fan can’t fan properly if the belt ‘is slipping and lays down your jobber can’t supply you. 

>= Of 















on the job. The slippage of the ordinary Ford belt runs as high as 25% to 50% 


po lt NCE 
















and 
® Dealer’s Coupon & Mail Today @ 
at iN Ss 8 RIT, &3 ® AdvanceAutomobile AccessoriesCorp. @ 
@ Dept. J 8-1 56 East Randolph St., Chicago 
Send doze f Ac , 
FAN BELT ‘FOR FORDS © () “rascmissten Linmgs for Fords." 
Send one dozen Advance Cork Insert Fan 
stops slipping. The buttons of cork, unaffected by water or oil—grease or dirt * Bhp. 1917 Ford. « 
grip at the first turn of the motor and keep the fan fanning. Cork Insert Fan % Rp y® -*  F eel 
Belts outwear several ordinary fan belts and do the work better as long as they last. . (Regular dealer diseounts to apply.) s 
Name mane 
Advance Automobile Accessories Corp. . > 
City State.......... 
Dept. J 8-1 56 East Randolph Street, Chicago o S 
” Jobber’s Name ~— # 
a I. st 
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GreatGuns! 
What a Mess 


Just what every car owner is trying to get away from. 
Just as sure as he needs an oil can for his oil he must 
have a grease gun for his grease. 











Here they are. 


The Rose 
Grease Guns 


Rose Shop Gun 24% x 14, List $3.50 each 
Rose Auto Gun 12% x 1%, List $1.80 each 


ROSE GREASE GUNS ARE THE BEST GREASE GUNS 
Because—they are Self-Loading, Clean, Quick and Service- 
able. Made from heavy steel, are indestructable and fill be 
suction like a syringe. 
FOR SALE BY MOST JOBBERS 


If your jobber don’t handle them send us his name and we 
will send you samples of the Rose Grease Guns post paid at 
the regular dealers’ prices. 


J. H. Haney & Co., Hastings, Neb. 


MANUFACTURERS 
The New Clean Way—The Rese Way ROSE PUMPS GREASE GUNS AND FAN BELTS 


The Old Dirty Way 





























| Every Garage Owner 
Jobbers | A Prospect for You 


. Don’t wait for the automobile owners 
An Air Compressor Expert to make the rounds in your territory 


trying to find the man who sells the 
Buckeye Garage Heater. Go get 
those owners and tell them about fhe 


B uckey e Baer them what it means to them 


in safety—and economy. A Buckeye 


Ileater will reduce the repair ex- 

arage penses and will pay its own way in 
addition to giving real comfort to the 
owner 


Heater There is no reason “ay you 
shouldn’t be the person make 
money on them in your Fy 

Write for the particulars. 


Buckeye Furnace Co. 
catia tro | ES 1633 East 55th Street 
" wa) Gi: ae CLEVELAND, OHIO 
$70.00 ba SE | 
f.o.b. “Pes, ” 
an Friendly Touch” | 
Baltimore Upon Request | 


to Move Your Stock. 


LECTROFLATER | 
Electric Air Pumps y 

















Universal windings. Can be used on either 
alternating or direct current. 


Other outfits ranging in price from $50 to 
$203, including tank and curb station. 


THE BLACK & DECKER MFG. CO. 
194 Calvert Street 
Baltimore, Md., U. S. A. 
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Filling Station Will Brin 
You Scores of New Customers 


The motorist who formerly whizzed by your store 
without even a glance will be your steady customer 
if you install a Type 36 Filling Station at your curb; 
he will stop at your store for gasoline and you can sell 
him all his automobile and hardware supplies. A 
Filling Station will soon pay for itself in the number 
of new customers it will bring. 


Type 36 Rapidelivery pump is the fastest hand 
operated filling station on the market. Pump is of 
continuous motion design—no backward turning of 
the handle. Operates with little effort and discharges 
a thick steady stream. Large plain meter tells to the 
point how much gasoline was pumped. Outfit is very 
striking in appearance and will be a handsome addition 
to your place. If you are looking for increased busi- 
ness you need this outfit. Write today for details. 


Milwaukee Tank Works 


Kinnic Avenue Milwaukee, Wis. 


Manufacturers of the largest and best line of gasoline and ot] pumps ond 
storage outfite on the market. 


Pes ess SS eS SS SSS SSF S222 SSS ee2ee825 
Milwaukee Tank Works, # 
Gentlemen a 
Please send me, without obligation to myself, 8 
complete information and prices on your Type 36. 8 
pumps and show me how it will increase my 6 
business. 


Name 


Address. ... 


Shipments made from New York, Milwaukee, New Orleans and San 
Francisco. Leseeseseeeseeeeeseneeeeeeesene dd 








P 1 C ke d Di S t ri b ul OLS | Distributors—Tuthill Titanic Springs 


‘é Albany Albany Hardware & Iron Co. 
Atlanta Elyea-Austell Co. 
In Selected ( enters Baltimore BRaltimore Hub-Wheel&M fg. Co. 
Billings Barry Motor Company 
Birmingham Moore-Handley Hardware Co. 
e er a Se A —— bat 
uffalo ° . Taylor Co, 
y, nsure Best a yervice Charleston The Cameron & Barkley Co. 
arlotte arolinas Auto 8u ouse 
Taseaee 2 Jobbers wand 
Hs catia abel , ; The Ohio Rubber Co. 
m Complete stocks of Tuthill Titanic Springs are | Sleveind) Cray Brothers 
1) : . . Columbys Griswold-Sohl Co. 
i carried in sixty selected centers— Dallas Sab tasaenr of Some 
H] F » Javenport Sieg Company 
| These stocks are in the hands of specially Dayton 8. T. oC. &. Gethant Co. 
. . . B é A. 
picked distributors—chosen because they be- Detroit Tuthill Spring Product Co. 
e pe ° ° e ° Des Moines Herring Motor Co, 
lieve in service and are equipped to give it. Duluth Kelley-How-Thompson Co. 
7 . . El P West t 8 Yo. 
The names are given at the right. Read them. ———» ose 
Fargo J. D. Grant 


J , ; Inj " Flint Cumings Brothe 
Nowhere in the United States can a garage 1 og! —— a 
man or motorist be more than one-half to Fresno Chanslor & Lyon Co. 
° ° ° Grand Rapids Sherwood Hall Co. 
three hours from a stock of Tuthill Titanic Hartford Post & Lester Co. 
. . . . . . . Houston Fisk Company of Texas 
Springs. You get quick and intelligent service—service as superior J] Indianapolis W. J. Holliday & Co. 
° ° ° ° ° e . Jacks ille A ic 8 1 . 
as Tuthill Titanics are superior to the other kind of springs. Senene City Faeth inen Ge 
Kansas City Motor & Machinist Supply Co. 


7 * ° Lincoln Nebraska-Buick Auto Co. 
4 Lubricated Los Angeles Chanslor & Lyon Co. 
u ] ] anil Cc . Louisville Andrew Cowan & Co. 
; Springs Memphis Ozburn Automobile Supply Co. 


. Milwaukee Babcock Auto Spring Co. 
are guaranteed forever against center breakage—guar- Minneapolis Western Motor Supply Co. 
, ; Nashville uto Supp %”. 

anteed at all points and in every respect for one year. New Orleans Interstate Rtectrte Co. 

Titanic Springs have no weakening More spring replacements are made y+ AR OBL ee Co. 

center bolts or center nibs. Our pat- with Tuthill Titanics than all other Omaha Powell Supply Co. 

ented arch makes them break-proof makes put together. Motorists want Petetetehia vt tA 

at the center—the place where seven them. You'll find them easily adapted Pocatello Salt Lake Hardware 

P De 7 ; Portland Chanslor & Lyon Co, 

ut of ten breaks occur. to any type of axle construction. pS he Seid Maoter Ce 

Richmond, Va. Chemi Company o 

: : : : + Rochester Sidney B. Roby Co. 

Our special Tuthill Titanic Front z Salt Lake City Salt Lake Hardware Co, 

sori ” : St. Louis Auto Devices Company 

Spring for Fords carries the i, Aatete, tie Ge. of Saeed 

; i S San Francisco Chanslor & Lyon Co. 

same broad guarantee. Write us | dl & tie 

for full particulars TODAY. Sioux City Sioux City Iron Co. 
Spokane Chanslor & Lyon Co. 

Tacoma Chanslor & Lyon Co. 

Tampa The American Supply 

Toledo Union Supply Co. 


TUTHILL SPRING CO. "ccm * 0 Folk Stroct | Wicnite’” — Saattoch- George Iron 
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BOKO BUCKETS 


For GASOLINE or WATER 


FOLDED 


\ ae 


Autoists All Want Them 


Needed almost daily. Only collapsible Buckets that 
hold Gasoline as well as Water. Will not leak. fold up 
very compactly as shown. Can be carried in tool kit 
or under seat. A touring necessity moderately priced 


Made of high grade gasoline-proof fabric, double 
sewn and tightly cemented. 

Two standard sizes: THE BOKO BUCKET, 2 Gal. 
(funnel attached, see cut); Boko Junior, 5 Qt. 

Quick Sellers. Good Profit. 

Get complete information now on these Buckets and 
our complete line of Active Accessories. 


Ask your jobber or write us 


DEFIANCE WELDING CO. 


600 Davison St. Defiance, Ohio 








Cc) AY 


Here are the advantages of rolling 
door hangers for garages—easy to op- 
erate, fit any style of door or any diffi- 
cult position. Doors cannot sag and 
slamming is impossible. 





you want to sell 
the most satis- 
factory hangers, 
and that is the 


| But of course 


Coburn line— 
the original 
round trough 
system of rolling 
hangers and 
tracks. 

Write for 
complete _cata- 


log. 








| all found it pays! 


| 
| 


' 59 Genesee St. 
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SMITH 


CORD 
TREAD 
TIRES 


NON-SKID 


HAND 
MADE 


pete le) 


iyoty MILES 
wee ; ARANTEEL 
7 oe FORD SIZES 


Pn ih. 7000 


Ths Cord Vulcanized BiMtoserts. Pressed in 
im the Tread picks Tread. give more 


up grit trom the road Y 
r . 
Buin of 


Carcass Heavy Cord Binds 

t [Sea Island Duck § the Tread to Air 

Tensé Strength. I Carcass. Prevents 
420 tbs Stone Brutses 


You'll Want 
To Handle 


The more you in- 
vestigate the tire 
business, the sooner 
you'll conclude that it 
only pays to sell tires 
on the basis. of 
service. 

You'll find also that the manufacturer who is not afraid to put a 
definite guarantee on his tire of 6000 and 7000 miles must be making 
a ee tire. 

Ve know we could guarantee Smith Cord Tread Tires for even more, 
but we feel it is good business to give the user more than his guarantee. 
more than his money’s worth. Hundreds of Smith Tire users write us 
their tires run 8,000, 10,000, 12,000, 14,000 and even 18,000 miles! 

No Smith Tire dealer or agent ever went back on the agency They 





cass. Prevents 
Tread from Split 
ting or Peeling to the inci 
" or evther way 











Rubber between] Cushion and Breaker 
each ply Pre 
vents Chafing 





Send at once for prices, discounts, proposition for dealers. 


Smith Canvas Tread Tire Co. 
Utica, N. Y. 








Encourage Him 


Some bright boy in your store is show- 
ing a keener desire to know about the 
goods around him than is usually 
found in youngsters. 


This boy is of the stuff that makes 
real merchandisers. Properly tutored, 
he'll develop into a big, broad-gauged 
man able to lift many of the burdens 
you now carry. 


Encourage his continued interest, 
add fuel to his ambition and make 
him more valuable generally by giv- 
ing him a personal subscription to the 
Hardware Age. 


In many cases a Hardware Age sub- 
scription has been an important fac- 
tor in bringing boys from the ranks. 
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Wills NEW 
DAMSO 


MOMS Liz” 
5-MINUTE VULCANIZER 











Repairs tube punctures anywhere, in five minutes— ’ 
the patch that outlasts the tube. J 
Uses common gasoline—no discs to gather dampness ize | ee J 
and fail to ignite. Gasoline is always easy to get = y/ 
and sure in its work. } 

= 





Similar in design and principle to the larger “Adam- 
son” models for all tire and tube repairing, priced 
at from $1.50 to $12.00. 













$ ] .00 complete, including box of a dozen 5-Minute Repair Gum Patches 
Extra box of 12 patches—25c. 


Adamsons are the largest-selling Vulcanizers 
in the world—because simplest and surest in 
operation. 

Use “Adamson” Repair Gum—a special qual- 
ity to ensure tight and lasting repairs with any 
vulcanizer. 

Sold by all Jobbers and Dealers. 


ADAMSON MFG. COMPANY 
EAST PALESTINE, OHIO 





































) OVERALL surts/Y¥QQ 









Reliable 


During thirty years of experience, the 
makers of Protexall One Piece Suits have 
designed and brought to perfection the best 
in Workingmen’s Clothing. 











Universal 


{ 
Protexall One Piece Suits are sold by "PROTEXALL 


jobbers in every state of the Union and 

several provinces of Canada. This universal use cannot be the result of either 
accident or artificial stimulation. Hundreds of thousands of Protexalls worn 
daily can mean only that those who wear them have found them in every way 
superior. Not superior in some part, some feature, some color, but superior as a 
whole—superior in quantity and quality of production and, above all, superior 
in their wearing qualities. 







Superior 


Ask your nearest Jobber or write to us 


THE PROTEXALL CO., Abingdon, III. 
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Ty I EMPRESS nciieSrs oo. 
TT Fe TV a 


Marine De Laxe line. 








No. 209 Leather Packed Short Pat. Marine Ratchet 


BOWEN MFG. CO. | 





Write for full 
information. 


| f & @ pes 8 Ask for 
“DO 


“WOO. "LOO. “KO. “Ordo, “G0, Wing Top] Catalogue L, 


AUBURN, N. Y. 
CATALOGUE ON APPLICATION 


























“HINDVIEW” Auto Mirrors 


are the first extra equipment es yoo for a car. 
hey prevent accidents and are best— 


. Because of superior (rigid) construction. 

. Because they are most durable to the weather. 

; a they are most universally adapted to all styles 
of cars. 

. Because of their symmetrical appearance. 
3ecause the Hindview Ball Socket Joint is lasting and 
is the vital point of an auto mirror. 

Furnished in all styles and standard finishes. 


Send for Booklet B. 


KALES STAMPING COMPANY, miciigis 


. siete t-~-Saaie be ew Manufacturers of Washers and Pressed Metal Parts 











THE RIGHT WAY TYLER SAFETY STEP PLATE 


to build up your accessory business is to sell your cus- er a 
tomers supplies that give the best service—tires, 
“gas,” oils or lubricants. 


pixo N's ar 


GRAPHITE 
Automobile = 


LUBRICANTS 


are the ones that give 100% service and are ever de- 
pendable. They will help you build a better business. 
Write to us for Dixon’s Dealer’s Dea! No. 40-G. A real non-skid surface for the running-board of your 
‘die (o'your contort I 7Sur Sot cannot Sumy 
is to your comfort. our cannot sup 
Made in Jersey City, N. J., by the > you, Write uo and mention iis 
JOSEPH DIXON CRUCIBLE CO. : 
ESTABLISHED 1827. TYLER MFG. CO., _ 64 Pearl’St.,;Boston, Mass. 


TSS Ss ENT ereeereragrer NANNY \ Make more money sell- 
NS inna BESS ing Gemco Bumpers for 
} front and rear. Built 
PSS . — on correct end-thrust 


End Thrust principle. Diamond or 
channel bars —extra 


Bumpers heavy, can’t rust. 


Ask your jobber or write direct. 
































Operates Easily 


The Universal Push Button will — 
ate by pressing any part of the top. e 
top being movable a perfect contact is 
made at the slightest touch. Can be 
operated with the knee if necessary. A 
fast seller to motorists. Retail price 25c. 


Garford Mfg. Co., Elyria, Ohio, U.S. A. Ss EE a 


Gemco Mfg. Co., 672 So. Pierce St., Milwaukee, Wis. 


~ WNW SS 
RAR AKKEK Popular Automobile Accessories 
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1eALLE 
| RADIATOR COVER 


a 












| 








No Need 
To Fear 


a frozen radiator 
r | this winter. 

| Attach the Allen Radiator 
\ Cover now—its adjustable fea- 


A kinds of weather. At deal- 
ers’ or direct. Price $7.00 


eSeus! 
















Advertising 
Makes Sales 


We sincerely believe that 
the Allen Radiator Cover is 
the finest, most serviceable 
cover on the market today, 
and we are backing our be- 
lief by advertising the merits 
of the Allen Radiator Cover 


to the motorist. 


You can get your share of 
the desirable trade thus 
created by handling Allen 
Specialties, including the 
Famous Allen Tire Case, the 
perfect protection for spare 
shoes. 


Complete dealers’ price 
list, booklets, etc., will be 
sent promptly on request. 


The Allen Auto Specialty Co. 


16-24 West 61st Street 
New York 











STANWOOD 
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Stanwood Adjustable 
Accelerater Foot Rest 
Patent Pending 


A Safety Device to guard against 
Unintentional Rapid Accelera- 
tion when driving over rough 
roadways or street crossings and 
to relieve the foot from Constant 
Tension. 


long. 
finement. 


Pat. May 30, 


The Device is adjustable to vari- 
ous heights and positions and 
adapted for use on all makes of 
automobiles. 


The foot is supported by an in- 
dented rubber roller vulcanized 
to a steel tube which revolves 
upon a steel spindle riveted to 
the uprights of the device. 
Descriptive folder mailed upon 
application. 


DARA HQ 


sl 


Stanwood Safety Step Plate for 
Automobile Running Boards 





Type C. Price $1.50 


Rubber molded on a perforated 
metal plate, 24 projecting ribs. 
Size, 8 inches wide, 1114 inches 
Keeps the car clean. As- 
sures safety. 


Quickly 


Will not mat down or discolor. 


Stanwood Equipment Co. sheet is 


307 Plymouth Ct 





Accelerator Heel Plate. 


Sroducts 

















Stanwood Comfortable Hand 
Pad for Automobile Doors 
Patert Pending 


These Pads are made of black 


Adds to car re- Sai’ 


and of various 
applied. 


grains, 
such as Long, Smooth, Seal, Pig- 


1916. skin and Patent. 


200 Jobbers Supply the Dealers. 


An exceedingly ductile metallic 
enclosed between the 
cago, Llinois upper and under leather sections, 

securely holding the leather pad 
=- to the shape of the door and 
: permitting the pad to be con- 

formed through pressure of the 


hand. 


Retail at 80c. 


1H 
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“The time has come to conquer or submit. 
‘For us there is but one choice. We have made it.” 


—President Wilson. 


SUBSCRIBE NOW 


FOR 


United States Government Bonds 


OF THE 


Second Liberty Loan 
$3,000,000,000 


or more 
(Let’s make it more) 


These new United States Government Bonds are is- 
sued in denominations of $50 and multiples thereof. The 


United States Treasury will pay you interest at 4% per 


annum, payable semi-annually. 


EASY PAYMENTS—You can pay 2% on your bonds 
when you make your application, 18% November 15, 
40% December 15 and 40% January 15, 1918. For 
example, when you buy a $100 bond you can pay $2 
now, $18 November 15, $40 December 15 and $40 Janu- 
ary 15. YOU CAN GET YOUR BOND AS SOON AS 
YOU HAVE FULLY PAID FORIT. Liberty bonds are 
the best security in the world. They are readily salable 
and are practically exempt from taxation for people of 
moderate incomes. The law permits their conversion into 
bonds bearing higher interest should such bonds be issued 
by the Government in the future. 


HELP YOUR COUNTRY AND YOURSELF 
HELP OUR BOYS “OVER THERE’’— 


Get an Official Liberty Loan blank from any Bank or Trust 
Company and 


SUBSCRIBE NOW 
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Pittsburgh 
Electric—- 
FAST 
Sellers— 


EVERY JOBBER AND DEALER 
SHOULD CARRY A SUPPLY 
OF THESE FAST SELLERS 









PITTSBURGH 
SPOTLIGHTS 


A Full Line 
For All Purposes 


* PITTSBURGH 
[| ELECTRIC 
f IRONS 


£ \Three Types 















PITTSBURGH 
ELECTRIC 
FANS 


Household Sizes, 
Straight and 
Oscillating 










PITTSBURGH 
ELECTRIC 
CLEANERS 


Three Types 


Write for Descriptive Catalogue and Prices 


Pittsburgh Electric Specialties Co. 
Pittsburgh, Pa. 
PACIFIC COAST DISTRIBUTORS : 
The United Trading Co., 595 Mission St., San Francisco, Cal. 


































* TERMINAL 


Eliminates All 
Terminal 
Troubles— 


25°) 


No burned fingers—no lost nuts 
in drip pan—no loose connections 


Most ignition troubles can be traced directly to 







loose conneetions caused by vibration and jar. 
The Handy can’t work loose—the greater the 
vibration the tighter the jaws of the Handy 
grip—the better the electrical contact. 


The jaws of the Handy are threaded on the inside 
and engage the threads of the Spark Plug center 
bolt. One motion raises the ring, compresses the 
steel spring, releases the terminal and lifts it from 
the spark plug. There are no nuts to tighten or 
loosen or fish out of the drip pan. No tools are 
required. Can be attached or detached in one 
second, 


The method of fastening the magneto cable in- 
sures a permanent connection. The ferrule is 
fitted to the cable and the stripped wire firmly 
held by a copper clfp making a non-soldered con- 
nection that can’t work loose. 

The Handy is the last word in convenience and 
efficiency. Made in 3 sizes to fit every make of 
spark plug, for pleasure cars, motor cycles, 
trucks, motor boats, airplanes, etc. 


Hardware Dealers 


Because the Handy Terminal eliminates ALL termi- 
nal troubles and is a great time and trouble saver it 
is a great seller. National advertising campaign 
starts October zoth—attractive dealer helps. 

Write for attractive dealer’s proposition. If your 
jobber can’t supply you with the Handy, send us his 
name and we will see that your requirements are 
filled promptly. Get your share of this business 
now—Write Today. 


THE FRANCIS-RAND CO. 


Manufacturers of 





407 Erie Building, CLEVELAND, U.S. A. 






















HARDWARE AGE October 25, 1917 





o 


selves at home. Washing at home is made easy by the use of a Horse-Shoe Brand Wringer. 


\e fe = eS i ee 
\ om Bae’ Sellers J 


No. S 350 Rolls 10 x 1% inches ’ No. 360E Rolis 10 x 1% inches 
No. & 354 Rolls 11 x 1% Inches , No. 361E Rolls 11 x 1% inches 


LABOR QUESTION > 


AND a 


HORSE-SHOE BRAND WRINGERS 


The scarcity of labor has forced people that were sending their laundry out to do it them- 


HORSE-SHOE BRAND Wringers outwear all others, and do not wear out the Clothes. 


ee | =; 
—— =U 
jaa ol § UNIVERSAL Sih 


a ELOSED COG WHEra= 
The | " 
Ara m 


ec el 
| 4 \ le (Tima, 


ia 8 


Piain Bearings Stee! Bal! Bearings 


THE AMERICAN WRINGER CO. ? 
* 


99 Chambers Street - - New York 











Auto Matic 


You ought to have the complete 
line 


MODEL 3 
MODEL 7 


MODEL 4 eee © 


TEN GREAT MODELS 


Every machine guaranteed 5 years 


Automatic Electric Washer Co., Inc. 
Box 176 Newton, Iowa, U.S. A. 
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More Profit 


Because of 


Less Sales Expense 
“Anchor Brand” Wringers 


They are their own silent salesman 
—because they look their quality 











Lovell Manufacturing Company, Erie, Pa. 


The World’s Largest Manufacturers of Clothes Wringers 




















The A-B-C super-ELECTRIC 


































In response to a popular demand for a cylinder type of power 
washer we have designed and are now putting on the market the 
A. B. C. Super-Electric Power Washer that combines all of the 
latest improvements and features known to the power washer in- 
dustry. This machine is made so that you can sell it to your best 
and most discriminating customers with the full assurance that they 
will find in it the washer they have been looking for. 


The Revolving Cylinder 


is the type of washer that has been proven the most efficient and at 
the same time the least harmful to the clothes. It is the only type 
of machine that will satisfy those who buy machines on merit only 


These Features Sell Them 


There is not a single point about the A. B. C. Super-Electric that is 
not a decided advantage in its favor. Here are some of them 








Revolving cylinder easily  re- All gears cut and run in oil 
moved and easy to put clothes Shaft drive. All gears encased 
in or take them out. 


This is a washer you will be proud to 
show your customers. It is built on the 


Adjust rate 00 10to 
wees to Frame made of steel and tub of Adjustable, water-proof motor. 


right principle and made right. 
galvanized iron. Last forever. 


no danger of a customer seeing a ma 
chine she wishes she had bought instead 
of the A. B. ©. Super-Electric. Let us 
send you complete description and details, 
also our proposition to dealers. 


All levers handy to operator from 


Easily moved from place to place one position. 


on adjustable casters. Swinging 
wringer on rigid upright. Safety Absolutely harmless to clothes 
device lever on wringer. Anyone can run it. 


ALTORFER BROS. COMPANY 


PEORIA ILLINOIS 
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Mr. Dealer: 


It will profit you to handle goods that move. Every 
sale turned away is so much trade lost. 
You can’t lose by handling our On-in-a-Minute 


Upholstered Chair Seats. 
Write to our nearest distributor. 


The W. BINGHAM CO., Cleveland, O. LUSSKY, WHITE & COOLIDGE, Chicago, II) 
BUTLER BROTHERS, Chicago, Ill. The OTIS HIDDEN CO., Louisville, Ky. 

CURRY WOODENWARE CO., Cincinnati, O. PIEPER BROS., Lincoln, Neb. 

The DEARBORN CO., Chicago, Ill. L. ROSENBAUM & CO., 71 Warren St., New York. 
RALPH C. DUNCAN, Winnipeg, Canada. PIERRE L. RUSSELL, Inc., Dallas, Tex. 
MARGHALL FIELD & CO. (Wholesale), Chicago, SICKELS & PRESTON CO., Davenport, ta. 


VAN CAMP HARDWARE & IRON CO., Indianapo- 
C. H. & E. §, GOLDBERG, New York City, N. Y. a ina. ta lttaeat 


L. GOULD & CO., Chicago, Ill. WM. VOLKER CO., Kansas City, Mo. 


The HELMERS MFG. CO., Kansas City, Mo. D. N. & E. WALTER CO., San Francl 

»N. ° °° sco, Cal. 
earns she OREM ISAAC WALKER HARDWARE CO., Peoria, II! 
W. T. HIGHT & CO., Boston, Mass. WOODWARD HARDWARE GCO., Cairo, ill. 


H. LEONARD & SON, Grand Rapids, Mich. WRIGHT & WILHELMY CO., Omaha, Neb. 


The new “ON-IN-A-MINUTE?” seat can be securely attached 
on to any chair having an open seat frame, such as cane, 
cobbler or Vienna Bentwood chair, and is made in Local, 
Cobbler, Crown and Ball Top Shapes. 


MAKES OLD CHAIRS LOOK LIKE NEW 
For Free Sample write direct to 


Economy Seat Company, Inc. 


MAKERS OF UPHOLSTERED CHAIR SEATS 
Showing manner o OFFICE and FACTORY Avery neat appearing seat 


eni S€a oO sea tr ee 1 ; ; a 
ning seat to s “ ws 911-913-915 W. 31st St., Chicago, Ill. "evans Ghee anu 


Very simple; stay 
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A 


THE 


ALASKA 


FREEZER, 


“*The freezer with the open spoon dasher”’ 


Li 


You not only can get better profits selling the ALASKA Freezer, but with 
every sale we guarantee a pleased customer. We want only the best dealers 
who are willing to get good profits. If you are one and want the best in 
quality for your trade, write us at once for 


NEW PRICES 


effective Aug. 1, 1917. Big cash discounts obtained on early settlements in 
November. 


The ALASKA Freezer is made on honor. Sold on quality. No other 
freezer quite equals it. Freezes cream in the smoothest manner, and takes 
only 3 to 4 minutes’ time. 


The Alaska Freezer Co. 


Winchendon, Mass. 
AUNUUIILUUULLUUALUUUIL LULL 
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9-0 Clock Monday Morning 
and Knitting— 


HIS seems impossible, but you 
can do it, and it is every woman’s 
duty to doher “‘bit’’ by knitting for the 
fighting men at the front. You'll have 
time because the washing will be 
on the line spotlessly clean when 






A Crystal Electric 
Washing Machine 


—comes to your house. 












—One of the Exclusive 
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Features— 














The one-way continuous drive 
cylinder washes the clothes—both 
fine and coarse garments— better, 
quicker without the “whip” that 
tears. There are many other reasons 
why a Crystal should be in every 
home 


























They’re— 

Safe, Efficient, 
Practical, and 
Cost but Two 
Cents Per Hour 
For Power. 


Crystal Washing 
Machine Company 


Detroit, Michigan 
Piquette Ave. near Woodward 






Interesting Informa- 
tion for the asking. 






































Black Silk 


Stove Polish a 
Metal Polish y 
DROP.g 

Iron Enamel < 
They are Easy to sell and your WY 
profits are good 








A SHINE. 






Your customers like them because they are easy to use, quick to 
clean, and the shine stays. They are economical because they keep 
without drying out, freezing, or spoiling in any way. 

Put up in packages to accommodate dealers. 

Buy through your jobber. 


BLACK SILK STOVE POLISH WORKS, Sterling, Ill., U.S. A. 
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Sor, LeEcTRIC Vac —With the brush in the nozzle 


One dealer writes that of 600 Torringtons sold, less 
than half a dozen complaints had been reported, “and 
part of these due to no mechanical defect.” 





Torrington suction alone is 25% over Government requirements, but 
that is not so important as its operating with a real sweeper brush re- 
volving in the nozzle. 


GZ il 
GC AOL secret 


Bellows built with a “pivot-hinge” 
partly account for Torrington Hand g 
Vacs standing a 500 mile wear-test @ 
without loss of suction. 


| A. a nememncenerell 


Torrington Sweepers, equipped 
with the single lever brush adjust- 
ment last fully a third longer. 


iT 





_ NATIONAL SWEEPER CO., 58 Norwood Street, TORRINGTON, CONN. | 
itil NOt wT lll lll 








GET OUR 240 PAGE CATALOG OF 


BATH ROOM FIXTURES 


OUR LINE includes every known fixture for furnishing the bath room 
—the largest line made by any one manufacturer. 


WE USE only the best quality of ma- 
terial. Every article is made of brass 
and is highly polished before being 
nickel plated. 


WE SELL to dealers only. From the 
large variety in our line, every dealer’s 
want can be satisfied, and from our large 
stock carried at all times, prompt ship- 
ments are assured. 


OUR PRICES are moderate, making the 
line a popular seller to the consumer and 
attractive to dealers. 








Ask for Catalog F 
AMERICAN RING CO. 


Established 1810 Incorporated 1852 
Waterbury, Conn. 


Sales Offices: 
2 Hudson St., New York 170 Summer St., Bostoz 
116 New Montgomery St., San Francisco 
1611 Heyworth Bidg., Chicago 
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Kester Universal Solder 


“eae 


(ready to use) 











The solder is a hollow wire filled with 
a soldering flux which flows as the 
solder is used. No time lost hunting, 
preparing or applying the flux, as it 1s 
contained within the solder and ready 
to use. 

This is not a substitute for solder. 
It is genuine solder made from Strait’s 
tin and St. Joe lead, both being abso- 
lutely pure metals, and the soldering 
flux is Kester’s best grade. 

Most any soldering job can be satis- 
factorily done with Universal Solder. 
It will mend tinware, graniteware, cop- 
per and brass. All kinds of household 
utensils (except aluminum) can be 
mended with Universal Solder. 

Any member of the family can use 
Universal Solder. All that is needed is 
heat from the gas stove, oil lamp or 
candle. It will mend the wash boiler, 
coffee pot, dishpan and many other 
metal articles around the house. 

Dealers order from your jobber. 


Chicago Solder Co. UNIVERSAL-<@>SOLDER | 


FOR TIN WARE COPPER _CRAWNITE 


Chicago, Illinois AND ALL -L METAL REPAIR WORK 
























































SEND FOR OUR No. 18 CATALOGUE 


Showing the Finest and Most Complete Line of Cobbler Outfits, Lasts and Stands, Corn 
Shellers, Grist Mills, etc., in the | World 








The Root-Heath Manufacturing Co. 
Plymouth, Ohio, U.S. A. 


N. Y. Office: 90-92 West Broadway 
D. N. Winner, Mgr. 
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Be sure to get 


GILSON WEEDERS 
IN YOUR CATALOG 


They are splendid sellers, their efficiency and labor-saving ability is so 
apparent and their price so reasonable. ‘Use the small illustration and 
text matter that we furnish free. [et your customers see an illustra- 
tion—a sight sellsone. You'llfindit among the best side lines you offer. 
The GILSON WEEDER, with its double-edged steel oscillating blade, cuts the weeds 
and cultivates the soil on both the forward and backward strokes. Made in four sizes: 
34-in, 5-inch, 6-inch, and 8-inch blades. We stand behind each GILSON WEEDER 

with a one year guarantee. It protects you and pleases the buyer. 


Our new SCRATCH WEEDER (illustrated at the bottom right hand) 
meets instant favor—it logically has a big advantage over the old style. 
The SCRATCH WEEDER is self-cleaning, more effective—does more 
work—no waste of time. 


Your customers will want these practical garden tools. And there’s a 


liberal profit for you, if you'll CATALOG THEM. 


We gladly send samples and prices. May we? 








: 
| 
} 
d 


It’s Different 
and Sells Quickly 


Saves work and time—simplifies butter 
making—takes out the drudgery. 
Think of the farm homes you could sell this new 
steel churn to—think ofthe profitsit willbring you; STU R( 
pleased customers; everyone a booster for you. St e S] E S 
Beats the old style wood construction so there is f EL CHURN 4 
no comparison. Lighter, more sanitary, easier 4 
to clean. 
Drawn steel barrel. No places for dirt or milk 
to lodge. Heavily tinned inside and out. No 
hoops to drop off. Exterior beautifully finished 
with blue enamel paint. Sturdy, rigid steel frame 
painted red. Made in three sizes. 
Write for circular No, 28 


Sturges & Burn Mfg. Co. 
Established 1865 Chicago, Illinois 


New York Office 
1650 Hudson Terminal Bldg., 50 Church Street 
Prompt shipments from Jersey City Warehouse 


a eaten 
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Get Your Orders In Now! 


No need to talk of material shortage. Orders are filled 
strictly in rotation. 









Freezers ordered now will be shipped any time between 
Dec. 1, 1917, and Feb. 1, 1918. They will be billed April 
1, 1918. 


I quart, 6 dich size, at............ $36.00 per dozen 
2 quart, 12 dish size, at............ $48.00 per dozen 
Less 33 1/3% f. o. b. all points. 


Hardware merchants who started with orders of a dozen are now ordering in half gross 
and gross lots. 











This is a seller because of the real talking points, the advertising which will be read by 
over 10,000,000 people and the ease of arranging demonstrations in your store, which 
draws attention and additional business. 







Get Your Orders in Now! 


AUTO VACUUM FREEZER COMPANY 
25 West Broadway New York City 























AMERICAN LANTERNS 


The first successful gasoline lantern placed on the market 
was the AMERICAN. 

The most popular and fastest selling fasoline lantern on 
the market today is the AMERICAN. 











The most satisfactory and the most profitable lantern for 


you is the AMERICAN. 


400 CANDLE POWER 


American Lanterns produce approximately 400 candle power light at 
a cost of 1/3 cent per hour. They are wind and storm proof and abso 
Every demonstration means a sale. 





















lutely safe. 









Send for our catalog—the most complete reference 
book on gasoline lighting and heating appliances ever 
issued. 




















AMERICAN GAS MACHINE CoO. 


695 CLARK ST. ALBERT LEA, MINN. 
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Seeing Is Buying— With Warren Fixtures 


To sell two files when 
mechanic originally intended t 
buy only one. To sell a car 
penter a chisel, an auger bit and 
perhaps a screw driver, when he 
would have gone from your store 
having forgotten some one of the 
three, but seeing them reminded 
him and made the extra sale. 
To sell the “Handy man” about 
the home a set of tools, because 
they were so attractively dis- 
played that their usefulness ap- 
pealed to him and he couldn't 
resist buying. 











These are actual everyday hap- 
penings in many Hardware stores 
where the goods are displayed 
with Warren Fixtures. The 
same fixtures will do the same 
thing for your store. 


Write to-day for Catalog and 
full particulars. 





J. D. Warren Manufacturing Company 
Masonic Temple Chicago, III. 





























We all contribute 
our fides 


to make ROYYAT; RAZOR STROPS 


L__e KOKEN BARBERS’ SUPPLY CO.. Manufactures, ST.LOUIS.MO.ao_- I 
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AMERICAN Fiver Mc. Co. 
CHICAGO 


( 


“The Train with “ 
the Guarantee” 








os 


oy 











LOOK FOR 
| THIS SIGN 


¢ 





~) 


The for the | 


BE PREPARED! 


WN LEADING 
LOW STORIES 


U 




























Magazine. 


Thou- 








Be prepared! 
“Boys’ Life,”’ ‘‘St 


sands of boys will look for this sign in your toy department. 


This is a greatly reduced copy of our color cut in the November issue of “The American Boy” 





Nicholas” and ‘‘Boys’ Magazine,” 





Lay in a stock of ‘‘AMERICAN FLYER” Trains now. 


display card ties up directly with our national advertising to boys. 


Similar ads. will appear in the Christmas number of ‘‘American Boy,” 
Don’t wait until the last minute. 


We furnish free to “AMERICAN FLYER” dealers a five color window display card showing the above photograph. 





This 
Use them to tie 





Send. for as many as you need. 

























your toy department to our sales-creating advertising. 
We are creating a tremendous demand for “AMERICAN 
business? 


AMERICAN FLYER MFG. COMPANY, 2219S. Halsted St., Chicago, Ill. 


FLYER” Trains. Are you prepared to get your share of this 














Pick Up A Ten Dollar Bill Every Day 


These are straight facts. There are a lot of hardware stores 
who have established a “sharpening depot” by getting a 


HATFIELD 


GRINDING MACHINE 


They are netting from $8 to $12 per day, depending on the size 
of their machine. 








Get a boy or girl to operate the machine. The Hatfield will sharpen 
knives, scissors, and ahy type of safety razor blade. There were 50,000,000 
blades sold last year—and you'll certainly get your share of the resharpen- 
ing business, which is a real necessity in any town. 

Sold on time payment plan if 
you want it that way. Types to 
handle from one to 24 razor 


blades at a time at different 
prices. 


You will make money on this work and bring customers into your store 
for other goods. That is worth writing about, don’t you think? 


SOLD FOR CASH OR ON TIME PAYMENTS 





Drop us a line for details. 


HYFIELD MANUFACTURING CO. 


21 WALKER STREET NEW YORK CITY 
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| _ the Right ey to the right place and the question of economy is 
solve 


Novelty Lamps are efficient and durable. 
Investigate us. 


We sugges est to dealers that they apply for our proposition on Christmas 
Tree Lamps before our entire production has been sold. 


NOVELTY INCANDESCENT LAMP CO. 


EMPORIUM, PA. 








INSTANTLY 
POPULAR 


Introduced at the Toy Show at Chicago, these 
wagons made a big hit. Yet that was to be 
expected, because they are entirely different 
from any other line of wagons. Their instant 
popularity was due to 


The Novelty of Design 
Sturdy Construction 
Diversity of Appeal 


and, above all, the immense value immediately 
apparent. Since the Show—-even as late as it 
is in the season—orders have been booked for 
carload after carload. Are you in on this 
ready seller? If not, it would pay you to write 
today for complete details of price and one of 
our attractive circulars, part of our co-opera- 
tive publicity campaign. 


YANKEE COASTER WAGONS 
FLY AWAY COASTER 
YANKEE FLYER 


And Other Novel Wagons Made and Guaranteed by 


Juvenile Wagon Company 
FLY AWAY COASTER Operated by Buffington Wheel Co. 
With Back Rest and Sled Runners Burlington, 50.5 Ue Bs As 


YANKEE FLYER 
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For fifty-two years we have been supplying Hard- 
ware Jobbers with catalogs. We have produced 
catalogs for houses from the Atlantic to the Paci- 
fic and from Canada to the Gulf. 


We handle the job complete from start to finish— 
do the designing and compiling, composition, press- 


We also engrave by all processes and have our 
own electrotype foundry. 


The majority of the better known Hardware Jobbing 
Houses invariably entrust their catalog work to us. 


When you want a catalog that will be a credit to 
you—one that will se// hardware—look to us. 


work and binding—shoulder all the responsibility. Let us estimate on your requirements. 


a 


H-Yewdale.-- Sons C2 Milwaukee, Wis 


PO ‘ Be a 
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The Car of All Cars 


This is the car the parents were looking for 
and it receives their unqualified endorsement. 


GET IN LINE NOW— 


SOONER OR LATER YOU WILL BE 


SELLING THE CAR THAT GROWS 
«a WITH THE CHILD 
Adjusted to the 


Littlest Kiddy The “UAJUSTIT” never will be anything else than a beau- 
tiful car, So different, So elegant, So sensible, that it is the only 
car to be considered for the child, for the child's health, comfort 
and safety must come first. 


You Adjust It To The 
Growing Child 


4 Cars In One 
Never Tips Backward 


In a class by itself both as to 
beauty of design and strength of con- 
struction, It Has Metal Bearings, 
Forged Steel Axles, Powerful Steer- 
ing Post and Steel Truss, making it 
indestructible and fit for the roughest 
kind of usage. 


A car that the people want and will pay for, selling at an 
honest, fair price. The dealer gets more repeat orders than for 
any other car on the market. He can guarantee value and sat- 
isfaction and he has a car always in stock that will fit any child 
at any time and the car will keep on fitting. 


Write for our advertising and introductory proposition. It 
will interest you. 


ADJUSTABLE SALES CORPORATION 
1060 Jay Street ROCHESTER, N. Y. 


! Adjusted to 
the Little Man 
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: EAVES TROUGH 
. AND CONDUCTOR 
PIPE 


PARRA ESTEE ETTIONTTTL > 
4 


2 
“4, 
“4; 





Eaves Trough: Lap and Slip . Conductor Pipe: Plain Round, 
Joint Single Bead; Lap and Slip a Plain Square, Round Corru- 
Joint Double Bead. Also “‘Angle- gated and Square Corrugated. 
Edge” —*“cannot sag.” All styles Elbows and Shoes, 

‘ Fittings, Etc. 


LL Corco Eaves Trough, Conductor Pipe and Fittings are furnished in Galvanized 
Steel, Terne Plate, Iron or Copper. They are made from full weight prime stock 

and formed on specially designed and constructed machinery. 
Materials used are the same that have made Corco Sheets and Formed Roofings the 
“‘stand-by”’ of trade and consumer for a quarter-century. 
Stocks are carried at all warehouses. Write nearest address for prices and catalog. The 
Corco Line of sheet metal products consists of hundreds of items for fire-safe building 
and household utility. 


CEODDEE Rte the eeee 
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Whitaker-Glessner Company 
WHEELING CORRUGATING DEPT. 


Wheeling, W. Va. 


Branch Offices and Stores: 


Chicago Philadelphia Kansas City New York 
Chattanooga Richmond St. Louis 


Members of National Association of Sheet & Tin Plate Manufacturers 
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EVERY 
Williams’ 
“Vulcan” Chain 
Pipe Wrench 


has withstood a 
strain almost to its 
elastic limit. It can 
do it as often as you 
please. If you strain 
it beyond this point 
it will stretch before 
breaking. It is the 
untested chain that 
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A chain should 
give warning of im- 
pending failure. 
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Have contributed to the success of many hardware dealers, 
jobbers and salesmen. 


Write for Catalogue Number 32. 


A DIMO GRIT POCKET HONE will be sent to you for 
the asking. 








Luther Grinder 
Mfg. Co. 


MILWAUKEE, WIS. 
U.S.A. 



















STEEL PRODU 


Have not yet been 
Surpassed in their Uni- 
formly Good Qualities 








INLAND STEEL COMPANY 
First National Bank Building, Chicago 


Works: Indiana Harbor, Ind., and Chicago Heights, Ill. 
Branch Offices: ST. LOUIS, ST. PAUL, MILWAUKEE, DENVER, DALLAS 
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SANDS PLUMBS & LEVELS 
ALWAYS TELL THE TRUTH 


PLAIN BRASS BOUND AND ALUMINUM 
FOR SALE BY ALL JOBBERS 


a a ee 
| a a 2 St SN il acai ld fceeionscstionssteasseanana z ane - 4 


J. SAND & SON 


DETROIT MICHIGAN 


$e, 
—<—S 











Place It Where It Can Be Seen 


Place this cabinet with its array of 
Forstner Auger Bits where your carpen 
ter and woodworking customers can see 


it, then sit back, or rather, stand alive 
and watch them stop and bite. 

Forstner Bits bore their way through 
hard, knotty, cross-grained wood, leaving 
a smooth hole and polished surface. They 
are the only bits not dependent on a 
center level to guide them. They cut 
from the outer rim, the entire surface is 
at work all the time; no jagged ends. 
You can use them as gouges or chisels; 
you can do scalloping, fancy scroll twist 

columns, newels, rib- 
bon moulding, etc. 

Let us send you de- 
tails on this free display 
cabinet. 





The Progressive Manufacturing Co. 
Torrington, Conn., U.S. A. 
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AMERICAN © 
ScrREW 
ComPaNy 






WOOD SCREWS 
MACHINE SCREWS 
TIRE BOLTS 
STOVE BOLTS 


PROVIDENCE, RHODE ISLAND 


WESTERN DEPOT: 
69 East Lake Street, Chicago, Illinois 















Grand Rapids All Steel 
Sash Pulleys 


Recognized as the standard steel 
sash pulley of the world. | 


Unbreakable 


Everlasting 


Used by ninety per cent of all 
window frame makers. Order 
now from your jobber and get 
your share of this profitable business. 





No. 105 Cone Bearing 


Made in a large variety of styles. Axle, cone and 


ball bearing. Any finish. 


No. 17 Axle Bearing 
2-Inch Wheel J 
Catalogue and Samples Sent Free on Request _ ss iech Wha” 


GRAND RAPIDS HARDWARE COMPANY 


520 Eleventh Street, GRAND RAPIDS, MICHIGAN 
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Light Ware to Handle 


One of the principal selling points 
about our “Real Solid’’ Aluminum Ware 
is that it is light and easy to handle. 


Women appreciate this during hot 
weather, both in getting meals and when 
cooking and preserving food. Our 


“REAL SOLID” 
ALUMINUM WARE 


appeals to housewives strongly for this reason. 
They never crack, rust, nor corrode. Food acids 
have no effect on them. Also the fact that 
being made from one solid piece of metal—99 % 
pure aluminum stock—they have the assurance 
that these popular utensils are therefore abso- 
lutely sanitary and safe to use. 


Light for you to handle, too, Mr. Dealer, and 
light weight means low transportation charges. 


You will be pleased with the fine line shown 
in our Catalogue. Sent on request. 


The Buckeye Aluminum Co. 
Wooster, Ohio 











Get Ready! 


Thursday, November 29, will go 
down in history as one of the greatest 
Thanksgiving holidaye ever known. 


Think of all of ‘‘our boys” at the 
different camps who'll be home on 
furlough. The ancient prodigal son 
dined on ‘“‘fatted calf,"’ but “‘our 
boys’ will feast on roasted turkey or 
duck or goose or chicken—with all the 
“dressing.” 


What a demand there'll be from 
now on for good roasters. Our timely 
advertising of 


Ue; 


Means Best 
in Aluminum Ware 


in the leading October and November 
magazines plainly says: “Go to your 
dealer today and insist on a ‘West 
Bend’ Roaster. If he hasn't it, refuse 
a substitute and write to us. Send 
post card today for free ‘Kitchen- 
Kraft’ book on use and care of Alumi- 
num Ware.” 


Our advertising explains all the 
good features, uses and construction 


of these fully guaranteed utensils. 


Cash in on it. Stock them now, 
Get your share of the business that's 
sure to follow. If your Jobber can- 
not supply you—send to us. 


West Bend Aluminum Co. 


West Bend Wisconsin 
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{ PRODUCTS ) 
CITY MAIL BOXES 


SALES 
PRODUCERS 


“Gem and Jewel” lines of City Mail 
Boxes offer the most attractive patterns 
and finishes in this field, and combined 
with strength and long life, is the secret 
of their rapidly growing popularity 
with both the consumer and the trade. 


“City Jewel” 


One of the best values we offer. 
buyer who wants size, service and respecta- 
bility at a reasonable price, this style is the 
best on the market. - 

City Jewel mail boxes are made in three 
different styles, finished in black japan and 
aluminum bronze. Also equipped with wire 
package holder. 


Write for complete catalog. 


Elkhart, Indiana 


The wide range of styles and prices 
—"‘A pattern and price for every whim 
and purse’’—means quick sales and in- 
creased profits for Mefco dealers. 





















For the 


Metal Forming Corporation 


Gem and Jewel line formerly manufac- 


tured by Peck Hardware Co., Berlin, Wis. 











Resolution 



















WHEREAS more than twice as many 
ANKYRA ANKOR BOLTS 
were sold in 1916 than in 
1915 and more of them sold 
in the first four months of 


1917 than in all of 1916; 


WHEREAS 


WHEREAS 





SIGNED 









ANKYRA 
Manufacturing Co. 
150 Berkley St. 


Wayne Junction, 


















NG 
ANKOR BOLTS 
Self-Riveting — Self - Adjusting 


and 


there is a good profit to the 


dealer in 
and 


mand already created thru 
the national advertising of 


ANKYRAS; and 


with the dealer's imprint and 
other forms of dealer helps 


are furnished; 


NOW, THEREFORE BE IT RESOLVED: 
That | will write immedi- 
ately for information about 
ANKYRA ANKOR BOLTS, 
special dealer discounts and 
samples, all of which will be 
sent me without obligation 


on my part. 


at once: 


handling 
there is a good de- 


counter displays, 






them 


literature 
















“Name 












Philadelphia 









~~ 


AS 


Street Address 









City 





State 
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» % in. Sizes 


Salable 


Brass Specialties 


Our Improved Perfect Clinching Hose 
Couplings and Menders are made under 
“Basic patents controlled exclusively by us.” 
They are the most popular selling couplings 
and menders in America. A glance shows 
how this mender makes a permanent union 
quickly, the only tool needed being a ham- 


Made in 4%, 4, % and Lir. 


These lwo 

Tools Are 

Recognized 
as the Standard 
of Quality the 
World Over 


There is probably no 
more famous or universally 
used pair of tools on the 


mer. 

Our “Square Fountain” Sprinklers require no 
adjusting, throw a beautiful spray, cover a wide 
area, Sprinkle Square and get into the corners. 
They sell well. 

Made either in all brass, brass tops and gal- 
vanized bottoms, or steel tops and galvanized 
bottoms as desired. 

Our No. 10 Perfect Fountain Lawn Sprinkler 
is the equal of any lawn sprinkler made. The 
sides of this New Sprinkler are drawn vertical 
instead of slanting. It is made of heavy retinned 
steel. The bottom is heavy galv anized, brass 
lacquered. Diameter 4% ins. Throws a round 
spray. It looks as classy as the genuine brass 
One of our best bargains. 

We also make a Galvanized Fingered Hose 
Coupling as shown below. None of our couplings 
or menders will cut a hose. None give better 
satisfaction. 

Send for Catalog and Prices to-day 

Sold by the leading Jobbers. 

Jobbers and dealers who want a line of salable 
brass specialties should order now before prices 
“go higher.” 


Stuber & Kuck Co. 


p ESTABLISHED 1887 
Peoria Ill. 


Eastern Representatives: 
J. M. Sherwood Co., 
154 Chambers 'St., New York Olty 
Western Representatives: 
Wm. P. Horn Co., 
Rialto Building, 

San Franciseo, Cal. 
Southern Representatives: 
Keating Sales Co. 
606 Oriel Building, 
St. Louis, Mo. 


market. And they have 
worked for their reputa- 
tion and earned it from the 
efficiency of their service. 


Automobilists and general 
tool users throughout the 
country invariably use them 
not only because of their all- 
round adaptability but also 

because of the 
high quality of 
workmanship in 
them. 


They are 
Model G, the thin jawed, 
drop forged automobile 
wrench—sizes from 6 to 18 
inches; and Model M Plier, 
the original of all pliers of 
this type. 


Hardware and motor ac- 
cessory dealers will be offer- 
ing their patrons what they 
are looking for if they supply 
them with these tools—mere- 
ly two of the triangle trade- 
marked line. 


i—_ _~Galvanized Fingers sae. A 





No. 10 
Lawn Sprinkler 


Send for 34th edition of Catalog 
just issued 


ANON 


RT FORD.CON 
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Its Record Is 
Written in 
Accurate Miles 


As true as it is scientifically and mechan- 


ically possible to make an instrument regis- 
ter and as sturdy and durable as faultless 
material and competent workmanship can 


make it, the 


<Greix: Brown SpeepoMETER 


is the speedometer most suitably adapted 
to the 


around service. 


requirements of rigorous, year- 


Because it is constructed upon the fun- 
damental principle of centrifugal force it is 
absolutely unaffected by outside influences 
such as heat, cold, altitude and electricity 
and as a consequence its record remains ac- 


curate at all times and under all conditions. 


Its hand is steady, its dial clear and easily 
read, in appearance it is neat, businesslike 


and compact. Investigate this instrument. 





Write for Catalog 


The Corbin Screw Corporation 
THE AMERICAN HARDWARE CORPORATION, Successor 
NEW BRITAIN, CONN. 
BRANCHES: New York Chicago Philadelphia 
Makers of Corbin Duplex Coaster Brakes for Bicycles 





Gentlemen: 


Plat Varnish, and I must say it tafthe easiest working 


Moller & Schumann Co., 
Brooklyn. B. ¥ 


Telephone 3764 


NEW ROCHELLE. N Y 






Your letter of the 4th inst received 


I have just used « few gallons of your Hilo 


Bridgeport Paints, Etc. 


BEHLING BROS. 
256 Huguenot Street 





HANLON & GOODMAN 


Paint Brushes 












and best covering Flat Varnish that I have ever seen 








good many Plat Varnishes. 


Yours truly, 


Behling Bros.. 


Vee 


or used,fand ae I was previously with @ paint and 


varnieh manufacturer, I have certainly used end seen « 


Tranking you for your trouble, we remain 


. Behling 


Fithlory 
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— “the best 


I’ve ever used” 


“the easiest working and best covering 


flat varnish that I 
used.”” And 


have ever seen or 


Mr. Behling knows the 
good points of many varnishes, for he 
was formerly connected with a large 


paint and varnish house. 


You will find, as Mr. B. 
interior woodwork and furniture 


did, that for 






















lat-Finis 


gives uniformly satisfactory results. 


The householder 


likes 


its 


perfectly 


smooth dull finish which is easy to clean 


—water does not harm it 


extra covering 


to him. 


Try out a sample of Hilo Flat-Finish and 
‘ ] 


The Painter likes its “easy working” and 


they mean big economy 


see its possibilities for your trade. 


Moller & Schumann Co. 


54 Years Making Varnishes, Enamels 


BROOKLYN, N. Y. 


Chicago, III. 


MTNA 
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HARDWARE 


one preceding Christmas. Better this year 
than ever—for the tendency is toward 
useful giving. Start selling 


Bere of all Hoover selling seasons is the 


‘ iS 0 OVE 
iM 2 


NOW — while demand is greatest and sales are easiest. 
Hoover national advertising is mow working in your 
locality, Attractive local advertising helps are ready for 
you—free. Don’t delay. Write today—there’s still 

time for a profitable start, 

—The big exclusive Hoover 

feature is the MOTOR-DRIV- 

EN BRUSH. Enables the 

Hoover to shake and thoroughly 

sweep carpetings besides suc- 

tion-cleaning. Writel 


A TheHooverSuction 
7 Sweeper Co. 
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FANSTEEL 
ELECTRIC IRON 


Real sales and advertising helps for the dealer 
to use—where they do him good. That’s our 
policy—backed by the best iron made and 
prompt deliveries. 

Ask to see our new five-color framed window 
poster. Miniature sent on request and full 
size 27 x 40 inch framed in black oak furnished 


free if you handle the Fansteel Iron. Price $5 
less usual discounts. 


Send trial order now—or write for miniature 
poster. 


Pfanstiehl Company, Inc. 
No. Chicago, III. 





























If you Jobbers and Dealers could step into 
our factory and see the care we take in 
making this iron, so as to have it serviceable 
and efictent—you'd want to handle it right 
away. 

It's made practical—with a Pressed Steel 
Top, and its neat appearance also helps sell 
it. Fully guaranteed. 

We cater to the Hardware trade with a 
line of Electric Irons, Toasters, Grills and 
Radiators that are second to none. 

Send for Booklet and Trade-prices. 


RUTENBER ELECTRIC CO, 


MARION, IND. 












































BRIGHT WIRE AND 
BRASS WIRE GOODS 


SCREW EYES 
SCREW HOOKS 
GATE HOOKS AND EYES 





*g GROSS, 


2% INCH. 








Bright Wire 


GATE HOOKS AND EYES 


MADE IN U. §S. A. 


MORGAN SPRING COMPANY 


WORCESTER, MASS. 

















A COMPLETE LINE. 
PROMPT SHIPMENTS. 
WRITE FOR PRICES. 
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White 
Mop 


Wringers 


With a few of these 
famous wringers in 
stock you can show 
customers how easy 
they work and make 
quick cash turnovers. 


They fit any kind and 
size of pail without 
fastening and are made 
of hard, well seasoned 
Maple or Birch wood 
and malleable iron. 








Will last a lifetime. 
They can also be used as Fruit and 
Vegetable Presses with good results 
and right now is the 
time to display them 
and make sales. 


Liberal profit. Send ‘for 
ma inane 
White Mop 
Wringer Co., 
Fultonville, N.Y. 





‘TT? 


Rubber 
Headed Nails 


are used as bumpers on pianos, 
closet seats, and to receive the 
thrusts of drawers, also to prevent 
noise and marring to such as they 
are attached. 

Stem Tips, made in thirteen sizes, 
especially designed for chair legs 
and prevent the scratching of floors. 
Absolutely noiseless. 

We make a large variety of rub- 
ber specialties. Send for catalog 
and prices. 


ELASTIC TIP CO. 


370 Atlantic Avenue, Boston, Mass. 























The Gate That Makes the 
Barrel Pilfer-Proof 


HERE is a big sale in your territory for 


vo 


‘‘Lock Fast’’ 
Barrel and Tank Gate 


It absolutely protects oil, molasses, gasoline 
and other barrels and tanks from leakage and 
pilfering. The person who holds the key is 
the only person who can draw out the con- 
tents of a container. 

The profit on each sale is exceedingly liberal. 
Durable. Pays for itself in a short time. 
Three styles— . 

“A,” wood thread with tapered shank. 

“B,” inside pipe thread. 

“E,” iron pipe thread with straight shanks. 
COSTS NO MORE THAN ORDINARY 
GATES. 

Write for profit particulars and list price. 


E. C. STEARNS & CO., 134 Oneida St., Syracuse, N. Y. 























The Economy Fibre Refrigerators 


are a proven line and one of the 1918 market attractions. They are 
one of the greatest sales repeaters on the market, because every 
ECONOMY customer is a booster, as these popular priced refrig- 
erators carry with them the highest class efficiency in the conserva- 
tion of ice and food of any box made, which never fails to cinch 
satisfaction with the trade. 

There is a reason for this as follows: They are built of non- 
conducting FIBRE materials and air-tight construction and air-tight 
cells, permitting no cold to escape; Thermo in results and will 
withstand all climatic changes without sweating, shrinking or 
swelling or getting out of order, and has more selling features and 
attractions than all other boxes combined. They are attractively 
finished in ash or all white or white with nickeled trimmings. 

Place your order early to insure early spring deliveries. 

WRITE FOR CATALOG. 

Permanent Exhibits: Klingman Building, Grand Rapids, Mich. 
Furniture Exchange Building, New York City. Western Furniture 
Exchange Building, Chicago. 


TRAVERSE CITY REFRIGERATOR CO. 
TRAVERSE CITY, MICH. 
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PARKE Q 
Coffee Mills 


Now that national advertisers of coffee are 
driving home the idea of buying whole coffee 
beai.s to get full flavor and aroma, consumers 
are using home coffee mills more than ever 
before. 

They want a compact, simple mill and the 
Parker Eagle side mill shown here meets 
the needs perfectly. 

It is made in several sizes for the use of 
small families, up to hotels and restaurants. 

ave you some in stock? 






























has become famous: | 
THE WIRE GOODS COMPANY 


WORCESTER, MASSACHUSETTS.USA 

















Self-Power Cork-Screw 


and Crown-Opener 
Great Holiday Seller 


Appropriate, 
Convenient and 


Ornamental 





Genuine Stag 


Article Highly 
Nickel Plated 





This 


Cork Screw 
nen eh @ and Polished 
Stoppers 
Need 
Pull C. T. Williamson Wire Novelty Co. 
vuauins 58 Badger Ave., Newark, N. J. 


No. 3042 }4 
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ESTABLISHED A. D. 1830 


Do You Sell These JOHNSON Garden Tools? 


A GOOD VARIETY OF STYLES ONLY ONE QUALITY—THE BEST 


EE Sn, 


No. 217—Transplanter No. 2120—Socket—-Long Handle No. 215—A Leader 
A Most Handy Implement Blade Polished and Enameled Red Finished in Blue Bname 


Handsomest and ‘best made implements on the market. THEY SELL ON SIGHT. 


an \ 





No. 300—Spalding Fork z1s—Woeod Handle 
Tines Polished and Enameled No. 2500—Asparagus Knife Dibble pate with Iron or 
Blue. Polished Handle. Forged—Hardened and Tempered. Fine Finisb Brass Points 


Gaumateceused ty WILLIAM JOHNSON, Hedenberg Works, NEWARK, N. J. *’strowing’s9’Seyice 






















BALL 


Three Blades 
for a Dime 


The Boston Razor, itself 
retailing at ten cents, with 
three blades for a dime, meets 
the demands of a certain class 
of customer whose wants you 
ji‘ cannot ignore. 





Customer Satisfaction 


In Every Link 


From end to end—from surface to center 
every link of Bulldog, Samson and Hodel! 
Chain is representative of a life time of ex- 
perience devoted to making good chain better 

We are proud of this chain, proud of the 
exacting methods which have given this chain 
its place in the sun. 

YOU will be proud to place it before YOUR 
customers. May we send you samples and 
prices? ° 


It gives the man who cannot 
afford a higher priced outfit a 
satisfactory shaving service at 
a very small cost. 


Boston Razor Blades are 
carefully made from a special 
steel; every one tempered and 
hair tested. 


Three blades for a dime is 
the popular price. Be you 
wholesaler or retailer, ask for 
our proposition. 


Factory Sales Co. 














120 Broadway, New York City von CLEVELAND | Ey" WOAKS se. 
CLEVELAND OHIO wu.s.a. 
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Headquarters for CHAIN 


Here shown are but a few of the many diif- 
ferent kinds of chain we make. All our Chains 
are made of A-1 stock by Automatic Machin- 
ery and are therefore uniform and of the bes! 
quality. The capacity of our chain plant is 
30 Miles of Chain per Day. Send for Catalog 
and Trade Prices. 


The Smith & Egge Mfg. Co. 


BRIDGEPORT, CONN. U. S. A. 
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AN xx fi] do not BRUSHES-becanse they do not use 
Mo NATE is oer cis webs ae sea 

Pi «ena WHITING-ADAMS 

BRUSHES and CIVILIZATION are INSEPARABLE 

For OVER FIVE GENERATIONS, the users of ARTISTS’ BKUSHES, o2== is 

PAINTERS’ Bausues, TOILET Brusues, and ALL KINDS OF 3 

BRUSHES, have come to rely on WHITING-ADAMS for the best ie 


brushes of every style for every purpose. This confidencein WHIT- 
y ING-ADAMS BRUSIIES has spread wherever Brushes are used. 


Whiting-Adams Company makes the BRUSH YOU er 


If not in your dealer's stock he will get it promptly 


JOHN L. WHITING-J. J. ADAMS CO., Boston, U. S.A.,Dept. D 
Sasi! Brush Manufacturers for Over 100 Years 
Whiting-Adame Brushes awarded Gold Medal and Official Blue Ribbon, the highest 
award at Panama-Pacific Exposition, 1915 








Cary’s Universal 
Box Strapping 


In Many Widths and Gauges 
Always Carried in Stock for Prompt Shipment 


The only strapping on 
the market guaran- 
teed to run true to 
width and gauge. It 
is made from an extra 
soft annealed steel of 
great tensile strength, 
and nails can _ be 
driven thro’ it with 
greatest ease. Each 
reel contains 300 feet 
equipped with patent 
metal reel frame; 20 
reels packed in a case. 
We also manufacture Flat and Twisted Wire 
Box Straps, Box Corner Fasteners, Clasps, 
Seals, Corrugated Joint Fasteners, Hinges and 
Hasps, and Cary’s EVERLASTING FLEX- 
IBLE STEEL MATS. 


SEND FOR PRICES AND LITERATURE 


CARY MANUFACTURING CO. 


Manhattan Bridge Plaza BROOKLYN, N. Y. 











HELLER’S 


Sectional 
Cabinets 


for 


Automobile 
Supplies, etc. 
Also 


Hardware 
Shelving 


Send for Catalog 


W.C. Heller & Co. 
Montpelier, Ohio 











The Neverip Stitcher 


The greatest invention with which the up- 
skilled man can repair leather goods or any 
heavy material. 


A Miniature Sewing Machine 


Packed % dozen in attractive counter dis- 
play box 


Show cards and circulars in 4 
Foréign and domestic trade solicited. 


WRITE FOR PRICES 


Stewart-Skinner Co. 


420 Herman St., Worcester, Mass., U.S.A. 


A TIME AND MONEY SAVER 
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Revolving Cases 


At your fingers’ end. Time saver and system pro- 
moter. Every Hardware Store should have one 
or more of our Cases with sizes of bolts or 
screws printed on the front of the drawers, and 
for Auto, Bicycle and Motorcycle parts, our cases 
with blank drawer fronts provided with label 








Dayton 


holders. We make these cases square with square 
drawers as well as octagonal. Sold by leading 
jobbers. Catalog on application. 


Manufactured by 
American Bolt and Screw Case 


Company 


ee 
ee 
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Sells at Sight 


Dupont, Ballistite or Schultze Powders are known 
EVERYWHERE—they sell at sight. Shooters know 
Dupont Powders are right. The name Dupont 
Ballistite or Schultze 


On the Top Shot Wad 


or on the box label is a guarantee of powder 
superiority. 

Dupont Sporting Powders are widely advertised, 
sell quickly and always satisfy the most critical 
customer. 

Specify Dupont, Ballistite or Schultze—Smokeless 
and Dupont Black Sporting—the powders which 
sell at sight. 


E. I. DuPont de Nemours & Co. 


Powder Makers Since 1802 
WILMINGTON, DELAWARE 
































that even 
men and 






























War conditions have brought about a great shortage of 
paper-making materials. 
p~- source of raw material, are paying high prices for 


convert waste into cash—protec 
Does away with the most potent source of 
im the corner. 


















Paper makers, deprived of their 
pedy--besiness 
ery body—business 

of this 


pound of waste paper they can t. 
Leas er prices will be offered. 
olders—should take advan 


ty to convert all waste paper into profit. 
save and handle waste paper safely and advantageously 





ALL_STEEt 


PAPER 
BALER 


net Gre risk. 
trash piled 


FIREPROOF 


b Ba easy to operate and most 

Boy can "elo — up 
ps keep — 

nothing 


© pose for edit end caine meney fer gue. 


= ea 


our customers say that the Schick Baler 

itself the first year; some say , %. will do it 

a few months. Depends oe amount 
waste you have. Made . 


Write Fwy By This 


of 


“How to Make Money in Waste 
any will reveal —>?) 


enormous 
waite paper Gusteaped. Tells how 
this waste can be 
turned tate cash. 
for your 
copy sow. 


Davenport 
mM tg. Co. 
Dept. H, Dav- 
enpert, lewa 








































<Zewt>This is the trademark to look for 
in buying your BOX STRAPPING 


It stands for the BEST QUALITY OF GOODS back of the label. 
ACME BOX STRAPPING means more business and more money to you be- 


cause it’s the kind of strapping men want. It's strong to begin with—has smooth, 
round edges—neat and handy to use on patent coil holders containing 300 feet. 


ACME BOX STRAPPING is the kind you want to sell. Order a 20-coil case today. 


ACME STEEL GOODS CO., Manufacturers 


2834-40 ARCHER AVENUE, CHICAGO 
10-14 Tift Street, Atlanta, Ga. 


and ena N EAA ANNE 


MAIN OFFICE AND WORKS: 
Eastern Branch: 15! Lafayette Street, New York Ci 


nm Francisco: 


M. E. CANFIELD CO., Los Angeles, Cal. 








Southern Branch: 
11 California Street 


ACME STEEL GOODS OF CANADA, Ltd., Montreal, Quebec 
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A PLASTIC 
FIBROUS CEMENT 


Stops All The Leaks 


in old worn-out metal roofs, around chim- 
neys, skylights, gutters, cornices, vent pipes, 
etc. 

Can be easily applied by anyone with old 
table knife or small trowel. Put up in big- 
mouthed cans, 1 pound and up. 


Get acquainted with Noahs Pitch, Mr. 
Dealer. at our expense. The demand is 
growing. It is guaranteed to give results. 
Six-ounce can sent to 

any dealer FREE on 

request 


The Philip Carey 
Company 
222 Wayne Ave. 
Cincinnati, Ohio 


October 25, 1917 





Ears, Knobs and Handles 


Wrought Ear. 


We are the leading sup 
ply house in America for 
this class of goods. 


Highest quality, finest 
finish, largest stock of all 
sizes and kinds to be 
found anywhere. 


8. B. Turnbuckie. 


Send for our catalog 
showing a complete line 
of TINNERS’ and 
ROOFERS’ SUP- 


Guard Drop Handle. PLIES. 


BERGER BROS. CO. 


Office: 229-231 Arch St. Store: 237 Arch St. 
Warerooms and Factory: 110-114 Bread St. 
PHILADELPHIA 




















Competition forbids increas- 
ing profits by raising prices, 
but it doesn’t forbid increas- 
ing sales by selling a bet- 
ter line. More sales mean 
bigger profits—you give 
more and get more when 
you sell 


Made a little different— 
a little better than others, 
cost no more, sell easier and 
oftener. Our catalog shows 
a long line of profit makers 
—pumps of special design 
construction and adapta- 














HAYES PUMP & PLANTER CO. 


GALVA , tb. 








Our Latest 
No. 17 
—84 pages (illustrated)— 


You Will Find This Booklet 
A Decided Help When 
You Order Tools 


Contains a fund of information 
and data on tools for electrical con- 
struction and repairs of all kinds. 
Write fora copy. Sent gratis, post- 
paid, on request. 


Ask for No. 17 


MATHIAS KLEIN & SONS, Mfrs. 


CANAL STA. 21 CHICAGO 
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Bumpers 
That Stand 
The Bumps 


Reliable, Prof- 
itable and Quick 
Sellers. 

Get our Prices 
and we will get 
your business. 
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Dealers 


Durability, strength and sightliness char- 
acterize SOSS INVISIBLE HINGES. 

It is a 
dealers to handle—they sell on their merits 
and give satisfaction. 


HINGES—not getting good business from 
the line—are overlooking a very important 
source of profit because SOSS HINGES are 
enjoying a greater sale than any other type 
of hinges on the market. 


Write for copy of our catalogue No. H. 


* SOSS MFG. COMPANY 


339 










INVISIBLE 















unlimited 
sales possibilities 







profitable line for jobbers and 







who are not stocking SOSS 















435 Atlantic Avenue 
Brooklyn, N. Y. 















DOUBLE ACTING 


SPRING BUTT HINGES 


have the weight-sup- 
porting bearings cor- 
rectly located to 
liberate the action of 
the springs, reducing 
breakage and increas- 
ing spring power, 
preventing unequal 
wear of the barrels, 
and giving practically 
unlimited durability 





Bommer Floor Surface Spring Hinge 


Has Release and Holdback Features and 
Ball Bearing and Alignment Device 


Suitable for either double-acting or single-acting doors. 





The most durable hinge of its type; holds the door 


open when swung to 90 degrees. The spring-action can 

be entirely released so door will swing free, with- 

out spring-action, by inserting a wire nail (when 
the door is open) into a hole provided in the side 
plates. The spring- 
action can be restored 
by withdrawing the 
nail, 


BOMMER BROTHERS, Mfrs., Brooklyn, N. Y. 

























THE CHAMPION 
Double Fl | " 
Acting oor INge 
This handsome hinge of few parts has 
the “call,” and deserves it. 
The entire weight of the door rests on 


a ball bearing and allows the door to 
swing freely and easily without jar or 


noise. 


it sells. 


Send for our Catalog of Profitable 
Hardware Specialties. 


The Champion Hardware Co. 






And all a carpenter has to do to attach 
this hinge, is, simply saw out a rectan- 
gular piece at the bottom corner of the 
door and make a slight mortise for the 
strap ends of the hinge. 























No wonder 












GENEVA, OHIO 
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“RED DEVIL” Tools and Hardware Specialties 


Pliers Glass Cutters 
Nippers Mitre Boxes 
Auger Bits Cold Chisels 
Screwdrivers Chain Drills 
Hack Saws Connectors 
Water Motors Climbers 


Seoocnnent tere en Nail Sets Snips 





Stocked by all progressive dealers and jobbers everywhere. Send for new catalogue illus- 
trating the entire line. 


SMITH & HEMENWAY CO., Inc., 98 Coit Street, Irvington, N. J. 


»)) 











J 











The Best By Test of Ten Years 
Nearly 15,000 in Use 
Cheapest in Price Fewest Parts Three Styles 


Only Portable Channel Iron Punch on Market. . 
Capacity 4% thru 4% Iron. Punches to center ( ‘1 d Oil 
of 4 inch Channel Iron, with 1% inch flanges. am S an ers 


Ali parts Interchangeable with No. 2 Punch. 


The Hammer Screw 
Clamp built like an 
I-beam, solid, quick- 
adjusting. The Ham- 
mer Iron Oiler—ex- 
No. 2 Punch—Capacity 5/16 thru % Iron. tra strong, big mouth, 
Length 23 inches. reinforced spring 
No. 1 Punch—Capacity % thru % Iron. bottom. 

Insertable Pipe Handles. 


Installed in Six Material the Best — Drop a oo 
U. 8. Navy Forged Parts. Takes the place able Clamps, Engine 
oo of an extra man. Allows work Torches, Hand and 
to be done anywhere, with or iaasing snes, and 
without vise. Frequently pay alleable Iron Cast- 


; ings. Get prices. 
for themselves on one job. 


Ask your Jobber, or write us for HAMMER & CO. 


Prices and Recommends. 


Position to 
change punches. 


Branford, = 
W. A. WHITNEY MFG. CO. Conn. 
ROCKFORD, ILL. U.S.A. 


























RIVETS 


BIFURCATED_RIVETS 


Established *. : eae Ss Eighteen Eighty-Fow 


Main Office and Factory 
T ee JUDSON L. THOMSON MFG. CO. mr ‘a A 
Waltham, Massachusetts 


Write for Catalog and Prices OUTSIDE PRONG RIVETS 
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ATHOL MACHINE CoO. se Athol, Massachusetts 


Standard Machinists’ 
Swivel Jaw Bench Vise 


Made with tempered steel jaws—check faced. The 
back jaw can be swiveled at will to fit irregular and 
taper work. 

Our absolute guarantee against defects of any kind 
protects both dealer and customer. 

A full line of vises is described and illustrated in 
Catalog 31. Get it before selecting your next stock. 











Advertising 


“Advertising is the educa- 
tion of the public as to who 
you are, where you are, and 
what you have to offer in 
the way of skill, talent or 
commodity. The only man 
who should not advertise is 
the man who has nothing 
to offer the world in the 
way of commodity or serv- 
ice.”—Elbert Hubbard. 





"IIMA 


The Best The 
Market Affords In 


J 


Billets, Slabs, 
Sheet Bars, Blue 
Annealed Sheets, 
Black and Galvan- 
ized Sheets and 
Formed Roofings. 


Address all communt- 
cations to our Wheeling 
Sales Office. 











ROOM 








Members of National Asso- 
ciation of Sheet and Tin 
Plate Manufacturers 


WHITAKER-GLESSNER 
COMPANY 
WHEELING - - wv. VA. 


UMMM 




















PITTSBURGH, PA. 


Wagon Hardware 
— Nuts — Rivets — Bolts 
— Washers — Crowbars — Wedges — 


Forgings — Picks — Mattocks and Grub Hoes 
— Telephone and Telegraph Pole Line Hardware 
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THE STANLEY WORKS sive Nancaca 


NEW YORK CHICAGO 


“YANKEE” \, 3 















































Push Drill No. 4 





Saves Time at Every Turn 


SCREWDR IVERS rapide 0th, i 


adjustabletension, (ans 
Blades of finely tempered for hard or soft @ 
tool steel, hammer forged. woods and the8 





Handles of selected hick- different | size 
ory, heavily fluted. In- Drill Points 
sulation of hard fibre is furnished 





“ns A turn 
used to separate the with it. of the cap 
rivet head from does the trick 


blade making it 
shock-proof. 


that saves you 
time, labor and 
Drill Points. This 
drill is about as 
valuable to the aver- 
age mechanic as any 
“Yankee” Tool wemake. 
Built for hard service. 


Your Jobber can supply you 


North Bros. Mfg. Co. 
Philadelphia, Pa. 


Do yourself a 
favor and ask 
for the ‘“Insu- 
lectric.”” 


Made in all sizes. 


M. B. TOOL CO. 


Danielson, Conn. 


























BLACK DIAMOND FILE WORKS 


ESTABLISHED 1863 qe Many 





INCORPORATED 1p 
Twelve Medals of 
Awesd ot Special Grand Prise 
GOLD MEDAL 
INTERNATIONAL 
Atlanta, 189g 
Expositions 


Gage ef Gataiegue will be sent free to any interested File Weer upenm apgiiention. 


G. & H. BARNETT COMPANY Philadelphia, Pa. 


Owmed and Operated by Nichoisen Fite Co. 
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Order STANLEY No. 3000 
“TWINROLD” SELF TIGHTENING 


COILED DOUBLE 


se) % eee TING 


Pat. Sept. 26, 1911 


See Page 225 


















A Timely 
Opportunity 
for Profit 


Army men quickly recog- 
nize the merit of this par- 
ticular Beacon that can be 
buttoned the coat or 
around the belt, leaving both 
hands free or that may be 
stood upright on a table or 
hung from a peg on the 
wall. It’s the lamp of truly 
all-round utility and that’s 
the kind of lamp the Army 
mah needs and wants. Re- 
newal batteries for this lamp 
may be obtained in any 
town of the United States 
or Europe. Order by num- 
ber 2381 from your jobber 
or write us for descriptive 
folder. 


BEACON 


ELECTRIC WORKS 


of National Carbon Company, Inc. 


on 


Chicago: 
11-17 So. Desplaines Street 


New York: 
132 King Street 
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“It Slides in the Slot” 






TRICO rai ter 


Instantly removes all rain Fits between upper and 
lower glass, or over a weather strip. Enables driver to 
see on all sides, as well as ahead, for it clears the 
windshield clean top and bottom. 

The Tri-Co Universal Rain Rubber is attached or de- 
tached in less than a minute’s time. There are no 
holes to bore—nothing to adjust. It slips on and it’s 
ready. The Tri-Co won't rattle and it can’t scratch 
Fits any make of car. 


Stock This Big Profit Maker 


Already over 80° of the leading hardware and auto supply 
jobbers are pesking the Tri-Co. Beware of imitations. Insist 
upon getting genuine TRI-CO Universal Rain Rubber. 

Watch our advertising that gppears twice a month in the 
Saturday Evening Post. Practically everyone of your custom 
ers sees it and to sell the Tri-Co all you have to do is let them 
know that you carry it. Retail price $1.50. 


Order through your jobber or direct 
from us Ask about our selling aida 


across, 


Send for literature. 





TRI-CONTINENTAL CORPORATION 
BUFFALO, N. Y. 
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prevent errors and save time. The foot numbers are in — most ¢on- 
venient position, for both horizontal and vertical m 

Other exclusive features, such as KBCO finish (to + against 
rusting), Patent ae Centers, etc., insure satisfied customers for 

e dealer handling K & E Tapes. 

Ask for our Trade Price-List of Measuring Tapes No. H 1398. 


KEUFFEL & ESSER CO. 


NEW YORK, 127 Fulton Street General Office and Factories, HOBOKEN, N. J. 


CHICAGO ST. any A SAN FRANCISCO MONTREAL 
516-20 S. Dearborn St. 817 Lecust St. 48-50 Second St 5 Notre Dame St. W. 


Drawing Materials, Mathematical and Surveying Instruments, Measuring Tapes 








A Fast Seller | | The Victor Dryer Company 


means a quick turnover we > 
and more profit for you. _— 
ZEDA, the _ new style ———— The 
improved LEE broom, — R. W. Robinson Co 
sells rapidly. It’s al- | - iia ‘ 
most impossible to keep ae Manufacturers of 
abreast with the | de- DTT 

mand. Women are quick _—— THE VICTOR 
to recognize the extra 
value in ZEDA and to 
tell their friends. This 
builds trade for you. = 
Write your nearest fac- The most durable and 

tory and share in this easiest working dryer te 
profit. on the market ANTED 
LEE Bacon, 4. & oer 


Cc 
Lincoln, Neb. atte , So Ta. Worcester, Mass. 

















When You Need Men 


consult the opportunity Exchange of the 
Hardware Age—men—the right kind—are 
always open for opportunities to advance 
themselves. Do you want the ambitious 
kind—the kind that can do things ? 


50 words at one dollar per insertion will 
put you in touch with such men. 


The Hardware Age 


239 West 39th Street New York 
Opportunity Exchange Dept. 
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|For Light Trunks 


Our “@eme’’ No. 720 Countersunk Ball Bearing Trunk 
Caster is made purposely low for light trunks. To 
attach simply countersink the slat. Moves easily— 
never rusts. Gives good satisfaction. 


Write for Catalog and Prices. 


THE SCHATZ MFG. CO., Poughkeepsie, N. Y. 


Agents: J. C. McCarty & Co., 29 Murray St., New York City 

















UPp-AND-DOWN 


ADJUSTABLE 

TELEPHONE 
BRACKETS 

ADD TO YOUR SALES 


STOCK THESE NOW 
Big Discounts 
EFFECTIVE SALES HELPS 


7 7 — State and 64th Sts. 
CHICAGO 





COMPANY 

















CHRADE ()AFETY 
Push Button Knile 
* @y No Breakingao 


Jinger nals 







% PRE 


& “€—_Salety 


Weld 





. 
wWure to sell on sight 
Abs Hutely safe in pocket 
~ 
For conyenien f 
. 
Easily operat 
The safety sl ‘ 
You can’t afford t 
Order through your jobber or direct 
All orders promptly filled. 


Schrade Cutlery Co. 
Walden.N.Y. 






























Keyser Fry 


Exclusively Wholesale 


Everything for the Automobile 
and Bicycle 
Reading, Pa. 





Complete bicycles to retail at $25.00. 
Good grade tires to retail at, each, $1.50. 
All quality merchandise at attractive prices. 











“A GOOD KEY HOLDER” 
LOW PRICED 


There has been a long de- 
mand for a really good key 
holder that dealers could buy 
at a much lower price than 
usually asked. 

Here it is—the ‘“‘Hold Fast 
Key Holder.” The arrow 
points to the secret. The 
tongue prevents the losing 
of the keys or holder. 


To find out how good it is 
send for a sample. To fin 
out how much lower the 
price is than usually charged 
—ask us to quote. We will 
do both on request. 


HOLLANDER MANUFACTURING CO. 
2618 East Fifty-third St. Cleveland, Ohio 




































HEN you require real up-to- 
date Hardware men—who 
know their business from 

A to Z—consult the Opportunity 
Exchange or insert an advertisement 
in the Help Wanted Department— 
50 Words $1.00—and results will 
follow. 














Opportunity Exchange 
HARDWARE AGE 
239 W. 39th St., N. Y. 

















MR. DEALER: 


Can you place 25 
kegs of nails in a 4 
ft. sq. of floor space? 
Answer: You’ can 


with an ECLIPSE 
revolving NAIL BIN. 


All metal. For sale 
by all leading Hard- 


ware jobbers. 


Eclipse Mfg. Co. 


Wellston, O., U.S.A. 
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Duluth Grain Scoop 


in Handling Grain 


Dealers and Jobbers 
You can make quick profits on this scoop—every farmer needs one. 
Made of special cold rolled and reannealed steel—with anti-friction 
corrugated bottom—-and large smooth handles (with wooden grips), 
perfectly balanced—all handle braces have three rivets which in 
sure strength and durability. 
Our prices will interest you. Send for circular. 


DULUTH CORRUGATING & ROOFING CO. 
Dept. A Duluth, Minn. 





* Good Seriber —Low Priced 


eh Aes 

There has long ECO 

been a demand 

for a really 

good Scriber 

that dealers 

could buy at a 

much lower 

price than usu- 

ally asked. 


Here it is—our Improved “ACME Scriber."" Every Car 


penter and Joiner needs it—they’ll buy on sight. Meets 
all requirements. Shall we mail Sample and Quote? 


Hollander Mfg. Company 
2618 East 53d Street, Cleveland, Ohio 

















GREEN’S HARDWARE 


SHELF BOXES 


Price list sent on request 


THE A. H. GREEN CO. 
101 WARREN STREET NEW YORK 


























MILBRADT 
LADDERS 


will pay for them- 
selves in a short time 
by enabling you to 
wait on more trade, 
save the wear and 
tear on your fixtures 
and goods, as well as 
bring the appearance 
of your store up to 
date. 

Write for catalogue 
showing a large num- 
ber of styles suitable 
1 all kinds of shelv- 
ng. 


Milbradt Mfg. Co. 
2410 N. 10th St. 
St. Louis, Mo. 























Give Them 


Phenix Quality ™ 


In Storm Sash Hangers 
and Fasteners 





Show your customers the ng a 
Window hardware that saves trouble ® 
and mishaps. Phenix Hangers: and 
Fasteners are simplest, handiest, easiest ap- 
lied, most efficient—that’s why they sell 
pest. New improvements put them in a class 
of their own, 

Write to-day for catalog showing full Phenix 
line, including the only non-rusting loose joint 
hinge made, and the one best fastener for base- 
ment storm windows and porch enclosures. 


Samples free 


lai Mfg. Co., iaiweues, wie 


Well Established long Established 


ce & B' 


is the pioneer brand of American 
galvanized nettings and wire cloths. 
AY Eevee by a house in rere) elebenerejer. 
existence for nearly a century 
THE GILBERT & BENNETT 
MANUFACTURING COMPANY 


BALE TIES 
GRISWOLD. PERFECT 


(Standard and half gauge) 
STRONGEST and BEST PACKED tie on the 
market, made from selected wire. 

QUICK SHIPMENTS 
NORTHWESTERN BARB WIRE CO. 
Wire Products Mill Street, Sterling, UL 








Genuine NEY Haying Tools 


tr ae FOR FORTY YEARS 


E 
WRITE FOR CATALOGUE 
Canton, Ohio 


THE OOMPLBTE LIN 
THE NEY MFG. CO. 
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Rothweiler Pump 





Empties a Barrel or Drum 
Completely. 
No Waste. No Drip. 
Good for Oil, Gasoline, Tur- 
pentine, Light Paint, etc. 


Works Easily, Quickly and 


Efficiently. 
A Great Trouble Saver. 


ROTHWEILER & CO. 
SEATTLE, WASH. 














Ask Your Jobber 


For Harness Snaps, Rope 
Snaps, Breast Chains, Horse 
and Cattle Ties, Halters, 
Wagon Jacks, Gate Hooks, 
etc. 


MADE BY 


Covert’s Saddlery Works 


INTERLAKEN, N. Y., U.S. A. 






























Safety Fuse 


Ensign-Bickford is the ORIGINAL safety 
fuse—tested and tried by time and experience 





The 
Ensign- 
Bickford 
Co. 
Simsbury, 
Conn.,U.S.A 

















“STAR EXPANSION BOLTS” 


A PLEASURE TO SELL 
STANDARD THE WORLD OVER 
















oe Wood Screw Toqgee a = Machine 
Type Bolt 
STAR EXPANSION BOLT COMPANY 


20 W. Lake St., CHICAGO 147-149 Cedar St., NEW YORK 























Quick-Set Steel 


Drive Posts 





These are some of the 
reasons why the demand 
for these posts is grow- 
ing: Cost less than wood 
or concrete, guaranteed 
for 35 years, a few blows 
set them, ada ted to any 
kind of wire fencing, wire 
strung easily and quickly. 


It will pe ze rand to — 
dle these hi 
appeal to mh and a 
preew owners. Send 

r our catalog. It is free. 











Townsend Gave to the World 
The Ball-Bearing Lawn Mower 


Golf 
Mowers 





All other manufacturers now make Ball-Bear- 
ing Mowers for their best grade, but Town- 
send still leads in design, quality and finish. 


S. P. TOWNSEND & CO., Orange, N. J. 


























Imperial Lawn Edge Trimmer 


See how easy it works. 


Sells on sight. 
No moving parts. 


Note the clean, even edge. 


Very durable. Price is right. Good profit. 
Most jobbers will supply you. 
IMPERIAL BITIAND SNAP CO. Racine, Wis. 





ae... 


PATENTED JUNE 22, 1910 
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American Wire and 
Peerless 


‘Tacks 


combine all the essential features of good tacks, 
and are sold under our guarantee of full weight 
and full count. Furnished in either carpet, up- 
holsterer, bill-poster or railroad styles; in finish 
—polished or blued, tinned, coppered or galva- 
nized; packed in bulk, kegs or boxes, count 
papers, colored cartons or toy barrels. 
Illustrated catalogue and prices furnished. 


e o 
American Steel & Wire Company 
Chicago New York Cleveland Pittsburgh Worcester Denver 
Export Representative: U. S. Steel Products Co., New York 
Pacific Coast Representative: U. S. Steel Products Co. 
San Francisco Los Angeles Portland Seattle 


At This Season 
of the Year 


the No. 1 Fire Pot is in great 
demand. New work and repairs 
must be completed and the No, } 
Fire Pot will soon pay for itself 
in the saving of fuel alone. It 
is especially strong and durable. 
The tank is made of heavy 
gauge seamless drawn steel with 
- extra large funnel and dust proof 
No.1 filler cap. The burner is swiv- 
Setrott eled. Include it in your order, 
———— Jobbers’ eupply at factory price, 
Send for Catalog—it’s free. 

No. 1 Fire Pot 
List Price Each $13.60 

Ask for Discount 


Clayton & Lambert Mfg. Co, 
Detroit, Mich., U.S. A. 
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mI 


DIETZGEN 
MEASURING 
TAPES 


area guaranteed product— 
backed by a quality firm. 


Your trade will value the 
Simplified-Reading Feature. 
Send for Tape Catalog “‘H”’ 


Eugene Dietzgen Co. 


Manufacturers 


Chicago New Orleans 
New York 2 aj Pittsburgh 
San Francisco Philadelphia 


SOUTER EEEUEEEORUERERROLGEGGERUEEOEREEEREERURUAEEEOUEDGEEEEL 








If i's DROP FORGED 
WRENCHES you're 
after, remember that 
P-S Quality is 
Guaranteed. 


Page-Storms Drop Forge Co. 
CHICOPEE, MASS. 








“WALL 


of Brazed Steel 
Construction 
Guaranteed 


OILERS” 


Write us before 
placing your 
orders. One 





for order means 


5 years another 


P. WALL MFG. SUPPLY CO. 


PITTSBURGH 











ARMSTRONG 
ree 


Genuine Stock and Dies 


Our dies can be adjusted to the variations in the size 
of fittings. They can be worked with less labor and 
the desired result accomplished in less time than with 
other dies. They are interchangeable in the st 
anes without drawing the temper, easily adjus 
and kept in condition. Sent on request. 


THE ARMSTRONG MFG. CO. 
290 Knowlton Street § BRIDGEPORT, CONN. 














PROMPT SHIPMENT ON RECEIPT OF 
YOUR ORDER 


Ferrules, Copper; Bars, Copper; Bottoms. Copper; Burns, Cop- 
per; Conductor Pipe, Copper; Crimped Sheet, Copper; Baves 
Trough, Copper; Elbows, epber Gaskets, Corrugated es 
Hammers. Copper; Mitres, Copper; Nails, gt Rivets, Pp 
per; Roll Copper; Shoes, Copper; Sheets, pper; Soldering, 
Co gt Spikes, Copper; Washers, Copper. 

if your selling needs are listed above, write us at once. 

Pittsburgh Copper and Brass Rolling Millis 

Pittebursh. Pa. 








Now Is 
theTime 
Your 
Customers 
Need a 
Set of 
Saws 
Around 
the 
House 


No. 131 


Fill 
Your 
Window 
Full and 
Watch 
Them Go 


Send for List and Prices C. E. JENNINGS & CO. 


73 Murray Street, N. Y. City 
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Sell Satisfaction 


-F. Dieckmann Elbows sell solely on merit. 
Made all angles, all designs, square, round, 
plain, corrugated. 

The Ferdinand 
Dieckmann Co. 
Cincinnati, Ohio 











WRIGHT’S 
PATENT 


ing. Cutter 
adjusted and 
ean not slip. 


CLARK 


where. 


Manufactured by 
The Conn Valley 
Mfg. Co. 


Centerbrook, 


in. Large size bores * 
to 3 in. Have greatest 
strength and ease of bo 


accurately 
absolutely 


Small 


Expansive’ Bits. 

ize s % to 1% in 
Large size bores % to 8 
in. Well known every 


Conn. 


Expansive Bits Qaptuun 


Small size bores % to 1% 






























ome 



















Sherman Pump Leathers 


=, 





Make Steady 
Customers 








Always the Same Always the Best 


For fifteen years we have bought Best Oak Tanned 
Leather from one tannery. We do not manufacture 
belting, hence use no belt ends, nor do we buy scrap 
leather. Others may have equal appearance, but not 
the substance, as our Leathers are not doctored up 
by paste or sizing. 


Packed in Attractive Dozen Cartons 
Free Sample on Request 


Battle Creek, Mich. 


H. B. Sherman Mfg. Co., 














123 Chambers St. 





“BILLINGS” 
Brick Trowels 


Wide or Narrow Heels. 


Factory, Irvington Sta., 


Orders for special patterns 
executed. 
We also manufacture 
Pointing and Tile-Setters, 
Trowels, 


Brick Chisels, Hammers 
and Scutches 


Send for Catalog and Prices 


Billings Union Trowel Works 


» 


New 





Newark, N. J. 





York 




















THIS STICK SHOULD BE IN 
YOUR STOCK 





It is the only brand upon which you can meet 


any competition and still make a good 
Superior in Quality, Profit, Service, Packages 
ASK YOUR WHOLESALER FOR IT OR 
WRITE US FOR PRICES AND SAMPLES 


THE JOBBER’S MFG. CO. Si2,co“* 








Robertson Horse Shoe Magnet Hammers’ 


a high grade line with a good profit to dealers and 
Catalogues and discounts on request. 


jobbers. 


Silver Medal (Highest Offered) Paname-Pacific Exposition 
144 Oliver St., Boston 


ARTHUR R. ROBERTSON, 



















THE HAMMER 


HOLDS 


THE TACK 



























You Care Not 


half so much for quantity and quality 
of circulation as you do for the con- 
fidence our readers have in this publi- 
cation. When we carry your message 
it receives respectful attention from 
readers accustomed to act. Interest 
precedes attention. We get you atten- 
tion. 

























LEBANON 


Lebanon Machine 
Company 
LEBANON, 
Send for Catalog 


AUGER BITS 






N. H. 
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OFHIN 


Are made from the highest grade boxwood, well seasoned, accurately graduated and 
securely assembled. The name itself foreruns your selling arguments. 


BOXWOOD RULES THE JUFAIN  fPULE Ca. New Ye NY ondon, Eag 


Send For Catalogue. 





PUNCHES I © §. Osborne & Ce, 


Send for Catalog Newark, N. J. 








AMERICAN 


Sickle Edge Hay Knife. 

The original sectional edge 
hay knife. Write for 
prices. They are in- 
teresting. 


lack and Galvanized Sheets|¢ 


APOLLO-KEYSTONE Copper Steel Galvanized Sheets 


Demand this material oh cusinsivey FOR GULVERTS, LCM TANKS, ROOFING, SIDING, and all forme of med Rooting Products, 
eg pighest ty in qu —y & durability and rust-resistance. We also manufactare APOLLO Corrugated and Formed ots, 
of every 

















AMERICAN SHEET AND TIN PLATE COMPANY, 


me 


JEFFERY’S MARINE GLUE 


Use No. 1 Extra Quality for filling deck and hull seams of Yachts and Motor Boats. 
Use No. 2 First Quality Ship Glue or No. 8 Special Navy Glue for fillimg deck and hull seams of 
merchant vessels. 
Use No. 7 Soft Quality or Waterproof Liquid Glue for filling and waterproofing canvas for 
covering boats and canoes, cabin tops, decks and flying boats. 
No canoeist should be without an Emergency Can of our Special Canoe Glue. 


escription, Electrical Sheets Special Sheets, Bright Tin Plates, Keystone Copper Steel Roofing Tin, Etc. 





For Sale by all Hardware and Sporting Goods Dealers. 


Scat ater vet: © LL. W. FERDINAND & CO.  3Snnsitas $<" 


Use and How to Use It 


THE GRIFFIN s+ ieee COMPANY. 


BEST FOR MADE IN ALL 


STAMPING ERIE P A. I E 
AND i Vva'tolé 

} DIFFICULT NTT . C one imanuene 
DRAWING \ j | } AY 4 oe | F In ~ 


PERIOR FINISH 

















Enn BETTER SPRINGS 
nittttin \ Ezteeaet, || 44-Caliber Men 


Sagging os p gets 

mer gn neta . not 22’s—are the sort who give and 

NEW ERA SPRING & SPECIAL MPANY iti ‘ 
ua Ww. codkotiely bicen teaueabe, Gee get positions through your Want Sec 

oe Gataben of ‘Detter’ Accementen tion. Do you wish to establish con- 

FACTORING AT CHICAGO and ORAND RAPIDS, MICH. nections with these top notch firms 


and individuals? They are worth 


KFFP knowing—and having. Of mutual 
You can get the latest prices from benefit is 
Hardware Age Standard Lists and 
POSTED Directory of see mata ‘Send The Want Section 
for circular and specimen pages. HARDW ARE AGE 


U. P. C. BOOK COMPANY, Inc. 239 W. 39th St. New York 
241-249 W. 39th St., New York 
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JOBBERS—DEALERS 
PREPARE 
There will be a heavy demand for the famous 
“STORM KING” LANTERN 
Extensively advertised. We help you sell. 
BIG PROFIT. Get Particulars and Prices NOW. 


National Stamping & Electric Works 
410-424 S. Clinton St., Dept. 2, Chicago. 





_~a 
350 C.P. 








IRON FENCE and ENTRANCE GATES Pon‘ iut'inecsts 


Factory Fence a no coedaie 
Lawn Vases, Settees 
Lamp SS 
Gen. Iron and Wire Work 
Send for Catalog 500 
Designs — Agents Wanted 
THE STEWART IRON 
i co. 
765 Stewart Block 
CINCINNATI, OHIO 


NDAD \37) Waltala 








»4. 
































































































































O. LINDEMANN & CO. 


BIRD ae 


CAGES 
Established 1863 


35-37 Wooster Street New York 


Manufacturers of 





“GEM” NAIL CLIP 

















BROOKS 


Bright Iron and Brass Wire 
Goods. Special Wire Goods 
made to order. 


M. S. BROOKS & SONS 
CHESTER, CONN. 








R. MURPHY 


Ha, KNIVES [i 


OE Sees 


New Haven Oyster Knife 


ROBERT MURPHY’S SONS CO., Ayer, Mass. 




















Web Straps (¢ 
Web Halters 


MUCH CHEAPER THAN LEATHER 
Send Us Your Order Today 
E. T. RUGG & CO., Mfrs., Newark, O. 











C-S CO. 


12-Inch 
Hardwood 
Levels Neo. 102 
jn THE QHAPIN-STEPHENS (0, 
Popular Prices UNION FACTORY 
Ask Your Jobber PINE MEADOW, CONN., U.S.A. 




















PORTER’S “NEW EASY” BOLT CLIPPERS 


All sizes. All parts interchangeable. Jaws Special Steel. 
Big Sellers. Good profit. Write for prices. 


H. K, PORTER Everett, Mass. 





inent Buildings 


use Morton’s Sash Chains, including Mutual \ 
Life Bidg., N. Y., Standard Oil Bidg., %)% 
N. Y.; Hotel Knickerbocker, N. Y.; Mills : 
Bidg., N. Y¥.; Congressional Library, Wash- ~ 
ington, D. C., and others. Made in Bromse . 
and Steel. Write for Catalog. ; 


‘tae Morton, 245. CenterSt., NY. x 














OMMERS Peertess FAUCETS) 


BEST BLOCK TIN KE ers: ampnsed 
MAPLE WOOD BODY Hi HIGHLY POLISHED 


j ere 
Pq ONLY THE GENUINE ARE STAMPED In THE WOOD WITH 
TRADE MARK MALTESE CROSS (a8 PER cur) 
Se 


" t a. INFERIOR METALS, TINNED OR WICKELED. 
JOHN SOMMER FAUCET CO. 555 Centar Ave, Newarn NL, 






ICE TOOLS béscrirtion 


Used by large harvesters, 
dairymen, butchers, cream- 
eries, etc.; also for peddling 
and in hotels, restaurants 
and wherever ice 

Write for Catalog and prices. 


Works: HUDSON, N. Y. 


Gifford-Wood Co., “tesa. “Sasnica,re. 








ELEVATORS AND DUMBWAITERS 


Made to be sold by the Hardware 
Trade. Can be placed in position by 
any carpenter. 


Send for Catalog No. %4 


ENERGY ELEVATOR CO. 
214-216-218 New St. _ Philadelphia, Pa. 


























— = Esvs0.:s~eC S20 > a 
JOHN HASSALL. inc. i 
0 RiIveETsS. F 
Q EsScuTGHEON PINS Fat 
SPEGIAL Wire NAILS 
" re cntines AN reeers v 
uw qos a Ss i 




















Send for new catalogue Ne. 16 








WILMINGTON, OHIO 





*“*VICTOR’’ BOLT CLIPPER 
Send for Catalog 








ROBERTS MFG. CO., SemervilleStation, BOSTON, MASS. 
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ALL STYLES 
Corn Huskers 
CLARK’S 
Sell Best 
Sold through any 
Jobber 
Estate of R. F. CLARK 
54 W. Lake St. Chicago 














aun tae ~ nnd 
i foes 
i 


**Known the world o' 
Send for rv el 


C. 8. NORC ROSS & SONS. Bushnell. tl. 














Lead Toy Soldiers 


ery item a maste Five 
4: her nt exhibitio ve ty "Wa ite 
for ately to 


Otto Mfg. Co. Coopersburg, Pa. 






































YOUR ADVERTISEMENT 


ON THIS PAGE WILL BE READ BY 
17,000 INTERESTED HARDWARE 
MERCHANTS. THE COST IS SMALL 
AND THE PUBLICITY VALUABLE 


Further information on request. 
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TUBULAR «AnD. CLINCH RIVETS 


TUBULAR RIVET AND STUD CO., RaTON ‘Minetenvesin U.S.A. 





Your Reputation 


OR quality depends partly 
on your persistence in 
mentioning it. To assume that 
everyone knows the merit of 
your goods will make you miss 
the bigger and richer market. 
Long after YOU think your case 
is understood there will still be need 
for telling your story. What seems 
old to you is just dawning on the 
minds of some others—or they may 
never have had need of you before. 
Everlasting repetition brings the big 
results. 


Readers of HARDWARE AGE 


are on the alert for money-making 
merchandise. Why not let them 
know about yours? 


Let us tell you how to use our 
pages advantageously. 


HARDWARE AGE 
239 W. 39th Street, New York 

















Look! 


It is the sign of good ventilation. 
_ The U. S. Government and many of the largest 
industrial corporations in the country have recog- 


nized the superiority of 


“STAR” 


VENTILATORS 


(Patented) 


and installed them in sufficient numbers to assure 
their workmen a clean, wholesome atmosphere in 


which to work, 


We have a proposition of special interest to dealers 


and jobbers. Write us now. 


Manufacturers of 
Evans “ALMETL” Fire Doors 
**Merchants Old Method”’ Roofing Tin 


MERCHANT '& EVANS Co 


NEW YoRK 
BALTIMORE CHICAGO 
ATLANTA 6. ST. couls 
CLEVELAND KANSAS CITY 























Capewell Nails 


Known Wherever Horses Wear Shoes 


They satisfy everyone who has anything to do with them including the horse 
Not the cheapest nail regardless of quality—but the best nail at a fair price. 


The Capewell gives the utmost satisfaction, every time. Safest, easiest to 
” for the largest volume of business. 


drive. Surest to hold. Stock “Capewell 


THE CAPEWELL HORSE NAIL COMPANY 
HARTFORD, CONN., U. S. A. 


Largest Manufacturer of Horse Nalis in the World 















for the “Star” 


WHEELING 
























So pA ate ne Na a RGAE 


CR nat AI sen tS int 


Help Wanted 


Original letters of reference should | 


not be inclosed unth replies to ad 


HARDWARE AGE 


Help Wanted 





WANTED — BY A 
AGENCY, Le ar 


vertisements appearing in these col- | 
umns, as they are frequently misilaid | 


and lost. A copy of the reference 


will serve the purpose. 

Well established tool manufac 
turer desires salesman with 
standing among Southern hardware 
jobbers and a record of successful 
sales achievement. Must be young 
man of highest integrity and not 
afraid to work. Splendid future for 
the right man who 
salary above opportunity. In answer 
give full information regarding age, 
road experience and minimum salary 
to start; also send picture. Man 
now employed preferred. Applica 
tion will be regarded in confidence 
Address Box A-276, care Harpware 
Ace, New York. 

Wanted—An experienced hardware 
clerk, one that can do tinwork and 
hot air furnace work; must be re- 
liable, honest, 
stockkeeper. This is a steady posi 
tion for the right man. One who 
can speak the German language pre- 
Sewell Give reference and salar 
expected in first letter. 
C.F. Wittmayer, Tripp, So, Dak. 
HERE ‘IS THE PL “ACE FOR 
YOUR MESSAGE, FOR IT WILL 
BE SEEN AND READ BY EXEC- 
UTIVES—THE MEN 
YOU MUST SELL YOUR SER 
Vv IC ES. 

‘Leading trade mark manufacture 
of stoves, ranges and furnaces, 
wants salesmen for Minnesota, Wis 
consin and Iowa, for 1918. Confi- 
dential. Address Box A-365, care 
Harpware Acz, New York. 


Experienced man wanted, capable 
of aiding in organizing and follow- 
ing up the instructions of a produc 
tion department along modern lines 
at a large factory 
East. ust Ssess initiative an 
originality and be able to 
fully handle shop problems as the 
arise. man who has had ex- 
perience along hardware or sma'' 
tool lines preferred. State experi- 
ence, give age, reference and a 
gee 9 we required. Addres: 

care Harpware Acr 
New York. 


SALESMAN Ww ANTED TO 
VISIT NEW _ ENGLAND JORRING 
HARDWARE AND SUPPLY 
TRADE SELLING WELL KNOWN 
FACTORY LINES FOR AN OLD 
ESTABLISHED HOUSE, RECOG 


high | 


will not put | - 


steady, and a good | 


Address | 


TO WHOM | 


| keeping 
Applicant must have had experience | 
| in hardware, as 


CHINERY ACCOUNTS, ADDRESS | 


| BOX A-383, 
AGE, NEW 


WANTED.- 


CARE HARDWARE 
YORK. 


Salesman experienced 


| in selling to hardware jobbers and 
dealers ornamental lawn wire fence. | 
| I seek is that of sales manager. Ad- 


| State experience and salary wanted. 
| Address H. L. Brown Fence & Mfg 
| Co., Oakley, Cincinnati, Ohio. 


MANUFACTURER of full line 
household specialties wants local rep- 
resentatives in all important cities to 
handle line on commission. Depart- 
ment stores, hardware dealers, in 

| stalment houses, 
are all ~ users. 

1 


; State experience, 
lines han 


ed and territory covered. 


e€ want none but those who can | 


“make good.” For such our propo- 
sition is an excellent one 
“eg 


WANTED — Representatives or 
salesmen on commission to sell to 
| ene and retail-trade an abso- 
utely dustless ash sifter with prac- 
tically unlimited possibilities, 


can prove it. References are re- 
| quested in first letter to save time. 
Holmes. 702 Boston Block, Minne- 
apolis, Minn. 
WANTED—Office assistant. 
familiar with double 
and general office work. 
position is 
clerk and assistant to secretary. Ad- 
dress Box A-371, care Harpware 


| Ace, New York. 


located in the| | 


success | 


| TAIN A POSITION; ‘BU T IF you ma 
| WANT TER 


NIZED AS LEADERS IN THEIR | 


FIELD. STATE AGE, 
ENCE AND SALARY 

ADDRESS BOX A-372, CARE 
HARDWARE AG E, NEW YORK. 


WwW anted—We have an extremely 
good opening for a first-class, strong 


EXPERI 


salesman who is able to sell to the |- 


jobbers and large retailers a high- 
class line of dairy and water pail 
a oe pails, tubs, oil cans, etc 
the right man, a great oppor- 
tunity. Address Box A-379, care 
Harpware Ace, New York. 


DESIRED 


to make change; not 


| 
| 
| 
| 
| 
| 
| 


” Situations ened 


Young man, experienced in sell- 
ing, desires position as traveling 

alesman Or several good specialties 
to sell on commission. Address Box 
A-356, care Harpware Acg, 
York. 





New 


YOU HAVE, OF COU RSE, THE 
NEWSPAPERS IN 
THAT YOU CAN 


TO GO AFTER IN 
N ATIONAL WAY TT 
SECTION—IT MAY 


BUT IT WILL PROBABLY GIVE 
YOU A WORTH-WHILE 
“BERTH.” 


Young man, age 25. twelve years’ 
experience wholesale hardware, five 
years on road, now employed, wishes 
iable to mili- 
tary duty. Familiar with trade in 

New England. Address Box A- 388, 
| care Haapwane Acr, New York. 

Man 26 years of age desires a 
| traveling position. Eight years’ ex- 
perience in hardware and 
goods. A hustler and good habits. 
Address Box A-373, care HARDWARE 
Acge, New York. 


BOSTON | 


premium concerns | 
| towns; 
| acter, 


Address | 
H.,” care Harpware Ace, New | 


Only | 
| men who can produce big results and | 


price | 


| of hardware, 


| MANUFA 


sporting | 


| PARTICULARS, L. D. R.. CARE 
| PEARL ST., BOSTON, 


Situations Wanted 


Situation Wanted—I have 
ten years with the same hardware 
manufacturing company, callin \. n 
the jobbers and large retail alers 
throughout the Central and W aera 
States. I have gone as far as I can 
with them and desire to make a 
change January 1, 1918. My record 
is an absolutely clean one and I can 
furnish unquestionable character and 
commercial references. The position 


dress Box 651-A, care Harpware 
Acg, Otis Bldg., Chicago. 

Married man, age 36, with 18 
years’ retail experience, 14 years in 
the hardware business; have success- 
fully filled positions in selling, buy- 
ing, managing and as proprietor; ex- 
perienced both in city and country 
best of references as to char- 
business ability and _ habits; 
desire a position with good future 
rospects. Address Box A-384, care 
TARDWARE Ace, New York. 


Live wire salesman of character 
and ability; age 34; twelve years’ 
hardware and specialty lines experi- 
ence; will make change. Salary or 
commission, Want Minnesota or ad- 
jacent territory, Address Box A-386, 
care Harpware Ace, New York. 





“ Seleemen well acquainted with the 
jobbing and retail hardware trade 
in the Middle West wishes to repre- 


| sent some manufacturer in territory 
| who has a high grade line of goods 

One | 
entry book- | 
| Harpware Ace, New York, 


Best of reference from previous con- 
nections. Address Box A-333, care 


Business Opportunitie 


SMALL DEALERS 
and new dealers attention! What do 
To think of our new plan of supply- 
| with 12, 18 or 24 colors of 


Oehes some difference whether you 
have to invest in that many or stock 
up with a full line of 48 colors, 
doesn’t it? No better paint made. 

Send for details. 

HARRISONS, Inc.. 
Now owned by EB. I. Du Pont de 
Nemours & . 
c/o HARDWARE AGB. 


IF YOU ARE DESIROUS of 
buying, selling or exchanging a stock 
we can be of great 
service to you on account of our 
intimate knowledge of these matter 
in every section of the United 
States. Address “R. S. W.,” care 
Harpware ‘Ace, New York. 


~ HARDWARE SPECIALTIes. 
VE ARE IN POSITION TO 


V 
| TAKE ON ONE OR TWO HARD. 


ene SPECIAL ta bd REAL 


| MERIT TO BE RKETED 
| THROUGH LEADING YORBERS 


OF THIS COUN 
URE_AND SELL ON 
OYALTY BASIS IF _ DESIR- 
ABLE, ADDRESS WITH FULL 
HOMER F. LIVERMORE. 85 
MASS. 


spent | 


| dress Box A-362, 
| Ace, New York. 
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Business Opportunities 


} 
} 
| 
} 


PROSPEROUS STORE in upto 
date Middle West town of 1000, ig 
heart of fine farming district, aved 
streets, electric lights, good sc ools, 
etc.; $10, 000 stock of hardware, 
paint, stoves, furniture. Undertak. 
ing business combined. Did $35,000 
business last year. Must be cash 
deal. Address “B. F.,"’ care Hagp 
WARE Acs, New York. 


7. = BEAUCHAMP N Co, 
MANUFACTURE RS’ AGEN TS, 
AND CANADIAN DISTRIBU: 
TORS FOR AMERICAN GOODS, 
20 ST. NIC amg AS ST., 
ia. 

NEW LI! / 

MEN ALL OVER CANADA, 





For Sale or Trade for danas or 
small farm—Stock of hardware, n 
implements, in good Ohio town. In 
voice about $12,000. Doing a goo 
business. Good reasons for selling 
Address Box A-350, care Harpwars 
Ace, New York. 


For Sale—One of the oldest estab- 
lished successful retail hardware 
businesses . Southern California. 
Can be bought with or without book 
accounts. ixtures very nominal. 
Clean stock of about $110,000 neve; 
before offered. coe to retire. Ad- 
dress “C. B. Box A-274, care 
HarDWARE ay ‘New York, 





Partner Wanted—In hardware, 
giuaies and heating business in a 
live assachusetts manufacturing 
town of 10,000. Young man of ex- 
perience, a live wire, who can in 
vest $4,000 to $6,000 and take an 
active interest and further develop 
the business. Increase has been 
over 50 per cent in four yea 
Best corner location in town. Ad: 
care Harnwars 


BOURS COM. 
ACKSONVILL 





THE BOND & 








| TURES iG GOODS) AND $50,- 
| 000.00 


OR SALE IN BULK. 
THEIR RETAIL STORE IS 
SITUATED ON THE MOST DE 
SIRABLE BUSINESS STREET 
LL FACILITIES AND 


A 
| CONVENIENCES FOR DOING 


BUSINESS. 

ACKSONVILLE_ HAS BEEN 

LECTED FOR THE QU 
MASTERS’ TRAINING 
AND THE CONTRAC 
BEEN AWARDED; ENGINEERS 
AND CONTRACTORS ARE ON 
THE GROUND AND S00N CON. 
STRUC TION WILL BE UNDER 
WA FOLLOWING SOON 
THEREAFTER TROOPS WILL 
BE IN CAMP. SPLENDID OP. 
PORTUNITY. ; 

FURTHER INFORMATION 
WILL BE GLADLY FURNISHED 
UPON APPLICATION 

THE BOND & BOURS 
COMPANY. 








HELP WANTED 
AND BUSINESS 
\OPPORTUNITY 
| RATES 





All analy, uintnen 50 words... 


Set solid, minimum 50 wo 


rds 
Each additional word 2c 


ch additional word 4¢ 


All capitals, leaded, minimum 50 words.$3.00 


Hach additional word 6c 


- $2.00 


SITUATIONS 
WANTED 
RATES 


DISPLAY ADVERTISING RATES GIVEN ON REQUEST 


Count Seven Words for Keyed Address 


Do sot send original letters of recommendation in replying to adverti 





dupli will answer the purpose. Letters forwarded witheut charge. 
ADDRESS MAIL CAREFULLY IN ORDER TO AVOID DELAY IN FORWARDING 


Forms close seven days before date of issue. Cash must accompany all advertisements. 


Set solid, minimum 25 wo veeceeee 
Each additional. Jae 2e 


All capitals, minimum 25 words 
Bach additional word 4c 


All capitals, leaded, minimum 25 words.$1.50 
Each 


additional word 6¢ 
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Business Opportunities 


RUBBER CoM. 
) 


” 


THERMOLD 
a ENT 
. - any 
L HIGH-GRADE COMMIS 
SION SAL ESMEN TO HANDLE 
FULL. LINE OF GARDEN HOSE 
rLY COMMISSION BASIS 
SH REFERENCES, SELL 
PERIENCE AND TERRI 
OVE 


)VERED. 


TOR’ ( 


HARDWARE AND _ HOUSE 
FURNISHING GOODS STORE 
FOR SALE—Established 1886. 
Never been any change in ownership 
or location. eason for selling, in 
ability to give the store proper su 
pervision. A city with a population 
of 43,000 and growing rapidly. 
comparatively small amount of oo 
required. Address HARRIS & 
WALKER, S., ast 
Orange, N. 


341 Main 


We are open for a few more lines 
of hardware and automobile supply 
specialties to sell to the jobbing 
trade only. Territory entire State 
of Texas. We travel men and do 
missionary work. O. Box 689, 
San Antonio, Texas. 


“WE GOT THE MAN WE WANT 
” IT’S THE SAME OLD BUT 
NEVERTHELESS GRATIFYING 
sroRy THAT IS TOLD TO US 
WEEK IN AND WEEK J" 
YOULL FIND THAT AN AD IN 
THIS SECTION IS THE EASI 


EST AND CHEAPEST | 7 Sa 


TO GET COMPETENT ME 


For the manufacturing jobber who 
has a national territory. pa is the 
ortunity for you to add a profit- 
le article to your line. It will 
sell in all agricultural districts, and 
is a proven success, This is a sheet 
Metal product and requires a 16” 
throat press for its production, This 
tay. Add is open for a short time 
Address Box 79, R-3, Ames, 

lowa. 


A PROPOSITION WORTH IN- 
VESTIGATING. A large general 
hardware business in Detroit has an 
excellent proposition to offer an ex- 
yo hardware man with from 

to $5,000 to invest. Stock 
carried aggregates about $15,000 
Address Box A-387, care HarpWare 
Acz, New York. 


WANTED — Salegmen 
exclusive territory to 
UAJUSTIT” car for 1918. 
commission proposition, 
ad in this issue. 
Corporation, 1060 
Rochester, N. Y. 


sell the | 
Liberal 
See large | 
Adjustable Sales 
Jay Street, 


handling | 





Business Opportunities 


HARDWARE SALESMAN—We 
manufacture a piece of merchandise 
that is sold in practically every hard 
ware store in the country. A good 
side line for salesman calling on the 
hardware and general merchant 
trade. Big commission, easy money 
Send us your territory and we will 
explain. Address Box A-385, care 
Harpware Ace, New York. 


For Sale—Retail hardware busi- 
ness in western Canadian city. Busi 
ness in good shape, doing an annual 
turn-over from $125,000 to $150,000 
and making good money. Will take 
$10,000 cash to handle, with security 
for balance, or will sell an interest 
to capable party who could assum« 
management. Reason for selling, 
owner has other interests to look 
after. Address Box A-380, care 
Harpware Ace, New York. 


For Sale—Thriving and prosper- 
ous hardware and furniture business 
in one of best and most widely 
advertised towns in irrigated valley 
in Colorado. Crop failures impossi- 
ble. Stock and fixtures invoicin 
about $15,000 and can be reduced i 
necessary. If interested address 
Box A-382, care Harpware AGcz, 
New York. 


One of the largest manufacturers 
of cream separators in the world de- 
sires to make a permanent con- 


pection with individual or company | 


at present definitely located in an‘ 
certain 
and definitely covering said territory 
with one or more non-competing 
lines which are sold to the hard- 
ware and implement merchant and 
who is in a position to add on com- 
mission a line of cream separators 
which are well known and widely 
advertised, and which are being sold 
and can be sold by any individual 
or company in a position to give this 
line the attention it merits. This 
is a straight commission proposition 
We carry the stock, do our own 
shipping, make our own collections, 
Commissions are due and payable 
when goods are shipped. »plica- 
tions are only solicited from altesdy 
established individuals or companies, 
who are in a position and willing to 
give a line of this kind the vigorous 
attention it deserves. Kindly give 
full particulars covering other lines 
sold, etc. Address Box A-381, care 
HARDWARE Ace, New York. 


territory and permanently | 


Business Opportunities 





Sales 


Talk 
No. 107 





Broaden 
Your Vision 


The days of sitting in| 
the office continually 
and simply relying 
upon one’s self for 
merchandising ideas 
have gone—gone for- 
ever. 


|The successful hard- 
ware man is the one 
who keeps his fingers | 
on the pulse of the 
merchandising world. 


In all quarters of the | 
/country hardware men 
‘are doing this through | 
'the medium of Hard- | 
'ware Age. Its pages | 
are constantly present: | 
ing the news of what | 
other men are doing | 
‘and suggesting live’ 
ideas for improvement. 





Acquire broadness of 
vision. Adopt the) 
policy of studying| 


_| Hardware Age and en. | 


For Sale or trade for small farm— 
Hardware store in fast growing Chi- 
cago. suburb of 3500 population. 
Stock and fixtures about $5000 at 
| old prices. Can be marked up 10 

per cent to present values. Low 

rental; best location in town. Op- 
portunity for experienced hardware 
man. Address Box A-375, care 
| Harpware Ace, New York. 

} 


courage your workers | 
to do likewise. You'll 
| find a big jump in the 
ascend of your or- 


| ganization. 








AND BUSINESS} i 
OPPORTUNITY 


RATES 





.00 
Bach additional word 2c 


mum 
alc additional word 4c 


Each. additional word 6c 


DISPLAY ADVERTISING RATES GIVEN ON REQUEST 


capitals, wmini- 
words . 


WANTED 
‘RATES 


Count Seven Words for Keyed Address 


De not send original letters of recommendation in replying to advertisements—duplicates will answer the 
purpose. Letters forwarded without charge. 


ADDRESS MAIL CAREFULLY IN ORDER TO AVOID DELAY IN FORWARDING 
Forms close seven days before date of issue. 


tisements. 


SITUATIONS eee additional oe fy 2c 


Cash must accompany all adver- 


wl minimum 


capital = mini- 
mum - $1.00 
Each additional ‘word 4c 
All capitals, leaded, 
minimum 25 words.$1.50 
Bach additional word 6¢ 














‘Common Sense 


on the 


File Question 


The practical 
value of file 
can be deter- 
mined only by 
application. 

Because 
cutting quality 
of the file is 
dependent upon 
the steel that 
goes into it. 

Therefore 
what your cus- 
tomers get out 
of their files 
wholly deter- 
mined by their 
inbullt quality. 

For many 
years we have 
been educating 
dealers and 
users up to the 
fact that it 
pays to pay a 
little more for 
good materials, 
especially when 
you  eoonsider 
that such files 
return this 
slight extra first 
cost by doing 
quicker and 
better work. 

At no time in 
the World's his- 
tory can it be 
truly said that 
“Time is Mon- 
ey" more than 
right now. 

Why not sell 
files that save 
it—Delta Files? 


The Delta 
File Works 


Philadelphia 
U.S. A. 
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The Classified Directory appears in the first issue of each month 
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SEARED-TO-THE-ROAD 


Tires 


HARDWARE AGE 


MILLER 
DEALERS 
HAVE NO 

PRICE CUTTING 
COMPETITION 
AMONG EACH 
OTHER 


ASWVeW Sdea in 
‘Jive Selling) 


Miller offers an exclusive agency 
proposition to one dealer in each 
territory. 

If you become a Miller Dealer, al/ 
the Miller business in your territory 
will be yours. You share it with no 
one. Your prices cannot be regulated 
by a price cutting competitor. 

You get al/ the profit from al/ the 
Miller Tires sold in your territory. 
You control the business. 

The big 1918 Miller National Ad- 
vertising Campaign will soon begin. 
Big forceful advertisements in all the 
leading national and trade publications 
will create thousands of new Miller 
users. 

But our exclusive agency proposi- 
tion and national advertising campaign 
are but a small part of the sales plan 
that Miller offers its dealers. This 
remarkable plan has enabled Miller 
dealers everywhere to increase their 
tire business, decrease their selling 
cost and make larger margins of profit. 

Your territory may be open. It will 
be decidedly worth your while to find 
out and to learn all about this New- 
Day Sales Plan. Write us today. 


The Miller Rubber Company 
AKRON, OHIO 
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TRADE MARK REG. IN U.S. PAT.OFF. 


{ 1 Be TALKING 
fe \ MACHINES 











af 


Winsa Pies in Every Home. 


Dealers selling them have 
creased their sales and profits. 

The mechanical construction,” 
motor, sound box and tone chamber 
are the fundamental parts and are > 
the best obtainable. ; 

The furniture or cabinet,while hav- 
ing no bearing onthe sound reproduc- 
ing qualities are artistic and in keeping ~ 
plan 39 class furniture of the mod- — 
ern 

(THE GUARANTEE) ‘ 

All Harmograph Talking Machines 
are sold on an absolute guarantee that 
they MUST give perfect satisfaction 
to the owner. 

Manufactured by 


The Harmograph Talking 


Machine Co. 
ST. LOUIS, U. S. A. 


RITE US FOR CATALO 
SHOWING OUR DIFFERENT 
MO FINISHES AND PRICE _ 
MANUFACTUREDEX 


- SHAPLEIGH HARDWARE CO. 


ESTABLISHED 1845 


ST.LOUIS, U.S.A- 


























